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From The Editor 


DAY KOTAK IS DEFINITELY NOT A MAVERICK AND, FOR 

A man who's built a successful financial services 

group that is into all the conventional businesses— 
banking, insurance, stockbroking and fund management— 
you can hardly call him a contrarian. Yet, Kotak likes to 
buck the trend. Unlike some of his peers who chose to cash 
in by selling out to global partners (like psp did to Merrill 
Lynch), Kotak recently bought out his partner of 10 years, 
Goldman Sachs, at a price that many would consider a steal. 
But the bigger message in his buyout was perhaps the 
fact that his group, Kotak Mahindra, wants to go it alone 
in investment banking and stock broking. That would 
mean taking on global giants like Merrill, Morgan Stanley 
and Goldman Sachs (which, after the exit from Kotak, is 
planning a solo foray in the Indian market) not only on 
Dalal Street, but elsewhere in the world as well. Kotak 
thinks it is time that Indians and Indian institutions can 
*have a shot at the world" and is planning to do exactly 
that. Already, the performance of his financial services con- 
glomerate has created ripples in the Indian market. His 
bank, which is just three years 
old, is growing its deposits at a 
fast clip—82.5 per cent in the 
nine months to December 2005; 
his investment bank topped the 
league tables for 2005; and 
Kotak Securities, the stock bro- 
kerage, is one of the most prof- 
itable in the market. Now, Kotak 
wants to spread his wings glob- 
ally. Can he do it? Some of 
Kotak's current strengths can 
turn into future weaknesses. One 
such could be his over-dependence on the capital markets, 
which account for nearly 45 per cent of group profits. 
Business Today's Krishna Gopalan and Anand Adhikari met 
Kotak and his team and spoke to the group's main com- 
petitors to assess whether Dalal Street's David can match 
up against Goliaths of the global financial markets. 

Pick any city in the country—big, medium or small— 
and check out what's happening to real estate prices 
there. They are soaring. As real estate mania reaches 
feverish levels, B's Shalini Dagar examines whether what 
is happening is a bubble ready to burst or a boom that can 
be sustained for some time longer. 

This issue includes the third Business Today listing of 
the 20 Most Wired Companies in India. Wired, in our con- 
text, doesn't mean how much a company has invested in 
technology, but of how innovative it has been in using tech- 
nology and the impact that has had on its fortunes. This 
year's list includes a telecoms giant, a staid public sector 
bank and an eye hospital. See what they, and 17 others, 
have done beginning page 112. 
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Competitiveness Is The Key 
Your cover story, Indian IT's $100 
Billion Opportunity, (BT, March 26, 
2006) brings out the challenge of 
growth that our rr industry faces. 
The industry’s global share remains 
very low and it continues to operate 
at the lower rung of the value lad- 
der. Building competitiveness con- 
tinuously is the key to securing 
complete leadership in the global 
market. In the long run, Indian ri 
companies' skill sets, adaptability, 
resources and delivery models will 
determine their destiny. 

V. RAMACHANDRAN, through e-mail 


CFOs As Brand Ambassadors 
Your cover story India's Best CFOs 
(BT, April 9, 2006) brings out the 
new roles and responsibilities of 
CFOs. They are now exploring 
uncharted waters like brand build- 
ing and repositioning, resource 
management, mergers and acqui- 
sitions, creating transparency and 
good governance. No wonder, CFOs 
like Praveen Kadle and T.V. 
Mohandas Pai increasingly look 
like brand ambassadors of their 
organisations. Pai's *business beyond 
business" was touching. 


SAGARIKA GHOSH, through e-mail 


Experts Should Cotton On 

The Misery Of Cotton (вт, April 9, 
2006) analyses the sorry state of 
cotton production and marketing, 
Of the 242.5 lakh bales of cotton 
produced, hardly 10 per cent gets 
exported and only 2 per cent is of 
the long staple variety. With 
increase in production and the 
Cotton Corporation of India find- 
ing it difficult to lift stocks, the 
prices are stagnant. It would be 
nice if some of the CFOs featured in 
your cover story could take up the 
cause of cotton cultivation and 
marketing. These CFOs can use 
their skills of raising capital, 
reducing costs, and improving mar- 
gins to help cotton cultivators. It is 
a shame that this country, which 
exports textiles on a large scale, 
is not able to support our farm- 
ers. We must take this up as noth- 
ing short of a mission. 


G. VENKATARAMAN, through e-mail 


Value For Money 

Your story, India’s Hottest Young 
Executives (Br, March 26, 2006), is 
exclusive and gives a platform to 
young entrepreneurs and their 
companies. At Rs 10, the amount 
of information packed into BT is 
amazing and truly value for money 
compared with foreign magazines 
which sell for nothing less than 
Rs 250 a copy. 


AKHILESH KUMAR SAH, FAIZABAD 


Correction 

In BT Money (March 26, 2006), it 
has been incorrectly mentioned in 
Not So Healthy that IFFCO-TOKIO 
does not provide cashless facility 
and that pre-existing disease cover 
is not available. The company does 
offer cashless facility and pre- 
existing disease cover is available 
after 36 months. 

The errors are regretted. 
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bt editorials 


Irrational Exuberance 


HREE YEARS AGO (MARCH OF 2003, TO BE EXACT), BT 

did a cover story on the stock markets, asking if the 
barometer index, Sensex, could go from 3,100 to 
4,000 by year-end. Today, when the Sensex is way 
above 11,000, our tentativeness then seems laugh- 
able. But when we were writing the story, India was a 
far less sanguine country. The us had just launched its 
attack on Iraq and Jaswant Singh’s Union budget didn't 
have anything in it for markets to cheer about. In fact, 
when the story idea came up for discussion in our edit 
meeting, some of our colleagues thought we were stick- 
ing our neck far out by setting a 4,500 target (as was the 
original plan), so the figure was lowered to 4,000. 

All of us know what's happened since then. The 
Sensex has just soared and soared. And not just the 
Sensex. Real estate prices have gone through the roof, 
white-collar salaries have jumped and employee attrition 
rates have touched new highs in almost all industries. 
If India ever had a wind-in-its-hair ride, this has to be 
it. But the question is, are we riding for a fall? Stock and 
real estate prices have been rising for one simple reason: 
Billions of investor dollar have poured into the markets. 
Between April 1, 2003 and March 30, 2006, Еп (for- 
eign institutional investors) invested $29.45 billion 
(Rs 1,32,525 crore) in Indian equities. In real estate too, 
prices have risen giddily, and new funds are popping up 
almost every day. It's evident that at some point the 
growth in Sensex valuation (it's at a price-earning 
multiple of 21 currently) will far outstrip the growth in 
corporate earnings. Yet, the market today doesn't 
seem to care. Similarly, in real estate too, prices will 
soon reach a point where office-space cost alone will 





Look upwards: А soaring Sensex, but how far will it go? 


start denting the competitiveness of Indian compa- 
nies in IT and ITES, retail and financial services. The price 
correction, therefore, has to happen. Will it happen in 
a year or two years? We don't know. 

But some big problems with the current exuberance 
are evident. Millions of Indians in villages and even big 
cities haven't been touched by this boom at all. They are 
still struggling to make ends meet, and it is absolutely 
critical that their purchasing power goes up if con- 
sumption is to be sustained in the long term. The big- 
ger bottleneck to growth is, of course, infrastructure. 
The country is woefully short of power, water, roads, 
airport infrastructure, besides universal education and 
healthcare. The current market calculus has factored in 
all the positives, but none of the negatives. Sooner or 
later someone—most likely, the foreign investor—is 
going to catch the flaw in this arithmetic. 


Drop This Proposal 





Premier institutes: Excellence be damned, just reserve it 
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HY IS THE GOVERNMENT BENT ON KILLING OUR TOP 

X institutions? Because that's precisely what will 
happen to the Indian Institutes of Technology (Ts) and 
the Indian Institutes of Management (IIMs) if the gov- 
ernment succeeds in its ill-advised move to increase 
quotas at these institutes from 22.5 per cent at present to 
49.5 per cent. To be perfectly honest, the government 
hasn't yet said it will do so. But Human Resource 
Development Minister Arjun Singh's recent missive to 
state governments directing them to frame laws in 
accordance with the 104th Amendment to the 
Constitution (which gives states the right to, among 
other things, reserve seats for Scheduled Castes, Scheduled 
Tribes and other backward classes in educational 
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institutions) implies that it is only a matter of time before 
it happens. Reason: it will have to practice what it 
preaches; it is also just the kind of populist move that 
some politicians think they can sell to the electorate. 

We think it’s a bad idea and, therefore, thrown out іл 
limine. The ts and the IIMs are two of the best known 
Indian brands in the world. And their continued success 
is crucial to the spread of Indian soft power. Away from 
the arc lights, thousands of successful irr and 1M alumni 
are changing traditional perceptions about India—by 
doing whatever they're doing as well as, if not better than, 
their peers from better known and older educational 
institutions mainly in the Us and Europe. In doing so, 
they've carved out a well-defined place for themselves 
and, by extension, their country among the world's 
professional elite. Increasing the level of reservations 
in these institutions will fly in the face of this merit-based 
logic and dilute their brand equity. 





Cooking Up CVs 


EPORTS OF A LARGE NUMBER 
Re employees in the rr sector 
buffing up their credentials 
should set the alarm bells ringing. 
Several companies like IBM and 
Wipro have fired hundreds of 
such employees over the last 12 
months. What is worrisome is 
not the fact that employees are 
claiming to possess skills that 
they don't really have, but that 
the resumé fudging is so wide- 
spread. As it is now slowly 
emerging, it is not just the IT 
industry that is the victim of 
embellished resumés, but also 
retail, banking and insurance. 

Why is it that an entire generation of service sec- 
tor workers seems to be lying about its credentials? 
Look again. There's a common thread to the industries 
facing this problem. rr, retail, banking and insurance 
are sectors where growth has been breakneck over the 
last few years, forcing employers to hire just about any- 
body. The rr industry, for instance, used to employ 
800,000 people in 2004, now it employs 1.3 million. 
This is expected to double in the next three to five 
years. While supply of engineers has increased, qual- 
ity has not kept pace, as pointed out by the Chairman 
of Infosys, N.R. Narayana Murthy, who recently 
declared that “75 per cent of engineers coming out (of 
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Business Today is all for affirmative action to help dis- 
advantaged people. But we believe that reservations 
work better at more basic levels of education. *Quota" 
students, who have studied up to the high school or grad- 
uation levels (the minimum eligibility criteria for Irrs 
and IIMs, respectively), should have acquired sufficient pro- 
ficiency in their chosen fields to be able to enter these in- 
stitutions on merit. If they still need crutches to help them 
at this stage, they obviously don't deserve to be there. 

Populism and vote bank politics have played havoc 
with many Indian institutions in the past. At a time 
when India is emerging as the most exciting meri- 
tocracy in the world, the last thing we need is the irrs 
and пмѕ following the examples of the many once-fa- 
mous, but now decrepit state universities that dot 
our metropolitan cities. 

Our plea to the Union HRD Minister: drop this pro- 
posal, Sir. Please. 








Services sector: Desperate to staff 


colleges) are unemployable". 

With the services sector con- 
stituting more than half of the 
country's GDP, it is time industry 
woke up to the problem and 
made a concerted effort to tackle 
it. Its future growth depends on 
it. Instead of poaching talent 
from the same pool—a short- 
sighted effort that leads to spi- 
ralling wage bills and constant 
churn—employers have to adopt 
a two-pronged approach. First, 
for those falsifying credentials, 
show no mercy. Create a national 
database (for IT, NASSCOM could 
play the lead role) of all black- 
listed candidates. Companies should bar recruitment 
agencies that knowingly help candidates lie about 
their testimonials. Like companies abroad, they 
should make it a practice to run independent back- 
ground checks on candidates. 

More importantly, industry as a whole should 
come together to invest resources in training people. 
That really is the long-term solution to an ironic situ- 
ation, where there’s no dearth of people, but a severe 
crunch of those with the right skills. If engineers com- 
ing out of India’s colleges do not fit their require- 
ments, companies should work closely with academia 
and government to address this problem. 8 
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the National Capital Region will get their first PCs. Over the next nine 

months, they will partner Microsoft and HCL in an exercise to 
evaluate the former's Vista Starter Edition Operating System, a low-cost 
OS that is part of the company’s initiative to bridge the digital divide. For 
the record, none of the households will pay the market rate for the PCs; 
they will get them at a discount of 70 per cent (since one criteria for 
selecting households is that they should boast monthly incomes less than 
Rs 20,000, and another, that they should have at least one child who goes 
to school or college, this is, to resort to a phrase popular with Indian mar- 
keters and customers alike, ‘value for money’). 

Put that down as one more effort by companies in the connectivity busi- 
ness—think РС makers, software firms, handset manufacturers, and telcos 
—to make a market out of small-city, big-town, small-town, even rural 
India, an effort that spans everything from Rs 200 pre-paid recharge 
coupons and Rs 999 life-time connections for mobile phones to 
sub-Rs 10,000 rcs and frills-free software. The list would also include hi- 
tech novelties such as the gesture keyboard that Hewlett Packard re- 
cently unveiled; this is essentially a pen-based technology that allows 
users to communicate with their computers using the Devanagiri and 
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PC Market: The City-spread 
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Consumption in Top four metros grew 16%, while that in Next four metros by 24% 
Rest of India drives the market with 55% market share and y-o-y growth of 55% 
Source: Manufacturers Association of Information Technology 





Talking Point: Moving Beyond Metros 
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Kannada scripts (Tamil is work in progress). 

If companies such as Microsoft, HP, HCL, Acer, Nokia, 
Bharti Tele-Ventures, Reliance Infocomm, Motorola and 
the like are burning time and money on such initiatives, 
blame it on the numbers. In 2005, the mobile telephony 
base grew by 38 per cent in the metros, 120.6 per cent (on 
a small base) in C Circles, and 67 per cent (on a large base) 
in B Circles. And, according to data from the Manufacturers 
Association of Information Technology, in the first half of 
2005-06, sales of PCs outside the top eight metros ac- 
counted for 55 per cent of all pcs sold, up from 35 per cent 
for the comparable period in 2002-03. 

“We believe there is a strong market in these towns and 
that purchasing power hasn't been exploited enough," 
says S. Rajendran, Head (Sales and Marketing), Acer 
India, which has drawn up plans of selling in 100 towns in 
the country and launched a Rs 13,000-rc for the purpose. 
“The next wave of growth is going to come from B and С 
circles," adds Manoj Kohli, President, Bharti Tele-Ventures. 
"The potential in these towns is very big as (mobile te- 
lephony) penetration in them is still very low," says 
Vikram Mehmi, СЕО, Idea Cellular. And although almost 
all of India's 930,000 broadband connections at the end of 
2005 were in the top eight cities in the country, a bundled 
PC-telephone-broadband package could make all the dif- 
ference. With declining prices of all three components, 
today, such a package could cost what its most expensive 
constituent, a PC, did six months ago. Price elasticity 
should take care of the rest. 
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Q&A 


Jeannot Krecke: 
Not Anti-Mittal 


UXEMBOURG'S MINISTER OF 

Economy and Foreign Trade 

and Sports Jeannot Krecke 
was in Delhi recently to discuss a 
double tax avoidance agreement 
with India. He ran smack into a barrage of ques- 
tions on the country's opposition to Mittal Steel's 
bid for Arcelor in which it owns a 5.6 per cent 
stake. Earlier, Luxembourg's parliament bad 
agreed to incorporate a clause about a bidder 
having to wait for a year to make a fresh bid for a 
company (from the date its previous offer fails or 
is withdrawn) and not entirely rejected another pro- 
posal that requires full cash payment if less than 25 
per cent of the bidders shares are not liquid (only 
12 per cent of Mittal Steel’s is). The parliament will 
vote on the new takeover law sometime in April. 





How was your interaction with the government? 
The overall issue is the double tax avoidance 
agreement that we are looking forward to. 1 
think it will be concluded now. 


There is talk of Indian government taking measures 
against Luxembourg. 

The Indian government has the option of giving 
its agreement (consent) to this treaty or not. 


There have been reports here that your new takeover 
law is anti-Mittal? 

It was an EU directive of 2004 to have the law in 
place within two years. This is not related to 
Mittal Steel's bid. 


Your new takeover law will be ready beginning April 
2006? It's also being stated that it is in Mittal 
Steel's interest to wait for the new law because 
currently there is no legal framework available for 
takeover activities. 

Yes. 


There's a perception in India that Luxembourg does- 
n't like the idea of an Indian taking over its largest 
company. 
There is no element related to nationality or 
racism when it comes to decision at the level of 
business. 

KUMARKAUSHALAM 


What will you add 
to your portfolio next? 


More of the same? 
Or a touch of the special? 











Fidelity introduces the Fidelity India Special Situations Fund, the first fideli 2 1 
of its kind in the country. Special situations are out-of-the-ordinary 1 8 0 0 1 8 0 8 0 0 0 
circumstances that businesses or stocks face. A company could be 
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restructuring, launching a new product or in the midst of a merger or 
acquisition. A stock could be undervalued or out of favour. A new 


management could be in place. The list of special situations goes on 
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but identifying these opportunities calls for expertise and experience. > 
Or Fidelity. Our proven ‘bottom-up’ stock picking approach based on SITUATIONS س‎ 

han, 


in-depth company research and global heritage in running special 
situations’ funds helps us to unearth and seize hidden opportunities 
Call your financial adviser or contact us. And you could add a touch 


of the special to your portfolio 
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Important information * Scheme Classification: An open-en 
diversified portfolio of predominantly equity and equity-relate 
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applicable at the time of SIP/STP Purchase was 1.25% 
for switches between the options o 
$ against loss in the Scheme or that the + 
go up or down depending on various factors 
the Sponsor does not indicate the future perform 
manner indicate the quality of the Scheme, its futu 
volatility, price fluctuations, inability to sell securities 
rate risk and the risks associated with investments in 
been established as a trust under the Indian Trusts Act 
Private Limited, a company incorporated under the 
Limited, a company incorporated under the Companies Act, 1956, with a 
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It’s Small-caps Again 


Small-cap stocks catalysed the last correction on the bourses; they could the next one too. 


-STREET IS SHORT ON MEMO- 

ries and long on greed. 

Thus, with the Sensex on 
a roll, penny and small-cap stocks 
have bounced back. This is the sec- 
ond time in six months that they 
are in the limelight; the last time 
was the period between August and 
September last year, and ended 
with the October correction that 
saw the Sensex fall by nearly 13 
per cent over 18 trading sessions. 
Now, they’re back. 

“The only difference is that 
every raise brings along with it a 
new set of investors, as the ones 
who had entered in the earlier rally 
are still finding it difficult to exit,” 
says Amit Rathi, Director, Anand 
Rathi Securities. “After making 
some good money in the past three 
months in large-cap stocks, opera- 
tors are again back betting on small- 
caps stocks, that had been ham- 
mered since September-October 
last year,” adds Ambareesh Baliga, 
Vice President, Karvy Stockbroking, 
adding that when everything looks 
expensive in frontline and select 
mid-cap counters at the current lev- 
els, it isn’t surprising that small-cap 
stocks look cheap to investors. For 
instance, Facor Alloys, is trading at 
a price 86 per cent lower than its 
price on September 1, 2005. 

In the past eight sessions (lead- 
ing up to March 31), the BSE Small- 
Cap index has been the biggest 
gainer on the street, surging by 
nearly 6.63 per cent as compared to 
a 4.04 per cent increase in the 
Sensex and a 4.4 per cent one in 
the BSE Mid-Cap index. The gains, 
however, are recent; since the 
beginning of the year and till 
March 22, the BsE Small-Cap index 
gained a mere 0.6 per cent as com- 
pared to 14 per cent for the Sensex 
and 10.5 per cent for the Mid- 
Cap index. 
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BACK IN DEMAND 


Companies 


Webel S L Energy Systems 
Facor Alloys 

| KF Technologies 

Shree Rama Multi-Tech 
Hotline Glass 

Jhagadia Copper 
Nagarjuna Agrichem 
Ambalal Sarabhai Enterprises 
Standard Industries 
Perfect Circle India 

Lloyds Steel Inds. 

Futura Polyesters 

Andhra Petrochemicals 


April 1, '05 
ШШ BSE Sensex —— BEN BSE Mid-Cap index — 9" BSE Small-Cap index 


Market analysts like Baliga aren't 
surprised by the surge in penny 
stocks. ^Operators will generate in- 
terest in the stock," he says, adding 
that the fact that they (the operators) 
have made money on large-cap 
stocks mean that they can run more 
risk. *Then, the amount (required) 
to speculate and rig prices in small- 
cap stocks is also small." 

With retail investors making a 
beeline for the markets (as they typ- 
ically do, when it is near its peak), 
the operators can easily distribute 
the stock. At the current prices of 
large caps, few retail investors can 
afford them; they settle for small- 


caps, not realising that these are 
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unlikely to boast the same strong 
fundamentals as large-caps. 

Typically, the phenomenon of 
small-cap and penny stocks seeing a 
surge in prices and volumes hap- 
pens in the run-up to a correction. 
In this case, although 384 of the 
523 stocks that constitute the BSE 
Small-Cap index have witnessed a 
sharp rise in prices in the last eight 
sessions, 192 are still trading below 
their September 2005 peaks. 

If the inherent mechanics of the 
stock market don't engender a cor- 
rection soon, then small-cap stocks 
will continue to soar till gravity 
catches up with them. 

MAHESH NAYAK 
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We stop at nothing to ensure that you have all the support you need for a successful 
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Late To The Party 


Sanyo is a latecomer to India's booming market but hopes to make up for lost time. 


OSHIMASA IUE, PRESIDENT AND CEO, SANYO ELECTRIC, 

would like it be known that the fact that this, the 

visit to India, is his first overseas trip after taking 
ovet the reins of the ailing Japanese electronics firm in 
2005, means India is an important market for the 
company. "India is going to be a strong pillar of our fu- 
ture growth," he says. "That's the reason I chose to 
come here immediately after finalising our new 
investment and growth plans." 

The operative word in that sentence is ‘new’; 
Sanyo Electric, Japan's third-largest consumer elec- 
tronics firm after Matsushita and Sony, is still in the 
midst of a financial crisis. In 2004-05, the company 
posted a loss of around $1.5 billion (Rs 6,750 crore); 
it has estimated that it will end 2005-06 with a loss of 
$2 billion (Rs 9,000 crore). All that, says Iue, will soon 
be a bad memory. Last year, the company managed to 
rope in Goldman Sachs and two other investors to 
fund a restructuring plan that includes reducing the 
workforce by 15 per cent, exiting non-core busi- 
nesses, and enhancing the focus on solar power and 
energy-led businesses. Together, the three investors 
have pumped in $3 billion (Rs 13,500 crore) into 
the company; $100 million (Rs 450 crore) of this has 
been committed to Indian market. 

In India, Sanyo plans to increase the scope of its 
business through its 50:50 joint venture with ВРІ. 
India and its 100 per cent subsidiary Sanyo India. The 
first will mainly focus on colour television segment, al- 
though, given the synergies involved, especially at 
the trade level, it will also vend washing machines, re- 
frigerators, audio-systems, microwave ovens and bat- 
teries. “We are aiming at a 17 per cent share in the 
Сту segment, 18 per cent in the fully-automatic wash- 
ing machine and 12 per cent share in the refrigerator 
segment in the next three years," says Ajit G. Nambiar, 
Chairman and CEO, Sanyo-BPL. The company expects 
to touch revenues of Rs 2,000 crore by 2009. BPL 
India, the market leader in the colour Tv segment till 
as recent as 2000, has had it tough since then with ex- 
ternal problems posed by aggressive Korean com- 
petitors and internal ones relating to the financial woes 
of the BPL Group. “The past is long dead. Now on- 
wards, it's a new journey," says Nambiar. 

Another focus area for Sanyo in India will be the 
commercial and industrial electronic products busi- 
ness, which will be managed by the 100 per cent sub- 
sidiary. “We intend to bring in industrial air-condi- 
tioners, HEV (hybrid electric vehicle) batteries and 
other solar module-led heavy equipment for industrial 
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Sanyo's lue: Up against Samsung and LG 


consumers," says Keiji Oshima, President, Sanyo India, 
adding that, “this segment remains largely unexploited 
in India and we are aiming at a leadership position." 

Will the two partners be able to make up for lost 
time? The Rs 25,000-crore Indian consumer elec- 
tronics market is now dominated by Korean majors, LG 
and Samsung. Together, these companies boast an 
over 50 per cent share of the market. That, though, 
doesn't worry lue and his team. “The consumer elec- 
tronics industry has, historically, shown transformations 
every five year," says Ankur A. Sahu, Managing Director 
(Principal Investment Area), Goldman Sachs Japan. 
*Samsung was on the brink of bankruptcy around 
1988 and then, a strong focus and a lean business 
model helped the company in reaching the top." 
*Sanyo with its superior technology and a better busi- 
ness focus will sure be able to turn around and be in the 
reckoning for leadership soon," adds Sahu (he represents 
Goldman Sachs on the board of Sanyo Electric). 

On the advice of the bank, Sanyo has decided to 
restructure its business completely. “We plan to phase 
out our non-core businesses like financial services," says 
Iue. The company also plans to spin off its ailing semi- 
conductor unit; this was responsible for around 50 per 
cent of its loss. *Diversified businesses with no syner- 
gies have been the biggest reason for Sanyo's debacle in 
the past," says lue, adding that going forward, "the focus 
will be on increasing depth rather than the width". 

ARCHNA SHUKLA 
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What: A community PC platform, 
designed and developed 
exclusively to meet the needs of 
rural users 


Who: The platform has been 
launched by Intel, the world's 
largest chipmaker; several 
OEMs, including HCL Infosys- 
tems, are its partners 


What else: Intel lists five unique 
things about the community PC, 
ruggedness, its ability to work on 
a 12V lead-acid battery that can 
be charged by pedalling a stationary bike (a single charge lasts for six to eight 
hours), one-touch recovery, asset management (vendors can go for the 
EMI-system, and the PC will need a 30-digit code to be entered at regular 
intervals, which they can provide after the EMI has been paid), and it runs 
a range of locally relevant applications (think telemedicine, weather reports, 
mandi prices, access to land records and the like) 


How much: No one is telling, although this magazine expects it to be 
around Rs 30,000 (with a colour monitor, but without the battery and the sta- 
tionary bike; an LCD monitor would cost an additional Rs 5,000 


SHALEEN AGRAWAL 


24 BUSINESS TODAY APRIL 23 2006 





SVG AWOHS 





Fudged Resumes 


And More 


Sector-wise Risk Perceived By Respondents 


Telecom Media/Sotware 
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Supplier 
24 Customer 
22 18 
Service 
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Employee 


Misleading Information In Resume 
12 


Figures in per cent 
Source: India Fraud Survey Report 2006 


O, WHAT DO PEOPLE FUDGE IN 
: resumes. Audit firm KPMG 
^m > = 2. «БЕ EI 


has the answer in its India 
Fraud Survey Report, 2006. The 
most commonly fudged detail has 
to do with salaries (see Misleading 
Information In Resume). That, tho- 
ugh, is not as worrying as the fact 
that the threat of fraud (defined 
for the purpose of the study as 
"any dishonest activity involving 
the extraction of value from a busi- 
ness, directly or indirectly, regard- 
less of whether the perpetrator 
benefits personally from his or her 
actions") is highest from current 
employees (see Perpetrators of 
Fraud). As an area of concern for 
companies and individuals, how- 
ever, even that isn't as frightening as 
the fact that the perceived risk of 
fraud is highest in the finance sec- 
tor (see Sector-wise Risk Perceived 
By Respondents). "The boom in 
the finance sector... means the risk 
faced by companies (in this space) 
is escalating gradually," says Adam 
Bates, Global Head (Forensic 

Accounting), KPMG. That it is. 
MANU KAUSHIK 


433010 





А 


OFFICE-IN-ONE 


PRESENTING THE NEW HP LASERJET MULTI-FUNCTION PRINTER SERIES 


Not just print, copy, scan and fax...The new HP Laserjet multi-function printer 
series also boasts of advanced options like inbuilt networking, autoduplexing, 
stapler and the HP Toolbox FX* * - a smart software program that accelerates 
workflows and reduces cost of operations through remote access facility 
What's more, the increased processing power, higher speed and memory also 
allow for high systemic performance that increase productivity, making it the 
complete office solution. Get your office-in-one today 


HP LASERJET 3390 mfp 


Rs. 37,999 

(Print, Copy, Scan & Fax) 
Network and duplex ready mfp 
* Up to 22 ppm; 264 MHz processor 

* 64 MB RAM expandable to 192 MB 

* 1200 dpi resolution 

















* PostScript support 
> 
HP LASERJET 3050 тїр HP LASERIET 3052 mip HP LASERIET 3055 mip HP LASERJET 3392 тір 
rs. 15,999" Rs. 20,999" Rs. 24,499" rs. 46,999" 
(Print, Copy, Scan & Fax) (Print, Copy & Scan) (Print, Copy, Scon & Fax) (Print, Copy, Scan & Fax) 
Affordable, versatile mfp Network ready, Network reody, Network and duplex ready mfp 
high performance mfp feature rich mtp with integrated stapler 


SMART ADVICE > SMART TECHNOLOGY > SMART SUPPORT 


SMS 'LASER' to 7575 
Call 3030 4499 (from mobile) or 
1800 425 4999 (from MTNL/BSNL lines) 


Visit ww w.hp.com/in 


“Est street price, taxes extra. "You can view HP ToolboxFX when the HP LaserJet All-in-One is directly connected fo your computer or when it is connected to the network. You must perform a typical installation to install HP Toolbox X. The product visuals 
shown may vary from the actual product. © 2006 Hewlett-Packard Development Company, LP 
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CARLOS MOYA 


Tower, Opp. Citi Center, Road #1, Banjara Hills. 
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Tennis Champ XN | ys 


Swiss made 
SINCE 2006 


People magazine sees him as one of the 
50 most beautiful people on Earth. His 

opponents see him as a Demolition Man. 
Chennai Open, 2004. Down match point, 
Moya gets an unplayable deep volley. His 


response? A killer backhand down-the-line. 


He won the point. Later, the tournament. 


N'T PLAY SAFE. 


Carlos Moya believes the biggest risk is 
not taking one. His attitude is his power. 


The power of X. 


ХҮІҮЅ". THE POWER OF X. 


Xylys”. Meticulously crafted by master 

watchmakers in Switzerland 

Contemporary. Cutting-edge. Intricate 

and distinctive styling that challenges 

the way you look at watches. #9121 SL 01 
Stainless steel/ 


The extraordinary watch for people who 


integrated leather strap. 


live extraordinary lives Sapphire crystal 
Waler resistant upto 100 mts 


Prices begin from Rs.10,000. Swiss movement 


Xylys» 15 a trademark of Titan Industries Ltd 


Also available at premium m 
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ATCH A bird's eye view of what's hot and what's 
P-W not on the government’s policy radar 





THE GOVERNMENT HAS DRAFTED A ER ic De EERE |‏ ا انات اطا 
MANE APPROACH BE new law that promises a better ys new scheme нав.‏ 
shot of g = deal for tribals and other villagers | | export-oriented units and high-‏ 
al projects: who are forced to give up their | ^ performing export houses to avail‏ 
lands for industrial or develop- up to 80 per cent of their duty re-‏ 
ment projects. Displacement of funds within 15 days of filing the‏ 
tribals from their traditional habi- | ^ request. Currently, the refund of‏ 
tats has led to far-reaching social within three‏ 
and economic consequences and‏ 
has fuelled Left-wing extremism‏ 
in many parts of India. Mooted |‏ 
by the National Advisory Council‏ 
(NAC), and actively pursued by the‏ 
government, the law not only promises alternate lands instead of just jobs, but‏ 
even goes to the extent of allowing the tribal councils to vet the rehabilitation‏ 
packages. It takes into account empirical evidence that poor villagers usually‏ 
blow away any cash compensation on consumption expenditure, resulting in the |‏ 
impoverishment of the ousted community. Once enacted, this law is expected to |‏ 
lead to more transparent and equitable distribution of compensation.‏ 
ASHISH GUPTA‏ 





SEBI WANTS BANKS TO DEMATERIALISE PLEDGED SHARES 
THE SECURITIES AND EXCHANGE BOARD OF INDIA (SEBI) WANTS BANKS TO DEMATERI- 
ALISE all shares pledged with them as collateral, The market regulator has told 
the Indian Bank's Association (IBA) that some listed companies pledge and | 
deposit shares with banks, but, subsequently, obtain duplicate shares which | 
they sell in the market—while the original shares remain in the physical custody 
of banks. IBA has asked banks to take necessary steps and convert physical shares 
pledged with them into demat form. Sources reveal that most of these physical 
shares are held by state-run and co-operative banks. Once these shares are 
dematerialised, regulators and investors will have a clear idea about their own- 
ership, thus, acting as a hedge against their fraudulent trading on the exchanges. 
MAHESH NAYAK 





NOT A TAXING EXPERIENCE 

PAYING TAXES WILL SOON BECOME A PLEASURABLE EXPERIENCE (WELL, ALMOST) FOR 
many denizens of India Inc. By December, they will be able to pay their corpo- 
rate, income, service, and even fringe benefit taxes at one location, with a rela- 
tionship manager to help them along. This facility, called Large Taxpayer Unit 
(LTU), will initially be available in Mumbai, Delhi, Kolkata, Chennai and 
Bangalore. The rest of the country will be covered in phases. One objective is to 
make it convenient for the major tax payers to pay their dues. Another reason, 
which no one is talking about, is that this will allow the government to scan a | 
company's past and present financial deals in great detail and plug loopholes | | 
that lead to leakages. No wonder it has not evoked the kind of enthusiasm that it support either for themselves or 


should have generated. Use of the LTU window will, however, be optional. for their proposed projects. — 
ASHISH GUPTA SHALINES\CORBAR 
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EXPERIENCE THE RAY-BAN 2006 COLLECTION, Choose from over 250 styles at your nearest authorised Ray-Ban dealer. 


RB 3263 Predator Metals Rectangle RB 4057 Sidestreet Plastic RB 3194 Predator Flex Crystal 
MRP Rs. 2690/- MRP Rs. 3690/- MRP Rs. 4690/- 


LAW C KENNET H/RA/07/06 
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VENUGOPAL DHOOT 
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Venugopal Dhoot, Chairman of the Videocon Group, ` 


enjoys acquisitions a great deal. And if the company in 
play is not in the best of health, so much the better for 
твт Over the past few 


^h facilities of Taiwan-based 





Chungwa Picture T. 
are in the fray in the case of the first two). 
The acquisition game isn't new to Videocon and 
Dhoot. Last year, the man bought over French electronic 
firm Thomson's colour picture tube division, and 
. Electrolux's o s in India; the Swedish company's 
| Indian ops had been in the red for a while now, it was 
looking for a buyer, and the deal included its manufac- 
фаны rico Voce redi 









| | Een more attractive for 

Ока whe ЫКЫ B Uy then ar make the most 

of it subsequently. Can he do it this time as well? 

"We have signed non-disclosure agreements with 

. Daewoo and Polaroid. | cannot say anything more at this 
Stage," RENS. 

KRISHNA GOPALAN 
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NUMBERS OF NOTE 


$3.5 billion (Rs 15,750 crore): The value of 
convertible bonds issued by India in 2005, 
making it the biggest issuer in Asia 


о, . : 
25 70: Proportion of primary school teachers in 
India who don't show up to work, according to a recent 
World Bank Survey 


Rs 2,000 crore: The estimated cost of the 


upcoming assembly elections in five states 


30 million: The estimated number of bags 
temporarily lost by airlines in 2005; 200,000 of these 
were never reunited with their owners 


8496. Occupancy rate in Hyderabad's five star 
hotels during the nine months ended December 2005, 
the highest in the country. The occupancy in Bangalore 
during the same period averaged 76.5 per cent, north 
Mumbai, 76.3 per cent and Delhi, 75.8 per cent 


400. The number of obesity-related bills which 
were introduced in state legislatures across the US in 
2005, more than double the number in 2003. 

A quarter of them were passed into laws 


$200 million (Rs 900 crore): Estimated earnings 
of Nollywood, Nigeria’s film industry, in 2005 making 
it the world's third biggest film industry after that of 
America and India 


Rs 6,600 crore: The estimated value of the 

domestic IT enabled services market in 2006-07, up 

from about Rs 3,800 crore in 2005-06, according ж 
to а NASSCOM-IDC study 


$6 million (Rs 27 crore): The salary and bonus that 
Neville Isdell earned for 2005, his first full year as CEO 
and Chairman at beverage giant Coca-Cola Co. Isdell 
was paid a salary of $1.5 million (Rs 6.75 crore) and 
a $4.5 million (Rs 20.25 crore) bonus, the company 
said. In 2004, he received a salary of $8,75,000 (Rs 
3,93,75,000) and a bonus of nearly $2.9 million (Rs 
13.05 crore). Isdell also received options on 620,690 
shares in 2005, compared with 450,000 the prior 
year (2004) 






45 billion pairs: The number of disposable 
chopsticks used by the Chinese every year, 

which adds up to 1.7 million cubic metres 
of timber or 25 million full-grown trees 


At SAIL, we are adding a new colour to our horizon. Green. Adopting 
“Green Initiatives” at every step. Minimising pollution, reducing 
waste and lowering costs. Creating a virtuous cycle of ecological 
balance and economic growth. Painting our future with hope 
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THE INTELLIGENT AIR CONDITIONING SY 


MARKETING HEADQUARTERS : DAIKIN AIRCONDITIONING INDIA (P) LTD.: 12th Floor, Surya Kiran Building, 19, K.G. Marg, New Delhi-110 001. Tel.: 91-11-23350901-4, Fax: 91-11-41510485, 4151 
Fax: 5089861 • Chennai - Tel.: 9940011122, 24314210-15, Fax: 24338622 • Delhi - Tel.: 9899070602, 9899070041, 41613867-68, Fax: 26385246 • Hyderabad - Tel.: 9848912200, 55326641-4 
* Mumbai - Tel,: 9819147888,9867844433, 24388112-13, 24367045-504-231, Fax: 24368017 • Pune - Tel.: 9881599099, 26113679-89-96-97, Fax: 26113691. 





Foam 


periencing a Daikin means experiencing calm. The calm of knowing that every inch of your premises has been Jà 4 
ned before deciding on an air conditioning solution. The calm of having a qualified after sales service at r D A \ I } ic Г | А W * 


beck and call. The calm of experiencing the world's latest air conditioning technology, 'the VRV System' | E. j 
tich means electricity & space savings, flexibility in design & usage. The calm of knowing that with Daikin Complete. Silence. e 
irking silently by your side, you get quality that goes beyond air conditioning. You get peace of mind. 2 


ES & SERVICE OFFICES : Ahmedabad - Tel.: 9824149241, 26421851-53, Fax: 26444893 • Bangalore -Те!.: 9980088891, 25590452-54, Fax: 5590450 + Chandigarh-Tel.: 9876625566, 5089862-63-64, 
55326642 * Jaipur - Tel.: 9829859596, 2225569, 2223439, Fax: 2225569 * Kolkata - Tel.: 9831488808, 23294828, Fax: 23280765 * Lucknow - Tel.: 9838182244, 2787307, 2787291. Fax : 2787342 





The Senate Judiciary 

Committee has voted to increase the annual 
cap on H-1B visas from 65,000 now to 115,000 
from 2007, with all existing exemptions intact. 
= This has to be approved by the Congress before 

it becomes a law; the increase has come after 
hectic lobbying by tech companies that believe 
_ the country will lose its pole position in the 
— technology industry if it shuts doors to 
immigrants from India and China. Indian tech 
firms, and techies, have reason to cheer. 
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France is in the midst of a labour crisis 
with unions opposed to key labour reforms that 
‚ the country has been trying to pass into a law. 
President Jacques Chirac has tried to resolve the 
Б situation, but says that the country will have to 
learn to strike a balance between the demands 
of labour unions and the interests of companies 
or face the threat of companies and businesses 
exiting for foreign shores where labour laws are 
more flexible. India is still some time away from 
having to do this (reform labour laws), but it will 
have to do that eventually. 


























Trade with 
neighbours is thriving and how. Bilateral trade 
between India and Pakistan is estimated to have @ 
crossed $1 billion (Rs 4,500 crore) by February 
2006 (from April 2005). With the opening up of 
rail and road linkages and SAFTA, this is expected 
to rise to $10 billion (Rs 45,000 crore) by 2010. 
And in Beijing, Chinese commerce minister Bo 
Xilai said his country would soon overtake the US 
as India's largest trading partner. Bilateral trade 
between India and China stood at $18.7 billion 
(Rs 84,150 crore) in 2005, up more than six times 
from $3 billion (Rs 13,500 crore) in 2000. 
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New York-based Sutherland 


Global Services, a BPO firm, has exceeded the 
target of 500 employees it had set for its 
Manila Centre that was established in mid- 
2005. The company already employs 750 and 
will hire an equal number over the next six 
months. While this is a fraction of the 8,000 
the company employs in India, the growth of 
the Manila-centre once again highlights the 
competition India faces in being a preferred 
destination for BPO firms. The Philippines is 
amongst the country's closest competitors. 












































INDIA 40TH US TOPS IN Score Rank Rank Score Rank Rank 

? Countries 2005 2005 2004 Evolution Countries 2005 2005 2004 Evolution 
NETWORK READINESS гг MEER FW E (гшщ 
The United States tops the rankings in ug 2 33 A Japan ____ 124 16 
The Global Information Technology Report _3 4 al Germany 1188 1 
2005-2006 s ‘Networked Readiness Index’ AR. 21v Austria 2 118 18 ) i 
(NRI), for the third time in five years. India 5 3 v2 Israel 116 19 v 4d 
stands 40th, having slipped from the 39th 6 10 «a 4 BE Ireland 115 20 2 a2 
spot it held last year. However, it is above 03. 747A B New Zealand 14 721 m 0 
China (50th), Pakistan (67th) and ‚сло o Y Xn A X pim 7 = 
Sri Lanka (8d) -— к н o m E M NT 
NRI measures the propensity of countries ar) Y^ s : " A Em vem 5 
{о Іеуегаре іе орропїшпїїёз онеге бу United Kingdom 144 10 12 a2 Malaysia. 093 24 A3 
information and communication Hong Kong. 14 11 ] v4 Belgium 87 26 A 1 
technology (ICT) for development and The Netherlands 1.39 12 A Luxembourg - B0 _ 9 
increased competitiveness way 133 13 m" Portugal = 0.56 27 30 3 

A United Arab Emirates 0.54 28 -5 
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“We've always been late in every market. 
But that’s how we have grown. 

Not just in India but even in America” 
Michael Dell, Chairman, Dell Computers in The Economic Times 


“The market economy is important—and 
yet exclusive reliance on it is a big mistake. 
It’s one among many important institutions” 
Nobel Laureate Amartya Sen, in Business Standard 








к “Гуе decided that Га better focus on taking 
on problems that really matter, so that when 
I win it makes a difference to the world" 
Venture capitalist Vinod Khosia, in Economist 


“The last word hasn’t been said or written 
on this subject. The end comes when it ends. 
Maybe I still have several aces up my sleeve” 
Verghese Kurien, who recently resigned as Chairman of the Gujarat 
Cooperative Milk Marketing Federation, in The Hindustan Times 
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“I don't rule out a correction, but I rule out 
a reversal" 

Rakesh Jhunjhunwala, on tbe Indian stock markets, in tbe Christia 
Science Monitor 


"She is nearly new, just 15 years old, or 
something like that" 

IKEA founder Ingvar Kamprad, fourth richest man in tbe world, 
on his Volvo, to Reuters 


"You cannot base a future world on just 
one language (English)" 
French President Jacques Chirac, in Guardian 





"Google's done a super good job on search; 
Apple's done a great job on the iPod. We're a 
company that's brave enough to say that we 














that's even better in the years ahead" 
Microsoft Chairman Bill Gates, in Time 
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“I knew in my heart of hearts that I had been 
sacked because I was gay" 

Peter Lewis, who was formerly bead of HSBC's global equity trading 
business, to an employment tribunal, as quoted by Reuters 
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will keep those categories very competitive and 
see what we can do to come up with something 


bt noted 


ACQUIRED: By 
Bangalore-based 
Biotech major 
Biocon (CEO 
Kiran Mazumdar- 
Shaw, left), US 
firm Nobex for 
$5 million (Rs 
22.5 crore). This 
is Biocon's first 
overseas acquisi- 
tion and involves only the assets of 
Nobex, which filed for bankruptcy in 
December 2005, including some 300 
patents. Nobex was Biocon's partner in 
an initiative to develop and sell, among 
other things, oral insulin. Biocon had, 
over a period of time, invested $6 mil- 
lion (Rs 27 crore) in the company. 





VISITING: Craig Tiedmanin, a top 
Pentagon official, Anand, Gujarat, to 
understand the Amul model of rural 
development from India's 'Milkman' 
Verghese Kurien who, ironically, 
resigned his post as Chairman of the 
Gujarat Cooperative Milk Marketing 
Federation in anticipation of a no-con- 
fidence motion. 


PARTICIPATING: IT major Infosys, in 


qm a pilot programme 
Infosys on the use of 
-— interactive state- 





ments in financial filings being con- 
ducted by the US securities and 
Exchange Commission. Some 17 com- 
panies have thus far agreed to partici- 
pate in this, with Infosys being the 
only Indian firm to do so. 


FROZEN: The bank account of 
Dharmesh Doshi, in Credit Suisse Bank 
(balance: around £6 million or 
Rs 46.8 crore), at the behest of India's 
Central Bureau of Investigation. Doshi 
is believed to be an aide of Ketan 
Parekh, the man behind the 2001 
stock market meltdown. 


DECEASED: 

Bhai Mohan 
Singh, 89, the 
founder of 
Ranbaxy Labo- 
ratories on 
March 27, in 
New Delhi, 
after a long ill- 
ness. The ente- 
rprising Singh 
was a pioneer in the Indian pharma- 
ceutical space. From Max New York 
Life (part of the Max India group, 
founded by Singh and his youngest 
son Analjit) to Fortis (promoted by 
Ranbaxy), this was the man who was 
responsible for it all in some way. 


SOUTH ASIA'S GROWTH PICTURE 


HE LATEST WORLD 

Bank report says 
that on the basis of 
present growth trends, 
South Asia will meet 
the Millennium 
Development Goal 
(MDG) of halving 


poverty (see chart). If 
the region’s growth 
rate accelerates to 10 
per cent, the subcon- 
tinent will be substan- 
tially free of poverty by 2015. For the record, South Asia’s gross domestic 
product (GDP) has grown at 5.5 per cent a year, with the growth in the 


two largest countries in the region- 
to 7 per cent in the last two years 
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- South Asia: Share of people livin on 
less than $1 (Rs 45) a day (%) 


India and Pakistan—accelerating 
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1976-2006: Apple's come a long way 


April 1, 1976: Steve Jobs, Steve 
Wozniak, and Ronald Wayne 
found Apple. 

1980: Apple makes an IPO. 
1983: John Sculley leaves Pepsi 
for Apple. 


1984: Mac launched with now-cult 
'1984' commercial, directed by Ridley 
Scott and aired during Super Bowl. 


1985: Woz resigns; so does Jobs. 


1986: Jobs buys Lucasfilm's graphics 
group and founds Pixar. 


1993: Sculley resigns; Powerbook 
sales exceed 1 million. 


1995: 1 millionth PowerMac rolls out. 
1996: Gil Amelio named CEO. 


1997: Amelio resigns; Jobs is back as 
interim CEO. 


1998: Iconic iMac is launched. 
2000: Jobs becomes permanent CEO; 
launches PowerMac Cube. 

2001: First iPod rolls out. 

2002: Launches iMac G4. 

2003: iTunes store is launched. 
2004: Launches iMac G5. 

2005: Launches iPod Nano, Video 


iPod; iTunes downloads exceed 500 
million; allies with Intel. 

2006: Walt Disney buys Pixar; Jobs 
named on Disney board; rumours of 
new iPod, tablet, Powerbook to com- 
memorate 30 years refuse to go away. 
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CNN-IBN salutes the spirit of whatever it takes 
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The market surge continues. 
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HOW THEY SEE PUBLIC SECTOR BANKS 


A Synovate study says customers perceive a significant improvement in the performance of public 


sector banks. Then, there are a few surprises. 


Change in PSU Banks’ performance 
in the past five years 


0 20 40 60 80 100 Mean 


ES aml: Ê 
PSU Bank fassas 
users ШЕШ аш: 
PSU Bank jE лр ` a 
non-users $3 3 ER 






Wi Became a lot worse ш Became somewhat worse 
W Remained same . Improved to some extent 
* Improved a lot Base: All respondents 


Intention to continue using 
PSU Banks 


0 20 40 60 80 100 Mean 


Score 
All Биш ош 41 





п Definitely will not continue # Not likely to continue 
w Not decided — Likely to continue 
5 Will certainly continue Base: PSU Bank users 


Sources of funds for meeting 
festival expenses 





1 Others 7 

2Borrow from friends 

4 Take personal loans — — 6 Liquidate FDs/ 
investments 


Likelihood of considering various 
sources of funding 


0 2 40 60 80 100 Mean 


Score 
Spend from — „т 
savings ШЕШ 2 3.9 
pud 
investments ВЕЙ 10 42 124 
Borrow from jig « Els NN 
ют 9 EE 45 [22 


Take personal | и: 23 
loans | Шоу и | 


п Will definitely not consider = Will probably not consider 
1а May or may not consider — Would probably consider 
* Will definitely consider 





Change in PSU Banks’ performance 
in the past five years (Attribute rating) 
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Technology | 
advancement 


Trustworthiness 8 - 
| 

Growth/spread/ | Чу: 
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efficiency 
Professional |» = nE 
approach put | 4 4.1 
т Became а lot worse ш Became somewhat worse 
I Remained same ` Improved to some extent 
9 Improved a lot Base: All respondents 


End use of last personal loan taken 


100- 
* 18 






0- = 
All Mumbai Delhi Bangalore Chennai 
I Home renovation ım Business purpose 
W Durable purchase - Investments 
W Meet urgent cash needs а Child's education 
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Bear Huntin 


In 


A Bull Marke 


Between 8,000 and 11,000 levels on the Sensex, over 25 per cent of A group 
stocks have actually headed southwards. MAHESH NAYAK 


11,500- . . 
n The Gloom Behind the Pretty Picture 
i The run-up in the indices hasn't taken along with it all comers. The shadow of 
10,500- the bear looms over a number of large and mid-cap stocks that have failed to 
meet investor expectations. 

10,000- 

9,500 

9,000- 

8,500- 

8,000- 

8,052.56 ۹7 
8,5007 7,892.32 
7,000 


Sensex closing figures for September 2005-March 2006 


ICTURE THIS SCENARIO: AFTER SITTING ON THE 
sidelines for what seemed like a lifetime, 
you finally decided to take the plunge into 
equity investing when the BSE Sensex hit the 
8,000 mark last September. Your decision 
proved right! After all, the benchmark 30-share index 
has shown little signs of losing steam and had hurtled 
into the 11,300 territory at the time of writing. The 
Sensex has gained close to 40 per cent between 8,000 
and 11,000, so assuming you invested Rs 1 lakh six 
months ago, you should have made a clean whack of at 
least Rs 40,000, right? Er, not quite. What if you had 
parked your money in scrips like IndusInd Bank, 
VisualSoft Technologies, Arvind Mills and Micro 
Inks—all A group, apparent top-of-the-line companies? 
Well, the bad news is that if your portfolio consisted of 
these four stocks, you would have emerged poorer by at 
least Rs 30,000. And if your entire Rs 1 lakh was parked 
in IndusInd, your initial corpus would have whittled 
down by almost half (see Those That Missed Out). 
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9,257.51 


Surprised? Well, a study of the 195 stocks that 
make up the А group (excluding those that weren't 
listed last September) and the returns they've thrown up 
between September and March reveals that prices of 55 
scrips actually depreciated over that period. The high- 
est plunge was by as much as 56 per cent, with some 20 
stocks falling by at least 20 per cent. Of the 140 stocks 
that did witness a surge in share prices, 85 underper- 
formed the Sensex. 

So, why have 25 per cent of India's top 200 stocks 
gone the other way—down? Devesh Kumar, Head 
(Equity), ICICI Securities, thinks this could have something 
to do with the investing strategies of the foreign insti- 
tutional investors (Fils). *As fresh inflows come into the 
market (till March 29, riis had infused $3.88 billion or 
Rs 17,460 crore into Indian equities in 2006), many of 
the new investors (read riis) don't know too much 
about Indian companies, and that's why they're com- 
fortable focusing just on the top 50," suggests Kumar. 

However, the relative lack of awareness of the ЕП 





fraternity is just one of the reasons for the waning 
interest in many A group stocks. Kumar himself points 
out that "the fall in stocks in the last few months has been 
mainly on selling from existing investors who offloaded 
on bad news". Indeed, such *bad news", or the lack of 
the good news, was in evidence particularly in the so- 
called defensive sectors like software (eight of the 55 
stocks that fell are from the ГТ sector), pharmaceuticals 
(eight), banking (11) and refineries (three). These sectors 
have over the months lost favour to construction, 
engineering, fast moving consumer goods, power, 
automobiles and cement. These are the sectors in which 
companies have been announcing major capital 
expenditure outlays, acquisitions (many of them 
internationally) and have been driven largely by the 
infrastructure growth story and overall economic growth. 

Says Naresh Kothari, Head (Institutional Equities), 
Edelweiss Securities: “At current levels, there is no 
room for errors. With the width in the market declining, 
players have punished the stocks of those companies who 
have delivered below market expectations and rewarded 
those in which they have seen possibilities of growth." 

In the IT services sector, the men are clearly being 
separated from the boys, with 30 per cent earnings 
growth being restricted largely to the pack of tier 1 com- 
panies, with most of the others having to reckon with 
single-digit growth, if at all. Analysts have also begun 
questioning their high valuations—juxtaposed against 
poor results—and the over 50 per cent erosion in the 
price of Ramco Systems is a case in point. The banking 
sector, meantime, has to now contend with rising 
interest rates and scarcer liquidity. Analysts also point 
out that with public sector banks having gone in for rais- 
ing capital from the markets (with follow-on offer- 
ings), there is an oversupply of shares, thanks to selling 
by leveraged investors in the secondary market on the 
day of listing. In pharmaceuticals, stocks like Ranbaxy 
have been the prominent losers, although the Delhi- 
based company has been trying to make up for the 25 
per cent erosion over the past six months with a string 
of overseas acquisitions. 

Even as the indices continue to soar, investors will 
punish stocks that can't justify their valuations. And the 
best way to do that is to turn out double-digit earnings 
quarter after quarter. Also, companies that are infra- 
structure plays, those whose fortunes are closely linked 
to the economy and those riding on the increase in con- 
sumption, courtesy rising income levels and rural 
spending, are favoured more by investors, says Gurunath 
Mudlapur, Mp, Atherstone Institute of Research. That's 
why stocks like Siemens, BHEL, L&T, Alstoms Projects, 
Tata Motors, rrc, Colgate Palmolive and ACC have 
gained in the 60-130 per cent range in the last six 
months. Now that would be a portfolio to kill for. Ш 
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Ramco Systems 18315 419.09 -5630 
Indusind Bank 43.9 . 7855. -44.11 
VisualSoft Technologies 130.65 20495 -36.25 
Arvind Mills 92.35 13625 — -3222 
Micro Inks — 465 64715 -30.99 
Indo Rama Synthetics (India) _ 60.3 87.1 -30.77 _ 
IDBI 2769. 109 .. -2945 
Century Enka 112 23785 -28.02 
FACT 3 25.15 349 -27.94 
HCL Infosystems 180 246.95 -27.11 
Gujarat Industries Power Co. 64.75 87.7 -26.17 
D-Link (india) 116.75 157.3 -25.78 
Mirc Electronics 192 ї@ Хш -25.73 _ 
Polaris Software Lab — — 11405 — 151.559 -2474 
Ipca Laboratories 336.45 446.15 -24.59 
Ranbaxy Laboratories 411.15 | 540.25 à  -2390 
National Fertilisers 37.15 482 -22.93 
MRPL ПЕРГ — 98 ai 1 222082 
Vijaya Bank 50.6 64.55 -21.61 
Bongaigaon Refinery 165.15 - 1 8285 -21.36 
Sterlite Optical Technologies 93.05 1725 — -20.64 
Andhra Bank 79.8 100 20.20 
Sterling Biotech 1245 .j.M92- 160. 
Allahabad Bank — — 787 9405 | 1632 
INGVysyaBank —— — 143.65 16965 -1533 
JetAirways i. — 995 —— 1182 — -1509 
ROE - Ra) E 
Neyveli Lignite Corpn. — A5 8585 -132 
fub ^ AT 2 DINEM S 102.05 -12.40 
Adani Exports — 1706... [d 
Geometric Software 105.3 119.9 _ -12.18 
HMT of 84  — 7585 | EE 
Alok Industries 72.95 82 [404 
Bank Of Baroda 226.15 253.35 -10.74 
Oriental Bank Of Commerce 235.15 263 -1059 
Gujarat Mineral Devp. Corpn. — 40305 — 4503-1049 
Tata Elxsi_ 24 197505 2187 59 
ІЕС 66.3 1135 . -9.80 
LIC Housing Finance 189.4 209.2 -946- 
FDC 4885 538 -9.20 
Finolex Industries 67.1 173. 75 -9.02 _ 
CMC ЕТ LEAL 
Chambal Fertilisers 194 - [425 | 
Jindal Stainless 4 [13 Ен 
Corporation Bank 371.15 396.75 -545 _ 
Nicholas Piramal Inda _ 251297 бе | 27025 EL oH 
Union Bank Of India 123.1 130.85 -5.92 
Abbott india — BLL 07/21 EOE 
Novartis India 537.85 _565.6 491 
BASF India — . 2186 2253-297 
Chennai Petroleum Corpn. - 225.35 231] . | --249 
Moser Baer India 2216 226.75 22] _ 
Wockhardt - 5089 ‘BIS’ -l66. 
Nirma 3 468.3 471.4 _-0.66_ 
Jammu & Kashmir Bank 444.45 444.85 0.09 
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Coming In From The Cold 


Three years ago, Reliance AMC didn't figure in the top 10 private sector mutual funds. 
Today, it's hot at the heels of the leader. ANAND ADHIKARI & MAHESH NAYAK 


benchmark Sensex was 

cooling its heels in the 
3,600 range, Reliance Asset 
Management Company 
(AMC) was a no-hoper in the 
Indian mutual fund (MF) 
race. Prudential ICICI, Tem- 
pleton and HDFC MF were 
the leaders, having comfo- 
rtably crossed the Rs 
10,000-crore mark (in cor- 
pus). Reliance had a corpus 
of just about half that figure 
—90 per cent of which was 
invested in debt instruments 
—a dozen schemes, a mea- 
sly investor base of 50,000 | 
and, unsurprisingly there- 
fore, a ranking in the 
10-12 bracket. The short 
point: Reliance AMC, which 
was amongst the first six 
companies to get the regu- 
lator's nod to commence MF 
operations, just didn't matter. 

Cut to March 2006. An 
equity scheme from the 
Reliance AMC stable mops 
up a record Rs 5,750 crore 
from investors—the largest ever 
new fund offer collection in Indian 
MF history (the earlier record was 
held by uri MF, which garnered 
Rs 4,783 crore in 1992 through 
uri Mastergain). The corpus had 
pole vaulted to Rs 22,000 crore as 
of February, the investor base has 
swelled to 21 lakh, the equity-debt 
mix is a healthy 65-35 across over 
two dozen schemes. Today, the 
corpus of Reliance MF matches 
those of HDFC, Pru-icici and Temp- 
leton, and isn't far behind the 
leader, UTI MF, which had assets 
under management worth Rs 
27,600 crore as of February. And 
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*Figures in Rs crore 


Reliance AMC" 


Chaturvedi 


A SCORCHING PACE 





Assets Under 


yes, over a two-year period, Relia- 
nce has emerged the fastest growing 
MF (see A Scorching Pace). 


The Change Agents 

So, what explains this near-miracu- 
lous turnaround? In a few words: 
Focussed communication, targeted at 
distributors and investors, coupled 
with a more wholesome product 
basket. “Right from mid-September 
2003, we told distributors to treat us 
as long-term players,” says Amitabh 
Chaturvedi, President, Reliance АМС. 
Simultaneously, the AMC began meet- 
ing investors to dispel any concerns 
about the group. “Their (investors) 


Management 
Feb. '04" Feb. ’06" Gain (%) 


Source: AMFI 


concerns were that the AMC 
handles only group money 
as well as about the team 
that manages money,” adds 
Chaturvedi. To clear the air, 
Reliance went about the task 
of communicating about its 
team, investment process, 
structure and investment 
philosophy. For instance, 
investors were told about 
the four-tiered structure of 
the AMC, comprising res- 
earch team, dealers, fund 
managers, and head of 
equity/fixed income. 

The Reliance fund also 
began leveraging synergies 
across the group, right from 
Reliance Energy to Reliance 
Infocomm. For instance, 
the MF was advertised on 
the electricity bills of Reli- 
ance Energy, the Reliance 
mobile handset became a 
channel for commun- 
ication, as did the Reliance 
Web World. Details of 
transactions and net asset 
values could also be 
accessed through R World, Reliance 
Infocomm’s value-added service. 

Alongside, Reliance AMC also beg- 
an widening its bouquet of offerings 
to include monthly income plans, 
sectoral funds, floaters (schemes that 
invest in floating rate bonds), and 
aggressive equity funds. Today, 
funds of high net worth individuals 
constitute 85 per cent of the corpus, 
which perhaps prompted the AMC to 
flag off its portfolio management 
scheme (PMS). In less than a year, 
the PMS venture has mobilised 
Rs 1,000 crore, with a minimum 
ticket size of Rs 1 crore. The dull 
days of 2003 are clearly history. Ш 
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Smooth Landing 


The Jet-Sahara deal is through, some rough weather and air pockets along 
the way notwithstanding. KUSHAN MITRA 


SAGA OF А DEAL 





Є 
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Air Sahara's Roy: Fi 


m 


nal exit 


Bollywood potboiler. Rich boy 

fights off rival suitors to win poor 
girl's heart. A date is fixed for the 
engagement, when the script takes its 
first turn. A powerful guardian enters 
the scene and announces that the 
bride-to-be cannot carry any dowry 
with her. The families get into a 
huddle, the boy's side threatens to 
call off the nuptials, the media has a 
field day, till yet another twist puts 
the tale back on track. The guardian 
changes his mind and everyone (well, 
almost) lives happily ever after. 

To cut a long story short, Naresh 
Goyal and his Jet Airways (the “rich 
boy" in our example) can take over 
Subrata Roy's Air Sahara lock, stock 
and barrel. It gives the former 28 
additional night parking slots for its 
planes at various airports, 28 leased 
aircraft and the right to operate all of 
Air Sahara's 130-odd domestic flights 
a day. The icing on the cake: the 
Jet-Sahara combine is the only private 
Indian airline that can operate 
international flights till 2008. 

However, there are a couple of 
downsides. Air Sahara had signed a 
code-share agreement with American 
Airlines on the latter's Chicago-New 
Delhi service. The us carrier now 
wants out of this pact. And Jet's own 
application to fly to the us is hanging 
fire pending an investigation by the us 


[* A PLOT FROM A TYPICAL 
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Department of Homeland Security 
(DHS). That means the Jet-Sahara com- 
bine can't operate on this lucrative 
sector. The other problem is that sev- 
eral of Air Sahara's more experienced 
pilots and cabin crew, apprehending 
job cuts and loss of seniority, have left 
the carrier in droves. 

Despite this, most analysts are 
positive about the deal. A recent ABN 





Jet Airways' Goyal: Taking off 


AMRO report (which recommends a 
‘Buy’ on the scrip) points out that this 
deal will increase Jet's fleet size by 50 
per cent to over 70 aircraft. This 
will change Jet’s position from strong 
to dominant, despite the fact that in 
February, Air Deccan overtook Air 
Sahara to become the third-largest 
domestic airline. 

The report says the deal could 
add 36 per cent to Jet's revenues 
and 48 per cent to earnings within 24 
months because its authors believe 
that the latter will be able to trim 
Air Sahara's costs and bring them 
down to its own impressive levels. 

However, it isn't clear what Jet 
will do with its acquisition. For now, 
it seems that the Air Sahara brand 
will be retained. However, there is no 
information on how long Goyal can 
use Sahara's brand name and logo. A 
source close to Goyal says this issue 
will be resolved soon. 

The deal is done; only the for- 
malities—and the small matter of 
Roy pulling out $500 million (Rs 
2,250 crore) from an escrow account 
in ICICI Bank—have to be completed 
now. This means one of the two sur- 
viving carriers of the 1992-93 airline 
boom has been acquired by the other, 
becoming, in the process, the first 
casualty of the current aviation boom. 
The question that's doing the rounds 
now is: who's next? 8 
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VAT's Actually A Good Thing 


A PwC survey shows that a majority of businessmen are happy with value-added tax. 
But it could still do with some fine tuning. ARNAB MITRA 


AST YEAR, THE GOVERNMENTS 
IE 22 states and four Union 
Territories took what was, 
arguably, their wisest economic 
decision on a day universally known 
as All Fool's Day—they replaced 
the state-level sales tax with value- 
added tax (VAT). This year, five more 
states jumped onto the bandwagon. 
This means only two states, Tamil 
Nadu and Uttar Pradesh, are still 
holding out; the former is expected 
to fall in line after the completion of 
the Assembly elections next month. 
What has the experience been 
like? According to a Pricewater- 
houseCoopers (PwC) survey of over 
100 companies having pan-Indian 
operations, the corporate sector is 
largely happy with the changeover. 
“It is heartening to note that 84 per 
cent of the respondents believe that 
the overall experience of transi- 
tioning from the sales tax regime 
to VAT was a smooth one and they 
believe it was worth the trouble," 
says S. Madhavan, Executive 
Director and Leader (Indirect Tax 
Practice), pwc. He adds, however, 
that *only 18 per cent of the 
respondents felt that the state gov- 
ernment were fully prepared for the 
transition, compared to 74 per cent 
of the respondents who felt the states 
were only partially prepared". 
That's a massive, albeit qualified, 
vote of no confidence in the quality 
of tax administration at the state 
level. It also means VAT is a good 
idea that may get undone by 
bureaucratic sloth. 

The survey shows that contrary 
to widespread belief, VAT does not 
result in any additional one-time or 
recurring compliance costs for 
assessees. This had been a major 
sticking point in the run-up to its 
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Was VAT worth the trouble? Yes, says a majority of the business community 


FIVE MAJOR PROBLEMS 





= Continuation of CST and 
ineligibility of input tax credit on 
inter-state procurements 


m Partial implementation of VAT 

= Differences in VAT rates across 
states pose significant challenges 
for product pricing and 
maintenance of ERP data base 

m Variances in treatment of input 
tax credit on capital goods 

m Apportionment of input tax credit 
towards taxable and exempt 
supplies 


FIVE IMPROVEMENTS 


m Introduction of uniform product 
classifications 


m Extension of input tax credits to 
CST paid on procurement 


m Adoption of a practical approach 
to VAT audits of assessees 


m Introduction of single window 
assessment processes for 
all state taxes 


ш Proper training to VAT administrators 


introduction; trade bodies had opp- 
osed it on the ground that it would 
increase costs. However, it does have 
a more elaborate compliance sys- 
tem, mainly because of the need to 
monitor the award of tax credits. 
So, state governments will be well 
advised to streamline this to make it 
more assessee-friendly. 

The old sales tax regime had 
spawned a system of Inspector Raj 
and bribery. Is the new VAT regime 
any better? The respondents felt 
that one year was too short a time 
to comment on this. However, 
since VAT has a built-in self-policing 
(its full benefits will be available 
only to those who honestly 
declare all their transactions), it is 
expected to bring down the inci- 
dence of harassment and corrup- 
tion that trade and industry has to 
encounter. Still, it will take at least 
another year to actually collect evi- 
dence to corroborate this thesis. 

In balance, it will be fair to say 
that prima facie, VAT seems to 
have scored some early points 
with assessees. 
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The Progeon Problem 


Five questions raised by a possible Infosys-Progeon integration. RAHUL SACHITANAND 





Ex-CEO Bhargava: Out of the picture 


N MARCH 27, 2006, BAN- 

galore-based Infosys Tech- 

nologies acquired the 23 
per cent stake held by Citigroup 
Investments in its business process 
outsourcing (BPO) subsidiary Progeon 
for $140-150 million or Rs 630- 
675 crore (Citigroup had acquired 
the stake for $20 million or Rs 98 
crore in 2002). Since then, there 
have been reports that Infosys will 
integrate the operations of Progeon 
(whose cEO Akshaya Bhargava had 
quit earlier this year) with its own 
and that it will do this and retain the 
Progeon brand. There have also 
been reports that Infosys had prom- 
ised Citigroup an exit through an ini- 
tial public offering by 2007, and 
that it offered to buy out the com- 
pany because it has no immediate 
plans to take Progeon public. This 
being the quiet period in the run-up 
to the declaration of its financial 
results, Infosys hasn't commented 
on the issue. Interestingly, however, 
these happenings raise five key ques- 
tions that are relevant, not just for 
Infosys and Progeon, but for the 
industry as a whole. 


1. What's better: Voice or data? 
This isn't an either-or thing. Not 
too long ago (in July 2005), when 
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Wipro BPO - 

НЕВРО: 5754725 
IBM-Daksh_ —— 270 - 
ICICI OneSource 333 · 
Progeon 193.5 





*Revenues are for the last financial year, except for IBM-Daksh, which last disclosed them in 2004 
^ Voice-Non-Voice is expressed as a percentage of business, it may vary over every quarter 


+ + Rs crore МА. Not available 


Wipro BPO (previously Spectramind) 
was in trouble, analysts attributed it 
to the division’s dependence on 
voice-business, where margins are 
slim. Now, says a senior executive at 
a BPO firm, “The voice side of the 
market is more mature and the op- 
portunities higher for Indian firms." 
His reference is to the fact that 
Progeon's business model makes it 
harder for the company to scale up 
(its contribution to the consolidated 
revenues of Infosys was 2.7 per 
cent in 2004-05). Fact is, margins 
are higher in the data business, and 
volumes in the voice one; the ideal 
solution would be for a company to 
have an optimal mix of the two. 
For the record, 80 per cent of 
Progeon's revenues of Rs 103.5 
crore for the nine months ended 
December 31, 2005, came from 
data business (the company has 
grown revenues from $17 million or 
Rs 76.5 crore in 2004 to $43 mil- 
lion or Rs 193.5 crore in 2005 and 
currently employs around 4,000). 


2. Isn't integration across independent 
business units the way forward? 

Yes, especially for companies that 
want to be truly global, which belies 
the argument being proffered by 
some analysts that Infosys could do 


OVER DATA 


›/ Non 
[шк NOT 





** As on 
+For the last 12 months 
Source: Companies 


worse than integrate Progeon’s 
operations with its own. 


3. Can employees of independent busi- 
ness units be treated differentially? 
Yes, although it is far easier to do 
this with subsidiaries than with busi- 
ness units. As one Infosys executive 
points out, “Attrition is a key issue 
with the ВРО market and there are 
completely different strategies to 
hold onto these young agents com- 
pared to retaining say a mid-30s 
project manager at Infosys.” 


4. What's the biggest plus of one brand? 
Simple, the brand. Companies such 
as Accenture and IBM use the same 
brand for all their offerings. In 
2004-05, Infosys’ brand value was 
estimated at Rs 14,153 crore, up 
from Rs 8,185 crore the previous 
year. “Why build a separate brand 
for BPO?," is a popular refrain 
among analysts. 


5. Does cross-selling really work ? 
Yes, and no. While it may help as 
an entry-strategy, "Customers," 
the СОО of a Bangalore-based BPO 
firm points out, “like to split their 
work to specialised vendors, 
especially in areas such as financial 
services and telecom." 
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Heads We Win, 
Tails Who Loses? 


The government is gung-ho on capital account 
convertibility which, amongst other things, will 
make international asset acquisition easier for India 
Inc. But is there a downside to it? ananp apuikari 


“This is a cherished goal...the 
time has come for prepara- 
tory work towards capital 
account convertibility” 


“The Prime Minister has 
made a very definite 
statement...the steps for 
capital account convert- 
ibility will be announced 
in the next few days” 

Р. Chidambaram, Union 


Finance Minister 


HERE’S NOT MUCH TO CHOOSE 

between the above two decla- 
rations of the Finance Minister. 
Except that one is a snatch from a 
1997 Union Budget speech and the 
other from last month’s newspa- 
per front pages. When Chidam- 
baram advocated capital account 
convertibility (CAC) in his 1997-98 
‘Dream’ Budget speech, he clearly 
meant business. Days after the 
Finance Minister’s proclamation, 
then Governor of Reserve Bank of 
India (RB), C. Rangarajan, hurriedly 
picked one of his deputies, $.$. 
Tarapore, to prepare a roadmap 
for full convertibility. 

Nine years down the line, it was 
the turn of the Prime Minister to 
make the call for САС. Days after 
Manmohan Singh suggested that 
India’s position, both internally and 
externally, had “become far more 

















What Is Capital 
Account Convertibility? 


APITAL ACCOUNT CONVERTIBILITY 

means freedom to buy 
financial assets abroad like buy- 
ing shares, mutual funds, dep- 
osits in overseas banks, real es- 
tate, gold, silver, etc. for public 
at large and corporate and fina- 
ncial institutions without any 
currency restrictions by the 
Reserve Bank of India. Curr- 
ently, the rupee is freely con- 
verted for trade in goods and 
services, but restrictions are 
placed on international asset 
acquisition by way of various 
limits set by RBI. 
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comfortable”, кв! Governor 
Y.V. Reddy got into action 
by convincing Tarapore 
to come out of retire- 
ment to piece together 
another roadmap for 
a full-blown cac by 
July. And, just as the 
gurus asked nine 
years ago, the ques- 
tion still looms large: 
Are we ready for CAC? 
Clearly, the stage tod- 
ay is infinitely better set for 
CAC than it was in the latter 
half of the 90s. At that time, the 
gross fiscal deficit at the Centre 
stood at 5 per cent of the GDP (as 
against 4.1 per cent today). GDP itself 
was growing at a lackadaisical man- 
ner (5.0 per cent as against 8.1 per 
cent projected for 2005-06). Foreign 
exchange reserves were a meagre 
$26 billion (Rs 93,600 crore then), 
covering seven months' imports 
(these days they stand at $144 bil- 
lion or Rs 6,48,000 crore, covering 
imports for 13 months). Banks were 
saddled with burgeoning double- 
digit non-performing assets (of close 
to 14 per cent), and their cash 
reserve ratio was at a high 9 per 
cent, as against 5 per cent today. 
Tarapore shot out a report laying the 
pre-conditions (see Are We Ready 
For CAC?) that suggested CAC over a 
three-year period by 1999-2000. 
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Disaster, however, struck much 
before. South East Asia was swam- 
ped by a currency crisis, and Tara- 
pore's 80-page report disappeared 
into cold storage. Interestingly, as 
the former deputy governor goes 
about his task of penning down a 
second report, a few of his 1997 
preconditions—on the gross fiscal 
deficit to GDP, inflation and cash 
reserve ratio (CRR) fronts, for 
instance—have still to be met (see 
“Are We Ready...?). 


Those In Favour 

Yet, in these gung-ho times, it's 
difficult to locate too many sceptics. 
“This is the final leg of liberalisation 
їп India,” says Ananda Bhoumik, 
Senior Director, Fitch Ratings India. 
“The tide (of foreign inflows) com- 
ing in post-CAC is likely to be higher 
than the tide going out,” believes 
Mahesh Vyas, мр and СЕО, Centre 
for Monitoring Indian Economy, 
dispelling any fears of flight of cap- 
ital from the country’s banking sys- 
tem. And Deepak Gupta, MD at 
consulting firm A.T. Kearney, 
points out that “cac will bring a 
comfort factor for foreign inve- 
stors”. If these gentlemen are so 
obviously pro-Cac, it isn’t without 
reason. For the first time in decades, 
the Indian economy has seen a 
robust growth of over 7 per cent for 
three consecutive years, with infla- 
tion under control in the 4.5-5.5 
per cent range. 

If there is a fear lurking around 
convertibility, it has to do with ЕП 
(foreign institutional investors) inf- 
lows. According to SEBI statistics, 
the Fils brought in a little over $25 
billion or Rs 1,15,000 crore into 
the country in the last three years. 
Experts warn that any sudden dep- 
reciation in the rupee—triggered 
perhaps by the rising trade and cur- 
rent account deficits—will trigger a 
massive outflow of foreign money, 
FH funds in the main. Р.К. 
Choudhary, MD of rating firm ICRA, 
says some amount of caution is 
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Are We Ready For САС? 


The pre-conditions in former RBI deputy governor S.S. Tarapore's 1997 report 
suggest we're almost there, though not quite. 


Critical parameters for 


capital account convertibility 199 





Tarapore’s pre-condition 








Status in 2006 











Gross fiscal deficit to 7.5 per cent 
GDP ratio combined 
ah Ti Centre & states) 
d SAN — MEME _ 4.1 per cent (Centre) 
Inflation rate | 3.5 per cent | 5 6percet —— 
Gross NPA of PSU banks _ percent _ | 55percent — 
Cash reserve ratio percent _ | 5 percent TERI 
Interest rate 'ully dereg | Savings rates are 
m 39 ^ M о 8 still regulated 
Foreign exchange reserves Should not t $140 billion, 
than six mon can take care of 
P PORE imports — 13 months imports 
Allowing resident individuals _$1,00,000 ` $25,000, restricted 
to invest abroad on any EER CAES to only deposits 
instrument, real estate, etc. н nf АШ ў (no equity, 
RIM Hiss. iS wage Ny _| MF investment) | 
SEBI-registered funds $2 billion. | $2 billion 
to invest abroad ET 


Greenbacks On Tap 


(Source: Tarapore report/ market) 


Some of the forex limits that will go away post CAC. 


Entity 


Corporate — — 
Mutual Funds 


Public at large 


required as a considerable amount of 
money is likely to flow in—and 
out—of the country post-CAC. “The 
banking system should be geared 
to handle this kind of volumes,” 
suggests Choudhary. 

Yet, the timing for CAC couldn’t 
be better, with Choudhary himself 
pointing out that “India is poised for 
becoming a strong global economic 






Forex Limit ($) 







; 15 billion 
2 billion 


super power". G.V. Nageswara Rao, 
CEO (Commercial Banking), IDBI 
Bank, says global competition will 
make Indian banks globally com- 
petitive. Such optimism and brave 
words notwithstanding, nobody's 
willing to stick his neck out and 
commit a timeframe for CAC. 
Perhaps the ghost of 1997 hasn't yet 
been exorcised. ш 
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. India Calling 


Six deals in six months, and there's still more consolidation 
waiting to play out in telecom. KRISHNA GOPALAN 


ALK ABOUT INDIAN TELECOM, AND 
| the first associations that tend to be 
drawn are with (not necessarily 
in this order): a. A huge subscriber base. 
b. High growth rates. And c. Frenzied 
bursts of consolidation. Talk to an 
investment banker, and of course it's the 
third association that will roll off her/his 
tongue in almost knee-jerk fashion. And 
why not? Over the past six months, there 
have been at least six (including Bharti) 
high-profile transactions in the domestic 
telecom sector, the big bang being of 
course Vodafone's 10 per cent buy into 
Bharti Tele-Ventures for Rs 6,750 crore 
($1.5 billion) late last year. And there's 
promise of plenty more hectic M&As 
(mergers and acquisitions) ahead, as val- 
uations continue to soar. Consider: Anil 
Ambani's Reliance Communications 
Ventures Ltd (RCoVL) could bring in a 
strategic/financial partner, Vodafone 
might want to up its stake in Bharti (at 
perhaps Singapore Telecom's expense), 
the Tatas and the Birlas may opt for a 
third partner in Idea Cellular (assuming 
they stop fighting soon), B.K. Modi 
might be just waiting for the opportune 
moment to sell a part of his stake, if not 
all of it, in Spice Telecom (he holds 51 
per cent of its equity), and the Hindujas 
who hold 5.11 per cent in Hutchison 
Essar might think the time's ripe to cash 
in by selling to Essar Teleholdings. 
Such deals might appear in the realm 


of speculation, but once you consider 


№. 


Anil Ambani B.K. Modi 
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the global interest in Indian telecom—big 
names like Telenor, France Telecom, 
Sistema and Telstra are said to be eyeing 
the country closely—more M&As seems 
only a matter of time. Bharti-Vodafone in 
many ways was a landmark deal, and 
also a benchmark in terms of valuation, 
which could pave the way for other tele- 
com MNCs to follow. “The real question 
is where else can you get a telecom play 
like India? It has huge subscriber numbers 
and robust EBITDA (earnings before 
interest, taxes, depreciation and amorti- 
sation) margins, which makes it a very 
compelling story,” thinks UBS Securities 
Managing Director and Chairperson 
(India) Manisha Girotra. While she is 
quick to admit that valuations are “rich” 
in the sector, she adds that subscriber 
numbers are clearly going the China way 
(China currently has a subscriber base 
of close to 400 million), which perhaps is 
the reason why foreign telco majors are so 
kicked about the India story. Over two 













































COMPANY ACQUIRER PERCENTAGE SIZE OF DEAL 
ACQUIRED (ІМ RS CRORE) 

BhartiTele-Ventures ^ Vodafone 10. 6,750 

Aircel Maxis and the Reddy family — 100 . 4,860 

Spice Telecom — Telekom Malaysia 49 805 

Temasek _ Tata Teleservices eee 1,500 
Hutchison Essar Analjit Singh and Telecom 8.33 1,019 
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WHAT COULD FOLLOW | 
COMPANY POSSIBLE SCENARIO 
Reliance Communications _ Bringing in a strategic/financial investor | 
Bharti Tele-Ventures Ее holds over 30 per cent. If it 
decides to sell, Vodafone, which has 
s only 10 per cent, could be a buyer _ 
Spice Telecom B.K. Modi, who holds 51 per cent, 
BN could let go at the right price 
Idea Cellular The Tata-Birla JV, which has a 
large subscriber base and is doing well, 
could bring in a new partner or one 
DET could buy out the other 
Hutchison Essar The Hindujas, who hold 5.11 per cent, 


are said to be in a dialogue with 
Essar Teleholdings 


million subscribers are added to 
the existing base each month and 
usage in terms of minutes too is on 
the rise. As Rajeev Gupta, MD of 
private equity firm Carlyle India 
Advisors, puts it: “Hitting the 300 
million subscriber mark seems 
realistic.” The total number of 
subscribers in India—wireless and 
fixed—is 134 million. 

That obviously has not missed 
the attention of those who sold 
their holdings in some percentage 
or the other following the Bharti- 
Vodafone deal. С. Sivasankaran 
thought the time was right to sell 
his stake in Aircel lock, stock and 
barrel to the Malaysia-based Maxis 
and the Reddy family of Apollo 
Hospitals for $1.08 billion (Rs 
4,860 crore). This deal came barely 
a year after Aircel came close to 
selling a 49 per cent stake to 
Russian operator Sistema for $450 
million (Rs 2,025 crore). In that 
intervening period, Aircel had com- 
menced operations in a few new 
circles, registering an added pres- 
ence, arguably not large enough to 
see valuations more than double in 
a year. But that’s the nature of the 
telecom stakes in India: They’re 
very high, and still climbing. 

The billion-dollar question 
today, though, is how much more 


steam is left in those already-heady 
valuations. “If you ask me, valua- 
tions will only increase,” quips 
Modi, adding that going forward, 
value-added services could prove 
the determining factor. A few 
weeks ago, Telekom Malaysia 
picked up 49 per cent in Modi’s 
Spice Telecom from financial 
investors for $178.85 million (Rs 
805 crore approx.). Modi remains 
the controlling partner with 51 
per cent. But for how long? Not 
very, if industry watchers are to be 
believed. With the government 
allowing foreign direct investors to 
go up to 74 per cent in telecom, it 
might make sense for Modi to 
sell. Try asking Modi if he will 
and he says cryptically: “The 51 
per cent holding from our side 
will continue and we are ready 
to invest in the business. The issue 
is one of readiness to grow when 
the opportunity is there.” 

Huge subscriber numbers, high 
EBIDTA margins—close to 40 per 
cent in Bharti’s case—and an 
eagerness to unlock value cou- 
pled with the global majors’ yearn- 
ing to get a foothold in the fastest 
growing telecom market point to 
plenty of M&A action in the days 
to come. For Indian telecom, the 
future is out there. Ш 








Traders on Dalal Street are 
betting big on a long-term 
bull rally. MAHESH NAYAK 


Stockbroking on a high: Courtesy bull run 


NVESTMENT OUTLAYS IN THE 
Rs 75 crore range, acquisitions 
of Rs 250 crore-plus, projected 
headcounts that run into four dig- 
its, multinational corporations 
entering the business...it's all 
happening in the hitherto humble 
business of stockbroking. Perce- 
ived in the not too-distant past 
to be the purview of the dhoti- 
clad, pan-chewing punting frater- 
nity, the current bull run brings 
along with it a fresh dash of 
excitement, action and glamour 
on Dalal Street. Consider: After 
partnering with a local name for 
close to a decade, Goldman Sachs 
of the UK will now go it alone, 
and just one of its operations will 
be broking. In the next six 
months, Citigroup will venture 
into retail broking. And Australian 
bank Macquarie has already 
kicked off its equities business. 
But it’s not just the blue- 
blooded global marques that are 
walking the talk. Home-grown 
brokerages, ranging from the 
higher profile Motilal Oswal to 
the lesser-known Kerala-based JRG 
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Securities are thinking big. 
Boutique investment bank Ambit 
too is venturing into broking, and 
the Securities & Trading 
Corporation of India ($ТСІ), till 
recently focussed on debt, took 
the plunge into equities by buying 
UTI Securities for Rs 265 crore. 
Existing players like Motilal Oswal 
and Edelweiss Securities are rais- 
ing funds via placements to fund 
expansion plans (upcountry and 
internationally), and a few like 
Emkay Share and JRG are tapping 
the public for funds. 

Clearly, for many of the new 
entrants, broking is one business 
that complements their entire bou- 
quet of offerings. Take, for instance, 
the case of corporate finance firm 
Ambit. Manish Kanchan, СЕО, 
Ambit Capital, says broking is a 
logical extension. *We realised that 
we were losing out on block deals in 
the secondary market. Also, we 
were not able to capture the value of 
secondary market operations for 
our NRI (non resident Indian) and 
HNI (high net-worth individual) 
clients." Ambit Capital, which has a 
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n Sachs too will enter the fray. 
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receipts. Lesser known players 





presence in the major metros, plans 
to invest Rs 50-75 crore in the next 
three years for increasing its pres- 
ence in tier II cities as well as in 
international centres like Dubai. 

Meantime, institutional brokers 
too are taking the plunge into retail 
broking, a case in point being SBI 
Capital Markets, which has floated 
a new subsidiary, SBICAP Securities. 
Says V. Gopinathan, Managing 
Director, SBICAP Securities: “With 
retail investors increasingly taking to 
equities trading in a rising stock 
market, we had to enter into retail 
broking.” sbi Capital is focussed on 
trading for Fils (foreign institutional 
investors), mutual funds, insurance 
companies and banks. In the last 
six months, the brokerage has 
opened 30 retail branches and is 
planning to open 30-40 in the next 
year. Citigroup too is planning an 
entry into retail broking by the third 
quarter of 2006-07, and market 
sources reveal that ABN AMRO too is 
thinking along similar lines. As is 
domestic financial services firm 
Enam Securities. 

The heightened interest in 





Oswal: He's factored in the "bad times" 


broking— primarily the retail part— 
is evident from the big deals 
happening in this space. G. 
Narayanan, MD of STCI, says the 
purchase of UTI Securities is worth 
every single paisa of the Rs 265 
crore STCI has shelled out. *The 
intention to get into equity mar- 
ket was to de-risk the business 
model. If we had to develop and 
build something like uri Securities, 
it would have taken a minimum 
of five to six years to get the scale 
and reach like them." Narayanan 
adds that he hasn't overpaid, as 
he's bought at 16-17 times earnings, 
when most other (listed) broker- 
ages are trading at price/earnings 
(P-E) multiples of 20. 

With so much action taking 
place at (arguably) the peak of the 
bull run, you have to wonder: 
What if the markets tank tomor- 
row? Will there be an overcapacity 
of brokerages? Most players are 
going by the bullish long-term trend 
for the market. Motilal Oswal, 
which recently acquired Peninsular 
Capital Markets in the south for 
Rs 23 crore, also has plans to grow 
market share, from 5.25 per cent to 
10 per cent Ьу 2010. And 
Chairman Oswal has factored in 
the *bad times. If the market tanks, 
we have already considered a 
volatility of 30 per cent. In fact, a 
fall will be good as the cost of 
acquiring talent will come down," 
he quips. For the moment though, 
brokers are making hay as the sun 
keeps shining on Dalal Street. m 
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An FMCG Multinational 
In The Making? 


Adi Godrej wants to take his company onto the global consumer products stage by 
taking the inorganic route to growth. KRISHNA GOPALAN 


HE FAST-MOVING CONSUMER 

| goods (FMCG) sector hasn't 
had it so good in a long time. 

For one, it's back in the double- 
digit growth groove, and that's likely 
to sustain for the next few years. For 
another, pricing power is back, 
which is reflected in the price hikes 
across industry leader Hindustan 
Lever Ltd's (HLL’s) frontline brands. 
So, what does a player like the 
Rs 569-crore Godrej Consumer 
Products Ltd (GCPL)—which wasn't 
impacted by the recent slowdown, 
growing at 20 per 
cent (between 
FY03 and FY05)— 
do when the 
going gets bet- 
ter? It begins to 






















Adi Соагеј В: 


псгеаѕЅе 


think bigger, and braver. The 
ambition of size is reflected in 
Chairman Adi Godrej's objective of 
realising half of his revenues from 
international operations, up from 
20 per cent currently, in five years. 
And the bravado is in ample dis- 
play when he talks about entering 
categories over which multinational 
giants like HLL, Procter & Gamble 
and Colgate have an iron grip. 
Godrej is eyeing hair care (possibly 
shampoos), skin care, detergents 
and oral care. “We will enter one or 
two of these categories in the next 
two years. And we are clear we will 
not offer a me-too product,” reveals 
the Godrej group Chairman. 

Even as he prepares to take on 
the might of the multinationals in 
India, Godrej is chalking out his own 
plans to become an Indian MNC. 
“The structure of the company will 
change over the next five years and 
we will be several fold our pres- 
ent size,” he says. Much of the 


LOOKING AHEAD 


п |n five years, Godrej wants 
50 per cent of revenues from 
international markets, up 
from 20 per cent today. 


W He also plans to scale up 
by entering categories dom- 
inated by Lever, P&G and 

Colgate—either hair care, 
or skin care or detergents 
or toothpastes, or perhaps 
two of the four—in the 
next one to two years. 


future growth will be inorganic, and 
a start was made last year with the 
acquisition of brands like Erasmic 
and Nulon, among others, from 
Keyline of UK for Rs 130 crore, 
which analysts point out should con- 
tribute 5-7 per cent to the consoli- 
dated profits of GCPL in 1-2 years. 
“We have no debt on our books and 
that is a huge advantage when we 
go for acquisitions," offers Godrej. 

Clearly, after building leader- 
ship positions in niche but sizeable 
markets like hair colour and baby 
diapers, Godrej is keen to take on 
the key players in key categories. 
He's been in soap for some time 
now, with some success, but as 
Hoshedar Press, Executive Director, 
GCPL, says: “Їп soap, we are a distant 
second. The objective is to be a 
respectable second (after HLL)." 
Along the way, Godrej says he will 
be disappointed if GCPU's consoli- 
dated profits do not double in two to 
three years. With analysts predicting 
long-term double-digit growth for 
the industry, GCPL might not have a 
big problem meeting that objective. 

Can Godrej pull it off? Analysts 
are bullish about his plans to gar- 
ner chunky revenues from over- 
seas. However, it's the competition 
in new categories that makes them 
cautious. Says Pritee Panchal, an 
FMCG analyst at Mumbai-based 
Angel Broking, *In new segments 
like oral care, it may be difficult to 
make a dent since there are large 
players like Colgate and HLL, 
unless GCPL chooses to acquire a 
brand." Perhaps that's just what 
Godrej has in mind. ш 
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Eligibility: x Bachelor's degree or its equivalent in any discipline 


X GMAT score obtained after April 1st, four years prior to the start of 
the programme 


X Minimum completed age of 27 years by March 31st prior to the 
start of the programme with substantial experience 


One Year 
Post-Graduate 
Programme in 
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Shopping In Europe 


Four acquisitions in 10 days, and it's just the beginning for Ranbaxy. ARCHNA SHUKLA 


ALVINDER MOHAN SINGH, 
Chief Executive Officer 
d Managing Director, 


Ranbaxy Laboratories, is on a shop- 
ping spree. In just 10 days he's 
bought four new businesses: 
Belgium's seventh largest generics 
company Ethimed for around $50 
million (Rs 225 crore), one of 
Romania's largest generics compa- 
nies, Terapia, for $324 million (Rs 
1,458 crore), GlaxoSmithKline's 
unbranded generic business in Italy, 
and the Us-based Senetek's patents, 
trademarks and automated man- 
ufacturing equipment for auto- 
injectors. And Singh quips: “This 
is just the start.” 

With approvals to raise $1.5 bil- 
lion (Rs 6,750 crore) in equity (of 
this $400 million or Rs 1,800 crore 
was raised through a recent issue 
of foreign currency convertible 
bonds, whose proceeds were largely 
used to fund the current acquisi- 
tions) and $1.1 billion (Rs 4,950 
crore) in debt, Singh can, indeed, 
afford to splurge. And he can’t 
afford to waste too much time. 
“Expansion in Europe is the need of 
the hour for Indian pharma com- 
panies,” says Sunil Mehra, Senior 
Vice President, Healthcare Group, 
psp Merrill Lynch. To be sure, 
Indian companies have to look 
beyond the us, the biggest and the 
fastest growing pharma market 
accounting for around $245 billion 
(Rs 1,102,500 crore) of the total 
$500 billion (Rs 22,50,000 crore) 
global pharma industry. 

“Para-IV filings (challenging 
patents) are now being contested 
tooth and nail in the us, thereby 
raising the cost of litigation," points 
out Urmil Negandhi, pharma ana- 
lyst, Parag Parikh Financial Advisory 
Services. Ranbaxy, in fact, lost a lit- 
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M&A MANIA 


March 30: Acquisition of Ethimed, _ 
a Belgian generics company, fora _ 


reported $50 million(Rs 225 crore). - 





March 29: оа dt 
Romania-based 
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in Italy for an undisclosed sum 
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igation for Pfizer’s Lipitor in the us 
and the UK in 2005. Besides, pricing 
pressure in generics and increasing 
R&D costs are also adding to woes, 
he adds. It was thanks to these fac- 
tors that Ranbaxy's profit-after-tax 
plummeted 66 per cent to Rs 182 
crore in 2005 against 2004. 
Analysts point out that Europe, a 
$14.2 billion (Rs 63,900 crore) 
generics market that is growing faster 
than the branded industry, is a huge 
opportunity. That explains Dr 
Reddy's recent $570 million (Rs 
2,565 crore) acquisition of 
betapharm of Germany, for which 
Ranbaxy was also in the fray. 
Analysts, though, say that the 
Terapia and betapharm buyouts 
have been far from cheap. Ranbaxy 
paid four times Terapia's 2005 sales 
and 11.6 times EBITDA (earnings be- 
fore interest, tax, depreciation and 
amortisation) whereas Dr Reddy's 
had paid three times the sales and 


Bener business of laminin ne 
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12.6 times EBITDA. *In comparison, 
recent generic acquisitions in 
European Union have been around 
2.6 times sales," says an analyst from 
a leading i-bank. 

Singh, however, argues that his 
new deals have to be seen in a dif- 
ferent light. *These acquisitions 
provide Ranbaxy a strategic pres- 
ence in the European and CIS gener- 
ics market," he says, adding: 
“Terapia’s acquisition gives us a 
strong foothold not only in 
Romania (a $700 million or Rs 
3,150 crore generics market grow- 
ing 30 per cent annually), but also 
an entry point into Europe." This 
acquisition has made Ranbaxy the 
top generics player in Romania with 
around 14 per cent market share. 
Adds psPML's Mehra: “The new 
deals fit well into Ranbaxy's plans. 
It, for sure, looks in a better position 
to achieve its target of $5 billion 
(Rs 22,500 crore) sales by 2012." m 
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The Microsoft’ Imagine Cup is a global competition that helps 
young innovators in India and 90 other countries to pursue their 
creativity, ideas and dreams. It helps young people around 

the world become the high tech inventors and skilled workers 
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Bringing Debt To Life 


The government is re-engineering the bond market to give it greater depth and transparency. 
Result: it will become more attractive as an investment option. SHALINI S. DAGAR 


HE GOVERNMENT—MORE 

| specifically, the Finance 

Ministry and the Reserve 

Bank of India (RB)—is planning a 

course of steroids to inject some 

life into the somnolent debt market. 

The aim: enable it to cruise onto the 

same high speed lane that the equity 
markets are on at present. 

The first dose was administered 
in the form of the NDs-OM (Neg- 
otiated Dealing System for Order 
Matching) in the government sec- 
urities (G-sec) market. This involves 
the introduction of anonymous 
screen-based trading for the G-secs. 
Traditionally, the debt market, 
dominated largely by government 
bonds, has been a closed one; most 
transactions taking place over 
telephone between brokers who 
generally know each other. The 
new system is expected to deal a 
death blow to this “telephone-based 
market", which is one of the factors 
responsible for keeping trading 
volumes small. Despite the pres- 
ence of as many as 111 central 
government securities, of which 44 
have outstanding amounts of 
Rs 10,000 crore or more, a mere 
10-12 securities are traded on a 
daily basis, and only half this 
number on an active basis. Cons- 
equently, price discovery is often 
imperfect and yield curve distorted 
by extraneous factors. Following 
the entry of insurance entities and 
mutual funds, provident funds and 
pension funds into the NDS-OM sys- 
tem, the depth of the market is 
likely to increase. 

The RBI is taking other steps as 
well to improve liquidity and 
interest rate risk management. It 
has initiated the process of intro- 
ducing intra-day short sales and 
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a *when issued" market for 
government securities which are 
being reissued. This last allows trad- 
ing in securities prior to their issue 
and enables easier price discovery. 

Further, the provision in the 
Fiscal Responsibility and Budget 
Management (FRBM) Act 2005 spec- 
ifying that undersubscribed G-sec 
auctions will no longer devolve on 
the RBI, will change the dynamics of 
the market forever. “Though RBI 
intervention was rare, the FRBM 
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The following measures are expected 


to perk up the debt market. 


m Limit on FII investment in G-secs raised 


from $1.75 billion to $2 billion 





m Limit on Fil investment in corporate debt 


market. The idea, obviously, is to 
make these attractive to the retail 
investor. *Retail investors should 
also be encouraged to participate 
in the corporate bond market 
through mutual funds," the R.H. 
Patil Committee on Corporate 
Bonds and Securitisation has said. 
But this will be a tough nut to crack. 

The impact of these measures, 
however, will not be immediately 
visible as the debt market is cur- 
rently in a bear phase. Parthasarthy 


raised from $0.5 billion to $1.5 billion 


п RBI stops subscribing to G-secs as part 
_of FRBM obligations from April 1, 2006 


п NDS-OM introduced from August 2005 











m RBI plans to introduce intra-day short 
sales and ^when issued" market for 
_G-secs _ 





m Single, unified exchange-traded market RBI governor Y.V. Reddy: 


for corporate bonds proposed 


mandate will now make interest 
rates more market-linked," says 
Sushil Muhnot, Managing Director 
and Chief Executive Officer, IDBI 
Capital. Efforts are also on to get 
state governments to offer market- 
linked interest rates on their bonds. 

The other area that is attract- 
ing attention is the virtually non- 
existent corporate bond market. 
Here, the government is pushing 
for a single, unified exchange-traded 


Reviving the debt market 


Mukherjee, Head (Treasury), UTI 
Bank, expects it to recover by 2007. 
Policy makers are using this lead 
time to put in place reforms which 
will lead to a more robust bond 
market by then. The equity markets 
benefited from the structural 
changes introduced in the 90s. Debt 
market reform, though slow, is 
expected to replicate that success. 
When that happens, make sure you 
get in on the ground floor. 8 
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Leading Companies Run 
Oracle Applications 


| 
| 4 out of the 5 largest tyre manufacturers 


Top 15 automotive parts companies 





9 out of the top 10 auto manufacturers 


19 of the top 20 OEMs 





When leaner decision making is front and centre, 
you'll find Oracle Applications at the core. 





oracle.com/lean 
email us at oracleindia_in@oracle.com 
or call 1 800 425 6725 / 080 4107 6641-44 
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Companies," the 2004 Automotive News list and Industry Week's 
list of “2004 Top Manufacturing Companies by Revenue." 
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Redefining Poverty 


The new definition is more representative, but makes calculations that 


are much more difficult. ASHISH GUPTA 


THE DECLINING CURVE 


1973-74 — 
1977-78 





Source: Planning Commission's Draft Ninth Five Year Plan 


OW MANY POOR PEOPLE ARE THERE IN INDIA? 

That should be a fairly simple question to 

answer. Only, it isn't. In fact, there is no una- 
nimity among planners, economists and the 
authorities even on the raw data that should be 
used. Should it be data provided by the National 
Sample Survey Organisation (№550)? Should it be 
the figures supplied by the National Accounts 
Statistics? Or should we use the formula used by 
the World Bank—which defines the poor as those liv- 
ing on less than $1 (Rs 45) a day? Interestingly, 
there is a broad agreement on one point—that the 
government's existing definition of poverty is woefully 
inadequate and unsatisfactory. Hence, the need for a 
new, more representative, definition. 

The Centre has recently notified 13 new parameters 
for defining the poverty line. They include landholding, 
type of dwelling, clothing, food security, hygiene, 
capacity for buying commodities, literacy, minimum 
wages earned by households, means of livelihood, 
education of children, debt, migration and priority 
for assistance. These are all issues that crop up regularly 
in any discussion on poverty, so the government is ob- 
viously trying to cover all its bases. 

The earlier categorisation—households that could 
afford 2,100 calories per day in urban areas and 2,400 
calories in rural areas were deemed to be above the 
poverty line—ignored all these other issues that, too, are 
central to a person's life. Thus, as in December 2005, 
rural households that spent more than Rs 368 per 
month and urban households more than Rs 559 per 
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month were considered to be above the poverty line. 

According to this definition, which is used by 
the Planning Commission, 26 per cent of Indians 
were below the poverty line (BPL) in 1999-2000. 
Interestingly, the World Bank estimates that nearly 36 
per cent earns less than $1 a day and are, there- 
fore, BPL. But independent expert and Managing 
Director of Oxus Research & Investments Surjeet 
Bhalla maintains that only 15 per cent of the popu- 
lation are BPL households, according to data from the 
National Accounts Statistics. 

So, will the new definition change the face of 
Indian poverty? Not really. Why? Experts point to 
the fact that some of the new criteria have already been 
factored into the consumption expenditure referred to 
above. For instance, the new consumption basket 
(used to calculate consumption expenditure) includes 
both food—foodgrains, milk and milk products oils, 
meat and fish—and non-food—clothing and footwear, 
rent, commercial and non-commercial fuel, medical care 
and health services, transport and communications, 
recreation and education—items. 

But the new parameters, though more representa- 
tive, come with their own problems. *How do you, for 
instance, put a figure on issues like priority for assistance 
and hygiene?" asks Bhalla, adding that the new defi- 
nition will make comparisons with earlier years virtu- 
ally impossible. So, how will the government now fig- 
ure out how many people have actually come out of the 
poverty hell hole over the last few years? The govern- 
ment is still working that out. 
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THE KOTAK 
DOSSIER 
Age: 47 


s 


Qualifications: B.Com, 
MMS from Jamnalal 
Bajaj Institute of 
Management Studies, 
Mumbai 


Businesses built: 
Banking, life insurance, 
investment banking, 
stock broking, mutual 
funds, auto finance, 
private equity, real estate 
venture capital 






Size of group: Net worth 
— Rs 2,000 crore, 
6,500 people 


Best known as: A deal 
maker par excellence 


First big moment: 

The listing of Kotak 
Mahindra Finance 
Limited (KMFL) in 1992 


Last big deal: Buying 
out Goldman Sachs’ 25 
per cent stake in Kotak 
Mahindra Capital and 
Kotak Securities 


Vision: To build a 
financial institution 
from India of world 
scale, size and quality 


Ambition: To build a 
global level financial 
institution and be 
consolidators in the 
financial space 


Hobbies: Loves Indian 
classical music and 
playing the sitar. Also 
played professional 
cricket in college 


52525 
+ 
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His реб їй financial 


Most likely to be services dre cashing out, 
САВАД but U is talking 
come. T fat is the of taking on global financial 
conviction one has, goliaths not just in India but 
to walk the talk abroad. Can he do it? 

Least likely to be heard KRISEINA GOPALAN & 


saying: "Let's sell out." ANAND ADHIKARI 


OME TIME IN THE MID- 
nineties, on one of his 
routine overseas trips, 
Uday Kotak got lucky. 
He chanced upon a 
meeting with the 
Chairman of a blue-blooded New 
York-headquartered global invest- 
ment bank. Kotak remembers most 
of the conversation that transpired 
during that fleeting encounter, but 
there's one line of the I-bank Chief 
that's been since etched in the mar- 
ble of Kotak's mind. *He explained 
to me the importance of spotting 
gold nuggets in a coalfield. It is not 
easy but when you find it, you must 
seize it. Just as there is danger lurk- 
ing there, there is always an opp- 
ortunity lurking too," recalls the 
47-year-old Vice Chairman & 
Managing Director of the Kotak 
Mahindra Bank, which today boasts 
a net worth of Rs 2,000 crore, with 
a presence across commercial bank- 
ing, investment banking, broking, 
insurance, mutual funds, wealth 
management and private equity. 
Perhaps it’s this appealing phi- 
losophy of finding value long before 
it actually reveals itself to the rest of 
the world that might have per- 
suaded Kotak to take a closer look 
at a partnership with one of the 
Wall Street banks. In 1996 
Goldman Sachs came in as a joint 
venture partner for the Indian 
entrepreneur’s broking and invest- 
ment banking businesses. A decade 
down the line, Kotak has pretty 
much mastered the knack of striking 
gold in the coalfield that is Indian 
industry. Sidestepping pitfalls with 
élan, he made investments at rock- 
bottom prices in industries ranging 
from telecom to publishing to FMCG. 
Today, those bets have appreciated 
much faster than the yellow metal 
can ever hope to. For instance, 
recently Kotak sold the 8.33 per 
cent his flagship Kotak Mahindra 
Bank and its subsidiaries held in 
telecom major Hutchison Essar for 
an eye-popping Rs 1,019 crore. 


SOUMIK KAR 


HOW THE BIG THREE STACK UP 


A comparison of the Kotak group with the Wall Street firms in India, 
in businesses common to all three 


KOTAK 





(Source: Bloomberg, Jan.-Dec. 2005) 
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(Source: AMFI, Feb. 2006) 
Note: Market share has been computed as a share of the total corpus 
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Uday Kotak has emerged a worthy competitor to DSP Merrill Lynch's Hemendra Kothar 


left) and JM Morgan Stanley's Nimesh Kampan 
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Market observers feel Kotak would- 
n't have paid much more than 

Rs 4.5 crore for his initial stake. 
Goldman Sachs may have 
| helped Kotak learn the trick of dig- 
; ging the gems out of the dirt, but 
the high-profile chief of the epony- 
mous group—he joined hands with 
the Mahindra family in 1985—has 
worked out his own homegrown 
f recipe to translate the value locked 
in those stones into big bucks. So 
much so, a few weeks ago Kotak 
thought the time ripe to buy out 
Goldman’s 25 per cent holding in 
Kotak Securities (the broking firm) 
and Kotak Mahindra Capital 
Company (the investment bank) 
for Rs 333 crore. In sharp contrast, 
the Indian promoter at another 
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.. . THE HOUSE THAT KOTAK BUILT 
















head-on competitor, DSP Merrill 
Lynch, chose to instead offload his 
holding in favour of his Wall Street 
partner for all of $500 million 
(Rs 2,250 crore). Says veteran 
investment banker Udayan Bose, 
now Chairman of Thomas Cook 
India: “I knew him when he started 
out as a very young man and have 
watched his progress and have also 
worked with him on transactions. I 
have been impressed by his dedica- 
tion, focus and commitment." 
Kotak won't say it, but the mes- 
sage in the buyout of Goldman 
Sachs is pretty clear: Thanks for 
the help guys, but now it's best for 
Kotak Mahindra to be on its own 
(although there are some market 
watchers who insist that it's 
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Number of branches 53 Total corpus Rs 8,335 crore 
Number of cities covered 34 Number of schemes 26 
Deposit base Rs 6,550 crore Number of investors 3,39,102 
Number of depositors 1,39,700 Amount mobilised Rs 2,891.81 crore 
Advances portfolio Rs 5,317 crore under new schemes FY05-06 

Source: Company, as of December 2005 Source: AMFI (Figures as on Feb. 2006) 
E PRIVATE EQUITY FUND II REAL ESTATE FUND 
Funds committed Rs 700 crore Funds committed Rs 450 crore 
Funds deployed Rs 150 crore Funds Deployed ^ Fund just closed, yet to 
Investee Companies Paramount Airways, make first investment 
Four Soft Limited, Metahelix Life Sciences Ў 
among others Source: Company pai Золе CMM 
E KOTAK MAHINDRA OLD MUTUAL IB WEALTH MANAGEMENT 
LIFE INSURANCE п Wealth management offering is mounted 
Total premium Rs 375 crore on the banking platform 
Number of policies issued 63,468 m About 70 per cent of the business comes from 
— — н сузен " di utual funds 

я , н ис ncludes equity, mutua 
Total 1st year premium (YTD Feb'06) iet - ard eS dro a 
urce: IRD Source: Company 

IB КОТАК SECURITIES LTD E KOTAK MAHINDRA CAPITAL COMPANY 
Total customer accounts 3,55,000 Number of deals 20 
Additions More than 7,000 per month Volume of deals Rs 13,050 crore 
Market share 8 per cent Market share 144% 
Web trading customers 65,000 P | 


Goldman that wanted to be on its 
own in India). Compared to the 
global Goliaths—Goldman, 
Morgan Stanley and Merrill 
Lynch—Kotak is a relative David 
on Dalal Street. But Kotak is aiming 
his sling and his stone far and wide, 
and not just at domestic targets. 
*India, Indian institutions and 
Indians can have a shot at the world 
today. These opportunities were 
not there 5-10 years ago. This is 
India’s second tryst with destiny,” 
he told вт last fortnight. If that 
sounds like an exaggeration and 
hollow bravado, take a look at the 
performance of his financial services 
conglomerate, which in many ways 
is a reflection of the buoyancy in 
the Indian economy and markets 





ICICI Bank's К.У. Kamath 


DIPAK GUPTA 
Executive Director/ Kotak Mahindra Bank 





^We want to take our share 
of low-cost deposits from 
16-17 per cent to 30-35 
per cent in three years" 


and the can-do spirit that's gripped 
India Inc. Kotak Mahindra Bank's 
deposits have soared by 85.2 per 
cent for the nine months ended 
December 2005. Kotak Securities 
accounts for nearly 45 per cent of 
the group's profits, the investment 





bank tops the league tables for M&A 
deals in calendar 2005, and the 
group's consolidated net profits 
shot up by 113.6 per cent in the 
April-December 2005 period. It’s 
against such a sanguine backdrop 
that Kotak is now talking about 
making the Next Big Leap—onto 
the international stage. "Our aspi- 
ration is to be consolidators in the 
financial services game rather than 
consolidatees. We want to be a 
global institution, like yp Morgan, 
Goldman Sachs and Merrill Lynch. 


HOW KOTAK BANK COMPARES 


Capital Adequacy Interest Spread 
(%) (%) 

- 12.80 3.50 
11.78 1.80 
12.16 3.20 

12.66 2.50 


‘Source: BT-KPMG/ 2004-05 data 
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C. JAYARAM 
Executive Director/ Kotak Mahindra Bank 


“In businesses like private 
equity our advantage is our 
networking ability, which 
allows us to source business” 


These are family names that reflect 
the aspirations of a few people in 
the us more than 100 years ago. 
(Like India today) they too had the 
advantage of a large domestic mar- 
ket. “What may have taken 100 
years then, we have a chance to 
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The Bottom Line Break-up 
Broking is the largest contributor to the 
group's profits. 





Kotak Securities 


3.13 9.81 

Kotak Mahindra Prime ~ Kotak Capital 
Others include AMC, investment and international 
operations (Kotak Mahindra Old Mutual Life Insurance 


is currently incurring losses) 
Figures in per cent for April-Dec. 2005 period 
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The Growth Engine Is On Overdrive 


Growth in Kotak's lending business. Growth (%) 


Commercial 
Vehicles 


1,908 


Personal 
pL мз 


Hom 


Loans| 780 me 
OMA 1,028 вав 
Othe 1,496 79.10 


Figures in Rs crore as on Dec, 31, 2005 
Car loans are disbursed through а subsidiary, Kotak Prime 


Source: Company 


do in 10. We will give it a shot,” 
thunders Kotak. 

He’s already begun taking baby 
steps overseas, with a presence in 
Dubai, London and New York— 
for instance, Kotak has a registered 


Fil in London that’s doing business 
of a billion dollars. A Singapore 
outpost too is on the cards. Kotak 
today may not compare well at all 
with the family-named firms on 
Wall Street—Morgan Stanley for 





UDAYAN BOSE 
Chairman/ Thomas Cook India 


"| have worked with him 
on transactions and am 


impressed by his dedication, 


focus and commitment" 
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instance has Assets Under Man- 
agement to the extent of $622 bil- 
lion (Rs 2,799,000 crore) in 2006. 
Yet, for Kotak, this is only the 
beginning of a long outbound jour- 
ney. What's more, it's the huge con- 
sumption story back home that will 
ensure handsome double-digit 
growth across virtually all his ven- 
tures—which are a balanced combo 
of cyclical businesses (broking & 
investment banking for instance) 
and the counter-cyclical ones like 
lending, stress-asset recovery, and 
life insurance—for some time to 
come. Says Hemendra Kothari, 
Chairman of Kotak's head-on com- 
petitor, DSP Merrill Lynch: “His 
group has interests across retail 
banking, insurance, investment 
banking and mutual funds, amongst 
others. That's the greatest testament 
to Uday's strength and capability 
as an astute financial professional." 

If Kotak is convinced that India 
today is "sitting on a wonderful 
sweet spot," it's his bank—set up in 
2003 when the then flagship Kotak 
Mahindra Finance Ltd (KMFL) was 
converted into a bank—that will 
prove a major growth driver in the 
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domestic, retail-driven market. The 
bank fits in well with Kotak's cus- 
tomer-focussed strategy, offering 
a central platform for relationships 
across the group's various busi- 
nesses like commercial vehicle and 
retail finance, corporate banking, 
treasury and housing finance. With 
65 branches today, which will go 
up to 100 in 2006-07, Kotak is 
clearly in a hurry to grow the cus- 
tomer base, which currently stands 
at 40 lakh. *We want to build our 
franchises and attract low-cost 
deposits. Today, low-cost deposit 
comprises 16-17 per cent of the 
total deposits. We would like this 
share to improve to 30-35 per cent 
possibly in the next three years," 
says Dipak Gupta, Executive 
Director (Retail) at Kotak Mahindra 
Bank Ltd (KMBL). 

Yet, 100 branches would hardly 





FALGUNI NAYAR 
Managing Director/ Kotak Mahindra Capital. 


“We were never dependent 
on Goldman. Today we 
have built our strengths 

on the GDR side too" 






G8E£092 #2166 191 ‘100221 иоебупо) 'unesyaw ‘mersa UepIE ‘dO Wed ssaursng |20019) JEN "РЕД шәбән GWE ‘10014 DUZ "21-45 ‘NOVOUND © 01/0215 090 191 `/20 095 eJojeBueg VAPE uosiM ‘SS09 ШО! ‘LE/6ST ON „Рдероцеху, :3H0 TV9NVB • 
10610125 brO 191 "900 009 reuuou) "азошбз ‘peot ulenuoy "Gy 'xejduio?) s0J0397) '/'y9 “ON 300 :IVNN3HO © 66LOZE9Z ZZO 191 “EGO 00у requin '(M)taupuv 'реоы AUNI MƏN “812153 EUISnpu| Iuxe1 2-1 ON HUN “VENI [ТҮТТҮ 
oquias “S/W *0/5 -20140 utu90? e (sesudiayus (вра 0/5) 9Р99/222-080 X4 'Ori40216-080 :181 `/20 09S - eroeDueg 'uapIeg UOSIIM 









6109992-v8»0 :X?4 /868992-v9y0 191 £00 289 = U S| UOIÖUIJISM ‘реси rupuer) елрш "рут Md (1) S2 oye 

199Д5 $5012) LOL 'LE/6SZ ON '.eÁepousxv, #0110 90120029 e 9zgy68/2-0v0 191 d'V ‘$00 00S - Peqesepunoeg 'Peoy jajed JepJes ‘Jl4 LAG 'BSNOH |әриешою) :30110 PEGeIBPUNDES e ZSEPNBZ2-EED XE 956/922 / OBPEZ8ZZ-EE0 +191 ‘020 004 - ION 
реон asog 2ГУ YOST ‘(14 ug) GON шоон 'Duipring ј0оҳедіцо) :9310 EYON e 0/968/95-220 X24 ‘OSEZLESS / v L0SZE92-220 191 “ESO 00у - requin (M) ueupuy ‘ресы ur] мәм ‘Seg [eursnpu !ш] "LON PUN BAHO 'equiniw e OBSCPEET-LLO XE 
Logepeez / OZOVAEEZ / EELZYEEZ-LLO 91 `100 OLL = HUH man "Dey pesues ‘OL 'Duipiing daag uersa 301O II e BSBORESZ / VEOQYESC-vvO 2: '68/90Е$02-уў0 191 `100 009 - EULALI ‘PEON 9508 `$ ‘EZ „anoh aed, SAYO ЕииӘЧО ЕПН ЕЕ 








Wo>'asemkseda'MMM *666S SC 1061 [J£ 10 иоцешзоуиш! әзош 40) әлиәэиәнпәдхз 20 1ә|гәр 1$әзеәи ou) SJA SAHUL }әәјәѕ uj $1002 JO ÁJƏHLA әр!м е ио ә|деүелүу 








"мем ueo әзүә биндАләлд ошоотошор) алми, szovauns — 'sjeaÁ 10j 1u6uq pue цѕәц YOO] jm woomowejp mok мои og ‘mau uoo sinojo» 
334 HZNIVIS sdaay pue suiejs jo uoneuuo биїшүиүш 'Buneoo зиәјјәдәз-зәдем 'a3^n2910Jd e saeaı2 ssa»oud 

EIIIYIiIRE = paseq-ABojouyrajoueu siu, 'sa»eyns aaıjzuyes - uonnjos yaad aui NOA suyq әлемАшед 

a P d jf. * ізәло ueyxei sueis Ánubisun ә$оцз |е әлең Zqesp pue пр Dupjoo| шоозцдед inoÁ S| 





зәбиој 104 ıno|o2 suleay@ ueəj 0} Ase Ф  sooejuns 1u9||odoJ 1918 M 6 


^g 


y 


‘ıno|o2 бш/јәр-әбұ 
'93JJZuiej әлем/лЈед HUNNpONUI 


bt 


UMESH GOSWAMI 


Se 
Рут 


I 


“I WANT KOTAK TO BE LIKE MORGAN, 
MERRILL AND GOLDMAN" 


CONVERSATION WITH UDAY KOTAK ISN'T ONLY DELIGHTFUL FROM 

the information be shares about his businesses, but also for his big- 

picture views on subjects ranging from entrepreneurship to his 
ambitions and vision to his business philosophies. Excerpts of some of the 
gems, or Kotakisms, if you will. 


ON HIS ASPIRATION: To build a globally-competitive business. The world 
is flat. We want to be consolidators in the financial services business 
rather than be consolidatees. To build a financial institution from 
India of world scale, size and quality. 


ON JOINT VENTURES: Treat your partners well and be fair in terms of the 
relationship beyond the Ју. 


ON VALUATIONS: They are like “Maya.” What is high and low is a deci- 
sion you take over a period of time. 


ON GLOBALISATION: It is not a threat. It is an opportunity. I think that’s 
where our mindset has changed. 


ON SPOTTING OPPORTUNITIES : Keep your eyes and ears open and you 
always find opportunities in financial services. If you are in a coal 
field, you must have the eye to spot gold nuggets. It is not easy but when 
it comes, you must seize it. Just as there is danger lurking, there is an 
opportunity lurking. 


ON GOING GLOBAL: Global is in our minds, It is about how we think, it is about 
our approach and what processes we have. It is about getting people. 


ON HIS FEAR: My concern is to ensure that we continue to be the place 
where the best talent wants to be. 









ON INDIA'S FUTURE: Our time has come. If that is 
the conviction one has, this is the time to 
walk the talk. 


ON THE GLOBAL OPPORTUNITY: India, Indian 
`f institutions and Indians can have a shot at the 
world today. These chances don't come often. 
These opportunities were not there 5-10 years ago. 
We are sitting at a wonderful sweet spot. 
This is India's second 
tryst with 
destiny. 
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be enough for Kotak to realise his 
ambition of size and scale even 
domestically, forget internationally. 
That’s why inorganic growth is 
inevitable although the Vice 
Chairman does not see too many 
acquisition targets around him in the 
private banking space. What would 
prove a huge, ideal opportunity for 
growth for Kotak is marriages across 
the public sector and private bank- 
ing space. Such a deal would make 
immense sense for KMBL as it would 
at a stroke get a comprehensive 
pan-Indian reach, both urban and 
rural. But Kotak will be the first 
one to tell you that acquisitions of 
PSU banks today appear a pipe 
dream at best. 

If Kotak lacks size and scale 
today, he’s trying to make up for 
that via innovation and a first-mover 
approach. Consider the stress-asset 
recovery business for instance, 
where Kotak is pretty much the 
only private player. He sniffed the 
opportunity way back in 1997-98 
when KMFL set up a recovery team 
(for its own balance sheet). It's com- 
petence built since then that has 
allowed Kotak to look at asset- 
recovery as a full-fledged business, 
which today is a $0.5 billion (Rs 
2,250 crore) portfolio, comprising 
stress-assets with a less than Rs 10 
crore ticket size. “We were early 
in the game, and that's enabled us to 
build the capabilities," says Kotak. 
Adds Gupta: “There is a huge 
opportunity in the asset reco- 
nstruction business. The official val- 
ue of non-performing assets in India 
is Rs 1,00,000 crore." Kotak is 
also eyeing setting up a separate 
asset reconstruction company (ARC), 
perhaps with a foreign partner, but 
"there is no compulsion at this 
stage." Private equity and a real 
estate fund are two other fledgling 
businesses that could blossom in 
future. “Our advantage in a business 
like private equity comes from our 
networking ability which means 
our ability to source business is 
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high," says C. Jayaram, Executive 
Director, Kotak Mahindra Bank." 

Another such long-term counter- 
cyclical business is life insurance, 
because of its stability. Breakeven 
clearly is some time away, three 
years down the line, according to 
Gupta. Market share, meantime, is 
nothing to write home about, at 
meagre 1.48 per cent (the leader 
in the business, icici Prudential Life, 
has a share of 6.25 per cent). *We 
expect an added capital require- 
ment of Rs 150 crore in the life 
business in the next three years. In a 
growing insurance business, it is a 
trade off between growth and prof- 
its," says Gupta. Adds Kotak. *We 
are seeing positive signs in the ins- 
urance business. To me, it is about 
value creation and what needs to be 
understood is what is value creation 
versus the cost of value creation. 
We are getting momentum on num- 
bers and 1 feel good about the busi- 
ness." Capital won't be a problem 
for Kotak, given the bank's $2 bil- 
lion market cap, and over Rs 1,000 
crore he's mopped up via the tele- 
com stake sale. 

What's working in Kotak's 
favour today is the gung-ho stock 
market, with Narayan S.A., 
Managing Director, Kotak Securities, 
growing his customer base by more 
than 7,000 every month. “We had 
a market share of 8 per cent last 
year and the intention is to take it 
10 per cent over the next two 
years." Phenomenally, Kotak 
Securities contributes just under 45 
per cent of the group's consolidated 
net profits. Is that a good thing? 
Well, yes and no. Sohini Andani, 
Equity Analyst at Ask Raymond 
James, says the profitability of the 
Kotak Group is vulnerable to mar- 
ket fluctuations because a major 
chunk of its profits comes from 
stock broking operations. *But the 
positive side is that the group has 
been ploughing back profits into 
its other businesses like life 
insurance," adds Andani. 
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NARAYAN S.A. 
Managing Director/ Kotak Securities 
^We want to take our 
market share up from 

8 per cent to 10 per cent 
in the next two years" 





The roaring indices coupled 
with the go-go growth ambitions of 
corporate India have also brought 
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good tidings for Kotak on the M&A 
and IPO front, with business boom- 
ing here too. The big question, 
though, is: Can Kotak continue to 
pull in the big deals and mandates 
without Goldman Sachs in tow? 
As one investment banker points 
out: “The fact is that Goldman 
wanted to go it alone, and perhaps 
that's why Kotak didn't have to 
pay too much." More than IPOs, 
the concern is on the crossborder 
М&А front, where Goldman's over- 
seas presence has always proved 
handy for Kotak. In the near term, 
what of course helps is the one- 
year "period of cooperation" bet- 
ween the two parties. What after 
that? Kotak counters that the Wall 
Street firms play in bulge-bracket 
($1 billion and over) territory, 
which Indian companies have yet to 
step into. He gives the examples 
of two recent deals done by Kotak 
where Goldman didn't have a role 
to play at all: The exit of Thomas 
Cook in India when they sold their 
holding to Dubai Financial and the 
acquisition of a majority stake in 
Micro Inks by Germany's Huber 
Group. Adds Falguni Nayar, 
Managing Director, Kotak 
Mahindra Capital Co: *We were 
never dependent on Goldman. 
Today, we have built our strengths 
on the GDR side also. Our focus 
will now be on convertibles, GDRs 
and outbound M&AS.” 

The way Kotak sees it, being 
independent doesn't mean he's 
alone; rather it's a great opportunity 
to build his franchise and his name 
in global markets. He will seek 
alliances when necessary, adopting 
a "horses for courses," mindset. 
Yet, he doesn't rule out two other 
options: À joint venture within the 
investment bank, or a mother 
alliance across all the businesses. 
Whichever card he wishes to play, 
the good news for Kotak today is 
that he holds a mean hand, with a 
couple of aces up his sleeve for 
good measure. I 
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GRAPHICS BY KULDEEP 


Across big and small towns, real estate 
prices have soared over the last three years 
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Real estate prices are soaring, 

consumers are stretching 

themselves to buy the second 

and third apartment, and new 

cire are popping up every day. 
veryone agrees the price 

increases are unsustainable. 

So when is the crash coming? 

SHALINI $. DAGAR 








N MARCH THIS YEAR, THE HARYANA URBAN 
Development Authority (HUDA) announced sale 

of 5,200 freehold plots, and how many people 

queued up to buy? 50,000? 100,000 or perhaps 

500,000? If you picked the last figure, you'd still be off 
by a huge margin. A staggering 2 million applicants thronged 
HUDA's offices and bank branches where the forms were being sold. 
HUDA, on its part, can't stop grinning. It made a cool Rs 10 crore just 
selling the forms, and expects to make another Rs 600 crore from 
interest income on the earnest money. 

In March too, the Delhi Development Authority (DDA) put up sites 
on the outskirts of Delhi for sale, including Jasola, Okhla, Rohini, 
Motia Khan and Shahdara Central Business Districts. As made evident 
by its total reserve price for all the sites, DDA thought those pieces of 
real estate were worth at least Rs 533 crore. How much did DDA end 
up with? Surprise: Rs 943 crore. It helped that there were as many as 
20 bidders jostling for some of the plots. The Emaar-Mcr Land 
(Emaar is a Dubai-based realty giant that is building Burj Dubai, which 
could become the world's tallest building when completed in 2008) 
combine bought two adjacent plots in Jasola for Rs 388 crore; DDA’s 
reserve price for them: Rs 118 crore. 










Earlier in February, a consortium com- 
prising Maytas Properties (that's Satyam spelt 
backwards), Nagarjuna Construction Company 
and ICICI Venture made real estate history when it 
plonked down Rs 335.25 crore for 5.8 acres of land 
in the city's upmarket Jubilee Hills. The price per 
square foot works out to an astonishing Rs 13,000-plus. 
The buyers apparently plan to build a luxury hotel on the site. 
What's happening? In a country that boasts of the seventh-largest 
land mass in the world, why are buyers behaving as if land is running 
out of supply? Make no mistake, though. The real estate mania, as 
illustrated by the preceding examples, is hardly the ailment of a few buy- 
ers in a handful of cities. Over the last three years or so, the real estate 
market has simply exploded. In Mumbai, rates of residential proper- 
ties in places like Cuffe Parade have shot up from Rs 11,500 per sq. ft 
three years ago to Rs 25,000 now. In Delhi's satellite cities of Gurgaon 
and Noida, prices have jumped by as much as 200 per cent. Bangalore’s 
realty has surged too (see Pay Dirt). But what's not so intuitive about the 
property boom is its rapid spread across small town India. Drive by places 
like Sonepat, Ludhiana, Coimbatore, or even Jodhpur and Vijayawada, 
and you'll see new buildings coming up all around (see Cities Of Joy on 
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In Gurgaon and Noida, prices have jumped by as much as 
200 per cent. The cheapest DLF apartment in Gurgaon 
(among the newer projects) costs Rs 1 crore 





page 134). Says Sanjay Verma, Jt Managing Director of 
Cushman & Wakefield, a real estate consultancy: “The 
development in Tier П cities such as Pune has accelerated 
at such a pace that some of these cities are graduating to 
Tier I grade." 


What's Behind The Boom? 


To answer in a word, demand. Underlying it, though, 
are some key macro-economic reasons. One, the coun- 
try's growth. The economy has been growing at over 7 
per cent over the last three years (including 2005-06, 
where the estimates point to an over 8 per cent growth), 
boosting not just business confidence, but also consumer 
sentiment. A number of sectors such as IT and ITES, retail, 
hospitality, healthcare, and entertainment have grown 
rapidly, gobbling up acres of land. To add to it, inter- 
est rates have actually come down from high teens to 
about 9 per cent, giving rise to an EMI (equated monthly 
instalment) economy, where even a Rs 30-lakh apart- 
ment is affordable to a large number of households. 
Besides, the real estate inventory built up during the 
previous boom of the mid-90s has declined. "Low 
interest rates and retail loan boom have turned the 
latent demand in many of these cities into a real 
demand," says Gaurav Dalmia, Chairman of 
Landmark Holdings and also a director on the board 
of a real estate fund, Fire Capital India. 

Talk to builders and they'll assert that the boom has 
just begun. If the Indian economy accelerates growth to, 
say, 9 or 10 per cent, there will be greater demand for 
commercial real estate, in addition to the millions 
who still don't own a home. *Currently, there is a 
need for 22. million dwelling units in India, and till this 
gap is bridged, there is no reason for the demand (for 
residential units) to abate," says Sushil Ansal, Chairman, 


Deepak Parekh/ Chairman/ HDFC 


“The current price rise is a bubble fuelled by 
developers. Where else do you see prices 
rising like this? Present buyers (of residential 
properties) are unlikely to be end users" 
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Ansal Properties & Infrastructure. Ansal isn't the only 
one betting on the boom. Thanks to key changes in for- 
eign investment policy in real estate (see FDI Friendly), 
there's a flood of wannabe investors in everything 
from residential units to townships to special eco- 
nomic zones. *The next four to five years will see 
annual inflows of $2-3 billion (Rs 9,000-13,500 crore) 
into India,” says Cushman's Verma. 

But like in private equity, funds actually invested 
may be much smaller than the money raised, and in real 
estate more so due to certain peculiarities of the Indian 
market: Transaction costs are high, rules and regulations 
are not just varied, but cumbersome, and the builder 
community is still largely unorganised. So, investors may 
want to invest only in properties that are relatively risk- 
free. Still, if they are queuing up with their cheque 
books, it's for a simple reason: “Yields on real estate at 
8-10 per cent and returns on investment at 17-18 per 
cent are the most attractive among all Asian markets," 
points out Anuj Puri, MD, Trammell Crow Meghraj, 
another real estate services firm. 

The entry of institutional investors, as against 
individual investors, promises to profoundly impact the 
structure of the industry. Besides transparency and 
liquidity, it is expected to bring in economies of scale 
as project sizes increase. “Most visibly, I think, the 
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The property boom has rapidly spread across small town 


India. Drive by places like Sonepat, Coimbatore, Jodhpur or 


even Vijayawada, and you'll see new buildings coming up 


practice of viewing each project as an independent 
balance sheet will give way to a more transparent and 
consolidated method of accounting, where investors and 
buyers look at the company as a single entity," says 
Prakash Gurbaxani, MD, TSI Ventures India, a joint 
venture between Tishman Speyers and ICICI Venture. At 
present less than a fifth of the real estate market has 
even begun adopting this system, but given the growth 
and evolution of the market, things could change 
soon. For instance, DLF Universal and Ansal Properties 
have plans of launching their initial public offerings 
(IPOs). While Ansal is talking of raising over Rs 1,000 
crore either via a private placement or an IPO, DLF is said 
to be mulling a $2-billion (Rs 9,000-crore) float. 


Bubble Ahead? 


Despite the flow of money and clean-up in the industry, 
it is evident that real estate prices cannot keep rising at 
the rate they have over the past few years. So, a slow- 
down is inevitable, but is a price crash a possibility? A 
general market crash doesn't seem likely at this stage, 
but it is almost certain that some developers and 
investors will be hard-pressed to justify their investment. 
Take the case of Emaar-MGF, which paid Rs 388 crore 
for the two plots in Jasola at the recent DDA auctions. 
That works out to a whopping Rs 19,793 per sq. ft. The 
site has been zoned for a hotel, but allows a quasi-mall 
too. The high acquisition cost means that Emaar-MGF 
has two options: Either charge astronomical room 
rentals and risk pricing itself out of the market, or 
not do that but prepare for a longer break even of the 
project and lower returns on investment. “Mixed use 
of the site with retail thrown in would possibly justify 
the high amount paid," says Manav Thadani, Managing 
Director, HVS International, a hospitality consultancy. 


Sushil Ansal/ Chairman/ Ansal Properties & Infrastructure 


"Currently, there is a need for 22 million 
dwelling units in India, and till this gap is 
breached, there is no reason for the 
demand (for residential units) to abate" 


Chandigarh 


The planned nature of Chandigarh has always had 


an appeal. And now with the city being preferred by 
IT companies, there is a spurt in real estate demand 


Retailers themselves aren’t that sure. Kishore 
Biyani, the man behind Pantaloon and Big Bazaar, says 
that all businesses must pay for themselves eventually, 
and the retail industry, where profit margins are thin 
and volume is the name of the game, cannot help sus- 
tain the current price levels. “Everything (prices) is 
illogical,” quips Biyani. Pantaloon, for instance, has an 
internal benchmark rental price of $1 (Rs 45)/sq. ft, 
which it tries not to breach while negotiating leases. 
What's true of Pantaloon is true of other retailers as 
well. They cannot lock into high-rental deals when 
there's no guarantee on revenues. 

On the residential side, people buying their first 
home or apartment have little to fear. For them the 
property is not an investment on which they need a 
return, but it is a necessity: After all, they need a 
house to live in. It's the people buying their second or 
third apartments on easy EMis that need to fear, because 
what they are doing in effect is opting to invest their dis- 
posable income in real estate instead of, say, stocks or 
debt instruments. Often the calculation in such 
investments is that rental income will partly fund the 
EMI, besides which the bet is on capital appreciation. But 
what happens if the rentals are low compared to the 
price of the property (which seems to be the case at 
present) and capital appreciation isn't fast enough to 
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FDI FRIENDLY 


Key policy changes now allow foreign invest- 
ment in a wide variety of real estate projects. 


Offices: Until recently, FDI in pure office devel- 
opment (minus IT and business parks) was not 
allowed. But now FDI is allowed in 
city centres or suburban office 
buildings. 













IT & Business Parks: 100 
per cent FDI is allowed in 
IT & business parks under 
the Industrial Parks 
Scheme 2002. 


Residential: Until recently, 
100 per cent FD! was allowed 
only in townships of 100 acres or 
above, with at least 2,000 dwelling units. Now the 
rule has been relaxed to allow 100 per cent FDI in 
any greenfield apartment complex with a built-up 
area of at least 50,000 sq. metres. 


Hotels & Service Apartments: 100 per cent FDI 
is allowed in either development or acquisition of 
hotels and service apartments. 


Industrial/Logistics/Warehousing: There was a 
lack of clarity on whether pure (foreign) financial 
investors—as against foreign users—could invest 
in such projects. However, a re- 
cent clarification allows fi- 
nancial investment as well. 


Shopping Centres/Malls: 
Previously, 100 per cent 
FDI was not allowed in 
shopping centres and 
malls. But it is now. 


Townships: Restrictions such 

as minimum size (100 acres) 
and number of units (2,000) have 
been removed, allowing 100 
per cent FDI in all township 
projects. 


Special Economic Zones: 
100 per cent FDI in real 
estate development 
within SEZs will continue 
to be allowed. 
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Shravan Gupta/ Managing Director/ Emaar-MGF Land 


“Many of the smaller cities do not have the 
requisite aspirational values to sustain too 
many projects, and even if that aspiration 
exists, the spending power does not” 


justify the investment? The investor will sell. That's 
when prices will come under pressure. “Present buyers 
(of residential properties) are unlikely to be end users,” 
says Deepak Parekh. He ought to know. He is the 
Chairman of India’s biggest housing loan firm, HDFC. 
According to both Parekh and Ansal of Ansal Properties, 
such investors may start cashing out in another year to 
year-and-a-half. That’s when the sustainability of cur- 
rent prices will be put to test. 

Here are some other reasons why a selective price 
crash in some areas and properties may be inevitable. For 
one, the top builders are not building plain vanilla 
apartments anymore. Instead, they are building apart- 
ments that are aspirational, with facilities like swimming 
pools, tennis courts, gymnasia, club houses, etc. The 
cheapest DLF apartment (among the ongoing projects) 


you can book in Gurgaon today, for instance, costs 


Rs 1 crore. Mumbai has always been expensive, but 
even in cities like Bangalore, new-age apartments with 
bells and whistles are either nearing or have crossed the 
Rs 1-сгоге mark. Although developers like Niranjan 
Hiranandani of Mumbai-based Hiranandani Developers 
attribute the price rise to rising land prices and input 
costs, and say that there is not much of speculative 
buying any more, the person buying an apartment for 
Rs 1 crore isn’t obviously buying his first apartment. He 
is buying it for investment purposes. 

For another, demand in smaller towns may not be 
deep enough to justify the rash of projects coming up. 
Agrees Shravan Gupta, MD, Emaar-MGF: “Many of 
these smaller cities do not have the requisite aspirational 
values to sustain too many projects, and even if that 
aspiration exists, the spending power to back it does 
not.” To make matters worse, industry watchers say that 
many fly-by-night developers are flipping assets by 
buying land (and sometimes not even that), pre- 
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LOOK WHO'S COMING 


за! estate funds have mushroomed in the recent past 


THE FUND FUND SIZE FOCUS AREA 
DLF Laing O'Rourke** $1.5 billion Residential, commercial and retail 


Kshitij Venture Capital Fund $57.53 million Retail space 


` Kotak RE Fund-I $100 million Retail, hotels, healthcare and 
education 


DHFL ~~ $69.04 million Residential townships 








Tier | and Tier II cities 







Trammell Crow Meghraj $300 million 


Fire Capital v $50 million Multi-use and all spaces 













IndiaREIT Fund $55.5 million Residential and commercial 






Emaar-MGF 






$4 billion (includes debt)* Integrated townships 





launching projects and raising money. What they are doing in effect is 
passing on the project risk to unwary customers. ^A slowdown in the 
economy and softening of real estate prices could lead to a resurgence 
in the level of non-performing assets with the banks and threaten the 
entire financial sector," warns the head of a public sector bank. 
The central bank seems to be concerned as well. In August last year, 
it increased the risk weightage on banks' real estate assets by 25 basis 
points. In its November report on Trends in Banking, the Reserve Bank 
of India points out that credit to the real estate sector shot up by more 
than 90 per cent in 2004-05, compared to a decline of 5.4 per cent in 
2003-04 over the previous year. Housing loans alone were up 44.6 per 
cent in 2004-05. At last count, which is up until March 2005, banks 
k were sitting on housing loan assets worth Rs 1,34,653 crore. During 
2005-06, they may have added another Rs 60-65,000 crore. 
HDFC ’s Parekh, for one, is clear that the industry is flirting with 
disaster. “The current price rise is a bubble fuelled by developers. 
Where else do you see prices rising like this?” he asks. Others like 
Dalmia of Landmark say while it is unlikely that India will face a Japan- 
like situation, where the bursting of the real estate bubble pushed banks 
over the edge and the economy into a long recession, the real estate 
euphoria does raise concerns. Says Dalmia: “In 1999, the underlying 
sentiment with the tech entrepreneurs (read: dotcommers) was that 
they were cat's whiskers and the rest were idiots. It is exactly the same 
posturing that one sees in the real estate tribe, and that is scary." 
The moral of the story is simple: Some investors in real estate will 
almost certainly come to grief. Whether you'll be one among them is 
entirely in your hands. m 
ADDITIONAL REPORTING BY AHONA GHOSH IN MUMBAI, E. KUMAR 
SHARMA IN HYDERABAD, RAHUL SACHITANAND IN BANGALORE, 
ARCHNA SHUKLA IN DELHI AND RITWIK MUKHERJEE IN KOLKATA 
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They are, of course, the groups that beat much bigger rivals to 
what makes them tick? vENKATESHA BABU AND E. KUMAR SHARMA 


HANCES ARE THAT MOST 
people would not have 
heard of the GMR 
Group till a few months 
ago (though conscien- 
tious BT readers might remember 
that this magazine covered the low- 
key group in April 2004). Chances 
are also that most people still do not 
know that the group boasts top and 
bottom lines of Rs 1,500 crore and 
Rs 162 crore, respectively. And it’s 
almost certain that they don’t 
know it will be implementing 
projects worth Rs 8,000 crore 
over the next five years. But, 
what they will almost definitely 
know is that the GMR-Fraport 
consortium has won the bid to 
modernise the Delhi airport, pip- 
ping such megacorps like Reliance- 
ASA, DS Constructions, 
Sterlite and Macquire 
to the post. 
Interestingly, 
it was late Andhra 
Pradesh Chief 
Minister N.T. 
Rama Rao’s deci- 
sion to impose 
prohibition in his 
state that prompted 
the GMR Group— 
founded by the 55- 
year-old Grandhi 
Mallikarjuna Rao, bet- 
ter known by his ini- 
tials, GMR—to enter the 


Standing tall: Gunapati 
Venkata Krishna Reddy 
of GVK (left) and Grandhi 
Mallikarjuna Rao of GMR 












infrastructure sector. In 1994, he 
had raised Rs 50 crore to set up a 
brewery. But, prohibition was 
imposed soon thereafter. Says 
G.B.S. Raju, group CFO (Chief 
Financial Officer) and elder son 
of the patriarch: “My father turned 
this setback into an opportunity. 
Instead of crying over what might 
have been, he used the money to 
foray into the then newly opened 
up power sector.” 

In 1995, the group 
bagged the Basin Bridge 
Power Project in Tamil 
Nadu. Rao says he ent- 
ered the power sector 
for two reasons. “The 
first was the severe 
power shortage in 


south India; І could see that the rapid 
industrialisation that was taking place 
there would create a massive demand 
for power. The second reason was 
marketing: there was only a single 
customer—the state electricity board 
(SEB),” he says. After a pause, he qual- 
ifies this statement: “Most SEBs 
weren’t particularly healthy finan- 
cially, but power producers were 
relatively safe so long as they had 
watertight agreements and escrow 
accounts.” The 200 
MW Basin Bridge 
Power Project, 
set up at а cost 

of Rs 935 crore, 

is unique in 

many ways. It 
is the world's 
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GVK? 


bag modernisation work for Mumbai and Delhi airports. But 


largest diesel-fired power plant under 
one roof and has a 15-year power 
purchase agreement with the Tamil 
Nadu SEB. The GMR Group's second 
power project was the 220 MW proj- 
ect in Tanir Bhavi, near Mangalore in 
Karnataka. The Rs 850-crore project 
was implemented ahead of schedule 
within cost and is one of the world’s 
largest barge-mounted power plants. 
Says B.V.N. Rao, Head of Energy 
and Roads, GMR Group: “When cms 
Energy and PSEG, two US companies 
which had invested in the Chennai 
and Mangalore power projects, 
respectively, wanted to withdraw in 
2003 (as a part of their policy of di- 
vesting their Asian assets), GMR could 
have arm-twisted them into agreeing 
to a fire sale. But he paid them the 
full value of their investments. Do 
you think they will ever forget this? 
It is such long-term relationships 
which are critical to our success.” 
Power is a priority sector for 
GMR. The Rs 1,125-crore, 388.5 Mw 
Vemagiri Power Project in Andhra 
Pradesh will be commercialised in 
the first week of April, taking the 
group’s generating capacity to 800 
MW. Meanwhile, the group has set up 
an internal committee to examine 
the possibility of entering the nuclear 
power sector. “We like to do our 
homework in advance and invest 
resources much ahead of the com- 
petition. That gives us an advantage 
in the marketplace once a sector is 
thrown open to the private sector,” 
says P.B. Vanchi, Sector Head, 
Business Development for Power. 
“Our goal is to eventually emerge 
as a complete player—with а foot- 
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Kiran Kumar Grandhi: The younger son of GMR heads the 
Rs 1,760-crore greenfield airport project in Hyderabad 


Works-in-Progress 
The GMR Group has seven greenfield and one brownfield projects under 
construction. These are the cost estimates and likely completion date. 


INVESTMENT 


LIKELY 
COMPLETION 
DATE 


March 2008 


NAME OF THE PROJECT IN 
Rs CRORE 


1,700 


= 





Hyderabad International 


Airport Ltd* 

Delhi Airport* 3,200 Sub judice ря е т а 
СМК Alkananda 1,200 March 2012 ЧХАТ 
Haliyal Sugar Complex 262 Nov 2007 Pn — 
Ambala Chandigarh 318 May 2008 

road project 

AP 2 (Adloor Yellareddy 644 Dec 2008 

to Kalkallu road) 

AP З (Shivrampalli to Jadcherla) 329 Aug 2008 

Tindivanam to Ulunderpet Road 750 March 2010 it has it 


in several other 


*The project costs estimated for both the Hyderabad and Delhi Airports are just for Phase |. Actually, the 
expansion will take place in three phases which will involve additional outlay Source: ВТ estimates 
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G.B.S. Raju: Holding the purse strings 


GMR Industries 
BSE Adjusted Closing Price 


























All figures in Rs crore. Ромег= GEL+GPCL 
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print spanning generation, distribu- 
tion and trading—in the power sec- 
tor," adds G.M. Rao. 

The group also has a sizeable 
presence in the roads sector. It 
operates two National Highway proj- 
ects on the Tambaram-Tindivanam 
and the Tuni-Anakapalli stretches in 
Tamil Nadu and Andhra Pradesh, 
respectively. Besides, the GMR Group 
has bagged four new toll-based road 
projects in Tamil Nadu, Andhra 
Pradesh, Haryana and Punjab which 
will require investments of about Rs 
1,500 crore over the next five years. 
B.V.N. Rao, who is also a member of 
Group Executive Council, the apex 
governing body of the GMR Group, 
says: “The road business is lucrative 
if one is able to accurately forecast 
the growth in traffic. We have done 
a good job of that." 

But the sector that really gave 
the GMR Group its current high pro- 
file is airports, or more specifically, 
the project to modernise the Delhi 
airport. But long before this, in 2000 
to be precise, the group bagged the 
contract to build the Rs 1,760-crore 
greenfield airport at Hyderabad. 
"Twenty per cent of the work has 
been completed and we are racing 
against time to complete balance 
work within the next 24 months," 
says Kiran Kumar Grandhi, the 
younger son of G.M. Rao who heads 
the project. The first flight is expected 
to take off from the airport in March 
2008. Its capacity: 7 million passen- 
gers and 100,000 tonnes of cargo 
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per annum. Malaysia Airports 
Holding, which operates Kuala 
Lumpur and other airports in 
Malaysia, holds an 11 per cent stake 
in the project. 

Srinivas Bommidala, son-in-law of 
GMR, who heads the internal group 
that will handle the Delhi airport 
project, is understandably reticent 
about it “as the matter is still sub 
judice”. But, he does reiterate his 
resolve to “complete it before the 
2010 Commonwealth Games once it 
gets going”. 

Interestingly, the GMR Group 
does not usually implement its proj- 
ects itself. Instead, it outsources the 
actual construction to others. So, 
what is the core competence of the 
group? “We are not a typical con- 
struction company,” admits G.M. 
Rao. “Our core competence lies in 
our relentless focus on the infra- 
structure sector, managing relation- 
ships and executing projects under 
budget and within time.” 

K.V. Kamath, Managing Director 
and CEO of ICICI Bank, who has 
extended substantial loans to the 
group, says: “The GMR Group has 
consistently displayed an ability to 
proactively identify emerging oppo- 
rtunities, put together well-struc- 
tured business plans and execute 
them flawlessly. These strengths mark 
them out for success in the high 
growth infrastructure landscape.” 
That’s high praise, coming that too 
from a man not known for dishing 
out compliments like confetti. 





Source: BT estimates 
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A. PRABHAKAR RAO 


profile 


G.M. Rao—an engineer who 
started his professional life in 1974 
as a minor bureaucrat in Andhra 
Pradesh's public works department, 
before resigning to join his family’s 
jute trading business—has now prac- 
tically exited the jute trade and is 
looking to sell his ferro alloy business 
as well. Will he also exit the agri- 
business? “It is a part of our social 
commitment. Besides, from a long- 
term perspective, sugar is a good 
business to be in,” says K. Balasub- 
ramanian, Sector Head for Manuf- 
acturing, which runs both the ferro 
alloy and sugar businesses. 

Meanwhile, there are some chal- 
lenges that the group has to sort out 
immediately. The founder’s two sons 
and son-in-law run substantial por- 
tions of its operations; so, it is seen as 
family run and conservative. This 
might come in the way of the group 
attracting and retaining talent. “That 
is not true,” counters the founder. 


The GMR Empire 
GMR Infrastructure Ltd 


ENERGY 
100% 


Vemagiri Power 
Generation 


VPG 88 MW 











1 JU 
Alaknanda 
Hydro Power 





Odeon 49% 


Wl Operating Companies E Under Implementation 


*No family member has an auto- 
matic right to enter the business. 
One can be just a shareholder, while 
professionals run the organisation 
on a day-to-day basis. The family 
has drawn up an internal policy 












AIRPORT 
100% 


GACEPL 


Hyderabad Intl 
Airport (HIA 


Gol 13% 

GoAP 13% 

MAHB 11% 
46% 


10% 
8% 


тш Other Shareholders 
The group also has interests in the ferro alloys and sugar industries 


guideline which we all adhere to. In 
future, no one can automatically 
enter the business unless he has the 
required competencies," he declares 
emphatically. G.M. Rao also points 
out that a number of senior profes- 
sionals have joined the group in the 
recent past. “The family is com- 
pletely out of stable businesses like 
agri, power and roads. It is involved 
only in airports," he says. 


GVK 

Does the name Gunapati Venkata 
Krishna Reddy ring a bell? Probably 
not. How about the acronym СУК 
(hint: it's emblazoned on tennis star 
Sania Mirza's sweatshirt.)? The bells 
are ringing now, aren't they? Yes, 
that's the man. *My only regret is not 
being born 20 years earlier. We 
would have grown with the econ- 
omy then," says the lanky, 68-year- 
old us national. Is he joking? His 
eponymous group is expected to 
close 2005-06 with a turnover of Rs 
750 crore, an asset base of Rs 5,000 
crore, a profit after tax of close to Rs 
90 crore and—this is really his claim 
to national fame—has bagged the 
Rs 5,000-crore contract to mod- 
ernise the Mumbai airport, beating 


Sanjay Reddy: "| am the one who 
drives new opportunities" 
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Mumbai airport: A jewel in GVK's crown, perhaps 


Works-in-Progress 
The GVK Group has several projects in its bag in the power sector (gas, coal 
and hydel power), transportation (roads and airports), and urban infrastructure. 


NAME OF THE PROJECT 


patet ues Project 


INVESTMENT 


` Rs 1,450 crore 


COAL 
Goindwal Sahib Power Project 


 HYDEL 
Alaknanda Hydro Electric 
Power Project 


Mapang Sta Hydro Electric | 


AIR mA 
Chhatrapati Shivaji 
International Airport 


URBAN INFRASTRUCTURE 


GVK ONE Mall 


Rs 2,710 crore 


STATUS 





Under construction* 


Under development 


| Rs2,150 crore Under development 
Rs 2,000 crore Under development 
Rs 5,000 crore Sub judice 

Í Rs 200 crore Under construc! 


*Scheduled for commissioning in September 2006 


**Scheduled to open by end 2006 


GVK Power & Infrastructure 
D Jen Rat Pa 
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off competition from a host of 
national and international rivals. 
“The infrastructure sector 
accounts for more than half the 
group's turnover. The rest comes 
from particle boards, hotels and bio- 
sciences," says A. Issac George, CFO, 
GVK Power & Infrastructure, the 
group flagship, who joined the then 
Rs 100-crore group in 1995 and 
helped it grow to its current size. On 
the anvil are forays into oil, gas and 
logistics. “I am the one who drives 
new opportunities,” says Reddy's 41- 
year-old son G.V. Sanjay Reddy, who 
is married to Aparna ‘Pinky’ Reddy, 
daughter of Subbarami Reddy, 
Minister of State for mines. “We've 
also been shortlisted for the 


Hyderabad metro rail project," the 
us-educated engineer-MBA adds. 

The group is dreaming big today, 
from what seems like a reasonably 
strong base. But, it wasn’t always 
like this. Says Sanjay: “The third 
quarter of 1990 was a major turning 
point for GVK. That’s when we bid 
for the Rs 817-crore Jegurupadu 
Phase I power project. Winning that 
project changed the entire face and 
focus of GVK.” Prior to that, the 
largest project handled by the group 
was a Rs 30-crore hotel in 1987. “It 
taught us to think big and under- 
take complex projects,” he adds. 

GVK Power and Infrastructure 
Ltd, the holding company of the 
group that went public recently, holds 
53.96 per cent stake in GVK Industries, 
which has two power plants. The 
first, the 216 Mw Jegurupadu Phase I 
in Andhra Pradesh, was the first 
Independent Power Plant (РР) in the 
country. Its 220 MW second phase 
has just been completed and is ready 
for operations (it's awaiting fuel sup- 
ply); it will be commissioned shortly. 
That apart, GVK Power holds a 47.47 
per cent stake in the 464 Mw 
Gautami Power Plant in Peddapuram 
near Kakinada in Andhra Pradesh, 
which is expected to be commis- 
sioned by September this year. Once 
all the three plants become opera- 
tional, the group will have a total 
capacity of 900 Mw. 

G.V.K. Reddy, a keen tennis 
player who began his entrepreneurial 
career as a small contractor in the 
1950s, took his first step into the big 
league in 1974 when he set up 
Novopan, a company that makes 
plain and malamine particle boards, in 
technical collaboration with Farhni 
Institute of Switzerland. Manu- 
facturing (which includes two other 
companies) today contributes about 
Rs 130 crore turnover. He followed 
this up with a foray into the hospi- 
tality sector. His partner in the hotels 
business is the Taj Group. Taj GVK, a 
joint venture between the two groups, 
currently has a room inventory of 
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GVK: A Snapshot 
Manufacturing 


* Novopan Industries Ltd 
e GVK Novopan Industries Pvt Ltd 
e GVK Petrochemicals Pvt Ltd 


Hospitality 







e Taj GVK Hotels & Resorts Ltd 





Power 


* GVK Power & Infrastructure Ltd 
© GVK Industries Ltd 
* Gautami Power Ltd 





Infrastructure 


e GVK Jaipur-Kishangarh Expressway Ltd 
e Mumbai Airport 


e GVK Biosciences Pvt Ltd 


Urban Infrastructure 
no revenues (under construction) 


© GVK City Pvt Ltd 
Figures in Rs crore 


ms 


683; this is expected to touch 1,023 
by 2007-08 and 1,387 by the fol- 
lowing year. Taj GVK ended 2004- 
05 with a turnover of Rs 116 crore 
and a post-tax profit of Rs 22 crore. 
Its main properties: Taj Krishna and 
Taj Residency in Hyderabad and the 
upcoming 215-room Taj Chennai. 
The jv recently launched a Taj hotel 
in Chandigarh and is planning 
another in Bangalore for which it is in 
the process of acquiring land. 
These apart, the GVK Group is 
also slowly building up critical mass in 
the biotechnology sector. GVK 
Biosciences, which started out as a 
bio-informatics and training outfit in 
April 2002, has since moved into 
drug discovery and development, 
medicinal chemistry, process chem- 
istry, clinical trails, clinical data man- 
agement, BA (bio-availability)/BE (bio- 
equivalence) studies and pharma rr 
and ITES services. Its main growth 
areas: clinical research, biology, pro- 
cess R&D, pharma, rr and tres. And it's 
us: D.S. Brar, former СЕО of Ranbaxy 
Laboratories, is its chairman. “GVK 
Biosciences will be a reasonably large 
company by 2010," says Sanjay. It 
posted a top-line of Rs 75 crore in 
2004-05. This is likely to double for 
the just-ended financial year. The tar- 
get: revenues of Rs 500 crore in five 
years and Rs 1,000 crore in 10. сук 
Biosciences figured in Br's 2005 listings 


of 20 companies to watch in 2006. 


Ч GVK: Vital Statistics _ 


All figures in Rs crore MMB Turnover — MME Profit EN Asset base 
*Projected 






Source: Company 


But there’s room for concern as 
well. A majority of group companies 
are privately held and run by mem- 
bers of the promoter family. Sanjay 
dismisses these concerns as unwar- 
ranted. “We are still in an early phase 
of our existence and, therefore, need 
to be driven by passion and entre- 
preneurial ability which family mem- 
bers provide,” he says. However, he 
adds that the group has put in place 
processes to build teams that can take 
it to the next level. 

The high point in GVK Group's 
existence is the Mumbai airport proj- 
ect. No one, though, is willing to 
talk about it since the matter is sub 
judice. But the buzz is that the gov- 
ernment is determined to see the 
entire process through by end-April 
and hand over the airport's opera- 
tions to GVK soon thereafter. 

Says Sanjay: *I think the next 
10 years are the key for us. Our 
goal is to emerge as an infrastructure 
powerhouse across all areas." The 
group has, in the past, shown an 
uncanny knack for picking winners. 
It sponsored Sania Mirza when the 
world was still unaware of her. It 
has now decided to back five 
potential tennis stars, the youngest 
of whom is eight years old. If things 
go according to his script, his group 
will have emerged as a powerhouse 
by the time the world discovers 
another tennis star. 8 
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Hi-Tec City: Gla 


& ON-THE-MOVE: Roadwork and demoli- NEW WINGS: The new interna- 
tions to facilitate them are a way of life tional airport is work in progress 




















HIS WRITER FIRST SAW THI 
future of Hyderabad in 
a bookstore that, by the 
time this magazine hits 
the news stands, will no 
longer be. “Roadwork,” 
said the man behind the counter 
when asked why the store, the 
largest (and finest) repository of 
used books of every genre (pulp 
romances to serious non-fiction) in 
the city and probably amongst the 
best of its ilk in the country was 












Andhra Pradesh's capital is India's 
most happening business destination. 
Only, the city has been there once 
before, done that, and seen a possible 
boom peter out. Will this time be any 
different? E. KUMAR SHARMA 










closing down. “This building is 
being demolished to make way 
for a road." 

Roadwork and demolitions 
have become a way of life in 
Hyderabad. Buildings abutting 
some arterial thoroughfares have 
medium-sized numbers painted on 
in red; 15ft, say some, 16ft, say 
others; the numbers indicate the 
magnitude by which the roads are 
to be widened. Often enough, that 


SHIV4W2OLOH4 


H53INVM NG 9 OVW NVXNVHUVMÁM “VAG 





MALL GAME: Hyderabad's renaissance has TUNING IN: The city that works hard, plays 
been accompanied by a consumption boom harder, even on ay nights 
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HOW HYDERABAD COMPARES 


Hyderabad faces tough competition from Chennai, Bangalore and Pune 


т. 





POPULATION: 5.5 million | POPULATION: 7 million POPULATION: 3.8 million | POPULATION: 6.4 million 
RULING PARTY: Congress RULING PARTY: RULING PARTY: RULING PARTY: AIADMK 
CHIEF MINISTER: JD(S-BJP . | Congress-NCP CHIEF MINISTER: 
Y.S. Rajasekhara Reddy | CHIEF MINISTER: CHIEF MINISTER: J. Jayalalithaa 

H.D. Kumaraswamy Vilasrao Deshmukh 
The momentum is Its suburb Siruseri 
clearly with the city that | Two years of neglect Pune is as close as close promises to be the © 
has emerged the capital | hasn't done anything for | сап be to India's com- most happening . 
of the Indian life sciences Bangalore's claim that mercial capital Mumbai. IT-borough in all Asia, 
industry: several it is a city of the It also boasts more Nokia has invested in 
infrastructure projects future. Strangely enough, | centres of higher learning | а manufacturing facility 
are works in progress, they haven't hurt the than any other city. Not and a telecom park 
the landmark Fabcity city too badly with the surprisingly, its steady (in a special economic 
project is to be housed cluster effect (and salu- progress as a preferred zone), and it boasts a 
here, as will Infosys' brious climate) still con- | destination for new-age vibrant traditional base 
largest campus, and the | tinuing to draw compa- firms—it is already the of auto companies 
government seems to nies. And the new Chief | capital of India's auto (including Korean 
have struck the ideal Minister has promised industry—has acceler- car major Hyundai 
rural-urban balance. to set things right. ated in recent times. and Ford). 


means buildings have to come 
down. Like the building in which 
the bookstore is (was) housed, they 
do. This is Hyderabad, not 
Shanghai. This is India, not China. 
“Try this out anywhere (else) in 
India," says T.V. Mohandas Pai, 
CFO, Infosys. “It is not easy." “It is all 
about visible action on the ground," 
says Kiran Karnik, President, NASS- 
COM, India’s National Association 
of Software and Service Companies. 

Infosys recently announced its 
intention to build its largest campus 
in the country, spread across 550 
acres (at a cost of Rs 1,250 crore) in 
Hyderabad. In an interview with 
this magazine (see In Four Years, 
This Will Be The Number One 
State), Andhra Pradesh Chief 
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Minister Y.S. Rajasekhara Reddy 
says that five of the country’s largest 
textile companies will soon have 
manufacturing facilities in the city; 
he adds that Andhra will soon 
announce a very large investment 
in the automobile sector, but 
refuses to specify whether this will 
be in Hyderabad. 

SemIndia, a consortium pro- 
moted by non-resident Indians 
working towards establishing a $3 
billion (Rs 13,500 crore) semicon- 
ductor manufacturing facility in 
India has announced that 
Hyderabad is its preferred location 
(The consortium signed a 
Memorandum of Understanding 
with the state government in 
February this year). 


In the nine months between 
April 2005 and January 2006, 127 
software firms have set up shop in 
Hyderabad. And all this in a city 
that has emerged the capital of 
India’s life-sciences industry and 
which Utkarsh Palnitkar, Indusrty 
Leader, Health Sciences at Ernst & 
Young India calls “the hub of the 
biopharmaceuticals industry.” 
There’s something happening in 
Hyderabad. 


Same Old, Same Old 

The thing is, Hyderabad has been 
here before. In 1998, when then 
Chief Minister Nara Chandrababu 
Naidu catalysed the creation of 
Hi-Tec city, Hyderabad was spoken 
of as Cyberabad, the next big (after 


LAKSHMIPAT SINGHANIA-IIM, LUCKNOW 
NATIONAL LEADERSHIP AWARDS 




















The Hon'ble Finance Minister of India with 
the winners of Lakshmipat Singhania-IIM, 
Lucknow National Leadership Awards. 
Left to Right: Sh. B. H. Singhania - Director 
JKO, Sh. Shirish B. Purohit, Sh. Н. S. 
Singhania - Chairman IIML, Sh. К. C. Pant 
Chairman of the Jury, Sh. Rajendra Singh 
Sh. P. Chidambaram, Dr. Devi Singh - 
Director IIML, Dr. N. R. Narayana Murthy 
Smt. Mallika Srinivasan, Dr. Rajesh Kumar 





Dr. N. R. Narayana Murthy Prof. C. N. R. Rao Sh. Rajendra Singh 


BUSINESS SCIENCE & TECHNOLOGY COMMUNITY SERVICE 
& SOCIAL UPLIFTMENT 


OUTSTANDING YOUNG LEADERS 








Smt. Mallika Srinivasan Sh. Shirish B. Purohit Dr. Rajesh Kumar 


BUSINESS SCIENCE & TECHNOLOGY COMMUNITY SERVICE 
& SOCIAL UPLIFTMENT 


They truly embody the infinite excellence 
of human endeavor. 
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Bangalore) destination for rr com- 
panies. Not content with that, the 
man also facilitated the creation of 
Genome Valley, a Silicon Valley 
inspired borough that would, he 
reckoned, serve as the base for 
India's biotech industry. 

While more than a few IT com- 
panies and several hi-tech biotech 
start-ups did make the city their 
home, however, Hyderabad didn't 
exactly become the next big thing. 
Between 2000 and the middle of 
2004 Bangalore went through an 
urban mini-renaissance, Chennai 
got its act together and success- 
fully promoted one of its suburbs 
Siruseri as the ideal destination for 
IT firms, and Pune's proximity to 
Mumbai, India's commercial capi- 
tal, paid rich dividends at a time 
when the economy and the stock 
market were on a roll. 

In the 2004 elections, Naidu's 
Telugu Desam Party lost to the 
Congress; the former's mantra 
of urban-renewal hadn't made 
him popular with Andhra's 
agricultural community. 

The new government, 
headed by Rajasekhara Reddy 
was expected to go all out to 
assuage the concerns of the rural 
and agricultural populace and it 
has done just that: the state's 
2006-2007 budget has set aside 
Rs 10,000 crore for irrigation proj- 
ects; this amount is 
61 per cent of the 
planned outlay of 
Rs 19,551.9 crore 
for the year. Fin- 
ance Minister K. і 
Rosaiah points out ie 
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( ) NEW ORDER: A worker at Divis, 
one of India's newest and hottest 
pharmaceutical companies 


that the allocation to irrigation is a 
51 per cent increase over last year's 
and claims that no other state in 
the country pays as much attention 
to the sector. 

The popular consensus, after 
Reddy came to power, was that 
Andhra Pradesh would focus on 
the agricultural and rural sectors 
to the exclusion of all else (this, 
after all, was what the new gov- 
ernment that came to power in 
Karnataka in 2004 did for almost 
two years, one reason for 
Bangalore's ills). 

That hasn't happened. The new 
government has committed inve- 
stments of over Rs 10,000 crore 
towards upgrading Hyderabad's 
urban infrastructure. It hasn't 
shunned business and businessmen 
the way Karnataka's government 
did after the 2004 elections. For 



























instance, in August 2005, in a 
meeting with Reddy Infosys 
Chairman and Chief Mentor N.R. 
Narayana Murthy pointed out that 
English not being a medium of 
instruction in the government 
schools was one reason for the 
widening gap between the haves 
and the have nots; in late January 
2006, Reddy announced that 
English, not Telugu, would be the 
medium of instruction in all 
government schools. 

"There seems to be a political 

will to build Hyderabad into a great 
city," says Kiran Mazumdar-Shaw, 
Chairman and Managing Director, 
Biocon. “The first thing that strikes 
you when you visit the city is that 
the infrastructure is good and the 
government appears committed to 
building infrastructure." “The state 
government has been very 
proactive and has treated 
us well," adds Infosys' 
Pai, in the context of the 
company's decision to 
build its largest campus 
in the city. 








FRONTRUNNER: K. Anji 
Reddy, Chairman, Dr Reddy's 
Laboratories 






Colour-Chem Limited e 


Clariant (India) Limited 


BTP India Private Limited 


Vanavil Dyes & Chemicats Limited 


Kundalika Investments Limited 


Ф 


Which is strongest? 


x 
T Clariant 


team of five, all pulling together. Exactly your chemistry 


When five of the best respected Indian companies in specialty chemicals merge to form Clariant Chemicals 
India) Limited, the benefits become obvious : with over four decades of serving Indian markets it represents a 
nique combination of technology, manufacturing, п arketing, application and technical service strengths and 
valuable repository of knowledge and technical excellence. Clariant Chemicals (India) Limited is India's No.1 player 
n pigments, textile chemicals, leather chemicals and diketene based agro intermediates with a strong commitment 
to outstanding service. Our businesses are organised in five divisions: Textile, Leather & Paper, Pigments & 
Additives. Life Science Chemicals, Functional Chemicals and Masterbatches. What's more, we re close 


enough to provide a solution to your problem on the spot. Wherever in the world you are. www clariantindia.com 


Clariant Chemicals (India) Limited, Ravindra Annexe, 194, Churchgate Reclamation, Mumbai 400020 


What do you 
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The Tipping Point THE CHALLENGES OF DEVELOPMENT ! 


Every renaissance needs а tipping What Hyderabad needs and what it is doing towards that. 
point. The one for Hyderabad's 


reinvention would have to be W International Airport: Under construction. Will be operational 
SemIndia’s decision to locate its by early 2008. Equipped to handle 22 flight movements an 
chip fabrication facility in the city. hour and 7 million passengers a year. 

With a proposed investment of 


$3 billion (Rs 13,500 crore) over a Better and More Roads: Roadwork is in progress. By 2008, 
several stages—the first stage the city will have an outer ring road, an eight-lane expressway 
involves an invesunerit o£ $75 mil- that is some 160 km long (total cost: Rs 3,000 crore); four 
lion (Rs 337.5 crore)—the Semindia new flyovers are also being constructed (the city is seeking 
PAS funding for 24 more flyovers and 2 railway overpasses from the 


fab, as it is populaty known, is Jawaharlal Nehru National Urban Renewal Mission). 


working with the state government 
to set up the 1,200-acre Fabcity f Decongesting the City: At planning stage. The city has planned 
that will not only house the fab 22 townships along the new outer ring road. 

project but also multiple fab units ШР hie N MEA iid to егеди INGE d 

and hundreds of suppliers that the arung: Norms na nevis? TO encourage ои 2 
campus hopes to attract over time. provide more parking; tenders will be floated in the next couple 
At peak flow, the Semindia proj- of months for parking complexes in six to seven locations. 


ect will produce 30,000 wafers a | ш Urban Transport: Hyderabad has 2 million vehicles and 


month, or 40 million chips a year. registers 7 million vehicle movements a day. The share of 
“Sometime in September 2005, 1 public transport in this is 40 per cent. The government wants to 

was getting ready to make my first increase this to 55 per cent in the next four years by which 

presentation about our industry and time the first phase (60 km) of the metro rail project will be 

was quite impressed with the fact complete. 


Ct mon ee ee " Water: The state may crow about the fact that it got the Fabcity 
iliar wi of wl ted : 

көрек, » iba ө Feriis al, project because it agreed to meet Ѕетіпаїа'ѕ demand for 20 
President and Gad, Semiada Late million gallons a day, but poor infrastructure and distribution 

ite : means most residents don't get as much water as they'd like. 
The state is investing around Rs 2,000 crore through various 
projects (including one that will pipe water from the river 
Krishna to the city) and is also tapping the national urban 
renewal mission for funds. 


he adds, he was impressed by the 
fact that Hyderabad was a clean 
city (compared to several others in 
India) and thought that this would 
be a good place to live and work. As 
he pointed out in February when he | WW Power: The city has no problems meeting the current peak 


signed the Mou with the state, demand of 20 million units per day. While there is some con 
“Nowhere has anybody signed an cern that no new thermal power generation plants are expected 4 
MOU within a week of announcing to go on stream before 2008-09, this is offset to some extent 
the project location.” by gas finds in the Krishna Godavari basin. The key will be 
Part of Hyderabad’s renaissance pipelines, including one in which the state is a partner, making 
has also come at Bangalore’s gas available to power projects such as GVK Power's 
expense; the latter’s infrastructure Jegurupadu Phase I! as soon as possible. 


crumbled between 2004 and 2006, 
and this, coupled with the apathy of 
the local government, caused several 
companies to look to other cities 
such as Chennai, Gurgaon, Noida, 
Pune, and Hyderabad (a new gov- 
ernment is now in place in 
Karnataka and the new Chief 
Minister H.D. Kumaraswamy has 
made all the right noises thus far). 
And part of it has also come from 
initiatives taken by previous 


IT's best: Hi-Tec city plays host to IT's 
best-known names, like TCS (left) 
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At the World Economic Forum's Annual Meeting in January 2006, 

30 UK companies were ranked among the Global 100 Most 
Sustainable Corporations of the World. This bears testimony to 
UK companies displaying a better ability than their peers in identifying 
and effectively managing environmental, social and governance factors 
impacting opportunity and risk. They are outperforming the competition 
by demonstrating improved financial performance, lasting stakeholder 
value, greater acceptability of products and services by consumers 


and stronger, more symbiotic relationships.. 


The UK is an innovative and entrepreneurship-driven economy 

It offers not only favourable tax and employment regimes 

but also boasts of a skilled and flexible work force, easy access 

to capital and the larger European market and the infrastructure 

to support businesses. From financial institutions that bind the world 
economy to businesses, which harness the power of knowledge and 
innovation... the United Kingdom is home to the future of business 


Come to the UK. Build on your business potential 





The Swiss Re Tower at 30, St Mary Axe — one of the most outstanding eco-friendly workplaces in the world 


NOMINATIONS FOR THE UK TRADE { 


Log on to www.uk 


www.uktradeinvest.gov.uk 


INVESTME! 


inindia.com for details 


SINES AWARDS 2( 


46 ARE NOW OPEN. 
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“In Four Years, This Will Be The Number One State" 


HE ANDHRA PRADESH ASSEMBLY IS 
in session, the Union Finance 


Minister Y.S. Rajasekhara Reddy man- 
ages to fit Business Today into a 
15-minute slot. Excerpts: 


Why should an investor come to 
Hyderabad? Bangalore is still it for IT. 
Pune is close to Mumbai. Chennai has a 
thriving base of IT and auto companies... 
Just minutes before you walked in 
we have learnt that a major invest- 
ment in the automobile sector is com- 
ing to the state. I cannot reveal any- 
thing more than this at the moment. 
Other than trying to be proactive 
and quick in our responses we have 


| Minister is in town, but Chief 























the country. 


Apart from IT, what are the other sectors 
on your radar? 

I have just told you about the major 
investment in the auto sector. In the 
next one year, 10 to 15 important 
textile players are going to set up 
shop here. At least five of them would 
be in Hyderabad and about five to 10 
in Vizag. We now want to focus on 
food processing as well. 


What do you see as lessons from 
Bangalore's experience? 

Bangalore is clogged. We should run 
ahead. We started the work on the 
international airport three years later 


tried to look into industry needs and the most crucial than Bangalore but will complete it at least a month or 


among them are those related to infrastructure. In the 
next 3 to 4 years, this will be the number one state in 


governments that have made 
Hyderabad the de facto capital 
of the Indian life sciences industry 
(at last count the state had some 
2,500 pharma and 75 biotech 
companies with bulk of the 
activity being in and around 
Hyderabad). Reddy's government 
has carried this focus forward by 
proposing a special economic zone 
for pharmaceuticals at Vizag, 
Andhra Pradesh's second most 
important city. 

Hyderabad already boasts the 
ICICI Knowledge Park, where several 
R&D hotshops are located, and the 
S.P. Biotech Park, a campus dedi- 
cated to the manufacture of biotech- 
nology products that is conveniently 
located next to the knowledge park. 
“АП this could provide Hyderabad 
a distinct advantage over other 
geographic locations," says Ernst 
& Young's Palnitkar. 


Here To Stay? 

The buzz about Hyderabad 
becoming one of the most hap- 
pening investment destinations 
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in the country is also reflected in 
a consumption boom in the city. 
“We call it the Chandigarh of 
South India," says Kishore Biyani, 
Managing Director, Pantaloon 
Retail; his company has already 
invested Rs 250 crore in 
Hyderabad and will do an addi- 
tional Rs 500 crore over the next 
two years. Already, 18 per cent of 
the company's revenues come 
from the city. 

Hyderabad's dozen-odd pubs 
do brisk business, with special 
nights dedicated to retro music, 
salsa, and women the current rage; 
it’s hard to find standing space at 
night-spots such as Ahala at the 
Taj Krishna or Dublin at the rrc 
Kakatiya Sheraton, even on week 
nights; and the city's tony shop- 
ping district Somajiguda is replete 
with the outlets of popular Indian 
designers. Pantaloon's Hyderabad 
Central mall offers 250,000 sq. ft. 
of shopping space; another mall, 
GVK One, which will be ready by 
the end of 2006 will offer 650,000 
sq.ft. Dining out options include 


two ahead of them. We are planning keeping in mind 
needs 15 to 20 years from now. 


everything from sushi to Belgian 
waffles to meat cooked in khau- 
swe, a Burmese-style gravy. 

All these are important because 
Hyderabad still figures behind 
Bangalore and Pune in the list of 
preferred places to work for IT 
pros, according to most executives 
in the industry. *Hyderabad still 
needs to improve in terms of qual- 
ity of life and become more cos- 
mopolitan,” says Infosys’ Pai, “but 
this is an evolutionary process and 
it is happening.” Pubs, nightclubs 
and malls are only part of the equa- 
tion; water, power, housing, sew- 
erage, traffic management, law and 
order, and quality of schools and 
colleges are as important. 

Legacy reasons may mean that 
Hyderabad never catches up with 
Bangalore, but given the state gov- 
ernment’s pro-rural, and pro-agri- 
cultural stance, the city’s recent 
progress is unlikely to attract the 
kind of backlash Bangalore’s did. 
That could make its economic 
growth, much more rapid, and 
much more consistent. IM 




















SCMS 


“кош 


SCMS-COCHIN is the only 
b.school in Kerala to get 
accreditation from the National 
Board of Accreditation and the first 
b.school in India to get ISO 
certification for quality management 
teaching system. Association of 
Indian Universities has granted 
MBA equivalence to the PGDM of 
SCMS. SCMS-COCHIN is the 
only b.school to receive a grant from 
AICTE for track record in 
performance. 

Business magazines have consistently 
ranked SCMS-COCHIN as ‘A+’ 
and as one among 25 best b.schools. 
Discipline at the campus is 
considered exemplary and the 
infrastructure and ambience world 
class. Students and teachers love to 
be at the campus. 

ГНЕ AMBIENCE 
SCMS-COCHIN is the largest and 
the only b.school in India that has a 
centrally air conditioned sprawling 
campus. All classrooms have 











ONE OF THE TOP B. SCHOOLS IN INDI: 





technology assisted teaching aids. 
All students have laptops. The air 
conditioned library spread over 
16000 sq. ft. is rich with 25000 
latest books on management. 
STUDENT POPULATION 
SCMS-COCHIN is a mini India. 
All states in India are represented 
here. Perhaps the only b.school in 
S.India to have such a complex 
composition. 


COMMUNICATION SKILLS 


By the end of the two years at the 
campus even the weakest will 
become adept in communication. As 
the student mix is complex, English 





| is the only language with which they 


can communicate. It is a great 
opportunity for them. 

INTELLECTUAL CAPITAL 
SCMS-COCHIN has 13th place 
nationally for intellectual capital. Not 
only numbers but the quality of 
faculty also is superior. 
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Eligibility is Graduation in any discipline with 50% marks. We accept scores obtained in MAT/CAT/XAT/ATMA. For Prospectus and 


application send DD for Rs. 750 drawn in favour of Director, SCMS-COCHIN payable at Cochin to Director of Admissions: 





ON AND Ж 
MERC / 
È i À 4 ; 
fi SCMS Campus, Prathap Nagar, Muttom, Cochin - 683 106. 
3325 Ph : 0484 - 2623803/04 


Estd. 1976 


Fax : 0484 - 2623855, E-mail : sems €? vsnl.com Website : semsgroup.org 
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Klaus Kleinfeld/ President & CEO/ Siemens AG 


` “Our Commitment To 
. India Has Been Solid" 


IEMENS HAS BEEN IN INDIA FOR ABOUT 150 
years now. The company has been 
through turbulent times, although today 
it is on a much better wicket. That may 
be why Klaus Kleinfeld, President & 
CEO, Siemens AG, makes no bones about 
India being one of his favourite investing 
destinations. “India seems ideally placed 
for sustained growth,” gushes Kleinfeld, 47, in this 
exclusive interview with Br's Krishna Gopalan during 
a recent visit to India. Excerpts: 





It has been a very good year for Siemens in India with 
healthy growth rates. How would you describe the year 
that was in terms of what went right for the company? 
Yes. It indeed has been a remarkable year for Siemens. 
We have recorded a robust growth in sales, turnover 
and profits. Our order value has also jumped during the 
fiscal. What is most heartening is the fact that our 
growth is spread across all our business segments and 
we have grown faster than the market in each of the 
businesses. There have been a number of reasons that 
contributed to our good performance during the year. 
The favourable Indian economy with GDP at 7 per 
cent played a crucial role. The continued thrust by 
the government on infrastructure development was 
another factor that supported our performance, esp- 
ecially in areas like the railways. We have been steadily 
consolidating our market position over the last few 
years, and we were in an ideal position to take better 
advantage of the growing market. This was backed by 
a very clear strategy for profitable growth. Our plan in 
order to achieve growth was to grow both organi- 
cally and inorganically. I would certainly call this a new 
phase of our existence, primarily because the expec- 
tations of our stakeholders are higher. 


There have been impressive numbers in terms of orders 
generated (over 4,000 crore). Which sectors are you most 
bullish about as far as getting new orders is concerned? 


106 BUSINESS TODAY APRIL 23 2006 


Our order book has increased by 37 per cent this year 
(financial year October-September 2004-05) as com- 
pared to the previous year. With the continuing and 
increased thrust on infrastructure, we expect this 
demand to continue. While we have specific compe- 
tencies due to our local expertise, we are also part of a 
global company, which again gives us a global per- 
spective, and a resource and skill base. A recent example 
is the winning of a contract from the Qatar General 
Electricity and Water Corporation (Kahramaa) for the 
development of power transmission network in Qatar. 
As you are aware, there is a huge power shortfall in 
India. We see the thrust from both the public and private 
sectors culminating in mega projects. Also, we have 
bagged some mega orders in this sector from the Middle 
East. This could also be a growing market for us. 


During the year, you have made progress through acquisitions 
too. Are we likely to see both organic and inorganic growth 
contributing significantly to the company's progress? 

Yes, during the year what we did was to use a combi- 
nation of both organic and inorganic means to achieve 
our growth plans. Our inorganic growth, through the 
М&А route, has been undertaken in order to consolidate 
our portfolio. We did this in the power and telecom sec- 
tors and in the tr offerings. While two of our acquisi- 
tions in the power sector—Demag Delaval Industrial 
Turbomachinery (DDIT) and Pimac Engineering & 
Services Ltd—give us a distinct advantage in the turbines 
business; the realignment of Siemens Public Comm- 
unication Network Ltd (SPCNL) and Siemens BPO Services 
gives us more focus in the telecom and Ir space. During 
the coming years, we will continue to use our existing 
strategy of growing through a mix of both organic 
and inorganic means. 


India is undoubtedly one of your key markets in this 
part of the world. How would you view your progress in the 
Indian market as compared to other markets in Asia? 

Our commitment to India has been solid and consistent, 
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right through the years. There are a number of factors 
that work in favour of India emerging as a favourite 
business destination—not only for us, but for other 
global companies too. India is very clearly Asia's second 
economic giant and is one of the fastest growing mar- 
kets in the world. As far as comparisons are con- 
cerned, till a few years ago, while China and India 
were bunched together, it was always China first, then 
India. Now of course, this has changed. It's China 
and India. Every country has its own unique chal- 
lenges—and India is no different. It, too, has its unique 
sensitivities. For instance, the Indian market is very price 
sensitive—so, that is a factor that needs to be borne in 
mind while formulating local manufacturing and 
marketing plans. 

On the progress of the Indian operations, І can 
only say we are very satisfied. For instance, our Indian 
operations are already contributing significantly in the 
area of software and research through its IT arm, 
Siemens Information Systems Ltd (SISL). At present, 
the company has about 3,300 software professionals, of 
which nearly 1,200 are engaged alone in healthcare soft- 
ware development. 

We have also continuously invested in our manu- 
facturing operations in India and today have 14 man- 
ufacturing facilities. We are also in the process of fur- 
ther augmenting our manufacturing capacities and are 
setting up a new transformer factory at Kalwa in 
Maharashtra. As a result, on the manufacturing front, 
we see our Indian operations emerging as an export 
platform to Asia and the Middle East. 


Over time, how much do you expect India to contribute to 
Siemens' revenues worldwide and in Asia? Where do you 
expect the increase in revenues to come from? 

Over the past few years, the contribution of Asia to the 
global business volume has increased dramatically. 
This has been the case with Siemens too. And now, 
within this larger pie, the contribution of Siemens 
India to the global business has consistently gone up. In 
fact, Siemens India is now recognised amongst the 
top performing companies within the Siemens World. 
I also see this contribution steadily increasing in the 
coming years. 

As all the businesses 
are growing faster than 
the market, it would be 
difficult to single out any 
business. Nevertheless, as 
an "infrastructure" com- 
pany, the power, transpo- 
rtation and telecom busi- 
nesses definitely offer 
many opportunities. As 
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RIEN аан India is now 


the top 
performing com ompanies 
e Siemens 

World. | also see this 
contribution steadily increas- 
ing in the coming years" 


an "industry" player, our businesses have separate 
dynamics, which are driven more by private investments 
and demand. Finally, as an infotech and a service 
company, our IT and communication and medical busi- 
nesses have interesting times ahead. Increased revenues 
will come from overall growth in all the areas, apart from 
new areas like water management. Globally, we have 
acquired us Filter, a leader in this area. In India, we feel 
there is a substantial potential, especially since the need 
of the hour is to treat water and make it potable. 


You have spoken of opportunities in India like Mumbai's rail 
network, Bangalore's airport project and mining related 
assignments. In that context, the Indian infrastructure story 
appears to be big. How bullish are you on this sector? 

On the population front, India is expected to add 400 
million people in the next 20 years. As far as urbani- 
sation goes, India is poised to have nearly 50 per cent 
of its population living in cities by the early part of the 
present century. Another interesting statistic is that 
by 2015, India will have the largest number of mega 
cities. These developments will surely stimulate the 
need for basic infrastructure facilities like energy, trans- 
portation facilities, healthcare services, water and 
telecommunications. The need for higher infrastructure 
investments is well known and it is important that 
the government, too, realises this. There is an increas- 
ing recognition that India's capital investment on elec- 
tricity, roads, airports, seaports, and telecom—at 3.5 per 
cent of the GDP, as compared to more than 10 per 
cent of the GDP in case of China—is not yet sufficient. 


Do you visualise a situation, for instance, when India becomes 
a manufacturing base for your projects in the rest of the world? 
We have over the years built 
our domestic base dili- 
gently. We have localised 
global products ac- 
cording to the mar- 
ket needs and en- 

sured acceptance 

for our products. 
For example, there 
are cases like that of 
























The 110 Orphaned disabled Children of our School. Their daily needs are simple: 
food to eat and cloths to wear. They are looking toward many a good soul like you. 
Just visit them who long for your affection. 


Make a change. Do feed them on memorable days. 


Please contribute Rs. 2,200/- fora day's meal. 
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The United Physically Handicapped School 


(an Institution for orphaned disabled children) 
96, Sathy Main Road, Kurumbapalayam, Coimbatore-641 107. Tamil Nadu. INDIA 
Phone : 91-422-2667578, 2667636. 


m Send y your donations as DD/ Cheques / MO, їп favour of of The School 


www.unitedhandicapped.org Tax Payers! Avail 80G 
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localisation of miniature circuit breakers (MCB) for local 
power conditions or underslung inverters for the 
Indian Railways' air-conditioned coaches. We have 
also steadily built on our local innovations. The next 
step would then be to look at the export market, 
particularly the neighbouring countries 

We have bagged huge orders from Qatar in the 
power transmission sector. There has been a steady inc- 
rease in our export performance and we see this trend 
continuing. India's manufacturing capabilities are now 
increasingly being acknowledged at the global level. We 
see India, along with China, being a major hub in the 
Asian region in catering to the markets in this region. 


The other areas that you seem opti- 
mistic about are those of healthcare 
and energy. What is your game plan for 
these? 

Whilst there is increased govern- 
ment intent and spending in areas of 
basic amenities such as water, health- 
care and energy, it is the booming 
population that makes the demand 
even higher. This being the case, 
the economy being on an upswing, 
investments are moving into the 
country and private players are find- 
ing these areas lucrative. We have 
been associated with India since the 
1860s and are familiar with its 
environment and are committed to 
this country. We are also looking 
at leveraging some of our global tie- 
ups and skills to make the most of 
these emerging opportunities. 
Telecom is one sector where you Now, 
have been going slow. What is the 
reason for that? 

We have been present in this segment for a number 
of decades now. However, given the cyclical nature 
of this business, we have had to realign and reorient 
the business portfolio. This is a reality for any busi- 
ness. In India, we are strong in the enterprise net- 
works segment. We are a leading provider of con- 
verged communication solutions and services across 
the entire spectrum from small-home offices to 
large networked enterprises. We also have a pres- 
ence in the carrier business through Siemen's Public 
Communication Networks Ltd, which is now a 
100 per cent subsidiary of Siemens Ltd. Moving 
ahead, we will definitely look into the market needs 
and strengthen those areas where we see 
opportunities. 
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"Till a few years ago, 
while China and India 


it was always 

first, then India. 
of course, 
it's China and India" 


To your mind, how would you describe the last 15 years for 
Siemens India (ever since the government announced its 
reforms process), and what are the lessons Siemens has learnt 
in the close to 150 years it's been in India? 

Siemens 15 years ago and today is a very different 
story. In this time, we have not only grown manifold 
but have added many new businesses and entered 
new fields. Business, no doubt, has to continuously 
respond to the market needs and this is what we did. 
Depending on the market needs, we have forayed 
into areas such as information technology and its 
variants like the BPO business. We also recently ventured 
into the building technology segment. 

The key lesson I would say is 
first to understand the domestic mar- 
kets and its dynamics. Each country, 
each market, has its own, unique 
characteristics and concerns. This 
has to be respected and understood 
from that country's viewpoint. India, 
being a democracy, may run slower 
than others in the decision-making 
process, but steadier in the long run. 
What we have learnt is to be consis- 
tent and not have a knee-jerk reac- 
tion to every situation. 


How convinced are you about India's 
growth story today? Also, do you see 
India emerging as an engineering giant 
over time? 

I think the India story is here to 
stay. The process of liberalisation 
has been in place for well over a 
decade now, and has been gath- 
ering increased momentum of late. 
However, since India started off 
the blocks quite late, there is quite 
a bit of catching up that needs to 
be done. With the favourable macro-economic sce- 
nario and India now being identified as a high po- 
tential market, the time is opportune to push ahead 
faster. India is indeed now being increasingly seen as 
an emerging manufacturing base. There are a num- 
ber of global automobile giants that have set up 
manufacturing facilities right here. In auto ancil- 
laries, forgings and other such areas, too, there are 
shining examples of Indian competencies. Now, we 
have all the mobile phone giants beginning to set up 
manufacturing facilities here. Given India's intrinsic 
strengths, one expects this trend to continue and even 
hasten with a number of global players wanting a 
piece of the action in one of the fastest growing 
economies of the world. 8 
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AR ARAVIND EYE СА 
Tech With Vision 


Where eye care is online. 





RAVIND EYE CARE SYSTEM HAS TAKEN LOW-COST, BUT 

hi-tech eye care out of its five hospitals and 

into Tamil Nadu’s villages where thousands of 
people run the risk of going blind from diabetes. 
How? Aravind has state-of-the-art mobile vision cen- 
tres that allow technicians to screen patients and zap 
the images to doctors at the other end of the computer. 
They can then decide if a trip to the hospital is required. 
Says R. Kim, head of the telemedicine set-up: “Given 
the advances in technology, there is no reason why we 
shouldn’t be able to address patients not just across the 
state, but across the country.” Why not indeed? Xn ы 

RAHUL SACHITANAND Clear vision: A brilliant example of tech for the poor 
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Convergence Co. 
Metal basher, but IT-savvy. 


IGHT MONTHS AGO, WHEN PLAIN OLD TELEPHONY SEEMED 

incapable of taking the heat emanating from its shop 

floor, BALCO didn’t yank off the copper wires and go 
back to asking its workers to yell across to each other. 
Instead, it brought in state-of-the-art iP telephony system. 
That's just one of the changes the erstwhile PSU’s new 
owners, Anil Agarwal’s Vedanta Resources, have ushered in 
as part of their IT mission, tellingly named “Sarva Sampurna” 
(it means self-reliant). From the next fiscal, BALCO’s Korba 
plant in the back-of-beyond of Chhattisgarh will install 
Radio Frequency Identification (RFID) technology, which will 
enable the company to track all moving objects within its 
premises and make its materials handling system com- 
pletely automated. The company has invested Rs 2.7 crore 
in building this infrastructure, but plans to spend another Rs 
13 crore on beefing it up. It has roped in Pricewaterhouse- 
Coopers (PwC) to make its journey towards communication 
convergence a smoother one, putting in place an advanced 
sAP backbone, corporate finance management, and treasury 
management. Once in place, it will allow BALCO to start 
hedging on the London Metal Exchange. “Technology is 
something that evolves, and it is not something to be used 
only by the techies,” says С.Р. Baid, President, BALCO. That 
would explain the 15 touch-screen kiosks placed strategically 
B = across BALCO's 2,700-acre township near Korba. 
BALCO's Baid: Ringing in change RITWIK MUKHERJEE 





I3/83NV98 NIWVHS 


112 BUSINESS TODAY APRIL 2 


BSNL 


BSNL's Dube: Taking 
broadband to the ma 





Big Daddy Of Broadband 


It plans to wire up the whole nation. 


T A MERE 930,000 BROADBAND 

connections at the end of 

December 2005, India may 
have fallen far short of its target of 
3 million connections, but if Bharat 
Sanchar Nigam Ltd (BSNL) has its 
way, millions of Indians will soon be 
cruising in cyberspace. The telco, 
India’s largest with over 52 per cent 
share of the broadband market, 
plans to up the numbers to an im- 
pressive 4 million by next year. Its 
secret weapon: A spanking new 
National Internet Backbone proj- 
ect created at an investment, so far, 
of Rs 250 crore. 

To be scaled up in stages, the 
project consists of an IP-based net- 
work backbone that would provide 
the base for other parts of the proj- 
ect, including a caller line identifi- 
cation (CLI)-based dial-up internet 
set-up all over the country, and 
always-on, high-speed broadband 
on ADSL technology, which is still be- 
ing set up. (ADSL is asymmetric 


digital subscriber line, which is what 
your broadband service provider 
offers when you are able to down- 
load at 512 KBPS, but upload at only 
half that speed.) The cui-based dial- 
up will save the user the trouble of 
having to log on to the network, 
since the server will recognise the 
number and automatically log the 
user on. BSNL, which got Cisco and 
HCL to implement the network 
backbone, plans to ramp up broad- 
band numbers from 550,000 in 244 
cities to 1 million in 300 cities very 
soon, and further to 3 million in 
600 cities by next year. 

Apart from BSNL’s own internet 
and broadband service, *the most 
modern network backbone in the 
world”—as the telco likes to de- 
scribe it—supports virtual private 
networks, data services, and billing 
and system support. BSNL already 
has laid 71 nodes in different cities 
and is in the process of adding 30 
more at various other locations. 


The plan is to bring all district head- 
quarters within this network, putting 
150 additional nodes by next year. 
As the network gets ramped up in 
stages, subscribers can expect to get 
better service. “BPO services run- 
ning on this network backbone can 
be sure of getting most reliable and 
uninterrupted services," promises 
R.L. Dube, Director (Planning & 
New Services), BSNL. 

Existing BSNL customers need 
not worry about having to ask for a 
switchover to the new network. 
They get automatically transferred 
to it. Currently, the network can 
handle 1 million subscribers (which 
means a lot of the bandwidth is ac- 
tually underutilised), but BSNL will be 
raising the capacity to 4 million by 
next year. “The network backbone’s 
capacity is enormous, and it is get- 
ting loaded now,” says Dube. 

Ladies and gentlemen, bring on 
the gigabits. 

SHALEEN AGRAWAI 
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CPT's Suresh: Keeping an eye on it all 


Turnaround Artist 
If only the ships could be virtual too. 


have to leave his office complex to find out what's 
happening at his busy port. Its Port Surveillance 
Management System, the only one of its kind in the 
country, uses 25 cameras to capture images at various van- 
tage points across the port that then get transmitted to a 
satellite, which beams it back to an array of ТУ screens in 
a monitoring room. The system not just keeps port 
workers and officials on their toes, but is helpful in 
averting disasters. Like a recent incident, where a ship col- 
lided with a cable line and a small fire broke out. With the 
cameras watching, the ship was quickly alerted and the fire 
contained. Its surveillance system isn't the only reason why 
СРТ is easily India's most wired port manager. In the last 
18 months, the port has moved online (using mainly in- 
house expertise) all transactions relating to payments, 
refunds and Customs. Even tenders are placed online, as 
are orders for new equipment. “Our next goal is to reduce 
the complexity in cargo booking by using technology," 
says Suresh. That means locating, tracing and handing over 
containers to customers online. Although turnaround 
time is still fed manually into computers every six hours, 
close monitoring has upped throughput from 36 mil- 
lion tonnes in 2003-04 to 47 million tonnes in 2005-06. 
NITYA VARADARAJAN 


Cree PORT TRUST CHAIRMAN, K. SURESH, DOESN’T 
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Agile Business 
It's a rating firm, KPO, newswire... 


LMOST EVERYONE KNOWS THAT CRISIL 15 
| India's top credit rating agency. But few |. 
know that it also does outsourced equity — 






research and offers real-time market news. 


And enabling Mumbai-based CRISIL’s versatile 
growth is? “ІТ is driving a lot of products in 
each area of our business,” answers Hiren 
Shah, Director (Technology), CRISIL. Most of the 
agency's products are bundled as software and 


. delivered online. It has tools and ratings on the _ 


web that clients can simply download from 


| the net Пеш сш gis ws OMNE | 





and accounting function. “This, I think, is kind 
. of unique,” says Shah. The agency has a team 


of dedicated project managers who work with 
the businesses and help in implementing ideas 
that have IT anchor points in the trade. But as 
Shah points out, CRISIL doesn't follow the latest 
technology blindly. Instead, it uses what makes 
most sense for it. But then, you wouldn't expect 


. à credit rating agency to take on unnecessary 


risks, would you? 
AHONA GHOSH 
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EVERY BIT OF PRODUCTIVITY & SAVING 


Epson Inkjet All-in-Ones let you do just that. They effortlessly print, scan and copy using cutting-edge features that help 
you save time and effort. More importantly they come equipped with 4 individual ink cartridges so you can save money by 
replacing only the cartridge that runs out. A black cartridge for as little as Rs.395/- and a colour cartridge for just Rs.355/- . 


Epson All-in-Ones. Save on costs, save on time. 


SCANNER PRINTER COPIER 


SCANNER PRINTER COPIER s І 

EPSON STYLUS. CX 3700 EPSON STYLUS. CX 4700 
GREAT VALUE ALL-IN-ONE POWER PACKED ALL-IN-ONE 
MRP Rs.6229/- MRP Rs.8789/- 





” EPSON For service, product info or to order a cartridge - 1800 425 0011 (9AM - 9PM) 2 
HELPLINE For service (СОМА & mobile users)- 3900 1600 (9AM - 6PM) ___ www.epson.co.in 





Cultivating a change: For Andhra's farmers, help is just an e-mail away 





СШ 
Picture Perfect 


Farmers in Andhra go digital. 


IND IT TOO EXPENSIVE TO TAKE THE INTERNET AND THE PC TO FARMERS? 
No problem. The Hyderabad-based International Institute of 
Information Technology (ШТ), along with Media Lab Asia (an aca- 
demic research programme seed funded by the Government of India), has 
come up with an innovative, low-cost solution to connect agri-experts with 
the state's farmers. Launched in 2004, the eSagu project (Sagu in Telugu 
means cultivation) works very simply. Providing the crucial link between 
the farmers and the agri-experts is a coordinator (typically an educated and 
experienced farmer himself), whose job it is to visit 25 to 30 farms every 
day between 6 a.m. and 3 p.m. The coordinator takes a digital camera along 
to take pictures of the affected crop or animal that he gets burnt onto a CD 
and couriers it to the experts for as little as Rs 20. The experts examine the 
pictures and respond to the coordinator by e-mail, which is printed and read 
out to the farmers concerned. All this in a matter of 24 to 36 hours. Last 
year, the project covered 1,051 farms, with 14 coordinators and five agri- 
scientists. This year, it is getting extended to 5,000 farms, with 50 coor- 
dinators and 10 scientists. Two years ago, cotton was the only crop cov- 
ered, but now there are six others, including rice and chillies. Expanding 
it to the whole of Andhra would mean covering 30,000 villages and 10 mil- 
lion farmers, involving an investment of Rs 720 crore on 6,000 centres (one 
for every five villages), besides a recurring cost of Rs 350 crore per annum. 
The estimated net benefit to the state: Rs 4,000 crore a year. *The pro- 
gramme can become self-sustaining," says P. Krishna Reddy, head of 
the project at ШТ, “if the farmers contribute just Re 1 per acre per day." The 
good news: Andhra's farmers are more than willing. 
E.KUMAR SHARMA 
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Box with brains. 


T SERVES 594 DISTRICTS OUT OF 
the 602 in the country, its cus- 
tomers can track shipments 
over the internet, mobile phone or 
e-mail, and even get automatic 
delivery acknowledgements on 
their cell phones. What makes all 
that possible at GATI? An in-house 
enterprise management system 
(called Gems) that took Rs 20 
crore and 30 months to design 
and implement. GEMS rides on a 
wide area network, connecting 
its 100-plus major locations via 
leased lines, while the rest of the 
locations connect to the central 
server using dial-up, broadband, 
cable or ISDN connections. “In the 
last three years, we have moved to 
a position where we can handle 
double the business growth with 
marginal increase in people and 
infrastructure,” boasts G.S. Ravi 
Kumar, GATI’s CIO. Clearly, tech- 

nology pays. 
E.KUMAR SHARMA 


GATI's Kumar: Making the leap 
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If you would like to know more about the Rs. 4,500 crore Vedanta 
University to be spread over 5000 acres, on par with the world's 
best Universities, which will have state-of-the-art Academic and 
Research Programmes in the fields of Medicine, Basic Sciences, 
Law, Agriculture, Engineering, Liberal Arts and Performing Arts, 
Centres of Excellence in Cross-disciplinary Research, a Global 
Resource Library, an Olympic Calibre Sports Complex, an Amphi- 
theatre, а Cultural Centre, a sprawling residential complex, a 


distinguished faculty of international repute, for 100,000 Indian 


and International students, designed by the architects of the Ivy 


League Universities, with a vision to cultivate tomorrow 's leaders, 
Olympic Champions and Nobel Laureates, to be set at an ideal 
location in India, in co-operation with a State Government and to 
be finalised latest by May 2006, so that it's ready for admissions 


in 2 years; write to us at vedanta.university@atkearney.com 


А ‘not for profit’ initiative funded by the Anil Agarwal Foundation. 
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ONSIDER WHAT A TYPICAL INSURANCE AGENT AT 
ICICI Lombard has to juggle on every sales 


Wi d + ©е call: 50 different products, each with multi- 
ire O rve ple options and yet only one right fit for each 


client. The cost of getting it wrong isn't just an un- 





Meet anytime, anywhere agents. happy customer, but a hit to the bottom line; it costs 
1 | . 20-30 per cent of the first year's premium to acquire 
Ё, а customer. The top private general insurance 
1 company realised early on that it wouldn’t make 
сисе, ird д much headway doing business the traditional way. 

ICICIX Lor 


*We have always believed that having cutting- 
edge technology gives us a competitive edge," says 
Anuj Gulati, Head of rr, ICICI Lombard. How does 
the cutting-edge technology manifest itself to the 
customer? By way of anytime, anywhere agents. 
Using a laptop or palmtop connected either to a 
broadband or dial-up line, the employee taps into 
a central server through a wide area network. 
There, he/she can access the advanced end-to-end 
policy issuance framework. “The system is de- 
signed to generate a policy in less than 10 minutes,” 
says Kishore Badami, Senior Director, Citrix 
Systems India, which provided the cost-effective, 
scalable Meta Frame server software. Technology 
has played a key role in ICICI Lombard's quick 
ramp up. From just seven offices, 30 policies a 
day and Rs 22 crore in business in 2001, the insurer 
now manages 1,100 offices, 3,000 policies a day, 
and revenues of Rs 885 crore in 2004-05. “We be- 
lieve that we are a technology-enabled distribution 
company,” says Gulati. That's just the attitude the 
: T: , рУ insurer may need to stay ahead of the pack. 
There, your policy is ready: Generating a policy is a 10-minute job VENKATESHA BABU 
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Flaunt your presence іду a truly ارو‎ = 
pale lilac shirt with white satin stripes х 
under а half- line white cotton suit.’ VE 
Complete the look with a tile- patterned)) 
white fie hig pure silk and Di tan leather | 
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NETWORKING IS OTHERS TRYING 
ТО GET ТО KNOW YOU. 


Make an impression in a perfect white shirt 
adorned with sharp golden and sky-blue 
stripes, set off by subtle butter-beige khakis. 
Add a striped lilac tie and a light tan belt to 
celebrate the spirit of Italy. 





ANONYMITY IS A LUXURY 
An ornate patterned jacquard 
Italian cotton-silk shirt from the 
Luxury collection is beautifully 
có plemented by impeccably 

Í Herisp wool trousers in 


` 


ght tan belt and 


The upper crest 
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e-Governance State 


Comrades learn to love their computers. 


HEN THE KERALA IT MISSION FIRST KICKED OFF ITS 
e-governance and connectivity initiatives five years аро, 
Left-leaning state employee unions screamed bloody 
murder. But it didn’t take too long to convince them otherwise. 
The “Friends” (fast, reliable, instant, efficient network for dis- 
bursement of services) centres for utility bill payments proved so 
popular (30 lakh transactions worth Rs 260 crore took place at 
these centres in 2005-06 alone) that the administration now feels 
emboldened to take its other I1 project, Akshaya, across the 
state. Not incidentally, the most backward district in North 
Kerala, Mallapuram, was chosen for the pilot Akshaya project, 
and today there are 450 such centres in it. “These centres provide 
not just internet access but allow people to pay a host of bills and 
iccess various government notifications, orders and bills online,” 
says Anand Singh, Director, Kerala State Information Technology 
Mission. Many e-governance activities including e-parathi 
(District Collector's Grievance Redressal System) and Enrich (an 
initiative for grassroot-level data collection and publication 
through a website run by the National Informatics Centre) are run 
through these centres and the district administration is using the 
Akshaya Network to digitise 30 lakh birth, marriage and death 
registrations. According to Singh, the state government will 
cover the entire state by 2007, with every panchayat in the dis- 
trict housing two-three Akshaya centres. Good governance in 

Kerala, it seems, is round the corner. 
RAHUL SACHITANAND 


Above a CEO. 


Above the board. 


Above designations. 


Power. Evolved. 
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Retailer To Rural India Inc. 


Artisan's Best Friend. 


OT TOO LONG AGO, THE KHADI 

Gramodyog in Delhi couldn't 

tell exactly how many prod- 
ucts were coming into its stores and 
how many were selling, not to men- 
tion those that either got damaged 
or lost in transit. Not any more. 
Under an ambitious IT imple- 
mentation programme, Khadi & 
Village Industries Commission 
(KVIC)—a mammoth organisation 
with Rs 13,105 crore in annual 
sales and presence in 300,000 vil- 
lages—has begun wiring up its 33 
agencies, called Khadi Gramodyogs. 
It's still a work in progress—only 
five of them, including Delhi and 
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Mumbai, have been automated— 
but the results have quickly come in. 
The Delhi unit alone is expecting a 
40 per cent jump in sales to Rs 100 
crore in 2005-06. *Product bar cod- 
ing and online billing and inventory 
management have streamlined day- 
to-day operations," says J.L. 
Chaudhuri, Deputy CEO of KVIC. 
*With the entire system becoming 
more efficient, the centres con- 
cerned have been able to save costs 
and even increase sales," he points 
out. Adds S.P. Singh, Director, 
Khadi Gramodyog, New Delhi: 
*We could handle much larger traf- 
fic last year, thanks to the new 


А Khadi outlet: 


lor 





electronic system put in place." 
The task of automating KVIC 
isn't easy. The 33 agencies have 
historically had a diffused struc- 
ture, with each having its own set of 
vendors and sourcing arrangements. 
That means, the offices have to be 
connected at three levels. First, the 
local agencies have to be connected 
with their branches and godowns, of 
which there are at least three in 
every state capital. And then these 
branches have to be connected with 
кмс. “Imagine what happens when 
all-India operations become online," 
says Singh. One gets the picture. 
ARCHNA SHUKLA 


Tier I Designs 


It builds its own products. 


N AN INDUSTRY, WHERE SUPPLIERS LARGELY WORK LIKE JOB SHOPS, 
Lucas-TVs is a vendor with ambition. A startling 65 per cent of the 
products in its portfolio—it makes a variety of electrical compo- 
nents such as starter motors and alternators—are due to its own R&D 
(The rest are licensed, mainly from some Japanese companies). It's easy 
to see why. More than 150 engineers and 50 technicians work in its 
new product development centre, with focus on three areas: new ap- 
plications, new platforms and new technology. Since the computers 
are wired into various plants, the drawings can be shared with 
supervisors and plant floor engineers on a real-time basis. The com- 
pany spent 3.5 per cent of its Rs 750 crore revenues on R&D in 2004- 
05, but plans to increase it to 4.5 per cent in 2006-07. The pay-off: 
A huge product pipeline; 120 applications are being developed for this 
financial year—an average of 12 per month. Says K.R.A. Nair, 
Executive Director (Development): *In the auto components industry, 
we would be among the largest on this front." Nair's goal next is to 
reduce the product development cycle time. Currently it takes any- 
where between 15 and 18 months to develop a new product, and 
between four and eight months for a variant of an existing product. 
Nair hopes to shave off at least a couple of months from new prod- 

uct development cycle time. 
NITYA VARADARAJAN 





Lucas-TVS' Nair: Not quite Toyota, but aiming to get there 
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Makes Cars And History Too 


It's old economy only in name. 


HEN VEHICLE MANUFACTU- 

rers launch a new car, they 

generally talk about how 
great the product is. Mahindra & 
Mahindra (M&M)'s Vice Chairman, 
Anand Mahindra, did too, when 
he launched the new souped up 
Scorpio. Only he didn't stop at that. 
"The All New Scorpio is evidence of 
our outrageous ambition," the 
dapper 50-year-old declared. It is 
impossible to overstate how 
important a role the SUV (sports 
utility vehicle) has played in boost- 
ing the company's fortunes. With a 
43 per cent market share of the 
segment, the Scorpio is not just one 
of the best deals on four wheels, 
but a money-spinner for the com- 
pany. After all, M&M has spent just 
Rs 800 crore on the Scorpio—a 
fraction of what global car giants 
spend on developing new cars. The 
43 new features on the revamped 
Scorpio were developed largely in- 
house. Even the new five-link rear 
suspension was developed by M&M’s 
own engineers, although UK's Lotus 
Engineering helped fine-tune it. 
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The Scorpio, as Mahindra likes 
to say, is a symbol of the new IT- 
savvy, global M&M. It was born of a 
new design and manufacturing phi- 
losophy (Integrated Design and 
Manufacturing) and continues to 
use state-of-the-art IT in distribu- 
tion as well. Every dealer and ven- 
dor is connected to the M&M net- 
work, allowing it to manage a com- 
plex supply chain and make more 
accurate predictions about demand. 
Recently, M&M undertook a massive 
project to consolidate its IT core 
under one roof rather than having it 
spread out over tens of locations. 
*Project Sankraman', as it was called, 
has allowed it to further stream- 
line its supply chain. 

But talk to the Scorpio engineer 
and CEO of M&M's Automotive 
Sector, Pawan Goenka, and he'll 
tell you that Scorpio customers 
haven't seen anything yet. He says 
that M&M's new “Customised 
Vehicles" division will take car-buy- 
ing experience to a new level by 
allowing buyers to customise the 
vehicle. *This is going to be a major 


market for us," says Goenka. Once 
again, what makes customisation 
possible is M&M's robust rr back-end 
and an enterprise-wide system that 
maintains details of each and every 
part that goes into its vehicles. 
But as the company looks 
abroad for much of its future 
growth, especially in the outsourc- 
ing field, technology will play an 
ever-increasing role. Mahindra 
Systems and Automotive Tech- 
nology (MSAT), one of M&M's newer 
ventures, is counting on highly 
engineered projects to power its 
growth in the global ancillary 
industry. *If India is going to 
become an ancillary powerhouse, 
then it has to make use of its 
engineering and IT prowess, and 
you don't get much better than a 
group that does both old fashioned 
mechanical engineering and is a 
leader in IT (through Tech 
Mahindra, formerly Mahindra-B1)," 
says Hemant Luthra, CEO, MSAT. 
That's a new age, old-economy 
company talking. 
KUSHAN MITRA 





Because its customers are in small towns. 


AHINDRA & MAHINDRA FINANCIAL SERVICES LTD (MMFSL) WAS 

born out of a need: Most of the people parent company M&M 

sold its tractors and utility vehicles to had no access to means 
of traditional finance. It was up to M&M to figure out how to deliver 
credit, and MMFSL turned out to be the answer. (That, however, 
didn't prepare the firm for ЕМ or equated monthly instalments paid 
in coins, like some customers did initially.) Yet, as its CEO Ramesh 
lyer would tell you, what seems like a low-tech job is actually pow- 
ered by a tremendously capable wide area network that reaches 
more than 200 of MMFSL’s 300 branches. More impressively, the 
company is adding two to three branches to the network every 
week. How much time does it take to wire up the new branches? 
From the time MMESL places an order with its partners to the 
time the branch is connected and running with fully trained staff 
manning the system, it is exactly three working weeks. 

The company concedes that the availability of infrastructure 
has improved dramatically in the past few years, but there are 
places such as parts of Uttar Pradesh, Bihar and Jharkhand, where 
there is no connectivity at all. “Їп some of those places, despite 
the costs involved, we have decided to implement a vsar (very 
small aperture terminal) solution," says Dinesh Prajapati, rr Chief at 
MMFSL. With its network growing, business is surging too. By 
December 2005, the company had disbursed loans worth Rs 3,668 
crore—a figure that's growing fast. How fast? Forty per cent in 
the first three quarters of last financial year. 

KUSHAN MITRA 
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MMFSL Managing Director Ramesh lyer: Reaching out to the masses 
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Virtual 
Operator 
Convenient talk time vendor. 


F INDIA'S CELLULAR OPERATORS 

are the protagonists of the tele- 

com revolution, a side-role is 
being played by the Gurgaon- 
based India Prepaid Services, 
which operates 19,000 recharge 
points (branded Oxigen) across 
the country. Oxigen's business 
model is simple: It “collects” talk 
time from operators and stores it 
on its servers, from where it is 
distributed to retail points on 
demand. The retail point, in turn, 
connects to а local server through 
a terminal (see photo) or through 
a mobile phone loaded with a 
special application provided by 
Oxigen. So when a customer 
comes to Oxigen for a recharge, 
the retailer logs a request on the 
server, and the concerned oper- 
ator credits the customer's 
account. “All the services that 
are used in a household on a 
recurring basis can be brought 
on а single platform, and Oxigen 





9 intends to do that," says Pramod 
Y Saxena, Executive Chairman, 


Oxigen. Neat. 
SHALEEN AGRAWAL 
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An Oxigen outlet: Easy recha 
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A GramIT centre: You would have never guessed this is a village scene 


The Future Of BPO? 


Say hello to a rural backoffice. 


OT INFREQUENTLY, WHENEVER SOMEONE APPLIES TO SATYAM COMPUTER 
for a job, chances are the person’s competencies would have been 
fed into the central database of the company from a remote location 
called Jallikakinada, a small village of 1,600 people and about 500 km 
away from Hyderabad. This low-end, nevertheless critical, internal support 
work has been outsourced by Satyam to GramIT, which is arguably 
India’s first rural BPO (business process outsourcing) centre. With 50 
seats, employing a hundred employees in two shifts (6 a.m. to 2 p.m. and 
2 p.m. to 10 p.m.), and 20 km from the nearest degree college (a necessary 
pre-condition), this is the first GramIT centre of the Byrraju Foundation. 
Supported by the promoters of Satyam Computer, the foundation refur- 
bished an ice factory in the village and in August last year launched the Bro. 
Since then, the foundation has opened another GramIT in Eethakota vil- 
lage in the East Godavari district, again about 500 km from Hyderabad, 
employing another 100. By end of April this year, it hopes to add yet 
another centre and by year-end have 10 to 15 centres, each with a similar 
headcount. Each of the GramIT centres, which may soon be franchised out, 
is being built to handle work related to HR, accounting and vendor-related 
bill processes. Apart from Satyam, there are two other large corporates and 
the rural development department of the state government that out- 
source work to it. *Our aim is to capture at least 50 per cent of the internal 
support services of all the corporates we tie up with," says K. Sharath 
Choudary, 42, who leads this initiative at the foundation. It costs about 
Rs 50 lakh to set up a GramIT, and the employees earn Rs 4,000-5,000 a 
month. Potentially, Choudhary says, each centre can do Rs 1.5 crore in 
annual business. What next? A listing on the NASDAQ? 
E. KUMAR SHARMA 


INSTITUTE OF INDIA 
IT Is The 


World-class vaccine maker. 





Take a walk through Serum 
Institute of India's Pune facility 
and you'll know exactly how 
tough. Its aseptic vial filling line 
washes, sterilises, packs and seals 
without any human intervention, 
and is accurate to the third deci- 
mal point (in filling). It also has 
the largest computerised facility in 
India for ing parenterals 
for longer shelf life. It is this com- 
mitment to technology that has 
enabled Serum to become India's 
largest vaccine exporter. "It's a 
business initiative incorporated 
with rr,” says Aroon Mehta, Head 
(Т), of the new ЕВР (enterprise 
resource planning) system at 
Serum. In the months ahead, the 
institute plans to bring in new 
systems like manufacturing 
resource planning and customer 
relationship management. What 
Serum makes is a lifeline to many 
around the world, but Serum's 
own lifeline seems to be rr. 

AHONA GHOSH 


Serum's Mehta: Committed to tech 
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Don’t Call It A PSU 


Well, it doesn't think like one. 


n 
d 
у 


SBI everywhere: Now, 
ATMs on ferries 


UESS WHO OPERATES THE WORLD’S ONLY FLOATING ATM (AUTOMATED 

teller machine)? Nope, not Citibank or ICICI Bank, but good old State 

Bank of India (SBD. Sounds unbelievable, but it is true. Fitted on board 
a ferry (see picture), the ATM runs on the CDMA (code-division multiple 
access) technology and attracts regular ferry commuters and foreign 
tourists who visit Kerala’s famous backwaters. Here’s some more unbe- 
lievable stuff about SBI. The floating ATM is just a small demonstration of 
its growing IT prowess. Although the country’s biggest bank was late to 
board the rr bandwagon—it did so only in 2000—it hasn't looked back 
since. Today, all of its 9,141 branches (not counting those of associate 
banks) have been computerised, and there are 5,290 SBI ATMs across the 
country—the largest of any bank. “There were apprehensions in the 
market, but we proved everybody wrong by successfully implementing our 
IT strategy,” says Syed Shahabuddin, Chief General Manager (IT), shi, 
who oversees an annual rr spend of about Rs 700 crore. 

Its treasury and asset liability management (ALM) operations—the back- 
bone of any bank—have also been fully automated, and SBI is now focussing 
on enhancing IT usage. And that does seem to be the bigger challenge for 
the bank. Why? The reasons have to do with its customer profile. Not only 
does SBI have a strong rural focus, even in urban centres it is a banker to 
a slightly older population that still feels more comfortable dealing with 
a real teller than an ATM. The result: 5ВІ today has the largest credit card 
base of 17.32 million, but the ATM usage as a percentage of total banking 
transaction is a paltry 3 per cent. Similarly, out of a total 35 million trans- 
actions per day in the bank, only 1 million are through its ATMs. 

One bright spot for the bank is internet banking. Possibly because it 
offers a variety of features (you can pay your utility bills and taxes, invest 
in mutual fund schemes, and book train tickets, besides checking account 
and transferring funds), the number of users is growing. There are 
650,000 active users currently, and their population is growing at more than 
50 per cent a year. SBI may have been slow off the starting block, but it is 
rapidly catching up with the other rr-savvy banks. 

ANAND ADHIKARI 
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Bridging Distances 


Your remote CRO next door. 


E WANT TO BE AMONG THE TOP 10 CONTRACT 
Wee and testing organisations globally by 
2010," declares S.P. Vasireddi, Chairman and 
Managing Director of the Hyderabad-based clinical 
research organisation (CRO), Vimta Labs. It's hard not to 
take him seriously, because the 56-year-old entrepreneur 
sports an impressive track record. Setting out in 1984 as 
a single-bench analytical lab, Уша moved into CRO 
services in 1994 and now sees itself as a “full service CRO”, 
offering everything from bioequivalence studies to clin- 
ical trials to global and Indian customers. And to prove 
that he is serious about his goal, Vasireddi is putting 
money where his mouth is. Consider the research process 
outsourcing (RPO) hub, or customer-specific research 
lab, that he is setting up. Spread over 10.7 acres in 
Hyderabad's Genome Valley, the 2-lakh sq. ft facility 
boasts of 40 walk-in cold rooms, a captive laboratory and 
a modern IT network (outsourced to IBM) that'll offer 
remote access to global customers. Investment in the 
facility: Rs 50 crore; Vimta's revenues: Rs 52 crore in 
2004-05. “Investment on the network alone is 20 per cent 
of the project cost," informs Vasireddi. When your cus- 
tomers are thousands of miles away, a superlative IT 

network has to be your passport to the world. 
E. KUMAR SHARMA 
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VERY TIME SOMEONE IS Bed did. A 

hospital, it's often the patient's. loved 

ones that face more anxiety and stress. 
Wockhardt Hospitals knows that only too 
well. That is why the six-hospital chain, which 
has a tie-up with Harvard Medical, is focussed 
on not just patient care, but patient information. 
Outside the operation theatres and intensive 
iw voces NE there i 








(Even relatives abroad cu би 
online, and make m line : ther 
be a need.) No hi-tech pue t a sure sign 
the hospital cares. “You have по idea how 
much tension this alone has 1 іп our 
waiting rooms," says Vishal Bali, cro of the hos- 
pital chain. With six additional | son the 
drawing board, Wockhardt is building an infor- 
mation back-end that'll connect all its hospitals 
and allow doctors to tap into medical history of 
patients registered with the chain. Some day, 
that could save some patient his life. ш 
KUSHAN MITRA 











Windows To RP: 
The Microsoft 


Way With over $800 million 





in revenues and more 
than 2,75,000 customers, 
Microsoft Dynamics is 

all set to grow 









“SPONSORED TECH SPECIAL 


Microsoft" Dynamics ЕВР solutions — 
adapting to the changing needs of your enterprise. 


Every organisation operates in a constant state of flux. With an 
ever-changing business environment that needs to constantly adapt 
to the transforming competitive landscape. Microsoft Dynamics is 
supported by Adaptive Processes, which almost makes it custom- 
made to support your business's unique operations, quickly and cost 


effectively. With its integrated business functionality that empowers М Те гөө Dynamics 


you to always stay ahead, it’s all you need to win the game 


For more information log on to www.microsoft.com/india/dynamics 
or call 1800-111-100 or email: connect@microsoft.com 


ed. Microsoft, Microsoft Dynamics dd “Your potential, Ош passion. are either trademarks or registered trademarks of Micro: ott 
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ERP Revolution: 
The Microsoft Way 


гег $800 mill 


With ov 
1 Microso 
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customers, 


hen it comes to the need to make 
their business run efficiently, Indian 
companies, much like their global 
counterparts, are painfully split into 
two worlds—the world of business automation 
and that of personal productivity software. The 
first world involves the entire category of busi- 
ness-management _ solutions—enterprise 
resource planning (ERP), customer relation- 
ship management (CRM) and supply chain 
management. This world promised that it 
would transform the way businesses work. 
And then went on to deliver on its promise 
with inflexible architectures and complex user 
interfaces! Not surprisingly, the business- 
management solutions are today seen as a 
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nues and more than 2,75,000 
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ап set TO qrow. 

necessary evil, even though they are the 
backbone of many companies. The second 
world involves personal productivity software, 
such as Microsoft Windows and Microsoft 
Office, which most people use on a daily basis 
to do their jobs 

These two worlds must be bridged. That's 
the mission Microsoft Dynamics (formerly 
Microsoft Business Solutions)—a line of inte- 
grated, adaptable business-management 
solutions—has set for itself. 

Consider, for example, Microsoft Dynamics 
AX, an ERP solution that works like (and with) 
your familiar Microsoft Office software. This 
multilanguage, multicurrency solution also inte- 
grates with Windows and other Microsoft prod- 
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ase әс" Asian PaAIr 


Asian Paints operates manufacturing facilities in 22 countries around the world, and is one of the largest 
paint companies in nine overseas markets. The subsidiaries that were started by Asian Paints—and also 
acquired—used different systems and solutions, leading to issues such as high IT administrative costs and 
duplicated efforts in reporting. The company's executives saw a critical need to standardise operations in its 
international markets. With this objective in mind, the company chose the Microsoft® Business Solutions- 
Navision® software, now called Microsoft Dynamics NAV. 

Employees spent too much time in populating Microsoft Excel sheets and updating numbers instead of focus- 
ing on the business. This led to frustrations, long hours and wasted time. This is where Aashish Kshetry, Chief 
м адін Officer, Asian Paints ped in... He realised the key to successfully plugging the gaps would 
have to come from the IT division of the company. 


* Solution 

The key objectives in deploying the business solution were to: 

€ Create a stable transaction system across all subsidiaries that would last at least seven to 10 years. 

€ Implement a solution that had built-in international modules on taxation and multilingual capabilities to 
support its offices in 22 countries. 

Additionally, Microsoft Dynamics NAV offered a hub-and-spoke model which was ideal for Asian Paints. The 
hub-and-spoke concept refers to a parent or holding company that uses one business software system (the 
hub}, which is integrated with the systems used by its individual subsidiaries or divisions (the spokes). 

* Benefits 

"Our key objective was to standardise technology platforms and business processes across subsidiaries and 
regions. Microsoft Dynamics NAV has helped us achieve this objective quickly, efficiently, and cost effec- 
tively," comments Aashish Kshetry, Systems Development Manager at Asian Paints. 





€ Standardised technology platform reduces IT administration. 
€ Faster, quicker, improved data flow to parent company and regional teams. 


€ Removes the need for double reporting. 


€ Multilingual software integrates companies around the globe. 


ucts, enabling your employ- 
ees to work with tools they 
are familiar with. To mention 
that it means considerably 
lowered training costs would 
be to state the obvious. 

An independent research 
conducted by Nucleus Res- 
earch found that 75 per cent 
of Microsoft Dynamics AX 
customers had achieved a 
positive ROI from the solu- 
tion with an average payback 
period of 23 months. The 
average deployment time was 13.4 months, 
with a range of 5 months to 36 months for a 
phased deployment. 

In fact, the latest AMR Research Report on 
ERP Spending in 2005-06 shows Microsoft 
Dynamics leading all other ERP vendors in the 
list of vendors on evaluation lists for ERP soft- 
ware purchases. 

When asked which vendors would be cons- 
idered for ERP applications during the next year, 
surveyed companies chose Microsoft Dyna- 
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An independent 
research by Nucleus 
Research found that 

75% of Microsoft 


Dynamics AX cust- 
omers had achieved a 
positive ROI with an 
average payback period 
of 23 months 





mics, Oracle, and SAP in the 
top three positions. Results 
offer strong support for the 
ERP "Three Horse Race". 
(AMR Research Market Ana- 
lytix Report: Application Spe- 
nding Series, The Enterprise 
Resource Planning Spe- 
nding Report, 2005-2006). 
According to AMR Rese- 
arch's survey of nearly 300 IT 
executives, companies are 
poised to significantly incre- 
ase their ERP spending in 
the coming year: 71 per cent of the companies 
AMR spoke with expect their ERP budget to 
grow in 2006, with the average increase of 14.6 
per cent. Because the ERP market is global 
and highly diversified, there are many drivers 
behind these spending plans: 
€ Thousands of Small and Midsize Busin- 
esses (SMBs) are expecting to purchase new 
midmarket ERP applicatons to replace outdat- 
ed Manufacturing Resource Planning (MRP II) 
Systems. These systems are technologically 





obsolete, difficult to maintain, and incapable of 
supporting emerging business practices or 
global financial and regulatory requirements. 
€ Many large companies are transforming 
themselves from highly decentralised division- 
al or geographic organisations to much more 
integrated, global businesses. This often 
requires replacing their older distributed sys- 
tems with new ERP suites that can be 
deployed as a single global instance or as 
several regional instances. 
€ The gradual improvement in the global 
economy allows companies to shift their IT 
focus from cost cutting to revenue creation and 
operational efficiency. 
€ ERP vendors have invested heavily, through 
acquisitions and internal development, to 
expand their product lines in areas such as 
Supply Chain Management (SCM), Customer 
Relationship Management (CRM), Product 
Lifecycle Management (PLM). and Business 
Intelligence (BI). Many of these “ERP exten- 
sions” have strong functionality and a much 
more compelling integration story for buyers 
that have already invested in ERP suites. 

In India, Microsoft Dynamics has added 
more than 400 customers spanning across 
industry sectors supported through trained and 
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Hero TES 


е Business Needs 

Hero ITES, a division of Hero Service 
Limited (HCSL) experimented with solutions such as 
customer relationship management and Тау for 
finance. Human resources were managed using a 
solution based on Microsoft Excel& spreadsheet soft- 
ware, along with a few inhouse applications to man- 
age food, transportation, etc. These solutions, how- 
ever, created islands of information. 

* Solution 

Hero ITES decided to implement Microsoft& 
Business Solution-Axapto® software, now called 
Microsoft Dynamics AX™, as it ensured integration 
of data within the organisation in a simpler and effi- 
cient manner through Munjal eSystems, a sister con- 
cern of the company. Due to its ease of customisa- 
tion and flexibility, Microsoft Axapta was imple- 
mented in just wo months. 

= Benefits 

Better control over operotions 

Structured allocation of resources 

Project management and control 

Efficient workflow 


certified base of over 60 partners. In a global 
market increasingly characterised by consoli- 
dation, businesses need to closely examine 





© Business Situation 





Pooja Forge Limited manufactures a wide array of precision cold-forged high tensile fasteners and compo- 
nents of various grades of carbon, alloy, and stainless steel for automobile, electronics, and construction 
industries. The key issue across the company was the lack of control because of the lack of available infor- 
mation, be it on the shop floor or in the financial group. 


* Solution 

Trident Information Systems, a Microsoft® Certified Partner implemented Microsoft® Business Solutions- | 
Navision® software, now called Microsoft Dynamics NAV™, to deliver greater visibility into business activ- | 
ities through improved access to information. | 
* Benefits 

Though the new system has been in use since July 2005, Pooja Forge has already seen some significant 
benefits. Better access to necessary data has led to better control over production and finances. And most 
importantly, it can track production through the supply chain which helps maintain high product quality and 
reduces inventory carrying costs. 

€ Better product quality achieved 

€ Financial control improves cash flow 

€ Easy to track inventory 

€ Control and visibility over shop floor 

€ Data backup made easy 

€ Easily generated reports 
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their options when it comes to making an IT 
investment that will best serve them in the long 
term. Some business applications vendors are 
currently introducing products where the 
emphasis is still first and foremost on the tech- 
nology, with the people in second place. 

But Microsoft Dynamics is reversing that 
equation. It's taking into consideration the peo- 
ple and the roles that are behind the success 
of a midsize businesses and then developing 
technology and services that reflect them. The 
right platform for the midsize segment will inte- 
grate processes and be very focused on the 'IT 
generalist' who makes it all work. 

The Microsoft view is that the customers 
are looking for integrated solutions that deliver 
value. But for customers, this integration must 
manifest itself in how people interact with the 
solution on a daily basis. The whole point is to 
design business software that maps to the way 
people really work. That is the reason why 
Microsoft Dynamics is receiving a very positive 
response to its strategy of delivering business 


rent Cerain 
= Business Needs 
As Orient Ceramics and Industries moves into the 
next growth phase, the company felt the need to 
quickly resolve some problem areas that might 
hinder its growth. Its main problem was order pro- 
cessing and stock status. It could take the compo- 
ny up to three days to track the stock at its seven 
depots and factory before shipping the material 
to the customer. 
= Solution 
The management initially considered J. D. Edwards 
and evaluated the solution. However, it realised 
that the cost of acquisition, cost of implementation, 
and the duration of implementation would affect 
the company's profitability. Orient then appro- 
ached Trident Information Systems Pvt. Ltd. to learn 
what technologies from the Microsoft stable would 
be suitable for the organisation. Trident recom- 
mended that the company use Microsoft® Busi- 
ness Solutions-Navision®, now called Microsoft 
Dynamics NAV™ business software, because it is 
easy to customise and quick to implement. 


е Benefits 


Improved inventory management 

Reduced order processing 

Faster consolidation on financial information 
More informed decision making 
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applications with a role-based approach based 
on deep integration with Microsoft Office and 
other Microsoft products. 

Microsoft Dynamics CRM is very good 
example of this strategy. Most sales people 
use Microsoft Outlook for their contacts, cal- 
endar, tasks, and email. So Microsoft 
Dynamics CRM comes with sales processes 
and reports designed directly into Microsoft 
Outlook. That way sales people can be pro- 
ductive with a software approach that is famil- 
iar and easy to use. One of the greatest chal- 
lenges faced by midsize businesses and divi- 
sions of larger enterprises is the increased 
expectations of their own customers. Other 
challenges include globalisation, increased 
and complex regulations, 24x7 customer 
demand, constantly changing technology, 
and resource constraints. 

For midsize businesses in particular, those 
resource constraints come in the form of cash 
and people. On the financial side, midsize 
businesses are often forced to make trade-offs 
between investing in new equipment, new 
people, or new technology. They often can't 
afford a lot of expensive consultants to help 
with critical aspects such as integration. From 
an IT perspective, midsize businesses in par- 
ticular typically have between one and five IT 
generalists dealing with all of the IT complexi- 
ty. Since they don't have the specialised IT 
roles of large enterprises, they need the power 
of the enterprises in their technology—but in a 
simple and integrated fashion. For divisions of 
larger enterprises, one of the main challenges 
is having technology that can integrate easily 
and affordably with their company's central 
system. Microsoft Dynamics is committed to 
addressing those concerns. 

Microsoft believes that customers want 
affordable, adaptable solutions that are easy to 
use. For the IT professional, having a clear 
roadmap for the products they support and 
maintain is a key priority. But what is happen- 
ing in the real world is that technology vendors 
are on acquisition spree and the R&D and 
enhancements on the acquired products are 
falling by the wayside, hurting customers and 
their investments. 

Microsoft research shows that businesses 
want software that works the way they really 








work and that "looks like their company". That 
is the focus with Microsoft Dynamics, which is 
seeking to provide customers with a long- 
term value superior to what's offered in the 
marketplace today. 

Microsoft Dynamics includes applications 
and services for retailers, manufacturers, 
wholesale distributors, and service compa- 
nies, doing business domestically or in multi- 
ple countries. "We wanted to ensure minimal 
disruption and the shortest deployment cycle. 
In a very short span of time, we have started 
reaping benefits of implementing Microsoft 
Dynamics AX in our routine operations,” says 
Padma Singh, Vice President of Human 
Resources, Hero ITES. 

The Microsoft Dynamics' way is to deliver 
insight to all of the users of a business appli- 
cation, regardless of their role in the company. 
For users, this means they have access to and 
control of their information when they need it: 
"Our decision was made in favour of Microsoft 
Dynamics NAV primarily because we felt that 
it was simplest solution to implement, cus- 
tomise, and use; says Manish Aggarwal, 
Managing Director, Pooja Forge Limited. 

Agrees Pankaj Goyal, Finance Controller, 
Orient Ceramics and Industries Limited: 
"Microsoft Dynamics NAV helps us spot 
trends and gain insight into business activi- 
ties. It helps us make decisions that will help 
us succeed in the next decade.” 

Following are some of the themes of busi- 
ness-management solutions that Microsoft 
Dynamics has focussed on: 


CONNECTEDNESS 

Companies want to do business electronically 
with their customers and suppliers in a way 
thats efficient, personal and cost effective. 
This requirement to be connected involves 
deep integration of web sites, web services, 
email, instant messaging, and telephony with 
the core business application and with how the 
various people working at multiple companies 
interact with each other. 

Despite the growth of the internet, few busi- 
ness applications today have been truly 
designed to run over a public network, espe- 
cially a network that spans multiple companies. 
Clearly, support for HTML, internet browsers, 
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La 

m ии: A: 
« Business Needs 
SREI is one of India's leading private sector finance 
companies specialising in infrastructure equipment, 
infrastructure project, and renewable energy. 
Headquartered in Kolkata, the company has an 
annual sales of more than $ 333 million (Rs 1,500 
crore). The technology infrastructure prior to imple- 
menting the Microsoft Business Solutions-Axapta($ 
software, now called Microsoft Dynamics AX™, 
was an in-house application called FINIX. 


* Solution 

The company decided to implement Microsoft 
Axapta to manage funds flow and related realtime 
information, and to monitor asset liability on an 
ongoing basis. Euroinfo Systems, a Microsoft 
Business Solutions Partner, customised and 
deployed the solution within six months. The cus- 
tomisation and implementation project addresses 
SREI's business requirement including infrastructure 
asset creation and wealth management services. 


* Benefits 

Microsoft Axapta helps non-banking financial servic- 
es companies gather and structure information to get 
an optimal overview of their business and customers. 
e Efficiency in fund flow 

€ Insight into business processes 

€ Better customer service 

e Project tracking 


and databases-driven web sites enables users 
to interact with a company's applications over 
the internet. And electronic document 
exchanges using EDI and similar technologies 
have been used by businesses for more than a 
decade. But, the use of web sites and EDI today 
are just scratching the surface of what is possi- 
ble considering the amount of actual work that 
takes place between companies. 

Microsoft research indicates that for every 
order exchanged between mid-sized manufac- 
turers and distribution companies in the US, 
there are five related emails and faxes that are 
exchanged. This makes sense, given the fact 
that change is the only constant in business. 
Shipments are delayed, production lines can 
break down and customers can change their 
minds. Microsoft Dynamics goes beyond sup- 
port for web services. It also works at the indi- 
vidual user level as well. “Our key objective 
was to standardise technology platforms and 
business processes across subsidiaries and 
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* Empowering Users Today: Microsoft has 
multiple business management applications 
today that support a user experience modelled 
around tasks and roles. This enables companies 
to tailor the software to the way specific individ- 
uals in their company work. These products are 
evolving toward a common look and feel that 
mirrors the look and feel of Microsoft Outlook 
without sacrificing the requirements for “heads 
down” transaction entry that is appropriate for 
specific users of a business application. 

Microsoft Dynamics applications also support 
the integration of structured and unstructured data 
to empower users throughout the entire spectrum 
of their work. 


The result is a family of business application 
software that easily maps to the way people in 
small and mid-sized businesses, large organisa- 
tions or divisions of global enterprises work. 


е Insightful Today: Microsoft offers rich 
oppen or helping users access and control the 
information they need from their business appli- 
cation when they need it. The insightful pillar is 
one of the best examples today of how the inte- 

rated innovation between the platform and the 

usiness application delivers business value-in 
this case, the integration of SQL Server™, 
Excelanalysis tools and Microsoft Dynamics 
applications. 


* Connected Today: Microsoft Dynamics 


regions. Microsoft Dynamics NAV has helped 
us achieve this objective quickly, efficiently, 
and cost effectively" says Aashish Kshetry, 
Chief Information Officer, Asian Paints . 


Low Tora. Cost or Ownersuip (TCO) 
Managers at small and mid-sized businesses, 
large organisations and divisions of global 
enterprises today believe that business appli- 
cations are costly to evaluate, costly to 
purchase, costly to deploy, costly to customise 
and costly to upgrade. Many of them feel per- 
sonally "burned" by the business application 
experience because the process of installing a 
business application for their company took 
much longer and cost much more than they 
had initially anticipated. Businesses are look- 
ing for applications with a low Total Cost of 
Ownership (TCO). 

Businesses need application software with 
a sensible, well-defined TCO lifecycle that 
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applications support being connected across a 
variety of scenarios, but three examples stand out: 


@ Web Services and XML as integration Framework 
@ Easy Exchange of Information 
@ Easy Correlation with Unstructured Information 


* improving TCO Today 


Microsoft is focused on improving the TCO of its 
business applications by concentrating on the 
entire lifecycle of application deployment. 


The products are designed to reduce TCO 
throughout the lifecycle. Arecdy in the purchas- 
ing phase customers are able to choose exactly 
the обоо and setup needed. 


Companies can then gradually expand the 
solution into other business areas as the needs of 
the business change. The implementation phase 
is supported through training material, online 
help, setup checklists, user setup wizards and 
the like. Microsoft Dynamics is designed to sim- 
plify the application implementation process. 

* Adaptive Process Today 


Microsoft Dynamics provides support for adap- 
tive business processes in its products to meet 
changing demands. Users can easily make 
minor modifications on their own, and there are 
more than 60 Microsoft partners in India alone 
with the technical expertise to help make other 
changes as businesses require. 


makes it easy and cost-effective to evaluate, 
purchase, configure, grow and maintain the 
system. These lifecycle steps need to be 
architected into the core product and not 
treated as afterthoughts. To make evaluation 
easier and more cost effective, companies can 
use online demos, pilot studies, configuration 
guides and vendor evaluations. The more 
these tools can support a customer's actual 
business data, the better. And, of course, the 
software needs to be priced for value. 

Once configured and in production, the 
application requires “manageable reconfigura- 
bility” to preserve customisations while taking 
advantage of the latest service packs and sys- 
tem upgrades. This is also an area where 
deep integration with Windows infrastructure 
for identity, security, change management, 
and internet access can deliver increased 
value to businesses while driving down overall 
administration costs. 


— 


Delivering Today 


„Microsoft Dynamics: Ах 


Designed for mid-size and larger companies, Microsoft Dynamics AX ( formerly called Microsoft Axapta ) is a multilan- 
guage, multicurrency enterprise resource planning (ERP) solution. Microsoft Dynamics AX includes applications for finan- 
cial management, customer relationship management, supply chain management, human resource management, project 
management, and analytics. 


Because it integrates with widely-familiar Microsoft products—such as Microsoft SQL Server, BizTalk Server, Exchange, 
Office, and Windows—employees can work with the tools they are likely to be already familiar with, lowering training costs 


Microsoft Dynamics NAV 


Microsoft Dynamics NAV (formerly Microsoft Navision) helps your growing midsize company integrate financial, manu- 
facturing, distribution, sales & marketing management, and e-commerce data. A complete and customisable business man- 
agement solution, Microsoft Dynamics NAV is ideal for companies with unique business processes and specialised needs 


Microsoft Dynamics NAV is both easy to use and simple to maintain. Its interface, which mirrors that of familiar Microsoft 
Office applications, requires little to no training and gives employees simultaneous access to data from a single screen. 
Because Microsoft Dynamics NAV allows extensive customisations from within an integrated development environment, 
you can make immediate changes to respond more efficiently to customers and new business opportunities—-without dis- 
rupting everyday operations. 


Microsoft Dynamics CRM 


Infuse your organisation with new levels of customer intelligence using Microsoft Dynamics CRM , a customer rela- 
tionship management (CRM) system that gives every customer-facing employee the information they need to truly 
impress customers. 


With Microsoft CRM, you can create a centralised repository of customer data that sits neatly alongside Microsoft Office 
and Microsoft Office Outlook—the applications your employees probably use every day. From Outlook, employees access 
Microsoft CRM sales, marketing, and customer service modules to make sales decisions, market products, solve problems, 
and get strategic views of the business. It's CRM that works—and works very well—because it works the way your users 
already do, works the way your business already does, and works the way technology should, 





According to D. K. Vyas, Chief Operating In the fast changing business scenario, 
Officer, SREI Infrastructure Finance Limited, many mid-sized companies are now realising 
the deployment of Microsoft Dynamics AX has that Microsoft Dynamics opens a window to 
empowered his company to meet the chal- ERP revolution. 
lenges of growth and succeed in an increas- 

ingly competitive global environment. BUSINESS EXCELLENCE 

Finally, in many ways a company's human ды Артек x eh pte 
workforce is analogous to its business applica- iei Va et ал o eiae 
tions. Managers expect employees to be reli- eere" 
able, keep information secure, to give and be за lo pedi such strengths » LAN | 
open to receiving feedback, to improve based Шана нна 
on that feedback, to be trained to meet the Microsoft Dynamics is pleased to offer the ‘Business 
needs of the organisation, to have the capacity Ша ЗЗА 
for growth and to work autonomously with little ҚА ГЕТЕ 
need for oversight and attention. And especial- ШЕТШ LL LE рүн 
ly for small and mid-sized companies, there is — luo ELS ELE LS 
generally an expectation that the power of busi- gs 

" А " on to: 
ness applications does not come with the cost http://www.microsoft,convindia/dynamics/default.aspx to get 
of increased complexity and the need for teams — ETT T XOT TET E 


of people to maintain them. 
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**We have garnered a sizeable market 
share in the business applications space" 


Exclusive Interview with Rajeev Mittal, 
Group Director, Small Mid-market Solutions 
& Partners (SMSP), Microsoft India. 


Q. What is Microsoft's strategy for the 
business application space in India? 

A. Today, our platform and personal produc- 
tivity tools like Windows and Office—are 
being used by a large customer base. We 
have recently entered the domain of business 
applications worldwide and in India. While our 
focus has been on fostering individual pro- 
ductivity, the strategy now is to extend and 
deliver familiar and easy to use business 
applications with Microsoft Dynamics for 





Rajeev Mittal, Group Director, SMSP, Microsoft India 


organisational productivity. 


Q. What are the dynamics in the Indian 
ERP market? 

A. In the face of increased global competi- 
tion, Indian entrepreneurs have realised that 
they need to institutionalise and act like 
global companies. While small organisa- 
tions need to cut costs to stay competitive, 
large organisations require operational 
visibility for a complete and consolidated 
view of their entire business. In such a sce- 
nario, ERP applications are helping these 
companies become cost effective and inte- 
grate all departments and functions onto 
a single system. 


Q. What is the value proposition of 
Microsoft's ERP offerings? 

A. Our ERP products have been built ground up 
to meet the business process management 
needs of small and medium organisations as 
well as the departments and subsidiaries of 
large enterprises. The big challenge organisa- 
tions face is in enabling business users to use 
the application and integrate it with their existing 
infrastructure. The complexity, high cost of cus- 
tomisation, implementation and user training, 
have limited the adoption of ERP. Microsoft 
Dynamics offers a familiar Outlook like interface 
which is easy to use and reduces the learning 
curve. Further, these products work easily with 
existing systems of a company and adapt to 
changing processes. 


Q. How is Microsoft making their offerings 
relevant to address the ERP needs of the 
Indian SMBs and enterprises? 

A. Our approach is that of providing broad hor- 
izontal ERP and customer relationship man- 
agement solution to our customers. However, 
we work in close collaboration with our part- 
ners and Independent Software Vendors to tar- 
get vertical markets. Our local partners provide 
the "last mile" of functionality. 


Q. What success have you seen in the 
ERP business? 

A. Despite being a late entrant in the business 
applications space in the country, we have 
garnered a sizeable market share in a short 
time span. Today, we have a base of more than 
275,000 customers worldwide and over 400 
customers in India using Microsoft Dynamics 
which was introduced two years ago. And, to 
provide easy access to our solutions for such 
a large base, we have a partner eco system of 
60 plus partners, who customise our offerings 
for customer needs. To sum up, we are confi- 
dent that backed by our great offerings and 
our partner centric approach, we are better 
positioned to address the ERP and CRM 
needs of the Indian market. ГЫ 


Get the right ERP Solution with Microsoft" Dynamics. 
Empower your employees to be more customer focused. 


Systems and processes are built with an aim to empower those 
employees who interact with customers directly. Microsoft Dynamics 
recognises that with the right tools and technologies they can 
ensure operational smoothness. By building a user-friendly interface 
for the ERP solution into the Microsoft Office suite, we ensure that ы k 
employees have process critical data on their fingertips. Therefore, — M Te гөө Оупа MICS 
informed decisions can be taken faster and the customer is always 
kept satisfied. Financial Management 
Customer Relationship Management 
For more information log on to www.microsoft.com/india/dynamics Supply Chain Management 
or call 1800-111-100 or email: connect@microsoft.com 


©2006 Microsoft Corporation. All rights reserved. Microsoft, Microsoft Dynamics and "Your potential. Our passion. are either trademarks or registered trademarks of Microsoft 


Corporation in the United States and/or other countries. 
McCann/MSFT/84/06 





Get the right ERP Solution with Microsoft® Dynamics. 
Simplify and consolidate operations of your subsidiaries. 


Every subsidiary has its own systems and processes, often different 
from what is followed at the head office. That's where Microsoft 
Dynamics' modular design makes implementation of customised 
solutions possible within a short lead-time. Moreover, the low cost 
of maintenance coupled with the fact that it works effortlessly with 


diverse platforms makes it just what you need to simplify complex | M icrosoft Dynamics 


business structures 

: Ј | P : Financial Management 
For more information log on to www.microsoft.com/india/dynamic$ Customer Relationship Management 
or call 1800-111-100 or email: connect) microsoft.com Supply Chain Management 


Corporation, All rights і. Micros potential, Our passion” are either tr ог registered trademarks of М 


United States and/or ot 
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TAILING 
STOCKS 


Missed the bull run? Take hope. 
There are still some stocks that show 
great potential for appreciation. 


Cities of Jov News Round-un Mutual Fund Renort 
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HOOKING THE 
HIDDEN ONES 


E When the market's kissing 11,000, 
: good deals are hard to come by. But 
ү not impossible. Discover the hidden 
picks in this bull market. «xo oun 
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OR A WHILE NOW, IN FACT, EVER SINCE 
the stock market touched 10K, analysts 
and commentators have been tying them- 
selves into knots trying to figure out 
whether the market is vaulting too high. 

The В$Е Sensex has since been playing footsie with 

the 11K mark, but valuations still seem just about 
`¥ right—it's a Goldilocks market. 

However, with the Sensex price-earnings 
(P-E) multiple reigning at about 20, experts 
advise caution—not so much because the 

P-E ratio is too high, but because markets by 
nature are cyclical. After all, we have had 
three consecutive years of high returns and 
now, as interest rates inch higher, we could 
be looking at the beginning of the end of the 
consumption-led boom. Right now, though, 

stocks seem in no mood to listen. 
While cautious investors will be selling 
now and salting away the profits, the 
ambitious ones still want to play the field. 
Or, they might have missed the rally, but 
now want a piece of the action. For such in- 
vestors, it's frustrating to see how expensive the 
market has become. They cannot take part in 
the frenzied buying that's going on at the counters 
of frontline stocks, and realise it will be foolish to look 

at penny stocks. What then? 

What few people realise is that the market still has some 
good, fundamentally strong stocks going at fair prices. These 
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have, for various reasons, not participated in the rally. 
They offer both a good opportunity for long-term 
capital appreciation and carry minimum downside 
risk. Some have listed recently and are trying to adjust 
to a market that always demands more, and are, hence, 
facing short-term blips. Some are frontline stocks with 
high dividend yields, which have been subdued in the 
last one-and-a-half months despite the almost 10 per 


cent rise in the Sensex. There are the turnaround sto- | 


ries, which will take a while to make their mark; and 
then there are the upcoming IPOs (initial public offerings) 
from potential blue chips like Reliance Petroleum, 
Deccan Airways and Sun 1v. 

BT Money went fishing in these turbulent waters to 
hook some of the best deals for you. Take a look. 
Listing and After: After the Maruti Udyog IPO in 
2003, investing in IPOs has been seen as a safe bet. 
Several scrips gave 25 per cent returns on the day of 
listing. Of late, though, the IPO market has not been 
quite so accommodating. In the recent past, quite a few 
aggressively priced IPOs have taken a drubbing 
immediately after listing. And investors are being cau- 
tioned to stay away. 

According to primary market experts, a new trend 
is emerging—that of investing in newly listed IPOS. 
This is seen as a much safer bet. There are, at present, 
quite a few freshly listed stocks that are trading below 
their offer prices and trailing the broader indices, 
although nothing much has changed either in the com- 
pany or the industry. 

Analysts suggest that if you have a long-term hori- 
zon, these stocks definitely look to be up for grabs (see 
table: Distress Buys). S. Ramesh, Executive Director 
(Equity Products) at Kotak Mahindra Capital, says: “In 
a bull market, there are situations when the pricing tends 
to be aggressive, which sometimes doesn’t offer 
immediate gains, but investors who stay invested for a 
slightly longer term get the returns.” 

Ideally, before buying such stocks, investors should 
either study the company or ask their financial advisor 
why they have dropped below the offer price. Says 
Ramesh: “If it is because of a general market trend and 
not because of the fundamentals, there is no harm in 
buying such stocks." 

Take a look at Jet Airways. In the first nine months 
of 2005-06, Jet saw a 30 per cent rise in turnover 
although profits were hit severely by soaring fuel 
prices and lease rentals. But Jet's long-term story is still 
intact—with air traveller numbers increasing and its 
global expansion on track. Equity research firm indi- 
ainfoline.com says in its research report: *The com- 
pany's SAARC operations are profitable, Mumbai- 
London is progressing towards break-even, while 
Mumbai-Singapore turned profitable within seven 





UP FOR GRABS 


In the coming months, some marquee names are 
coming up with IPOs, giving you a chance to grab 
a piece of the action. 


RELIANCE PETROLEUM 


@ It is setting up a 29 million tonnes per annum refinery 
at an estimated cost of Rs 27,000 crore, and production 
is expected to start from December 2008. The Reliance 
Group has an excellent track record of rewarding share- 
holders, and if all goes well this time won't be any 
different. Reliance Petro has made a private placement at 
a price of Rs 60 per share 


DEVELOPMENT CREDIT BANK 


@ The private bank promoted by the Aga Khan Trust is 
coming out with a Rs 300 crore issue. For fiscal 2006, the 
bank has Rs 3,800 crore deposits and Rs 2,000 crore 
advances. Yes Bank, its peer, had an offer price of Rs 45 
and is Rs 90 today 


SUN TV 


e It is the leading Chennai-based TV channel run by 
Kalanithi Maran and the largest television broadcaster in 
all the four southern states. For the quarter ended March 
2005, Sun TV generated revenues of Rs 301 crore and 
net profits of Rs 76 crore. Sun TV has fixed a price 
band of Rs 730 to Rs 875 per share 


DECCAN AVIATION 

@ The country’s first budget airline started by Captain 
G.R. Gopinath is giving established airlines quite a run 
for their money. With a dozen aircraft on board, and 
more on the way, this no-frills airline’s public issue will 
be worth looking at 


MULTI COMMODITY EXCHANGE 


© An arm of Jignesh Shah's Financial Technologies, it 
offers a futures trading platform in the commodity space 
It covers over four dozen commodities like chana, gur, soy, 
gold, etc. With commodity trading now attracting quite a 
bit of attention, this new issue is bound to stir interest 


months of operations.” 

The airline’s income from cargo is also on the rise. 
In the October-December quarter of 2005-06, cargo 
income stood at $19.5 million (Rs 87.75 crore) com- 
pared to $10.75 million (Rs 48.38 crore) in the cor- 
responding period of the previous year. The Sahara deal, 
although now in limbo, may offer additional infra- 
structure to Jet in terms of aircraft, parking slots and 
pilots. Analysts say Jet should be able to better rationalise 
its routes and get access to new passengers in days to 
come. Its stock, which was issued at Rs 1,100, listed at 
a premium of 18 per cent at Rs 1,304 per share on 
March 14, 2005 and is now ruling at Rs 949 levels. Our 
take: it looks attractive at that price. 
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KULDEEP 


BACK IN THE BLACK 


Take a look at some of these companies, which have 
clawed their way back into the reckoning after a 
period of gloom. 


CENTURION BANK OF PUNJAB 

@ This 10-year-old private bank is today on a strong 
growth path, having come through a period of heavy 
losses. With Sabre's Rana Talwar at the helm, Centurion 
has hit the road running, with net profits of Rs 25 crore 
and net non-performing assets of just 2.5 per cent 


PETRONET LNG 


@ The country’s first greenfield LNG regasification termi- 
nal (capacity: 5 million tonnes per annum) at Dahej, 
Gujarat, has turned profitable in 2005-06. Promoted by 
four oil PSUs, Petronet has generated a net profit of Rs 
118.77 crore in the first three quarters of 2005-06, 
against a net loss of Rs 28.44 crore in 2004-05 


GOA CARBON 

@ Part of the Rs 1,100-crore Goa-based Dempo Group, this 
company is back in the black, and posted a net profit of 
Rs 1.23 crore for the first nine months of 2005-06, 
compared to a net loss of Rs 66 lakh in the corresponding 
period of the previous year 








The Swift Climb 


As the Sensex keeps climbing, valuations 
too are peaking. 
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4 Asit Koticha, MD & ClO, ASK Raymond James 
“DON'T INVEST BLINDLY IN DIVIDEND YIELD STOCKS. 
THE DIVIDENDS SHOULD BE SUSTAINABLE IN FUTURE” 


GVK Power & Infrastructure, the holding 

company of the GVK Group’s power business, is an- 
other such example. The IPO received overwhelming 
response from investors, being oversubscribed 25 
times. However, GVK's stock, which touched a high of 
Rs 368 soon after listing (offer price: Rs 310) is today 
trading at Rs 255. While fuel availability is a risk, 
analysts point out that GVK has a track record of 
timely project implementation, which should make it 
a good buy even today. 
Sure Shot Gains: Obviously, not all IPOS are going to 
fall on their faces after listing. There are quite a few 
companies with terrific track records and huge po- 
tential that will almost certainly list at a premium. In 
the recent past, IPOs that have given smashing re- 
turns include wind energy player Suzlon, which has re- 
turned 362 per cent since its IPO in September 2005, 
Shree Renuka Sugar (295 per cent since October 
2005), logistics player Gateaway Distipaks (260 per 
cent since April 2005), гуксі. Infrastructure (236 per 
cent since March 2005) and Educomp Solutions (236 
per cent since December 2005). 

Though IPO ratings have not really captured any- 

body's imagination, Sushil Muhnot, Managing 
Director, IDBI Capital Market Services, advises investors 
to look at the industry outlook, followed by the man- 
agement track record and the company's fundamen- 
tals before investing. *Investors should look at whether 
the industry is growing, the company's competitive ad- 
vantages and future earnings capacity, the international 
competition, and the track record of the promot- 
ers." (See Up For Grabs). 
Liquid, Safe, Reliable: If you are totally risk averse, and 
will look only at industrial biggies like the Tatas and 
Birlas or frontline stocks like rrc and ONGC for your 
portfolio, the best way to locate such stocks is to cal- 
culate dividend yields. Analysts use this formula: div- 
idend per share multiplied by 100 and divided by the 
market price per share. 

The best part? You get these returns by staying 
invested for a very short term. You could, for instance, 
stay in a stock for just four months and earn a dividend 
yield of 4 per cent—that works out to annualised returns 
of 12 per cent, which is much higher than bank deposits 
or even post office savings. While high dividend yield 
stocks are a good protection in a falling market, if 
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and when the market does go up, they also offer good 
scope for capital appreciation. “One shouldn't blindly 
invest in dividend yield stocks. The dividends should be 
sustainable in future,” cautions Asit Koticha, мр & CIO, 
ASK Raymond James. 

Analysts suggest that apart from dividend yields, 
there are other factors like low price-to-book value and 
market capitalisation-to-sales ratio that should be taken 
into account before buying such stocks. In fact, you can 
also spot good dividend yielding stocks in the portfo- 
lios of mutual funds, since many funds in the past 
have launched dividend yield schemes like the Tata 
Mutual Fund and Birla Mutual Fund. 

Always Valuable: For those of you who are willing 
to take a little bit more risk while still staying in the 
index universe, the next best route is to spot the 
good, solid stocks that have, for various reasons, un- 
derperformed the index in this rally (see table: The 
Rise And The Fall). These index stocks have trailed 
the benchmark index, but does that mean they are 
weak buys? On the contrary, their fundamentals 
remain very strong. Examples: stocks like ICICI Bank 
and Ranbaxy. Not only are they in fast growing 
industries like banking and pharma, they are the 
leaders in their respective areas. Both have posted 
strong profits growth, of 24 per cent and 97 per 
cent, respectively (third quarter 2004-05 to third 
quarter 2005-06). You can’t go far wrong with 
such stocks, and buying them at declines is what you 
should be waiting for. 

The Renaissance: There was a time when shareholders 
told Ratan Tata to close down Tata Motors. And an IDBI 
restructuring report in the late 90s said SAIL (Steel 
Authority of India) was dead. Today, not only are 
both alive and kicking, but are laughing all the way to 
the bank. There are many more such turnaround sto- 
ries around. They may have been left behind in the bull 
run, but this is the time to buy them, and wait patiently 
till they find their place in the sun. 

The upturn in the commodities market, the buoy- 
ant growth in the overall economy and drastic 
restructuring have lifted the fortunes of many compa- 
nies in the last three years (see box: Back In The 
Black). Whether in iron and steel, chemicals, paper, tea, 
glass, or FMCG, the turnaround bug has bitten a lot of 
companies. Examples: Assam Company, Apeejay Tea, 
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Sushil Muhnot, MD, IDBI Capital Market Services 


и "LOOK AT THE INDUSTRY'S COMPETITIVE ADVANTAGES 
FUTURE EARNING CAPACITY AND PROMOTERS' RECORD" 





DISTRESS BUYS 


These IPOs are trailing their offer prices, but have un- 
locked value. Now may be the time to take an exposure. 
COMPANY MARKET PRICE OFFER PRICE CHANGE 


Jet Airways 949 -13.72% 







GVK Power 241 -22.25% 
SPL Industries — 58 -17.14% 
Jai Prakash Hydro 29 -9.37% 
Bannari Amman 97 -28.14% 
Figures in Rs *As on March 28, '06 Source: NSE 


GO FOR THE KILL 


These high dividend yielders could net you 


2-3 per cent returns within a few months. 
COMPANY MARKET PRICE 


ONGC 
Tata Steel 


DIVIDEND YIELD 
3.52% 











2.49% 

NTPC 2.35% 

Hero Honda 2.27% 

HLL 1.87% 
Figures in Rs *As on March 28, '06 Source: CMIE 


THE RISE AND THE FALL 


These blue-blooded stocks have robust financials, but 
prices have trailed the Sensex. Sense an opportunity? 
NET PROFIT THE RISE THE 10K THE FALL 


(RS CR) (%) PRICE* (RS) А] 


ICICI Bank EN 573 





HDFC -0.52 

Ranbaxy -2.21 

Bharti Tele 5.94 
“Dec. '05 quarter results ^ ^ Change since Dec. '04 quarter Source: BSE 


*Stock price on Feb. 7, '05 when the Sensex touched 10k **Price decline from Feb. 7 till Mar. 23 


Titan Industries, Andhra Petro, Raman Newsprint 
and Everest Industries. 

For avid investors, therefore, it seems there’s no 
such thing as a bad time to go fishing. What's impor- 
tant is to find out which fish you should be catching in 
these waters. 
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DSP Merrill Lynch Equity Fund is an open-ended growth scheme seeking to generate long-term capital appreciation, from a portfolio which is substantially 
constituted of equity and equity related securities of issuers domiciled in India. The scheme may also invest a certain portion of its corpus in debt and money market 
securities, in order to meet liquidity requirements from time to time. Asset Allocation: Equity & equity related securities: approx. up to 9096. Debt & money market 
securities: approx. up to 10%. Features: Minimum investment Rs. 5,000/- and minimum additional purchase of Rs 1000/- thereafter. Declaration of NÀV on a 
Business Days. Redemption normally within 3 Business Days. No exit load. Sale and redemption of units on ай Business Days at Purchase Price and R 
Price. 51Р, SWP, STP, Nomination facility and direct deposit application facility available. Pay Dividend and Reinvestment of Dividend Option. Entry Ic 
investments « 5 crore. Statutory Details: DSP Merrill Lynch Mutual Fund (the Fund) was set up as a Trust by the settiors, DSP Merrill Lynch Ltd. and 
Investment Managers LP, USA. The Sponsors to the Fund are DSP Merrill Lynch Ltd., HMK Investment Pvt. Ltd. and ADIKO Investment Pvt. Ltd 
Investment Manager to the Fund are DSP Merrill Lynch Trustee Company Pvt. Ltd. and DSP Merrill Lynch Fund Managers Ltd. respec 
responsible or liable for any loss resulting from the operation of the Schemes of the Fund beyond their initial contribution (to the extent 
setting up the Fund, and such other accretions/additions to the same. Risk Factors: Mutual funds, like securities investments, are su 
and there can be no ass ce that the Schemes' objectives will be achieved. As with any investment in securities, the NAV of Units issue 
go up or down depending he factors and forces affecting capital markets. The NAV of the Schemes' Units may be affected by 



































ds and transfer procedures. In the event of an inordinately large number of redemption г 
the time taken by the Fund for redemption of Units may become significant. Please see 'Risk Fa 

n the Standard Offer Document. The liquidity & valuation of the Schemes' investments due to its ! 
unlisted securities may be affected if they h o be sold prior to their target date of divestment. In the event that investible funds of more than ( є 
proceeds of the equity schemes are not invested in equity shares ої domestic companies, the tax concessions on income distribution will not be available to the Unit 
Holders. The scheme may enter into derivatives transactions, which are subject to embedded risks. As per SEBI circular each scheme and individual plan(s) unde 

the schemes should have a minimum of 20 investors and no single investor should unt for more than 25% of the corpus of such scheme/plan(s). In case of 
non-fulfilment with either of the above two conditions on an ongoing basis for each calendar quarter, the respective schemes/plans shall be wound up by following 
the guidelines prescribed by SEB! and the inv y would be redeemed at applicable NAV. DSP Merrill Lynch Equity Fund is the name of the Scheme and 
does not in any manner indicate the quality of the Scheme, its future prospects or returns. For more details, please refer to the Key Information Memorandum 
cum Application Form, which is available at the ISC/Distributor. Please read the Standard Offer Document before investing 
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CITIES OF JOY 


As the realty boom spreads to Tier II cities, see if it’s time to perk 
up your property portfolio. RAHUL SACHITANAND 


ANT A PIECE OF LAND IN MUMBAI OR 

Bangalore? Well, prices have zoomed 100 

per cent or even more in some cases, and 
things look too hot to handle (see Building A Bubble? 
elsewhere in the issue). That’s no reason, though, to 
keep realty out of your portfolio. What you have to 
do is shift your sights and start looking at smaller 
cities and non-metros. Developers and realtors say 
land rates and rentals there are significantly lower and 
investors can buy prime real estate for a fraction of 
what they would pay in metros. 

“Prime real estate in central Mysore, for example, 
costs as little as a fifth (per sq. ft) of what it does in 
Bangalore. As companies such as Infosys and Wipro set 
up base here, we expect significant growth over the next 
two years,” says Jagdish Babu, CEO, Sankalp Group, a 
Mysore-based real estate firm. 

As an investment vehicle, real estate has moved 
right to the top of the class. Over the past 12 months, re- 
turns from real estate have been around 30 per cent, 
competing closely with gold that gave 30-35 per cent and 
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equity 40 per cent. Returns from safe instruments like 
bank fixed deposits, on the other hand, were between 
4 and 6.5 per cent. It’s no exaggeration to say that in- 
vesting in real estate today could be one of the best ways 
to grow your money, provided you are comfortable with 
the higher risk and illiquid nature of the investment. 
Gold prices may have peaked, say traders and 
exporters, and future growth is likely to be muted. 
Experts predict a 10-15 per cent returns on gold over 
the next 12 months. And though equity has been 
rocketing skywards, analysts expect the market to be 
range-bound between 10,000 and 11,000 going for- 
ward. This makes real estate a real contender for a place 
in your portfolio, especially since you are assured a reg- 
ular income (from rentals) plus capital appreciation. 
One of the risks in real estate investment is to buy 
in over-priced metros or over-valued suburbs, where 
prices are already at unrealistic levels. The chances 
are high that rates might either fall or plateau in the 
coming months, One way to neutralise this is to buy 
land outside the metros. According to realtors, real 


Reporter: Emily Buchanan, Zimbabwe, 23.09.92 


Emily Buchanan was in Zimbabwe filming the effects of severe 
drought and human rights abuses. On the way to interview 
President Mugabe her aircraft crash-landed. She survived and 
returned to the wreckage to retrieve her notebook 


Report successfully filed 16:30 GMT. 
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estate in smaller towns has appreciated significantly 
already, but there is still room for growth. 

Of course, it will come with attendant problems. 
How will you monitor your investment? Are you going 
to be able to visit this city often enough to keep an eye 
on the tenants in your flat or your plot of land? 
Squatters are a very real problem, and if you are going 
to hire caretakers, make sure you factor that into your 
cost of investment. Most people usually buy land in 
towns where they already have friends or family, so that 
they can tap them for help. But if you can solve the 
logistics issues, opportunities are available aplenty. 

“Land prices in small towns like Coimbatore have 
gone up by at least 50 per cent,” says C. Subba Reddy, 
CEO, Ceebros Property Management. High-potential 
areas in Coimbatore include Race Course, R.S. Puram, 
Peelamedu and Vadavalli. On Mysore’s outskirts, 
Brigade Developers’ new development, Brigade 
Splendour, on the Lalita Mahal Road, has apartments 
selling for around Rs 75 lakh. Mysore, which until 24 
months ago was a city of independent and spacious 
bungalows, is transforming rapidly into the next big 
destination in Karnataka. “Infosys and Wipro have in- 
vested heavily in Mysore and several other home- 





LANDING SOFTLY 


Real estate investment is risky. Caveat emptor. 


Ensure the builder/developer/seller has clear title 
and possession. Let your lawyer cross-check all 
the paperwork 

All approvals should be in hand—panchayat, 
municipality, electricity and water boards, etc 
Check the area's master plan. How the area 
develops will affect resale values 

Make sure the building plan is sanctioned. Don’t 
allow the builder to make any deviations, even if 
he promises that they can be regularised later 
Check the developer’s reputation and track record. 
Speak to other buyers 

Check contract for delay clauses and cost 
over-runs 

Ask the developer for a building quality warranty 
When buying land for the long term, put up 
fencing to avoid encroachment 

Plots without approach roads are difficult to resell 
Use holding time to develop your plot—put up 
fencing, water and electricity connections, etc. 
This improves your asking price 





grown companies, too, are beginning to expand here,” 
says Sankalp’s Babu. Mysore isn’t alone in attracting 
attention from IT biggies. Visakhapatnam will soon 
house a 50-acre Satyam campus and is already a base 
for global financial services giant HSBC's BPO (busi- 
ness process outsourcing) operations; TCS and Wipro 
have also been allotted land here. And evidently hous- 
ing, retail and other developments follow close on the 
heels of such interest. 

In fact, administrative bodies in sEC B towns like 
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THERE IS NOW ENOUGH INTERNAL DEMAND IN SMALL TOWNS— 
YOU DON'T HAVE TO WAIT INDEFINITELY TO FIND BUYERS 
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GET YOUR 
SUMS RIGHT 


Buying a flat is a costly affair. 
Keep your abacus at hand. 


NOWING REAL ESTATE IS A GREAT 

investment and being able to 
do something about it are two entirely 
different things. That's because this 
is a very expensive investment 
avenue, and it usually needs long 
gestation periods before it yields 
retums. You have to, first, be able to 
cough up the lump sum you need to 
buy a flat and, secondly, be pre- 
pared to lock it up for many years. 
On the other hand, you get steady 
rental income plus capital 
appreciation. And tax breaks on 
housing loans, coupled with low 
interest rates, make real estate 
investment especially attractive today. 

As a large-scale investment, it 
needs a lot of planning. Before you 
apply for the loan, make sure you 
have enough for the down pay- 
ment. You might have to break 
your fixed deposits, withdraw money 
from your PF account or take a 
loan on your life insurance polices. 

And there are always hidden 
components to buying a flat or serv- 
ice apartment. For instance, have 
you factored in water and monthly 
maintenance charges? Or an inter- 
est-free security deposit? Then there 
are registration and stamp duties, 
which add up to a hefty sum. Factor 
all this into your costs before taking 
the plunge. 
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Nagpur are trying to woo investors 
with overhauled civic set-ups. Says 
a senior executive with Persistent 
Systems, a leading provider of out- 
sourced software product devel- 
opment services: “There has been a 
noticeable clean-up in the city, 
there are new concrete roads and 
encroachments have been 
removed.” DLF Developers has set 
up a Rs 240-crore, 800,000-sq. ft rr 
park in the city, and a company 
representative says: "Industries like 
IT act as catalysts in these small 
towns and draw in large realtors." 

Earlier, people hesitated to go 
to small towns due to a lack of 
connectivity, but this has improved 
significantly over the last few years, 
with toll roads, the spread of 
broadband and the expansion of 
large real estate developers into 
these towns. “If you buy land or an 
apartment in these towns, you 
don't have to wait indefinitely to 
find a buyer. There is now demand 
being generated internally to make 
this a viable investment," says 
Brigade's Jaishankar. 

Realtors argue that the 30 per 
cent growth in rr and the overall 8 
per cent growth in the economy 
will lead to a real estate boom in 
these emerging towns a few years 






down the road. Most large com- 
panies are today talking about 
keeping several hundred employees 
in these locations. In Vizag, Satyam 
plans to hire some 5,000 people 
over the next few years, while 
Infosys has nearly 2,000 employees 
in Mysore. Real estate consultancy 
Jones Lang LaSalle estimates a 
demand for over 1 million sq. ft in 
Tier III towns over the next couple 
of years. 

While real estate agents may 
be a dime a dozen in these cities 
(Nagpur reportedly has 300), 
investors need to be cautious when 
buying land here. *The growth of 
the real estate market and the pres- 
ence of large developers has made 
investing in Bangalore much easier 
than in, say, Mysore or 
Mangalore," says Jaishankar. 
Despite the growing market in 
these towns, realtors recommend 
that people buy and hold land or an 
apartment for a few years before 
cashing out. “The growth curve is 
just beginning in these towns and it 
will take a few years before it peaks. 
So, while it may be a great time 
to buy property, investors need to 
be prepared to wait for at least a 
few years to make the most of the 
opportunity," points out Reddy. 
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NEWS ROUND-UP 


Waiting In The Wings 
Low on valuation, high on assets—PSU banks look 
to be the dark horses in this market. 


PRIVATE SECTOR BANKS MAY HOG THE LIMELIGHT WHEN IT COMES TO 
services and hype, but the good old public sector ones still 
tule the credit advances market with a share of close to 80 
per cent. With interest rates rising again, the focus is 
back on SMEs (small and medium enterprises) and non- 
metro retail markets, and public sector banks are better 
placed to tap this opportunity. “We are positive on the 
public sector bank universe as a whole due to its under- 
valuation, lower P-Es and higher returns on equity,” says 
equity research firm Edelweiss Capital. 

Punjab National Bank has the largest composition of 
low-cost deposits (48.5 per cent). Its focus on maintaining 
yields on its advances portfolio, its blend of SME, retail, cor- 
porate and agriculture clientele, and its high interest mar- 
gins (3.5-4 per cent) make it look good. Says Pankaj 
Namdharani, Investment Analyst at SPA Securities: "PNB's 
asset quality is very good and we expect the price to 
touch Rs 600 over a period of two years." 

Union Bank of India is trading at 1.25 times 2006-07 


Cover All Or Else 
Finding it tough to get your old car insured? Call IRDA. 


ALTHOUGH IRDA (INSURANCE REGULATORY DEVELOPMENT AUTHORITY) 
has categorically announced that companies cannot refuse 
any vehicle owner third party insurance cover, the question 
remains: will the private sector toe the line? These com- 
panies are notorious for turning away any customer who 
even smells of risk; this not only discriminates against cus- 
tomers, but also burdens public sector insurers, who 
claim 150 per cent outgo in the third party segment. 

Private insurance cover is easy when you first buy a 
vehicle because that's the low-risk stage. But after the sec- 
ond year, you will not get a renewal notice even if your 
insurance is comprehensive and not just third party cover. 
Never mind old vehicles, private insurers will not touch cer- 
tain brands like Bajaj Pulsar, which they classify as ‘youth’ 
bikes and, thus, accident-prone. Owner-driven vehicles that 
have crossed five years cannot get cover, and beware if there 
is change of ownership; even if the vehicle is just two years 
old, you can't get insurance. And of course tractors, com- 
mercial vehicles, taxis and vintage cars are taboo. In fact, 
private companies have even stopped agent commissions 
for vehicles that are not new. 

"While the public sector is also reluctant, it does not tum 
away customers," points out an agent. Of course, the 


What? Us Slow? 





MARKET 
PRICE (RS)* 


NET PROFIT 
SROWTH IN Q 


(18% 7533 





3.35 


Punjab National Bank 47170 | 

Union Bank of India 12280 | 737 28% 2679 
Syndicate Bank** 910 352 {265% 1527 
*As on March 28 “Trailing P-Es Source; BSE 


** Syndicate Bank moved from Rs 78 crore loss in Dec. '04 to Rs 187 crore profit in Dec. 05 


estimated book value. “This stock is undervalued, 
considering the 21-23 per cent retum on equity (RoE),” says 
Edelweiss Capital. Analysts think the bank will be able to 
maintain its high RoEs even after its recent equity dilution. 
Syndicate Bank is another dark horse that looks attractive 

in the short- to medium-term. Last week, it became the first 
public sector bank to launch a BPO to optimise surplus 
human resources. In the December quarter, the bank has 
returned to the black with a net profit of Rs 187.88 crore as 
against a loss of Rs 78.11 crore (mostly treasury loss) in the 
corresponding period the previous year. "The only looming dan- 
ger is the rising loan book (advances) in the banking space, 
which could breed non-performing assets," says Asit Koticha, 
MD & CIO, ASK Raymond James. Meanwhile, an interim div- 
idend of 15 per cent is on the way for the bank shareholders. 
ANAND ADHIKARI 





Old wheels: Drive carefully for your own sake 


public sector loads the premium i.e., levies the additional 
charges, but with no choice, customers have to make do. In 
fact, agents are forming networks to service clients. So, after 
the first year, the Royal Sundaram agent will pass the client 
on to his National Insurance friend for renewed cover. 
Royal Sundaram Managing Director Antony Jacob 
says, however, that his company provides third party 
cover to all vehicles, including old ones. Says Jacob, 
“Royal Sundaram supports IRDA's initiative as it is a cus- 
tomer-oriented measure." Till other companies respond sim- 
ilarly, you can, for now, at least take your complaint to IRDA 
for redress. Since the onus of proof is on you, make sure you 
have some written communication to show. 
NITYA VARADARAJAN 
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INR 2,000,200,000 
Initial Public Offering 


INR 536,500,000 
Initial Public Offering 


USD 49,500,000 
GDR Issuance 
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JMC Projects 







Piramyd Retail Limited 





Shree Renuka Sugars 














INR 380,000,000 
Rights Issue 


INR 1,080,000,000 
initial Public Offering 


USD 40,000,000 
FCCB Offering 


INR 1,100,000,000 
Initial Public Offering 
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At Your Service SMARTBYTES 
Here's a developer offering guaranteed 
returns on your realty investment. 85 N ot A Steal 80.95 
80- ч 
JUST INVESTING IN A FLAT IS SO PASSE, ENTER SERVICE %- March 28, '06 
apartments, those five-star places you can lease 70 - 64.65 05 


out to ММС bosses at sky-high rentals. If you're 65 - 
tempted by the concept, here's the latest twist in 60 - 
how this investment idea can be milked. Allied 55 - 
Investments and Housing, a Chennai-based 50 - 
developer building 60 such apartments in an 
upmarket part of town, is offering a new invest- 
ment variant. 

You buy the apartment outright from Allied 
Investments, but lease it right back to the com- 
pany (self-occupation is not an option). The 
lease ensures you a minimum guaranteed return 
of 8-9 per cent on your investment, whether or 
not Allied succeeds in finding a tenant. While 
Allied takes on the onus of finding you a lessee, 
it also takes 30 per cent of the rental towards 


Source: BSE 


45 - 
Figures are adjusted closing prices on BSE in Rs 


Won't Be Smooth Sailing 


TWO THINGS HAVE HAPPENED TO PUT A SMILE ON STEEL-MAKERS' FACES. 
First, the bull run is sweeping all stocks to new highs; and sec- 
ondly, global steel prices have risen in the past two weeks by about 
$120 (Rs 5,400). A big gainer is SAIL; the stock has surged 
almost 50 per cent in the past 10 weeks to around Rs 80. 
This, even though net profits fell 55 per cent in the December 
2005 quarter (year-on-year). Most of the push comes from the 
price hike, which is vital for SAIL, which has high operational costs. 
Eamings will firm up after the March quarter, says Kunal Kalra of 
Parag Parikh Financial Advisory, but SAIL's EPS (earnings per 
share) will not climb too high. Meaning: sell. First Global Director 


4330710 





House that: It pays to invest in service apartmen 


maintenánce expenses like electricity, water, 
marketing fee, etc. 

So, if you invest in the smallest apartment, a 
650-ft studio for Rs 35 lakh, you are guaranteed 
about Rs 23,000 per month (8 per cent per 
annum), or if there's a tenant, you stand to get 
roughly Rs 2,000 per day minus maintenance, 
which works out to about Rs 42,000 per month 
(roughly 14 per cent). It's a long-term con- 
tract—you sign up for 10 years. After that, if you 
want out, you can either re-sell the flat to Allied 
Investments or to somebody else willing to buy 
the ‘lease’ option. 

You can invest more—Rs 48 lakh for a 900- 
sq. ft flat, or even Rs 68 lakh for a 1,500-sq. ft 
one. Bookings and rentals will be transparent and 
posted online, says Mohammed Arshad, Director, 
Allied Investments, adding that his studio apart- 
ments are sold out. Talk of realty reigning. 

NITYA VARADARAJAN 
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Devina Mehra says: "There is not too much steam left in the stock." 
The present rally makes optimists of most investors, but you're 
unlikely to get a better price for SAIL in the near future. 


Move Over, Mediclaim 


LOW-FUSS SETTLEMENT, COMPETITIVE 
premiums, old age concessions... 
can the country's first standalone 
medical insurance company offer all 
this? More, insists V. Jagannathan, 
Chairman, Star Health and Allied 
Insurance. With health insurance a 
loss-making portfolio, general insurers 
at present are giving customers quite 
a run-around. Star Health is a pure- 
play, cross-subsidisation won't be 
an issue, and you can expect more 
amenable services at reasonable 


KRISHNA GOPALAN 





Star Health's Jagannathan: 
Expect more 


rates. Star will launch five policies in end-April, and will soon ex- 
pand its range, offering cover up to age 65 with no fuss. Its post- 
65 cover, however, will be loaded. Also, pre-existing conditions will 
be insured after three claim-free years. "A team of 50 in-house doc- 
tors will manage three-four claims per day," says Jagannathan. 
These doctors will also accompany customers during hospital 
admissions and discharges, so that's goodbye to inflated claims. 


NITYA VARADARAJAN 


bt 


PINAKI PAUL 


э ZEAE*G ; 


money 


HEADY TIMES, 
HEADY RETURNS 


Most mutual funds gave fantastic returns 
during the just-ended quarter. 
A BT-MutualFundsindia.com report. 


breached the 10К and the 11K marks, and also over- 
took the Dow Jones index. It touched 10K on February 
6, 2006, and 11K just 29 days later. Unabated ЕП (foreign 
institutional investor) inflows, a good Budget and the 
strong economic outlook steered the Sensex from 9,390 
in early January 2006 to 11,279 by the end of the quar- 
ter. The Sensex and the NSE Nifty have returned 20.11 per 
cent and 19.92 per cent, respectively, during this period. 
Fils purchased Rs 17,954 crore worth of stocks, a 68 per 
cent increase over the previous quarter. Mutual funds 
(MFs), which were sellers of equity in January and 
February, turned buyers again in March, making net 
investments of Rs 2,624 crore by the end of the quarter. 
The MF industry's assets under management (AUM) 
crossed Rs 2,00,000 crore, and stood at Rs 2,17,464.93 
crore at the end of the quarter. Diversified funds deliv- 
ered impressive returns (category average: 19.78 per 
cent), while ELss (equity-linked savings schemes) and 
equity-oriented balanced schemes were the next best 
performers, giving average returns of 18 per cent and 15 
per cent, respectively. The performance of the new 
funds (NFOs) launched in the quarter has also been good, 
with average three-month returns of 20.84 per cent. 
Growth funds retained their charisma (see Tbe Big 
Picture) and till end-February, accounted for assets of Rs 
77,560 crore, 36 per cent of the total industry corpus. 
Liquid and income funds came second, with AUMs at Rs 
72,868 and Rs 51,453 crore, respectively. Liquid and bal- 
anced funds reported 16 per cent and 2.3 per cent rise in 
corpus over the previous quarter, but gilt and debt funds 


THE BIG PICTURE 


Gilt 2% (3,433) — — — — 


I: HAS BEEN AN AMAZING QUARTER—THE SENSEX 





Balanced 396 (7,191) 
Category shares оп Feb. 28, ' 06 Figures in bracket are assets under management 
in Rs crore Source: mutualfundsindia.com 








THE TOP DOGS 
SCHEME NAME ABSOLUTE RETURNS 
THREE MONTHS (%) 
ELSS 
Principal Tax Savings Fund 26.96 
Principal Personal Taxsaver 24.56 
Escorts Tax Plan-Growth 23.52 
Birla SunLife Capital Tax Relief 96 22.88 
Kotak Taxsaver-Growth 22.63 
BALANCED 
Can Balanced Il 24.09 
Kotak Balance-Growth 22.73 
Tata Balanced Fund-Growth 22.23 
JM Balanced-Growth 20.27 
SBI Magnum Balanced Fund-Growth 18.71 
LIQUID 
LIC MF Liquid Fund-Growth — —— 1.61 
Canliquid Institutional Plan-Growh — — — — 1.58 
Canliquid Fund-Growh —— —— 1.58 


DSP ML Liquidity Fund-IP-Growh —— 


ae 158 
DSP ML Liquidity Fund-Regular Plan-Growth 1.55 
Average 1.38 




















GILT 

Prudential ICICI GFTP-Growth Se : 1.84 
DSP ML G-Sec Fund-Plan B-STD-(G) 1.36 
Prudential ICICI GFTP- PF Option-Growth - 1.26 
UTI G-Sec Fund-STP-Growth 124 
Birla GPLP-Growth 1.17 
Average 0.35 
MIP 

LIC MIP-Cumulatve — 6.84 
LIC MF FRF-MIP-Plan A-Growth — $07 
UTI-MIS-Advantage Fund-Growth — — — — —— 542 
DSP ML Savings Plus-Aggressive Fund-Growth 5.16 
JM MIP-Growth 5.14 
INCOME 

Chola Income Plus-Growth р, 25 г. 0 
Benchmark Derivative Fund-Growh — — — — зр 
Kotak Flexi Debt Fund-Growth EELT 1. д 
KotakCashPlus-Growth — — Te 149 
ABN AMRO Flexi Debt Fund-Growth 145 
SECTOR 

ЈМ Basic ила — — 31.16 
UTI Thematic Basic Industries Fund-Growth 30.49 
Reliance Diversified Power Fund-Growth 28.99 
Franklin FMCG Fund-Growth 23.01 
UTI Growth Sector Fund-Brand Value-Growth — — — 22.58 
Can Expo Growth Plan 22.39 


Figures for Jan-Mar. ‘06 quarter Source: mutualfundsindia.com 
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were out of favour, showing negative growth of 8 per 
cent and 3.56 per cent, respectively. 

NFOs: Nineteen schemes were launched this quarter in 
the growth category. In the open-ended category, there 
were five growth schemes and two ELSS, while the close- 
ended category saw 20 income and two equity schemes. 
AUMs: The industry AUM for the quarter increased by Rs 
18,608 crore, up from Rs 1,98,856 crore to Rs 
2,17,464.93 crore. Standard Chartered МЕ witnessed 
the highest increase of 43 per cent, from Rs 8,252 crore 
to Rs 11,813 crore, while HSBC MF added 40 per cent. 
Benchmark Mr reported the highest fall of 68.3 per 
cent from Rs 3,041.74 crore to Rs 961 crore and ING MF 
fell by Rs 901 crore. Reliance MF, with a Rs 16,859-crore 
corpus, might soon surpass Prudential ICICI MF, the 
largest private AMC (corpus: Rs 21,366 crore on February 
2006). 

Other trends: NFOs dominated the quarter. Reliance 
Equity, of course, created history with a record mobili- 
sation of Rs 5,700 crore from 9.29 lakh investors. SBI 
Bluechip came next, collecting Rs 2,850 crore. If this pace 
continues, the industry is expected to surpass its previous 
year's collection of Rs 25,334 crore through new fund 
offers. This is a healthy sign for the capital market, 
which is currently dominated by Fils. 

Close-ended funds: In the debt category, FMPs (fixed 
maturity plans) continued to attract investors with their 
predictable returns and tax advantages. Budget 2006 
proved friendly, with several measures calculated to put 
the zing back into the industry. 

Scheme Returns: Diversified funds posted average returns 




















NEW FUND OFFERINGS 

HEME NA! RETURNS CLOSING 
ABN AMRO Dividend Yield Fund-Growth и 659 Aug. 30 
Birla Тор 100 Fund-Growth — .. 25.35 — Sept?8 
Caninfrastructure Fund-Growth 25.26 Sept 11 
Chola TaxsaverFund-Growth — — — — 1. 1445 012 
ING Vysya Dividend Yield Fund-Growth E ATA 71 OCD: 
Kotak Taxsaver-Growth — — — — 11 2443 0425 
Principal Large Сар Fund-Growth — — 2615 00.19. 
Prudential ICICI Infrastructure Fund-Growh — 2716 — Aug 16. 
Prudential ICICI Service Industries Fund-Growth — 1221 — Nov.ll. 
Reliance Tax Saver Fund-Growth — E A A JME: 
SBI Magnum Multi Cap Fund-Growth 25.65 Sept. 16 
Standard Chartered Premier Equity Fund-Growth — 28.04 , Sept.26 
Sundaram CAPEX Opportunities Fund-Growth 3360 — Sept5. 
Tata Contra Fund-Growth 1143 |. Oct.25 


Average 20.85 


All NFOs launched in the Jan.-Mar. '06 quarter. * Absolute returns as of Mar. 31, '06 
Source: mutualfundsindia.com 
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of 19.78 per cent during the quarter, much higher than 
last quarter's returns of 8.45 per cent. Tata Infrastructure 
Fund topped the charts with returns of 32.99 per cent; 
the Sensex returned 20.02 per cent over the same period. 

The corpus of ELSS funds surged, as investors scam- 

pered to make their tax-saving investments. These funds 
gave average returns of 18.01 per cent. Principal Tax 
Savings Fund was the topper here, giving 26.96 per 
cent while Principal Tax Saver came next with returns of 
24.56 per cent. 
Balanced funds: Can Balanced II (24.09 per cent) led the 
pack; the benchmark CRISIL Balanced Fund Index posted 
10.67 per cent compared to the category average of 
15.34 per cent. In fact, the leading balanced funds have 
delivered returns on par with the top Е155 schemes. 

The average returns for liquid funds were 1.38 per 
cent; LICMF Liquid topped the charts here with returns of 
1.60 per cent. The fund has an expense ratio of 0.5 per 
cent, which is lower than the category average. Prudential 
ICICI GFTP Fund emerged as the top performer among gilt 
funds with returns of 1.84 per cent. The category failed 
to generate good returns due to the lacklustre perform- 
ance of the debt market during the quarter. The bench- 
mark I-Sec Composite Index delivered returns close to 
0.17 per cent. 

Among monthly income plans (МІР), LIC MIP topped 
with quarterly returns of 6.84 per cent, compared to the 
category average of 3.32 per cent. 

The category average returns for income plans was a 

dismal 0.57 per cent; here, Chola Income Plus Fund 
returned 3.39 per cent. The benchmark crisi Composite 
Bond Fund Index registered a meagre 0.07 per cent 
returns for the same period. In the sector fund category, 
JM Basic Fund topped with returns of 31.15 per cent, 
while FMcG Funds gave a category average of 19.36 
per cent; pharma gave 13 per cent and JM Healthcare 
Sector Fund topped the rankings with 13.18 per cent 
returns. Infotech Fund posted average returns of 12.25 
per cent. Banking funds were the only dampener, 
delivering negative returns of 0.25 per cent. 
Going Forward: Buoyed by a phenomenal rise in stock 
market indices, mutual funds have rewarded investors 
handsomely. Existing funds have given phenomenal 
returns while a plethora of new funds have garnered huge 
investments. The low penetration of mutual funds in 
India, the strong outlook on the economy and the open- 
ing up of newer investment avenues like commodities and 
gold mean the industry has great potentia! to break 
new ground. For investors, the buzzword continues to be 
caution. They should assess their risk-return profile 
carefully, ignore short-term slumps and take informed 
decisions. Investors with a long-term horizon should 
take a risk with equity but in a disciplined manner. All in 
all, an action-filled quarter. 
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School of Information Technology 3 Year Full-Time Campus Program 


2006-09 






e Bangalore e Chennai e Hyderabad 





Highlights 


Competent and committed faculty 
¢ Focus on software application 


e State-of-the-art computer facilities with 
latest hardware and software 


« Well equipped Library facilities 
« Active industry interface 


• Two Summer Internship Projects of 
8 weeks and 12 weeks duration 
respectively 


« Computer Application Project (CAP) 
of 24 weeks duration providing 
"On-The-Job-Training" 

e Soft skills training 

e Merit Scholarships 

• Stipendiary Assignment Program 

e Bank Loans 

Placement Assistance 


. 






















Opportunity to get additional certifications from Oracle, Microsoft, IBM, SAP enhancing career opportunities 















Eligibility * : 
e Graduation (any discipline-English Medium) wtih 50% and above aggregate marks 
e Final year degree students awaiting examinations and results. 
* (Applicants with non-computers/non-mathematics background are required to undergo respective foundation courses). 


Selection : Through IMCAT (ISIT MCA Test) on May 27, 2006 at 59 test centers all over India. 
Classes from : July 03, 2006 









For Prospectus and Application, please send as DD for Rs.500 drawn in favor of 'ICFAI A/c ISIT', payable at Hyderabad, to: 
Campus Programs Admissions Department (CPAD), ICFAI, 45, Nagarjuna Hills, Punjagutta, Hyderabad - 500082. 
Tel : 040-23435328/29/30/45. Fax : 040-23435347/48. Email: cpadhq @icfai.org 






www.icfai.org/isit 
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Negative Numbers 
Careful research into company fundamentals is doubly 
important in a rampant bull market. 


EARD OF TYCHE PERIPHERAL OR GOLDCREST FINANCE? NEITHER HAD 

we, till we found that their prices had appreciated up to 
117 per cent in less than three months, even as the com- 
panies posted steady losses. 

While smart investors will not, hopefully, buy unknown 
stocks, what about frontline ones like Tata Steel or Zee 
Telefilms? Their financials are nothing to write home about, 
but their stock prices have been rising steadily. Says Rajesh 
Boghani, Dealer, Parag Parikh Securities: “The market is chas- 
ing momentum stocks, ones they expect will deliver.” 

Tata Steel's net profit has fallen 15 per cent (December 
2005 quarter) and Zee Tele's 11 per cent, but the stock prices 


Behind The Price Rise 


March 2005 lune 2005 Sept. 2005 Dec. 2005 ' 
907.24 | 611.13 | 81193 | 27407] 740.73 | 149.95 | 927.82 | 268.05 
3,464.52 | 924.11) 3,865.1 | 1,045.42 н н 


Tata Steel 
3,864.65 | 908.58 


wm DN 
181.12 | 37.04 | 1639 - 68} 189.03 | 2242 | 231: 


156.35 
134.15 


March 28 March 28, 
2005 2006 





e: CMIE 


have surged 20 per cent and 44 per cent, respectively, in the 
past nine weeks. Shipping Corporation's price is also rising on 
expectations of freight rate hikes. The Tata Steel scrip is mov- 
ing on talks of firming steel prices and further investments in 
infrastructure, and Zee Tele's on reports of ad rate hikes and 
implementation of CAS. 

Time to buy? Step carefully, say analysts. While it's true 
that Tata Steel's financials have been impacted by externals 
like demand slowdown in China, there's little upside for the 
stock from a short- to medium-term perspective. And Zee 
Tele's, at around Rs 235, already discounts future earn- 
ings. Again, regarding Shipping Corporation, R. Sreesankar of 
IL&FS Investsmart wams the rate hike might not be sustainable 
as new vessels will enter the market. 

The market obviously loves all stocks today, but that's no 
reason to abandon caution. 

MAHESH NAYAK 
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Value-picker's Corner 


BSE adjusted closing prices у Daily market cap on BSE 
(in Rs) (in Rs crore) 


11.40 





55- 
ALOK INDUSTRIES; PRICE: Rs 71 





Source: CMIE 


INTEGRATED TEXTILES PLAYER ALOK INDUSTRIES' REVENUES AND 
net profits have grown at 28 per cent and 31 per cent 
(compounded annually), respectively, over the last four 
years. With a Rs 2,300-crore capex plan underway in 
home textiles and apparel; plus increased orders 
from clients like GAP, Wal-Mart and JC Penny; and 
with domestic retailing plans, revenues should zoom. 
The captive power plant under construction should 
reduce input costs and also cushion fluctuating cotton 
prices. IDBI Capital predicts profit growth at 38 per 
cent over the next three years, but the stock price might 
take time to respond, so buy for the long term. Over the 
next 15 months, analysts expect Alok to touch Rs 95. 


RAMEN SARKAR 


Trend-spotting 





MN 


FOLLOWING THE EASING OF NORMS 
IN the Budget, Franklin 
Templeton has launched the 
first scheme investing in over- 
seas securities, while UTI 
Mutual Fund has filed its Titan 
scheme to invest in Dow Jones 


scrips. However, the history of overseas investments 
is not too encouraging. Principal PNB's Global 
Opportunities Fund retumed 17 per cent last year (29 
per cent since its 2004 launch) compared to 66 per 
cent from diversified equity funds. Of course, PNB had 
investment restrictions, but the fact is the action is now 


in India. With foreign institutional investors pumping 


money into Indian equity, overseas investments 


diversify risk, but Indian securities are probably more 
lucrative. Plus, managing currency fluctuations will be 


a major concern for such funds. ш 


MN 
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Two year, Full-time, Campus Programs at Hyderabad. 


MS (Marketing) MS (HRM) | 





Highlights 


Full-time programs organized in * Active Industry Interface through Internship 
4 semesters in 2 years and Projects 


Competent and committed faculty Merit Scholarships 

Emphasis on case-based learning Stipendiary Assignments / Assistantships 
Well-equipped Library and Computer facilities Bank Loans 

Soft Skills Training and IT Training Excellent Career Opportunities 

Unique 16-week summer internship Placement Assistance 





Eligibility 
e Graduation (any discipline) € Final year degree students awaiting results. 


Selection 
Through MS programs Entrance Test (MSET) on April 23, 2006 at 59 test centers all over India. 
(Certain categories are exempted from MSET 2006) 


Classes from 
June 01, 2006 at Hyderabad. 








For Prospectus and Application, please send a DD for Rs.500 drawn in favor of "ICFAI A/c MSET’, 
payable at Hyderabad, to: Campus Programs Admissions Department (CPAD), ICFAI, 45, Nagarjuna Hills, Punjagutta, 
Hyderabad - 500082. Tel : 040-23435328/29/30/45. Fax : 040-23435347/48. Email: cpadhq @icfai.org 


Visit us at: WWww.icfai.org/mset 
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BECKONING CAREERS 





Return of the Natives 


Global tech biggies are increasingly turning to Indian talent while selecting 
country heads for their Indian operations. RAHUL SACHITANAND 





Shift in focus: Rajiv Nair gave up consulting to head Autodesk in India 


ECHNOLOGY COMPANIES 
worldwide realised sometime 
ago that India is both a high 
end R&D destination and one of 
the world's fastest-growing mar- 
kets. Now, after the lag of a few 
years, they are re-ordering India's 


position in their global hierarchies 
and tweaking their human resource 
manuals to square with this new 
reality. Result: a lot more thought is 
going into the recruitment of their 
country heads for India. 

An understanding of local 


market conditions and the ability 
to manage large delivery centres— 
key criterion till not so long ago— 
are considered givens. The new 
requirement: country managers 
must have the ear of the global 
management team; direct contact 
with the global Chief Executive is a 
bonus. Multinational tech compa- 
nies are riding the reverse brain 
drain to place mid- or senior-level 
Indian managers in their ranks as 
heads of their fast-growing opera- 
tions in this country. 

Rajiv Nair, recently appointed 
Managing Director of the Indian 
operations of desktop software giant 
Autodesk, was also Microsoft’s first 
employee in India and is credited 
with building its Indian operations 
from scratch; he was also instru- 
mental in convincing Bill Gates to 
commit a $1.7-billion (Rs 7,650 
crore) investment in India. For 
years, Autodesk’s India operations 
were seen as an extension of its 
Singapore office, but that has been 
changing over the last 12 months, 
culminating in the appointment of 
Nair in March this year. “We are 
witnessing a period of very rapid 
growth in the region,” says Jack О. 
Gao, Vice President, АРАС Emerging 
Geo. “Rajiv’s appointment reflects 
Autodesk’s (a design and engineer- 
ing software tools vendor) increased 
focus on the region. He brings with 
him immense experience which 
Autodesk can leverage in India to 
achieve our business goals.” 

Apple’s recent announcement 
that it will soon open an R&D centre 


An understanding of local market conditions and ability 
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Changing attitude: Rangu Salgame of Cisco India (above) 


& Ajay Marathe, President, AMD India 





in India (some say as soon as mid- 
April) is a victory of sorts for 
Mohan Kharbanda, head of the PC- 
maker's global services business, 
who lobbied for it. Kharbanda was 
earlier handpicked by Dell founder 
Michael Dell to manage its fast- 
growing services and contact centre 


business in India. Apple will obvi- 
ously leverage his experience of 
managing a large team, remotely 
delivering projects and providing 
customer support in India. 
Kharbanda won't actually manage 
the operations on a day-to-day basis, 
but will hold overall responsibility of 
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WHO? 

Most large tech companies now 
prefer to appoint Indians or Indian- 
Americans with experience at head- 
quarters or heading a significant 
business unit of a large global com- 
pany as their India country heads. 


WHATS THE JOB CONTENT LIKE? 
R&D centres are recruiting by the 
hundreds if not the thousands each 
year; so man and project manage- 
ment skills are key. In sales, India 
heads have to be able to look be- 
yond the obvious markets to small 
towns and small businesses and 
cater to their specific needs. 


WHAT'S THE PAY LIKE? 

Since Indian R&D centres are no 
longer considered tech sweat shops, 
only highly rated personnel are cho- 
sen as country heads. Their salaries 
are at par with what similarly 
ranked pros get in the US— 
$300,000-$350,000 per year. 
Sales heads earn about Rs 1.2 
crore to Rs 1.5 crore annually. 


DOES IT HELP THEIR CAREERS? 
Yes. India is a key growth market 
and R&D centre for most compa- 
nies. A good showing here opens up 
doors to the upper echelons of the 
corporate hierarchy. That's because 
India is no longer seen as short- 
term hardship posting. Experience 
here is often seen as an acid test of 
an individual's team building, lead- 
ership and management skills. 


Apple's global services projects 
While Apple has been late to 
establish an R&D centre in India, 
it is expected that Kharbands's ex- 
perience in setting up and rapidly 
scaling up projects will help it make 
up for lost time. 

Biswadeep 


"Bobby" Mitra, 


to manage delivery centres are considered givens 
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Managing Director of Texas 
Instruments (TI) India, is another 
such manager. In 1986, Mitra 
joined тїз fledgling operations in 
Bangalore as a fresh graduate from 
irr, Kharagpur, rose up the ranks to 
become Director, Americas Product 
Development and Customer 
Programs, and later the Worldwide 
Program Manager for Low Power 
Digital Signal Processor Dev- 
elopment, before flying back home 
to head the operations he started 
his career with. In the five years 
that he's been in charge of the India 
ops, two global CEOs, Tom 
Engibous and Rich Templeton, 
have visited India twice each (the 
latter's second visit came after he 
became Chairman). 

According to senior TI India 
executives, Mitra played a key role 
in getting his global bosses to com- 
mit multi-million dollar investments 
in Bangalore and open several new 
R&D development programmes in 
India's silicon city. TI India, for 
instance, played a key role in the 
development of the single-chip cell 
phone and the digital light pro- 
cessing technology that offers an 
alternative to high-end LCD and 
plasma screen displays. “India is an 
important part of our global set- 
up and Bobby's presence is a key 
reason for our success here," TI 
chairman, and until recently Chief 
Executive, Tom Engibous, had told 
BT on his last visit to India. The 
self-effacing Mitra, who is report- 
edly hiring aggressively in Bangalore, 
is reticent about his role. “I think the 
success of the India centre speaks for 
itself and my job is to only support 
this growth,” he says. 

It's not long-time company execs 
alone who are winning the trust of 
their CEOs and landing plum 
assignments in India; some relative 
greenhorns are doing the same. 
Rangu Salgame, who was president 
of Edgix, an internet infrastructure 
company, took over the reins of 
Cisco India in 2005. He convinced 
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Flying back home: Biswadeep Mitra, 
MD, Texas Instruments India 


his bosses in the us to shift their 
intense focus on China and take a 
hard look at the company’s 
Bangalore-based sales and R&D 
establishment. Cisco India had, for 
years, remained just another Cisco 
outpost. But Salgame’s arrival a cou- 
ple of years ago changed the scene 
dramatically. “Rangu managed to 
completely overhaul the attitude of 
top management, including (CEO 
John) Chambers, and convinced it 
of the potential here,” says long- 
time Cisco India hand В. Ashok, 
Senior Vice President, IT Services. 
Cisco has been one of the biggest 
beneficiaries of China's scorching 9 
per cent-plus growth rate over the 
last few years, but over the last few 
months, senior managers seem to be 
convinced that India can begin to 
challenge its dominance. So much so 
that Salgame's hardsell of his moth- 
erland convinced Chambers to 
green signal his plan to double staff 
(to 1,000) and approve a $1-bil- 
lion (Rs 4,500 crore) investment 
in India in October 2005 spread 
across its R&D, venture capital and 
customer support operations. 
Headhunters and analysts say 


there is a definite change in thinking 
of large MNCs. Says Venkat Shastry, 
Partner at leading executive search 
firm Stanton Chase and head of its 
Tech Practice: *India country 
managers today must have the 
ability to influence the company's 
global strategy and, at the same time, 
have minute knowledge of the 
Indian market. This is a direct func- 
tion of the India's newfound strate- 
gic importance in the global scheme 
of most MNCs. India country heads 
are no longer self-deprecating bag 
carriers." Clearly, being sent to India 
is no longer seen as a punishment 
posting. “MNC tech companies now 
want their India country heads to 
have some experience of working at 
their global head office or a stint 
with a global corporation. These 
companies are now ramping up their 
operations here rapidly and they 
want people who can work on a 
macro scale and manage a diverse 
operation," says Kris Laxmikanth, 
CEO, The Headhunters, another lead- 
ing search firm. 

In October last year, chip maker 
AMD announced India's first big- 
ticket chip fabrication facility. What 
is little known is that it was its 
India President Ajay Marathe who 
convinced the company's top 
management team to locate this $3 
billion (Rs 13,500-crore) project in 
India. *We will remember this 
day as a historic milestone in India's 
economic and manufacturing 
progress. AMD is committed to 
succeeding in the global high-growth 
markets," AMD CEO Hector Ruiz 
said after signing the deal with 
SemIndia. 

India is beeping loudly on 
the radars of most global CEOs. 
The time is just ripe for ambitious 
Indian managers to showcase 
their skills to the people who 
matter. Who knows? If the current 
trend continues, a tour of duty 
through India might be consid- 
ered de rigueur for a shot at the 
corner room. 








Brush Up On 
Your SO 


CAs are raking in greenbacks certifying 
compliance with the Sarbanes Oxley Act. 


HERE'S A DEMAND FOR A NEW 

breed of professionals—those 
who know how to certify compli- 
ance with the Sarbanes Oxley Act 
(SOx), 2002, of the us, which makes 
it mandatory for corporations to 
have internal controls in place to 
ensure the integrity of their accounting procedures. 
Who can certify sox compliance: Says Satyavati Berera, 
Executive Director, PricewaterhouseCoopers: *There are 
no prescribed qualifications for this. But chartered 
accountants with thorough knowledge of sox and exp- 
erience in setting up and reviewing internal controls are 
ideally suited for these assignments." 
Who needs these services: All companies listed in the US 
need to comply with the provisions of sox. The Indian 
operations of Us companies and Indian companies which 
have outsourcing contracts from the us also need to 
follow these norms. 
How much does it pay: In keeping with the practice in 
the US, SOX professionals typically bill their clients by the 
hour. Normal fees range from $30-$150 (Rs 1,350- 
6,750) per hour. Mid-level consultants charge about 
$85 (Rs 3,825) per hour, but rates for senior consultants 
at top firms can shoot up to $190 (Rs 8,550). 
What’s the demand like: No one can put a figure on 
the number of sox-compliant professionals in the 
country, or on the likely demand, but it's fair to say that 
the demand runs into thousands. And this is likely to 
grow as the Indian and Us economies form more 
linkages. 8 
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COUNSELLING 





1 am an academician in a management institute with — 


15 years of experience. | am 36 years old, have specialised — 


in finance and know a few computer languages. | want to 
shift to the corporate sector. Please advise whether a PhD 
or any other qualification would help me make the switch? 
I would advise you to look for a corporate job with 
your current qualifications as doing a PhD would be 
time consuming, And since you have specialised in 
finance, apply for jobs in that area. Alternatively, you 
could also opt for a CFA programme. 


I'm 30-year-old and working as a Sales Manager in an 
insurance company. | have four years of experience in the 
sector. | am a commerce graduate with a Diploma in Risk 
and Insurance Management. However, | am not interested 
in insurance and want to set up my own business. | am 
in a dilemma, please advise. 

If you feel strongly about doing business, you should 
crystallise your ideas and prepare a concrete plan. 
After that you can think about and invest- 
ment. Once you have a business plan, it will be 
easier for you to implement your ideas. You could 


also do business in the insurace sector i.e. take an 


agency. That way, you can put your experience in 
the insurance sector to good use. 


Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to He/p, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Bharti Airtel Ltd., Head - Operations, 
Jharkhand, 15 - 25 Years, 1921673 

The candidate must drive business 
aggressively to achieve high visibility of the 
brand and its salience. He must ensure market 
leadearship, achieve overall profitability and 
high levels of customer satisfaction, both 
internal and external. 


Techap India Pvt. Ltd., International 
Marketing Head, Mumbai, 

8 - 14 Years, 1867427 

"The candidate must be responsible for entire 
international media, alliances and gaming 
business with the topline and bottom line 
responsibility. He should have expertise in 
handling teams and executing projects (end- 
to-end). 


Suzlon Energy Ltd., GM-Corporate 
Affairs, Jaipur, 18 - 22 Years, 1900516 
The candidate must represent management in 
all relationship building being done in the 
region. He must keep the management 
informed about relevant social, economical, 
political legal and technological developments 
in the region. 


Laxvel Technologies Pvt. Ltd., 
Business Unit Head, Madurai, 

3 - 4 Years, 1891595 

The candidate should be a management 
graduate with minimum experience in 
managing a business unit with human capital. 
He/ She should be good in communication, 
resource and activity planning. He must be 
aggressive in execution. 


Cistron Infotek Pvt. Ltd., Project 
Manager, Hyderabad, 10 - 25 Years, 
1892769 

The candidates should posses a degree / 
diploma in Engincering with specialization in 
structures. He must lead а team of twenty 
engineers and detailets and manage the 
detailing facility independently. 


Xambala, Software Director, Chennai, 
10 - 25 Years, 1862640 

The candidates must have expert knowledge 
on Linux, real time systems, Linux kernel, low 
latency kernel experience, OS internals, IPC, 
process, threads, mutex, shared memory, 
pipes, filters, multi processor core usage, etc. 





Larsen & Toubro Ltd., Industrial 
Relation - Manager, Mumbai, 

10 - 25 Years, 1918820 

The candidate should be a Post-Graduate in 
industrial relations/ personnel management/ 
human resources/ social work. He should 
have been actively involved in or have led 
collective bargaining agreement negotiations, 


Paradigm IT Pvt. Ltd., Senior 
Structural Design Engineer, Kochi, 

10 - 50 Years, 1888618 

The candidate must be Post Graduate or 
Doctorate in civil/structural engineering with 
experience in design of reinforced concrete and 
structural steel, 


Tractebel Engineers & Constructors 
Pvt. Ltd., Chief Resident Engineer, 
Bangalore, 15 - 25 Years, 1910898 
The candidate must have experience of 
managing large civil engineering project site. 
He must also have experience in water 
treatment or sewage treatment plant. 


Dignity Lifestyle Trust, Resident 
Doctor, Mumbai, 10 - 20 Years, 
1905962 

The candidate must head prevention, 
treatment and cure aspects of the health of 
senior citizens living in the township. The 
candidate will have to be in great and robust 
health and has to come in with a keen sense 
of service to a specialized segment of the 
population, 


Fleming Laboratories Ltd., Head- 
(R&D), Hyderabad, 8 - 20 Years, 
1895694 

The candidate must be M.SC.(Chemistry) / 
Ph.D. with high degree of technical skills and 
with experience in independently handling 
process development of APIs, drug 
intermediates. 


Transasia Biomedicals Ltd., Zonal 
Manager, Mumbai, 10 - 20 Years, 
1842478 

The candidate must be Science Graduates 
(B.SC/ M.SC) or BE/ B.Tech. He must have 
experience in direct sales of diagnostic/ 
surgical/ medical instruments. He must 
ensure that the zone has acquired goal 
oriented manpower. 


To know how to apply for these jobs, go to finance jobs listing page. 
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3] Tech, Chief Operating Officer, 
Chennai, 12 - 15 Years, 1895294 

The candidate should be an all rounder and 
should be able to head the functions of 
marketing & sales, engineering services, 
recruitment, purchase & logistics, branch 
operations across the country and factory 
operations. 


Prince Plastic International Pvt. Ltd., 
Production Manager, Daman, 

6 - 8 Years, 1852707 

The candidate must have degree/diploma in 
mechanical or plastic engineering with 
experience in handling injection mould 
machines. He will be a team leader and job 
entails to manage production as per given 
targets with quality output. 


Sutherland Global Services Pvt. Ltd., 
General Manager, Mumbai, 

10 - 15 Years, 377562 

The candidate must ensure schedule 
adherences and adhere to Sow’s, He must be 
an interface with senior management and 
clients to improve productivity. He must 
maximize employee productivity and grow 
service volumes, 


Aqua Regia HR Alchemists Pvt. Ltd., 
Production Manager, Baroda, 

8 - 10 Years, 1868209 

The ideal candidate shall be a BE (Mech.) 
with hard core manufacturing experience in 
an engineering/electrical industry with good 
knowledge of Six Sigma/ Lean Manufacturing 
processes, plant maintenance, stores & 
logistics. 


Newgen Software Technologies Ltd., 
Business Head — South, Bangalore, 
10 - 15 Years, 244094 

The incumbent will be responsible for 
heading the business for the southern region. 


IBM India Ltd., Engagement 
Managed Services, Mumbai, 

7 - 15 Years, 1879182 

The candidate will be responsible for 
assembling the IBM sales engagement team, 
managing the team (which can involve 
hundreds of people) and economically 
manage the substantial engagement budget. 
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CSC, Mainframe Professionals, 
Noida, 2 - 8 Years, 1916289 

The candidate must have experience in 
mainframe (COBOL, CICS, DB2, VSAM, 
JCL, MVC, MQ/ XML, IMS DB/ DC). He 
must also have experience in german 
language. 


Uniken Systems Pvt. Ltd., Cisco 
Support Engineer, Pune, 6 - 7 Years, 
1863659 

"The candidate must have experience in РІХ/ 
Checkpoint/ Cisco VPN/ IPSEC/ IDS 
scanning software and VOIP security 
requirement. He will provide Ist line technical 
support on voice and data products 
(predominantly Cisco 


V2 Tech Ventures Pvt. Ltd., ASP.Net 
Team Lead, Mumbai, 2 - 5 Years, 
419930 

The candidate must lead the project related tc 
ASP.Net technology. He must co-ordinate 
with the development team and management. 
He must deal with the clients directly and 
discuss on their queries, understand the exact 
requirement and coordinate accordingly. 


Liquid Hub India Рут. Ltd., Oracle 
Apps/ Oracle Applications, 
Hyderabad, 3 - 8 Years, 1902861 

The candidate must have a technical 
background in Oracle Applications 11.5.10 
and discoverer with manufacturing. Good 
knowledge of XML Publisher and PL/SQL is 
a must. He must also have good SQL Skills. 


Learning Mate Solutions Pvt. Ltd., 
Instructional Designer, Mumbai, 

1- 10 Years, 1911178 

The candidate should have sound knowledge 
of instructional design models and experience 
in audience analysis, task analysis, and 
instructional objectives analysis and good 
working knowledge of Microsoft Office. 


Crystal Clear Solutions Pvt. Ltd., Web 
Programmer - PHP, Kochi, 1 - 5 Years, 
1906303 

The candidate must have experience in PHP 
My SQL. Programmers with a flare to excel in 
work as a member of base team of the 
company are needed . Experience in Perl and 
Linux administration will be an added 

$ 
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SAP Labs India Pvt. Ltd., Abap 
Technical Consultant, Delhi, 

] - 5 Years, 1917845 

The candidate must understand SAP 
development environment and related 
technologies. He must perform detailed 
business analysis and/or detailed development 
and/or technical implementation 


Microsoft India Development Center, 
BUILD Engineer, Hyderabad, 

4 - 7 Years, 1917957 

The candidate must have experience with 
command-line tools, and source code controls 
are also required. He must have strong 
knowledge and troubleshooting skills of both 
hardware and software arc required. 


ICICI Infotech Ltd., Software 
Engineer, Chennai, 2 - 4 Yeats, 
1917947 

The candidate should possess a minimum 
experience in Oracle / D2K 
Reports6i). Experience in the insurance 
ERP domain would be an added advantage. 


Forms6i 


He must have good verbal and 
communication skills in English 


Applabs, Performance Test 
Engineers, Hyderabad, 3 - 5 Years, 
1873342 

The candidate should be able to conduct 
design reviews, requirement reviews, evaluate 
technical architecture from performance view 
point. He must have the ability to develop and 
execute performance test scripts 


Keane, Inc., Network Engineer, 
Gurgaon, 3 - 8 Years, 1927185 

The candidate should have experience in 
Active Directory, MS Windows 2000, MS 
Windows 2003, MS Exchange, Cisco routers 
& Switches, LAN. He should also have good 
communication and verbal skills in English 


Wipro Limited, Project Manager, 
Hyderabad, 4 - 6 Years, 1890606 

The incumbent should have around 8 years of 
experience in quality assurance. He should 
have handled at least 3-4 projects as a project 
manager carlier and with experience in 
handling people issues and team management 
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Oracle India Pvt. Ltd., Oracle Apps 
Functional Consultant, Bangalore, 
8 - 18 Years, 1906258 

The individual will be responsible for 
conducting Quality control reviews for the 
various consulting and managed services 
projects within the organization. The 
individual should be able to elicit best 


practices trom various projects 


STP Software India Pvt. Ltd., Team 
Leader -PHP, Pune, 3 - 4 Years, 
1890213 

The candidate should be able to handle 
projects in PHP independently. He should 
SKUIS setin 


also have good knowledge 


LAMP. 


Applied Materials India Pvt. Ltd., 
Software Developers, Hyderabad, 

2 - 9 Years, 1856769 

The candidate must have experience in 
windows programming technologies including 
MFC, COM, and DCOM 
strong programming background in 
C++ 


communication & customer-interaction skills 


He must also have 


VC++ and also excellent 


Value Source, Mainframe - SE / SSE, 
Chennai, 2 - 4 Years, 1839368 

Software Enginecrs with excellent working 
experience in COBOL, JCL, DB2 are required 


for a development project. The 


candidates 
with work experience in banking domain will 


be an added advantage 


Devine Software Technologies, 
Hyperion Essbase Consultants, 
Hyderabad, 2 - 5 Years, 398991 

The candidate will work with fortune 100 
clients towards developing & enhancing large 
BI applications using Hyperion. He must be 
an expert in supporting & developing 
reporting tools such as Hyperion Essbase 


6.5 / 6. 


Datel Systems & Software FZ LLC, 
Software Developers, Chennai, 

3 - 5 Years, 1879232 

The candidate must have excellent 
programming/coding and debugging skills 
He must have the ability to translate business 


requirements into funcuon \] require ments 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Detection Instruments, Marketing 
Assistant, Pune, 0.6 - 2 Years, 1849557 
The candidate must be a first class graduate 
with experience in handling marketing 
department's activities like preparing mailers, 
presentations etc. He must participate in 
exhibition/ seminars, advertisement etc. 


Telesis Global Solutions Ltd., 
Business Manager, Chennai, 

4 - 6 Years, 1909730 

The candidate must be an aggressive salesman 
with excellent communication, presentation 
and leadership skills. He must have proven 
and successful track record and a very high 
level of target orientation. 


Heubach Colour Pvt. Ltd., General 
Manager, Mumbai, 15 - 20 Years, 
1891284 

The ideal candidate should be Engineer/ Post 
Graduate/ Graduate in science with MBA in 
marketing from a reputed university. 
Marketing experience in international and 
domestic markets on selling the paint, ink or 
plastic is essential. 


Jetking Infotrain Ltd., Marketting 
Executive, Pune, 0.6 - 3 Years, 1917774 
The candidate must have the flair for 
marketing and must be willing to accept 
challenges. He must also have the zeal to work 
hard. He must have good communication and 
verbal skills in english. 


Kadam Marketing Ltd., Senior 
Marketing Executives, Delhi, 

2 - 4 Years, 1887765 

The candidate should have minimum 
experience for marketing HP and/ or IBM, 
Lenovo range of рс%, laptops, & printers. The 
candidates should have experience in 
corporate & /or Govt Sector within Delhi, 
NCR. 


Crompton Greaves Ltd., Sales 
Executive, Mumbai, 2-8 Years, 
1888241 

The prime responsibility will be generating 
business through customer development/ 
nurturing, sales promotion etc. Apart from 
the normal sales function, the candidate 
should have adequate commercial knowledge 
including sales tax laws, contract act. 


Oracle India Pvt. Ltd., Software Sales, 
Bangalore, 7 - 10. Years, 1884004 

The candidate must have the ability to 
articulate and credibly discuss industry issues, 
trends and business solutions with customers. 
He must be able to work with the Oracle 
direct teams to help execute strategies, provide 
business solutions etc. 


K R Choksey Shares & Securities Pvt. 
Ltd., Relationship Manager, Mumbai, 
2 - 5 Years, 352748 

The candidate must have experience in client 
counseling and business development. He 
must also be experienced in client acquisition. 
Good knowledge of various sales concepts 
would be an added advantage. 


ICMAS Pvt. Ltd., Area Manager, 
Hyderabad, 3 - 5 Years, 1840380 

The candidate must have experience in credit 
cards, personal loans, housing loans, vehicle 
loans, FMCG selling, concept selling, and 
franchising industry. He must also have good 
knowledge of various concepts. 


Gadmei Electronics Technology Co. 
Ltd., Sales Executive, Delhi, 

1- 3 Years, 1879512 

The candidate must have basic knowledge of 
electronics goods. He should also have 
marketing skills, good computer skills and 
basic knowledge of international trade. 


Computech Enterprise Solutions, 
Business Development Manager, 
Hyderabad, 3 - 8 Years, 1885319 

The candidate must develop and execute sales 
strategies that will result in new business 
(prospecting, sales calls, presentations, 
proposals and closing business). 


Gras Impex Pvt. Ltd., Sr. Sales 
Executives, Chennai, 5 - 10 Years, 
1902302 

The candidate must meet with architects, 
builders, interior decorators, contractors, 
interior décor products retailers, owners face to 
face and convince them to recommend/ sell/ 
apply brand of films and build a long term 
relationship with them. 


Precision Techserve Pvt. Ltd., 
Business Manager, Mumbai, 

7-8 Years, 1884908 

The candidate must have experience in any IT 
products / solutions / services selling. He 
should have handled large corporate 
companies and also have experience in 
meeting senior people in major corporate 
companies. 

GE Infrastructure, Energy, 

Sales Manager - NRPS, Delhi, 

5 - 10 Years, 1905505 + 
The candidate must lead the sales for energy 
management / distribution management / 
electrical bop and substation automation 
segments. He must drive growth and deliver 
on all orders and sales commitments in India. 


Precision Techserve Pvt. Ltd., 
Business Manager, Mumbai, 

7-8 Years, 1884908 

The candidate must have experience in any IT 
products / solutions / services selling. He 
should have handled large corporate 
companies and also have experience in 
meeting senior people in major corporate 
companies. 


Agiley Pte Ltd., Sales Manager - 
Telecom Sector, Delhi, 

5 - 10 Years, 1908465 

The candidate must achieve set revenue 
targets through assigned customers and bring 
in new customers. He must be the primary 
point of contact for major accounts assigned. 


PCS Industries Ltd., Business 
Development Manager, Hyderabad, | 
5-8 Years, 1902831 

The candidate will be responsible for busines: 
development of PCS range of PCs, servers, 
and high end I.T. solutions to government, 
banks, institutions, corporate, etc. 


IQPC Limited, Marketing Director, 
Mumbai, 2 - 6 Years, 1890990 

The candidates key responsibilities include 
hiring, training and management of marketin; 
managers, creating overall marketing strategy 
for the office. He must ensure that marketing 
managers develop & act upon highly 
profitable creative marketing plans i.e direct 
mail. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Bhukhanvala Holdings Рут. Ltd., GM 
Finance, Mumbai, 5 - 7 Years, 299024 
The candidate must have industrial experience 
of manufacturing company. CS would be an 
added positive. Candidate should have 
experience in managing banking relationships. 


The Madras Advertising Company 
Pvt. Ltd., Finance Manager, Chennai, 
5-8 Years, 1905781 

The candidate must handle independently the 
complete finance / accounts /administration 
functions of an advertising agency and to lead 
the department staff. He must also have 
exposure in the areas of income tax, service 
tax, TDS etc. 


Waaree Instruments Limited, 
Accounts Manager, Mumbai, 

4 - 8 Years, 1891683 

The candidate must be a graduate with 
additional qualification of CA . He should 
have post qualification experience as assistant 
manager. He should have exposure and 
experience on SAP FICO. 


Cybage Software Pvt. Ltd., Finance 
Executive, Pune, 2- 4 Years, 1909776 
The candidate must be CA (Inter) or CS 
(Inter) or B.Com or M.Com. He must also 
have experience in payroll, accounts, software 
industry. He must also have good knowledge 
of various accounting concepts. 


Panoramic Group of Companies, 
Audit Officers, Mumbai, 

2-5 Years, 424023 

The candidate should be a CA/ ICWA (Inter) 
naving minimum experience preferably in 
service industry. Must have thorough 
&nowledge in accounts, finance, auditing, 


Parsec Interact, Mortgage Product 
3pecialist, Delhi, 2- 5 Years, 424656 
Che candidate should be an MBA with 
pecialization in marketing or finance from a 
eputed business school with experience in 
inancial services product management. He 
nust also have experience in business analysis, 
inderwriting. 


EMC Data Storage Systems (I) Pvt. 
Ltd., Accountant, Bangalore, 

1-2 Years, 1883940 

The candidate must report into the manager 
shared services and work very closely with the 
supervisor accounts payable and onsite 
finance team. He must meet the service level 
deliverables on turnaround time and errors. 


Transdyne IT Services Pvt. Ltd., 
Accounts Executive, Hyderabad, 

1-3 Years, 1887212 

The candidate will be responsible to carry out 
accounts related statements, general expenses 
accounting, bank reconciliation statement, 
regular TDS compliances & return filing. 


Quebec Oil Pvt. Ltd., Accounts 
Officer, Baroda, 3- 5 Years, 1889017 
The candidate must have fair knowledge of 
pay roll, provident fund and other related 
labour laws. He must have the knowledge of 
maintaining the accounts of big companies. 


Tata Coffee Limited, Chartered 
Accountants, Bangalore, 5 - 7 Years, 
1910283 

The candidate must be chartered accountant / 
cost accountant with preferably post 
qualification experience in industry or reputed 
audit firms. He must also have exposure in 
computerized accounts which would be an 
added advantage. 


K R Choksey Shares & Securities Pvt. 
Ltd., Derivative Analyst & Strategist, 
Mumbai, 2 - 5 Years, 312310 

Candidate should posses a deep insight about 
the derivatives market and conceptual strength 
in designing innovative trading strategies that 
can help investor to earn money. 


Icode Software Pvt. Ltd. , Senior 
Executive (Finance), Bangalore, 

1-7 Years, 1830927 

The candidate must provide general 
accounting support, cash maintenance & BRS 
(Bank Reconciliations Statements). He must 
provide assistance in handling internal & 
statutory audit, day to day compliance of 
income tax, Vat etc. 








Atco Tower Pvt. Ltd., Accounts 
Assistant, Pune, 1 - 4 Years, 1909547 
The candidate must have experience in 
handling accounts. He must also have 
knowledge of Tally 7.2. He must have the 
knowledge of various accounting concepts. 


Net Technologies Pvt. Ltd., Sr. 
Funding Analysist, Bangalore, 

2-4 Years, 1832642 

Accounting for all funding facilities including 
month end accounting, payment, billing and 
reporting. Receive and load all loan data into 
mortgage pipeline system, receive funding 
support information from Fulfillment Center. 


Motorola India Pvt. Ltd., Credit 
Analyst, Delhi, 5 - 10 Years, 1830449 
Handles credit portfolio covering India and 
emerging markets, That includes resolving 
daily credit issues, collection and cash 
applications, credit hold releases, customer set 
ups/coordination, credit file maintenance and 
sending monthly statement of accounts. 


Anugrah Stock And Broking Pvt. Ltd., 
Accounts Executive, Mumbai, 

0 - 3 Years, 1842606 

The candidate must perform day to day 
accounting work like bank reconciliation, 
make bank and journal entries. He must take 
care of bank reconciliation and other bank 
related issues. He must also make monthly 
statements for stamp duties, etc. 


Lantek Automation Pvt. Ltd., 
Accounts Assistant, Bangalore, 

2-5 Years, 1838518 

Managing books of accounts on company's 
ERP software and MS Excel, payrolls, TDS 
calculations and returns filling. He must take 
care of bank reconciliation and other bank 
related issues, He must assist on recruitment 
processes, plan interview schedule and 
appoint candidates for mectings. 


HOW TO APPLY FOR THESE JOBS: 





1. Logon to www.monster.com 

2. Type the job ID in the "Search Jobs" 
box on the home page 

3. Click the "Go" button 
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Challenging Executive Opportunities 
with a Global Leader 


ur Client is a listed company and well-known global provider of solutions to the 

natural resources industries. The client has an 85-year successful track record and 

recently it has identified India as a potential new market to be included in its 
existing growth strategy. Our Client is keen to attract dynamic, professional and visionary 
leaders to fill key roles critical to the establishment of the business in India. 


MANAGING DIRECTOR 


Reporting directly to the Chief Executive Officer, of the Group, will assume responsibility for: 
The establishment, growth and profitability of the India Business Unit 
Development of a business plan and annual budget in accordance with Group standards 
Proactively identify, develop and initiate business opportunities 
Build and maintain a suitable and motivated organisation structure and workforce 
Participate in Group management and Executive Committee meetings 
Establish and promote the company's image as a preferred solution provider and employer of choice. 


A suitable engineering & business leadership qualification and proven track record of approximately 
10 years as a recognized business leader of a medium size company or business unit within a bigger 
organization in an appropriate industry is a must. 


GENERAL MANAGER — ENGINEERING 


Reporting to the Managing Director this position will be responsible for: 

* Providing and coordinating of technical guidance to engineering staff in all disciplines including 
mechanical, piping, structural, electrical & instrumentation 
Establishing a productive work environment encouraging team work, high standards and 
achievement of business/project objectives 

* Ensuring utilisation and standardisation of engineering software across the business unit 

* Managing detail engineering and design packages according to Client specifications 

* Adherence to safety and legal requirement. 


An appropriate engineering degree and professional registration with 5-7 years managerial experience 
in a similar position with excellent analytical, management, interpersonal and communication skills 
are required. 


Strong leadership qualities, good governance, high standard of business ethics and strategic 
business skills are non negotiable for both these positions. 


Emphasis will be on the successful delivery of engineering /construction projects in the Minerals, 
Metals and Material Handling area. 


The above positions are based at Bangalore. However due to the global nature of our Client's 
business, regular international travelling may be required. 


Please forward your Curriculum Vitae within 7 days and visit our website 
for further details. 


YUVRAJ MALI, Director 


E-mail: corporate&armsindia.net 
Website: www.armsindia.net 
NABC m i 
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$ BAJAJ 
Inspiring Confidence 


Financial 
Expert 
require 


Bajaj Auto currently manages a captive fund of around 
Rs.7000 crores invested in Equity and Fixed Income 
To manage these investments, 
we are strengthening our team and are looking for 


Investment Professionals. 


You should currently be a Senior Analyst with an urge and capability to graduate into 
Fund Management. You should have incisive understanding of multiple industry sectors 
with excellent Financial Modeling skills. You should be a CA/ICWA/MBA/CFA with at least 

6 years experience either in Equity or on Fixed Income with a large Broking Firm or a 
Research House or an Investment Bank. Professionals working in the Investment side of 

Treasury of large corporate are also welcome to apply 
Compensation will match the best in the Industry. The above positions are based in 
Mumbai / Pune. Email your resume to investrecruit@bajajauto.co.in in email text, 
not as an attachment. Alternatively courier your resumes to 
HR Department, Bajaj Auto Ltd., Akurdi, Pune-411 035 
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BREAKTHROUGH MANAGEMENT GROUP 


D NO X A : 


Breakthrough Management Group is a global leader in Performance Excellence and Six 
Sigma consulting, training, and technology solutions. We work closely with organizations to 
implement Total Performance Excellence methodologies like Six Sigma (DMAIC), Design for Six 
Sigma (DFSS), Lean, Business Process Management, Balanced Scorecard and Quality, 
- Environmental, Health and Food Safety certification. 


Position: Master Black Belt / Black Belt 
Location: Mumbai 


The role requires Training, Consulting and Deploying Six Sigma in both transactional and 
manufacturing environments using BMG's world-class processes and proven methodologies. 
The ideal candidate should be a certified Master Black Belt or Black Belt with at least two years 
experience in training and mentoring Six Sigma projects 

You should be an engineering graduate from a reputed Institute. A post graduate degree and a 
MBB/BB certification from BMG will be an added advantage. 

This position requires extensive travel to various locations in India and overseas. 


Position: Regional Business Development Managers 
Location: Bangalore, Pune, Hyderabad, Chennai 


The role requires lead generation and client acquisition, public seminar and event management, 
support key account management and perform marketing related activities for their particular 
region to help build BMG brand and achieve organizational growth objectives. 

You should be highly motivated, enterprising self-starter with a positive attitude and a willingness 
{о learn on the job. Strong verbal, written communication and presentation skills are a must. 

You should be a graduate with 3 to 5 years of work experience in high value services / products : 
sales. A post graduate diploma/degree in Marketing will be an added advantage. 


We offer a highly dynamic and flexible working environment. Compensation for the right 
candidate will be at par with industry standards. 


If the opportunity to explore challenging roles in Breakthrough Management Group India excites 

you, please send your resumes to us within 7 days via email to careers) BMGIndia.com or send 
itto: 

The HR Department 

Breakthrough Management Group India Pvt Ltd 

71B Mittal Court 

Nariman Point : 

Mumbai 400021 : 


India + Australia • China * Japan * Malaysia * Mexico * New Zealand * S.Africa * Taiwan * Thailand * Turkey • О.К. * U.S : 





The Maharashtra government threatens to ban 
the popular two-digit lotteries, and throws a 
thriving industry into turmoil. KUSHAN MITRA 


March 28. 2006 6.00-6.45 p.m 


ENS OF THOUSAN 
souls stream past in the 
bustle of the evening 
rush hour, catching 
trains on Mumbai's 
overcrowded suburban system. But 
some of the office-goers mak 
small detour before heading back to 
their families, a detour to Sai 
Agencies, a stall on the subway lead 
ing to Churchgate, to test their luck 
and play the lottery. But over th 





past few days, lottery store owt 
ers and regular players have been 
very uptight. Some representatives 
of the Democratic Front govern 
ment in Maharashtra have been 
talking of banning the lottery trad 
Contradictory statements \ 
emerged since, but store owner: 
are perplexed and angry that suc 
talk is happening in the first plac 

Kanti Reddy, proprietor of Sai 
Agencies, has been selling lotteries 
for over 17 years. He started out 
with a small pushcart and now has a 
shop with computers. “Why do 
the government want to put me out 
of business?" Reddy wants to know 
“I don't force anybody to play; 
fact, | provide employment for 
people here." It is estim ated th 
over 10,000 people are employed 
selling lotteries across the Great 
Mumbai area alone. Obviously, th: 
people here Just love the lottery 

A few kilometres down the road 
Melville Patrao, Chief Operatin; 
Officer, Playwin, is equally fr 
trated, but believes that th« 
ernment won't ban lotteri 
all. *Do you know who is one of 
the largest lottery operators 
Maharashtra? The state gov« 
ment itself," he says. But, as 
quickly points out, the talk ist 
about banning all lotteries, 
extremely addictive ‘2-digit’ draws 

What are ‘2-digit’ draws? Thes 
high-frequency lotteries allow u 


bt reporter's diary 


to choose any two-digit number for 
their ticket, and every 15 minutes 
between one in the afternoon and 
nine at night, a computer picks a 
random number. Even though the 
tickets are fairly cheap, topping out 
at Rs 100 (hourly draws tend to 
be priced higher), these are the most 
popular lotteries. 

Patrao agrees that there needs to 
be a bit more regulation on these 
lotteries. ^I believe that it might 
make sense to increase the inter- 
vals to every half-hour and reduce 
the time from eight hours to five or 
six hours. It is true that there are 
some, albeit very few, people who 
spend the entire day playing such 
lotteries," he says. 

Back at Sai Agencies, a patron, 
К.К. Sinha, tells this correspondent 
that he just won Rs 2,000 on the 
6.15 p.m. draw from a Rs 55 ticket. 
“I think the lottery gives me hope, 
and it is important for Indians to 
have that (the hope that they can 
win). I know I lose money on the 
whole, but you never know one day 
I might win the big prize," says Sinha, 
dreamy-eyed. A couple of his peers 
around him nod their heads in uni- 
son, saying “Barabar, barabar.” 

It is estimated that Indians 
spend Rs 50,000 crore, over 1.5 
per cent of the country’s GDP, on 
lotteries every year. And these are 
numbers collated by industry body 
AIFLTAI, which also estimates that 
the governments earn Rs 500 crore 
in taxes through these lotteries. 
Most lotteries, private or public, 
have a payout rate of 91 per cent, 
which means that for every Rs 100 
bet, Rs 91 is returned to players 
in the form of winnings, Re 1 goes 
to the government in taxes and the 
remaining Rs 8 is divided between 
the lottery operator and the agent 
and ranges from 50-50 to 75-25. In 
fact, most lottery operators nowa- 
days have fairly transparent finan- 
cial practices, with some even al- 
lowing users to look at lists of over- 
all intakes and outflows. 
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Reddy claims that over 500-600 
people come to his outlet every 
day, and sometimes the number 
rises to over a thousand when a big 
draw (Playwin's Thursday Mega 
Draw is a big attraction, with crores 
of rupees on the line) is taking place. 
“If the government bans lotteries, 
who will benefit? The illegal lot- 
tery operators. Do you think people 
will stop playing lotteries just 
because the government bans it? In 
fact, I think it is the matka operators 
who have been trying to get lotter- 
ies banned,” he states. “Any move to 
ban lotteries, even these instant 





Rs 20 crore on this (even though the 
ban hadn’t been implemented when 
BT visited the stores). However, the 
ban will have several caveats: It will 
still allow for other state lotteries 
to be played and not impact other 
types of online lotteries at all, with 
the fallout confined to just two com- 
panies, Martin & Sugal and The 
Money, who had licences to operate 
such lotteries. That said, storeown- 
ers like Reddy point out that half 
their business comes from such ‘two- 
digit’ lotteries. 

No lottery shop that this cor- 
respondent visited had any underage 
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Staring at a shutdown: Sai Agencies' Kanti Reddy, an industry veteran of 17 


years, says a ban would ruin small-time vendors like himself 


ones, would directly help Mumbai's 
underworld," warns Patrao. The 
reason that most lottery operators 
are upset about any ban is that 
Maharashtra is India's biggest better 
on lotteries, accounting for almost a 
10th of the industry. 

Meanwhile, from Mantralaya, 
the Maharashtra government’s head- 
quarters, the talk of a ban continues, 
and legislators in the Vidhan Sabha 
are talking of ‘how lotteries are de- 
stroying an entire generation’ and 
‘lotteries are evil’. So, the first step 
for the government was to ban the 
15-minute ‘two-digit’ draws, 
incurring a revenue loss of over 


players (as some people have 
accused). A majority of them seemed 
to be white-collar workers, many 
of them daily players, addicted to the 
hope of a big pay day, but nothing 
untoward. Hope, it seems, burns 
eternal in the lottery store. 

Before leaving, this correspon- 
dent decided to try his hand at the 
sport as well. So a ticket for the 
6.45 p.m. draw was purchased and 
a number was picked. The excite- 
ment and anticipation and the pos- 
sibility of winning a thousand rupees 
was quite good fun. But, of course, 
a poor journalist always has rotten 
luck. Maybe tomorrow then? ш 


bt bookend 


The Retailer They Love to Hate 


Is Wal-Mart a super-efficient selling machine, an evil empire, or just a product of free 
market dynamics? Three new books offer three different perspectives. К. SRIDHARAN 


interesting article sometime back on the perils of 
being the market leader in any industry. As the 
newspaper's writer argued, citing a research done by 
a B-school professor in the us, the market leader acts 
like a lightning rod, attracting not just the regula- 


Г WAS PROBABLY THE ECONOMIST THAT RAN AN 


tor's undesired attention, but the 
public ire as well. Wal-Mart, the 
world's biggest retailer and 
corporation with $312.4 billion 
(Rs 14,05,800 crore) in annual 
revenues, would most likely agree | 
with the argument. 

Over the last four years or so, 
the retailing behemoth has been 
under attack for a variety of rea- 
sons, including the poor wages it 
pays its employees, the incredibly 
difficult prices it demands of its 
suppliers and for driving other 
retailers out of business (not to 
mention transgressions such as 
indirectly employing illegal immi- 
grants). Wal-Mart has braved the 
criticisms and continued to grow. 
Last year, for instance, it grew 
almost 10 per cent, adding $27 
billion or Rs 1,21,500 crore (or the 
GDP of Guatemala) to its topline. 

Small wonder, then, that Wal- 
Mart today is one of the most talked 
about companies in the world. For American 
journalists, Wal-Mart is, of course, a juicy 
story, but one that could potentially build 
their careers and earn them nationwide 
fame. This year alone, two such journalistic 
works have hit the bookstores: BusinessWeek 
senior writer Anthony Bianco has penned a 
not-so-flattering profile called Tbe Bully of 
Bentonville, while Fast Company senior editor 
Charles Fishman offers a more objective 
take in Tbe Wal-Mart Effect. (The third book 
featured in this review is an insider's view of 
the Wal-Mart culture, and interesting for 
what the retailer thinks of itself.) 

It's obvious from the title of their 
respective books what Bianco and Fishman 
think of Wal-Mart. The former, whose book 
was inspired by a 2003 cover story (Is 
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Wal-Mart Too Powerful?) he wrote for BusinessWeek, 
is worried about the retailer’s “everyday low prices” 
wreaking havoc on the American economy in terms of 
impoverishing retail workers, squeezing suppliers and 
crowding out other retailers. Bianco says he wouldn’t 
be worried if Wal-Mart were a small-town retailer 


doing such things. But “it is something else entirely 
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THE WAL-MART 
EFFECT 

By Charles Fishman 
The Penguin Press 
Pp: 294 

Price: Rs 980 


THE BULLY OF 
BENTONVILLE 

By Anthony Bianco 
Currency 

Pp: 320 

Price: Rs 930 


THE WAL-MART WAY 
By Don Soderquist 
Pearson Power 

Pp: 210 

Price: Rs 399 


for a company whose decisions 
set the wage-and-benefit stan- 
dards for an entire industry...” 
to behave in such a manner. 
“Corporations with enough power 
to materially affect the world’s 
largest economy need to think 
and act differently...” he argues. 
But Bianco admits that Wal-Mart 
saves, directly and indirectly, 
billions of dollars for shoppers; 
$263 billion (Rs 11,83,500 crore) 
in 2004 alone. 

Fishman, too, makes the same 
points, but with much less hysteria. 
His criticism of Wal-Mart is vastly 
more balanced and measured. He 
does bring you horror stories from 
employees and vendors, but his 

characters are able to see—even if 

they fail to appreciate—why Wal-Mart 

is such an inexorable force in their lives, 

Fishman beautifully sams up what the Wal- 
Mart debate in America is really about: “In 
democracy, do we want a single company to 
have the reach and power that Wal-Mart 
has—a power that right now is accountable to 
no one?” Then he flips the question around: 
“But what could be more democratic than a 
company that is literally built up from the 
choices made every day by ordinary Americans 
voting with their debit cards, compelled by 
nothing, but their own choice?” 

The only problem with this argument is 
that what’s good for consumers need not 
necessarily be good for America. But as long 
as Wal-Mart does not do anything illegal or 
unethical, regulators and governments will 
have little reason to slow down the retail 
juggernaut. For the time being, though, Wal- 
Mart isn’t thinking about its critics, but how 
to get bigger and more powerful still. ai 
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Back of the book 


AH, 
PROVIDENCE! 


TREADMILL 


PRINTED 
CIRCUIT 


student says no 
to a lucrative 
offer from JP 
Morgan Chase 
and comes | 
home to further 


IT. uL 
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F THINGS WORK OUT, 
Satyajit Sadanand, all 
of 26 years old, will 


ta not, he will‏ ا 


. become a a footnote, albeit an 
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to graduate from an Indian 
Institute of Management (in this 
case, IIM-Lucknow) and secure a 
lucrative offer from an i-bank (JP 
Morgan Chase in this case) would 
throw it all away for football. 

This is India, after all, not the UK 
or Italy, both countries with vibrant 
(and commercially successful) pro- 
fessional football leagues. Football is 
popular in India, especially in West 
Bengal, Kerala, Goa, and parts of 
Maharashtra and Gujarat. India, 
however, isn't exactly a world- 
beater in the game, and has never 
been that, although it was the best 
team in Asia for a brief golden 
period in the early 19505. Nor has 
the game received the kind of sup- 
port that cricket has from broad- 
casters, sponsors, even spectators. 

Yet, it is down this path that 
Sadanand has chosen to walk. He is 
going back to Baroda to work for 
the cause of Providence, a local 
football club he and a few friends 
founded way back in 1998 (he was 
18 years old at the time). *I want 
football to regain its lost glory," 
says Sadanand with the kind of 
intensity that only young men 
chasing their dreams can summon. 
“1 want it to become as big as 
cricket in India and professional 
soccer in Europe." 

It is evident young Sadanand 
has been influenced by his father C. 
Sadanand, an employee of Indian 
Petrochemicals Corporation Ltd 
(IPCL), once a government-owned 
company whose ownership has 
since passed to the Reliance Group. 
Apart from furthering the cause of 
industry in India—the objective 
behind their creation—public sector 
firms also saw themselves as patrons 
of sports. In IPCL’s case it was foot- 
ball and Sadanand Sr. represented 
the firm in several state-level tour- 
naments. “Nobody knew who Vijay 
Hazare was in the early 1970s,” 
he reminisces, referring to one of 
India’s best-known cricketers of 
the time. “Mewalal and P.K. 
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Banerjee were the most popular 
stars then.” The first named, for 
the record, was the man responsi- 
ble for India’s football gold in the 
1951 Asian Games in Delhi (he 
scored the only goal in the final 
against Iran). 

For a long time, Sadanand Sr. 
has hoped to see the sport get its 
due. Which is why he did not com- 
plain (and was actually overjoyed) 
when his son, a chemical engineer 
from Government Engineering 
College, Thrissur and the holder 
of a post graduate diploma in busi- 
ness management (some see it more 
as a visa то riches) from IIM- 
Lucknow decided to work, not for 
JP Morgan Chase, but for the cause 
of football. “I knew football was 
my true calling,” says Sadanand. “I 
only had to equip myself better to 
do justice to the sport.” 

Football clubs need money to 
sustain themselves; when i 
was smaller (and its aspirations not 
so high), its members would buy 
vegetables from surrounding areas 
and resell them at profit in the IPCL 
township. By 2001 (which was 
when Sadanand came back to 
Baroda from Thrissur), the club 
needed more money. “We had a 
captive market in the township,” 
says Poonam Rathore, Sadanand's 
childhood friend and the manager 
of Providence. “We had to think 
of relevant products that could be 
sold there.” The friends identified 
an opportunity in detergent: 
Sadanand had the formula; his 
father helped source the raw 
material. The members started by 
selling 300 kg of the detergent, 
branded (what else?) Super Team; 
today, they sell 2,500 kg at 
Rs 80-a-kg. 

Even that, though, wasn’t 
enough for a club that wanted to 
establish a coaching centre; in 2004, 
Providence founded a retail outlet to 
sell detergent, vegetables, and other 
household necessities. The same 
year, Sadanand decided he needed 
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an MBA if he really wanted to do 
something for the game. For 
starters, he wants to go the organ- 
ised retail way to raise money for 
the club's footballing initiatives. “I 
am also clear that over time, we 
have to make the sport and 
Providence commercially viable,” 
he adds. Baroda itself, he points 
out, has over 20 amateur football 
clubs and a typical match attracts an 
audience of 400. “The audience 
will be bigger with better and bigger 
tournaments,” he explains. 
Sometime soon, Sadanand will 
leave for Europe to “spend time 
with professional soccer clubs” to 
understand how they do it (he 





"| want it to become 
as big as cricket in 
India and professional 
soccer in Europe" 


also hopes to rope them in to 
organise coaching camps, perhaps 
even work out an arrangement to 
send local players to train with 
them). “Best training, world-class 
facilities, great teams like 
Providence, interesting tourna- 
ments, and then to cash in on all 
of that," he muses. "That's our 
long-term plan." This story, then, 
is about an individual's determi- 
nation to lead providence, rather 
than being led by it. 
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1 Gym = 2Dumb-bells 


F LATE PVE BEEN GETTING QUITE A BIT OF MAIL FROM READERS 
() lamenting the lack of convenient gyms in and around the local- 

ities where they live. And many of them wonder whether they can 
do strength training exercises without going to the gym and without the 
benefit of lots of equipment. The short answer to that is an emphatic yes. 
You don’t need a raft of machines to follow an effective weight training 
programme. In fact, you can start a progamme with just two humble 
dumb-bells, a bench and, perhaps, an exercise mat. 

The dumb-bell is an often overlooked piece of gym equipment, its ver- 
satility either taken for granted or undervalued. Yet, a pair of dumb-bells 
can be used for training almost any muscle group in the body. The 
obviously easy ones to target with a dumb-bell are the biceps and triceps 
(both muscles of the upper arms)—anyone who has even a nodding 
acquaintance with weight training knows biceps (or triceps) exercises that 
use dumb-bells. The simple biceps curl 
is probably the commonest exercise in 
weight training. 

But dumb-bells can be used for 
pretty much any part of the body—you 
can do bench presses for the chest mus- 
cles using dumb-bells; lateral raises and 
shoulder presses for your shoulders; 
bent-over rows for the back muscles; 
squats for the thighs and weighted 
raises for the calves.... I could go on 
and on. 

Any sports shop will gladly sell you 
pairs of dumb-bells—get two pairs, 
one light and the other heavy to begin 
with. Add a flat wooden or steel bench 
(with cushioning) and you're all set. While simple exercises like arm curls 
are easily done, it’s advisable to get some basic instruction on exercises for 
other parts of the body. In this instalment of Treadmill, let me introduce 
you to the stiff-legged dead-lift using dumb-bells. Grab a pair of heavy 
dumb-bells (as heavy as you can lift 10 times). Stand straight with the 
dumb-bells against your thighs and a grip where your palms face your 
body. Keeping your back naturally arched (not hunched over) and your 
knees straight, bend down from your hips till your upper body is paral- 
lel to the floor. Hold for a couple of seconds. Now straighten up and get 
yourself back to the starting position. That’s one repetition of an exercise 
called the stiff-legged dead-lift (it’s also known as the Romanian dead-lift) 
and if you do it right you'll feel a stretch on your hamstring (at the back 
of your thighs) muscles and lower back. Do three sets of 10 reps each. 

There, that’s one exercise you can do with just a pair of dumb- 
bells. Believe me, there are numerous others. Don’t have a gym in your 
neighbourhood? Just grab a couple of dumb-bells! 

MUSCLES MANI 
write to musclesmani@intoday.com 

Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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ALL ABOUT 
SPONDYLITIS 


F THE DIGITAL-AGE HAS CONDEMNED 

you to be hunched over your com- 
puter for long hours daily, you need 
to wise up to the risks. Spondylitis 
is one. It's serious because it could 
be very painful at best and dis- 
abling at worst. 
What Is It: Spondylitis is a type of 
arthritis that results from inflamma- 
tion of the spinal joints. Says Dr K.L. 
Kalra, Senior Orthopedics Consultant 
at Sir Ganga Ram Hospital, 
"Spondylitis can affect all three 
regions of spine—cervical, dorsal 
and lumbar." The bones of the spine 
may grow or fuse together resulting in 
rigidity. The disease primarily affects 
the spine, but other bones, joints 
and organs can also become involved. 
Although spondylitis can occur at 
any age, it most often affects men in 
their 20s and 30%. It is less common 
and generally milder in women. 


Symptoms: Common symptoms 
include frequent pain and stiffness in 
the lower back and neck. Inf- 
lammation of the spinal cord causes 
clumsiness in all limb movements. 
Movements of the head cause a sen- 
sation resembling electric shock. 
Fusion affecting bones of the neck, 
back or hips may impair a person's 
ability to perform routine activities. 
Fusion of the ribs to the spine may 
limit a person's ability to expand the 
chest when taking a deep breath. 


Causes: "Bad posture and a lack of 


link between a gene, HLA-B27, and 
spondylitis. However, the majority 
of people carrying this gene don't 
get spondylitis. "A desk worker is 
highly susceptible to the disease." 


Treatment: There is no sure-fire cure, 
but the problem can be alleviated 
to facilitate a norma! life. 
"Physiotherapy helps," Fragile, 
Patients are encouraged to keep nor. 
mal postures and sleep on hard Suk 
faces. Exercise is an essential part of 
the treatment. 

MANU KAUSHIK 
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TV On The Move 


Mobile TV 





F OR A BRIEF FIVE MINUTES AT THE FICCI-FRAMES 
summit that happened in Mumbai in late 
March, I held what could have well been the 
future in my hands. Well, what I managed to get 
my hands on was a Nokia N92, one of those N- 
series phones that turns and swivels in ways that 
boggle the mind. The phone itself (very nice 
despite the twists and the turns) wasn't the thing 
that could have been the future; that would have 
to be the content. You see, I watched 1v on it. I 
know, Airtel was the first telco in the world to 
broadcast a full-length movie and cricket clips 
and the like are preferred value added services, but 
this was TV, live TV. Already, every major handset 
vendor in the world—Nokia, Motorola, Samsung, 
SonyEricsson, LG, Siemens, BenQ—has a product 


р or two supporting the DVB-H format. That stands _ 
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for Digital Video Broadcast Handheld and what it 
means is that these phones can pick up broadcast 
“лан (terrestrial only) with the help of an 


antenna—meaning that satellite channels need _ 
to be re-broadcast. The reason why I think this. 
could have been the future but won't be? Actually, - 
rib pier du pde oec E 


-ably will despite what the Cassandras say about 
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е video through 


) and this will include (f they enter into the right 
kind of alliances) almost every channel you cur- _ 
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bandwidth constraints), telcos will find it easy to 
their networks, zi 










Definitely Not Stone Age 
Motorola PEBL U6 


IRST CAME THE RAZR, THEN THE SLVR, AND NOW COMES 
Fu PEBL. With its brushed-metal complexion and 
sleek curved looks, this Motorola phone looks and feels like 
a pebble you would pick up from a riverbed. Its coolest fea- 
ture is a really slick, one finger push that opens the flap. 
Motorola India expects to launch this device here by 
late April at a price-point around Rs 17,000-18,000. 


High-End Thrills 
HP Pavilion Media Center 


F YOU REALLY, REALLY, REALLY WANT TO WATCH TV 
Tiu your сотре, чыч new m: achine from HP 
that you don’ t ed psticable lines itis ah the 
house. While the Pavilion range starts at Rs 34,990, this 
machine with its uber-cool looks, the TV remote and the 177 
LCD monitor costs much more, around Rs 72,000. For that 
kind of money, you could get a larger LCD TV. 


Magic Eyes 
Lenses For Phones 


HIS IS STRAIGHT OUT OF MY WISHLIST. GUMMI LENSES IS A 
pack of six stick on lenses for mobile phone cameras. 
One lens facilitates close-ups; another is a wide-angle 
one; and still another is a kaleidoscope lens (now, who 
would need that?). The lenses should make mobile pho- 
tography more fun and are available 
for £26 (Rs 2,028) from 
www.boysstuff.co.uk. m 
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THE IMPORTANCE 
OF BEING A GFO 


It’s more than counting 
beans, say the country’s 
best CFOs at the Business 
Today awards function 

in Mumbai 





Club of winners: Aroon Purie, Editor-In-Chief, Business Today; Kaushik Chatterjee, VP (Finance), Tata Steel; Rajan 
Varma, CFO, Dabur India; Praveen Kadle, Executive Director (Finance), Tata Motors; K.V. Kamath, CEO & MD, ICICI 
Bank; Ashok Wadhwa, Managing Partner & CEO, Ambit-RSM; and Alok Agarwal, President (Finance), Reliance Industries 


ARLANDING CHIEF 

executive officers is 

common, but chief 

financial officers? As 

India Inc strikes multi- 
million dollar M&A deals in India 
and abroad, the so-called backroom 
boys are increasingly moving into 
the limelight. To mark their con- 
tribution to the success of compa- 
nies, the second Business Today 
3est CFO Awards, in association 
with Ambit-RSM, were presented in 
Mumbai. Out of 20 CFOs short- 
listed, six made it to the finals after 
rigorous analysis of the financial 
performance of their respective 
companies and scrutiny by an emi- 
nent panel of judges. 
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In a special welcome to Chief 
Guest K. V. Kamath, CEO & MD, 
ICICI Bank, Sanjoy Narayan, Editor, 
Business Today, said: “The CFOs 
were judged largely by their con- 
tributions in terms of conceptual- 
ising, structuring and executing 
M&A deals, raising capital and treas- 
ury management for their respec- 
tive organisations.” Counting the 
parameters for the final judgement 
of the scores, Narayan added that 
“19 companies made it to the final 
round where a panel of judges, 
comprising Manish Chokhani of 
Enam, Motilal Oswal of Motilal 
Oswal Securities, Prabhat Awasthi 
of BRICS Securities and Nilesh Shah 
of Prudential tcici as well as 


representatives of the BT picked 
the final six winners.” 

The Editor-In-Chief of Business 
Today, Aroon Purie, said: “Both 
journalists’ and CFOs’ images have 
taken a beating in recent times in the 
us. The perception gained ground 
that CFOs were a suspect breed, bla- 
tantly working around the rules 
and fudging accounts. Tougher laws 
that make CFOs vouch for the 
integrity of their financial state- 
ments have since been introduced 
and the CFO these days is seen less as 
a villain.” He also added that Indian 
СЕО$ are largely on the ball. Even as 
they go about growing their return 
on equity and creating shareholder 
value via some excellent long-term 





Tata Motors' Praveen Kadle receiving Best CFO award from K.V. Kamath as 
Aroon Purie and Ashok Wadhwa (extreme right) applaud 


ICICI Bank's K.V. Kamath with Business Today's Editor-in-Chief Aroon Purie 
releasing a copy of the magazine 
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Ambit-RSM's Ashok Wadhwa addressing the gathering 











capital management, they're also won 
derfully maintaining the delicate bal 
ance between the growth imperativ 
and cost control. 

Purie pointed out: “These days 
CFOs aren't just counting beans, 
they're helping plant them, rais: 
them and harvest them too. Th 
stock markets today are rewarding 
companies that focus on value cr« 
ation. It is here that CFOs come to thc 
forefront once again." 

Starting his speech on a note of 
‘confession’ , Kamath, said: “Broadly 
a CFO is seen as a conscience keeper of 
the company, trying to keep th 
and his other colleagues in check every 
step of the way. That’s not always an 


easy thing; it’s a challenging job 


requires relentless energy and 


ind 

After the unveiling of the specia 
issue of Business Today, Ashol 
Wadhwa, Managing Partner & 
Ambit-RSM, was invited to join Puri 
and Kamath in presenting the awards 
The award for the India's Best 
was conferred on Praveen Kadle, Tata 
Motors’ Executive Director (Financi 
and Corporate Affairs). Other win 
ners are: S.G. Joglekar, Bharat Fors 
Vice President (Finance), Rajan Varma, 
Dabur India’s СЕО, Т.У. Mohanc 
Pai, Infosys Technologies’ cro, Alo 
Agarwal, Reliance Industries 
President (Finance), and Kaushik 
Chatterjee, Vice President (Finance), 
Tata Steel. 

In his acceptance speech, Kadl 
said: “It is a great honour to be 
tated with this award. The awa 
not just my own award, but it is also 
the felicitation and the recognition of 
each and everybody work 





Motors, who have really contributed a 
lot in the last 10 years.” Counting his 
contribution in Tata Steel, he said: 
“From huge borrowing of 

Rs 5,000 crore to a cash-rich situation 
in just less than three years tin 

huge success in itself. But, the journey 
is not over yet and it's just а 
beginning." The evening ended witl 
a note of thanks by Pavan Varshnei, 
Publishing Director, Business Today. m 


Big Blue Showcases India 


TRADITIONALLY, IBM HAS HELD ITS ANNUAI 
global meet first in the us and then Europe. 
But this year, India will be the in-between stop 
for IBM's top brass. From June 6 to 8, CEO SAM 
PALMISANO, 54, and his top team will be in 
Bangalore, talking to top market analysts 
and investors about Big Blue's opportunities 
in India and elsewhere. About time. With 
40,000 employees, IBM India is second only to 
the tech giant's US operations. Let's hope 
Palmisano, on his fourth visit, finally gives his 


Hitting Dead End first interview to Indian media. 













OVER THE LAST NINE YEARS, HIS NAMI 
became synonymous with Hyundai in 
India. So why is B.V.R. SUBBU, 50, who 
still has 10 years to retirement, leaving 
HMI? He isn't telling, but the answer 
seems evident. The former Tata 
Motor’s executive became President at 
HMI four years ago, but seems to 
have hit the glass ceiling. Don't 
blame HMI, though. Minus the 
Detroit giants, global carmakers 
prefer expats to run India opera- 
tions. Subbu’s next move? “I 
haven't said anything as yet, but 
I am speaking to people,” he says. 
Private equity or a job with Nissan 
are said to be two of his options. 


Raising His Spirits 


HE WAS BORN IN MUMBAI, STUDIED IN IIM- 
Ahmedabad, and is Victor Menezes' brother, but 
those aren't the only reasons why IVAN MENEZES, CEO 
of Diageo North America, is excited about India. 
"India is a big spirits market and has a strong 
whiskey tradition and we are the biggest scotch 
whiskey player," he explained during a recent 
trip to India. Diageo, which owns brands like 
Smirnoff and Johnnie Walker, hasn't been a 
roaring success in the country, although Smirnoff 
was launched way back in 1994. But Menezes, 46, 
says things are changing, pointing to the brand's 35 
per cent annual growth in recent years. Not bad for 
, a brand that's still too expensive for most Indians. 
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Laurels For The Lawyers 


THEIRS IS STILL A LARGELY INDIA-FOCUSSED LAW FIRM, BUT THAT 
is no hindrance in winning recognition that matters. AZB & 
Partners, born from the merger of Delhi-based AJAY BAHL & 
Co. and Mumbai-based ZIA MODY (right) and Bahram 
Vakil's CZB, has won the “India National Law Firm Award" 
for 2006 from IFLR, a top law magazine published by the 
Euromoney group. “The good, young partners in our 
team are our backbone. Their names are not in A, B, or Z, 
but are in ‘partners’,” says Bahl, 51. The award entitles А7В 
to be considered for IFLR’s more prestigious regional awards, 
but Bahl says there's some way to go. For a lawyer, Bahl 
already has something rarer than the award: modesty. 
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NOT JUST ABOUT MAKING MILLIONS TO LAST A 
LIFETIME. BUT CHOOSING TO LIVE FOR THE MOMENT. 





Traveller At Heart 


PETE DEEMER THINKS THE NEXT 
big internet product could come 
from India. And that's a good 
thing. As the new head (of three NOT JUST 
months) of Yahoo India’s prod- 
uct development organisation 
in Bangalore, Deemer, 36, is 
responsible for launching prod- 
ucts both for India and the us. “I 
am not good at predicting the 
future, but the day is not far 
when the next Flickr or 
del.icio.us will come out of 
India,” says Deemer, referring to two popular community portals. 
Deemer, who’s previously been a travel writer and online game 
developer, says that although Bangalore doesn’t have a rich IT eco- YOUR OWN 
system like Silicon Valley’s “it’s such a small impediment” to inno- 


vation. Well, Mr Deemer, we expect you to prove yourself right. 
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Back To Realty 


THE APPORTIONING OF THE PIRAMAI 
empire may have sent the real 


BOSS. 


estate business (Crossroads) his 
sister-in-law Urvi Piramal’s way, 
but AJAY PIRAMAL, 50, has no 
plans of staying out of realty. 
He’s launched Indiareit Fund with 
Rs 250 crore in corpus that'll 
co-invest with high-quality dev- 
elopers and builders. Piramal’s 


BUT OWNING 


flagship pharma business is doing 
well, but given India’s booming 
real estate market, it’s plain why 
he wants a piece of it too, 


f EACH DA 





Goodbye, Amul 


INDIA'S MILKMAN, VERGHESE KURIEN, IS 


finally hanging up his boots at Live your success. 


GCMMF, marketer of Amul. “When | 
felt that I didn't enjoy the confidence Signature style 

of the board, I resigned,” says the ۲ 
84-year-old, who fought a bitter bat- 
tle with others at the cooperative. It’s 
goodbye Amul, but not work. He’s 
also the Chairman of rural manage- 
ment institute IRMA and says, “I have 
certain functionalities to perform 
here”. IRMA, here he comes. 8 





CONTRIBUTED BY KUSHAN MITRA, VENKATESHA BABU, AHONA GHOSH, 
SHALEEN AGRAWAL, R. SRIDHARAN AND KRISHNA GOPALAN 








bt leadership spotlight 


SR 


NAME: 
AGE: 48 
8 DESIGNATION: CEO 
UMESH GOSWAMI COMPANY: HSBC India 


. First Lady Of Banking 


| HE WAS THE FIRST INDIAN WOMAN TO GRADUATE FROM HARVARD BUSINESS SCHOOL WAY BACK 
in 1982. Eighteen years later, she was ranked third by Fortune in its first ever listing of 

Asia's top women executives, and in 2003, made it to Business Today's list of 25 most 

powerful businesswomen in India. Last month, Naina Lal Kidwai became the first woman 

to head the Indian operations of a foreign bank when she was appointed СЕО of the Indian 

| arm of HSBC Bank, once again justifying her unofficial billing as the first lady of the Indian 
| banking. “We need to be passionate and driven to achieve any goal we choose,” she has been 
| quoted as saying. "And your career depends on how much you enjoy work." By that 
yardstick, it will be fair to say that this Economics (Honours) graduate from Delhi University 
(Harvard came later) is enjoying herself to the hilt. Kidwai, who, incidentally, is industrialist 

L.M. Thapar's niece, started her career in 1977 with Price Waterhouse & Company; her first 





Now make designation: trainee. Thereafter, following further studies at Harvard, she joined ANZ 
Grindlays Bank in 1982, handling retail and investment banking. The turning point came when 
ISD calls she moved to Morgan Stanley in 1994 as Vice Chairman and was instrumental in putting 
from your together its highly successful joint venture with JM Financials. In 2002, Kidwai joined 
| HSBC Securities & Capital Markets as Executive Vice Chairman & Managing Director, and 
| Airtel mobile | two years later, was elevated to Deputy СЕО of banking operations. Has she ever had 
| : problems holding her own in the male-dominated world of investment banking? “I have never 
at just faced any gender discrimination," she said in a recent interview, adding, however, that being 
Rs. 7.20/min. a woman in a top job means living under a magnifying glass all the time. The problem that she 
has faced is youth. In a society where hierarchy is deeply entrenched and age is equated with 
Only on Airtel. wisdom and authority, she has sometimes found it difficult to give orders to older people. 

Her management philosophy is fairly simple, if slightly elaborate. Management, she feels, 
is the sum total of team building, integrity, fairness, equity, risk taking, focus and style. She 

will need all of these attributes to succeed in her new job. a 
ANAND ADHIKARI 
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A KNOCKOUT 
PERFORMANCE. 


IBM is the #1 Storage Vendor! for Q4 2005 in India. 
We are also the #1 Server Vendor? in revenue across UNIX, x86, LINUX and x86 BLADE segments. 


A performance never witnessed in the Indian market before. A testimony to our customers 
belief in our technology, Now, making an infrastructure decision is simpler than ever. Whatever 
mr à your infrastructure requirement, integrating various platforms to get best-of-breed solutions is 
TELLER " ' ye a worry Чі P us ( An 1 P nower 0 iara If orkina V 
no more a worry. Just give us a call and see the power of leadership working for you 
IBM eServer™ xSeries 226 | IBM System p5 505 3580 Ultrium 3 Tape Drive (LVD) 
Price Rs. 1,31,999* Price: Rs.1,94,000* | Price: Rs. 2,25,000* 


With 3 year IBM standard warranty 

















ibm.com/shop/in b ' | 1800 4253333 | 
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Your potential. Our passion. 
Microsoft 
| dreamt | was being chased by my inbox. | |_1 tried to run but my legs wouldn't move... ; 


E Š ou | 








I slipped... | fell... 


| screamed, but... 


\ | | -—1 1 ' 
Turns out everyone in k É Pa 
our department has been `~ А EE Y 3 








| wonder if it might 
| سح‎ — < mean something? 
having the same dream. ^ | ey ' ; Е 





Microsoft Office has evolved. Have you? The latest version of Microsoft Office 
helps you deal with your workload. Now you can organize, prioritize, and synthesize 


information like never before. Upgrade to the latest version of Microsoft Office 


3 
today. Visit microsoft.com/india/office/evolve 


m 
NOW FROM A B&W PRINTER 


HP COLOR LASERJET А It's the best of both worlds. The some block a 
3000 PRINTER SERIES | RS, 7/9799 st: PAY € 


* Up to 29/15 ppm (black/colour) 

* Mono printing on even if colour cartridge is over 
* Colour access control control over 
* PostScript support 








Special offer: Nokia mobil 


SMART ADVICE » SMART TECHNOLOGY » SMART SUPPORT 


нр | SMS "CLJ1" to 7575 





|Dial-c- Call 3030 4499 (from mobile) 

cariridge | ; 
Gaor. | or 1800 425 4999 (from MTNL/BSNL lines) M , 
Ба) Visit www.hp.com/hpincolour ШШ 








"Est. street price, taxes extra. **Offer based on redemption. To redeem offer, customers need to register their purchase on www.hp.convin/promotions. Conditions apply. All purchases made under the DGS&D or other state Rate 
Contracts will not be eligible for the special offers. The product visual shown may vary from the actual product. © 2006 Hewlett-Packard Development Company, LP. e 
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From The Editor 


T CAN SEEM IRONICAL THAT AT THE VANGUARD OF THE 
Е (Rs 27,000-crore) Indian business process 

outsourcing (BPO) industry is a company that till less 
than 18 months back was a subsidiary or division of a large 
multinational corporation, which accounted for all of 
its revenues. Of course, it makes a difference that the multi- 
national in question is global giant GE and that its BPO sub- 
sidiary, then known as GE Capital International Services 
(GECIS), ran India's largest BPO business with revenues of 
$426 million (Rs 1,917 crore) in 2004, reflecting a com- 
pounded annual growth rate of 10,000 per cent in seven 
years! By the end of 2004, when GE decided to exit the BPO 
and sold 60 per cent of its shareholding in GECIS to two pri- 
vate equity firms, Genpact was born as an independent 
third-party BPO firm that could no longer count on GE's 
aegis. It's been less than two years since that happened and 
yet we think if any player in the BPO arena is going to 
change the future, it will be Genpact. For a number of rea- 
sons. On top of the page are its ambitious growth targets. 
CEO Pramod Bhasin, the man on our cover, has targeted a 
doubling of Genpact's revenues to $1 billion (Rs 4,500 cr- 
ore) by 2008 and to $10 billion (Rs 45,000 crore) by 2016. 

The second reason why Genpact 
will break new ground for Indian Bros 
is because so much is riding on its 
fortunes. Genpact is like the moth- 
ership for the rest of the Indian BPO in- 
dustry, which closely watches (and 
some would say emulates) its strategies 
not only in running and acquiring 
businesses, but also in dealing with 
burning issues like huge attrition rates, global political 
resistance to outsourcing as well as competition from 
new BPO hubs elsewhere in the world. 

The third, and probably the most important, way in 
which Genpact will rewrite the rules for Indian BPOs is sig- 
nalled by how Bhasin and his team are going about win- 
ning new clients and businesses for the firm and in- 
creasing its global spread. Already, Genpact has 80 cus- 
tomers other than GE, some of them coming via acquisi- 
tions of units in other markets. Recently, it forged a 
joint venture with India’s NDTV in what is clearly a pre- 
cursor to a big entry into the yet untapped demand for 
outsourcing for global media firms. Assistant Editor 
Archna Shukla spent days with Bhasin and his team as well 
as competitors to put together the cover story on how 
Genpact is becoming the next generation BPO. 

Our third edition of India's Fastest Growing 
Companies brings you 30 companies that recorded sear- 
ing growth rates during 2005. These super-achievers 
hail from across industry—new sectors like retail and rr, 
older ones like manufacturing and construction and 
even the media—busting the myth that growth is the pre- 
serve of only a few sectors. 
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"Look at his desk!" 
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Wipro presents PowerSlim. Desktops powered by 
Intel® Pentium® 4 processor with HT Technology. 






























It’s slim, sleek and powerful. And it's making heads turn. The new Wipro 
SuperGenius PowerSlim, powered by Intel? Pentium? 4 with HT Technology, 
delivers blazing speed and heavy duty performance. It’s a lean, mean 
machine that kickstarts business productivity. And is backed by the Wipro 
promise of reliability. Go ahead. Get the look of the future for your office. 


Wipro SuperGenius PowerSlim WSG14259 series 
Intel* Pentium* 4 Processor 630 with HT 

Technology (3.0 GHz, 2MB L2 Cache, 800 MHz FSB) 
| Genuine Microsoft" Windows" XP Professional 

Incel® 915 GV Chipset 

[356MBRAM 

| 15 TFT Screen 

| 80GB SATA HDD 

| Slim CD-Rom 

Keyboard and Mouse 


1 year warranty 
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Call toll free 1800 3453312 or email supergenius@wipro.com www.wipro.in 
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All's Well That Ends... 

. .. At least for the the Aditya Birla Group, which, 
after buying out the Tatas, controls almost all of 
wireless player, IDEA Cellular. 


No Full Stops On D-Street 
Last fortnight’s free fall of the markets seems a 
distant memory. 


Walking A Tightrope 


Interest rates may rise, but credit will flow. 


A Fresh Bouquet 
ZEE TV is restructuring operations to unlock value 
in each of its four arms. 


New Lease Of Life 
Mphasis had little choice but to be acquired to stay 
in the reckoning. For EDS, it's better late than never. 


Growth Engines Or Revenue Drains? 
SEZs can help take the Indian economy up to the 
next level, but the guidelines need to be fine-tuned. 


Fast Mover Advantage 
Riding on the FMCG revival, Dabur India wants to 
double sales and profits in four years. 


Stalemate 

With valuations at their zenith, the timing couldn't 
have been better for Hutchison Essar to go ahead 
with an IPO. So who's spoiling the party? 


In The Centi-million Club 

MindTree Consulting is now a $100-million 
company. It’s on a steep growth trajectory, but will 
have to address some areas of concern ASAP. 
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70 Money From Thin Air 

Companies are minting money selling carbon 
credits, which are global certificates issued against 
reductions in greenhouse gases. 
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Biyani Vs Ambani 

Pantaloon's Kishore Biyani has a head start, but 
the sheer width of Reliance's retail blueprint 
threatens to put the maverick entrepreneur in 
the shade. If it works. 





106 India's Fastest Growing Companies 
Companies with market capitalisation 
exceeding Rs 1,000 crore, companies with 
market value between Rs 500 crore and 
Rs 1,000 crore, and companies with market 
capitalisation less than Rs 500 crore, that 
grew the fastest in 2005. 


90 A Sign Of The Times 
Like every year, salary packages touched new 
highs at the top B-schools. What's more interest- 
ing is that an increasing number of students 
spurned bulge-bracket i-banks for jobs at home or 
entrepreneurship. А BT-Coolavenues.com study. 
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Henri de Castries, Chairman of 
the management board and CEO 
of AXA, speaks to BT on his 
company's plans for the Indian 
market and business innovation. 
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They quit at the peaks of their careers and set 
out to create wealth for themselves. Here's a 
look at a new trend that's catching on in the 
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An FT columnist demystifies economics, ensur- 
ing that your next cup of cappuccino will never 
be just that. 
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Summer Rush 

А buoyant economy, with 
increasing disposable 
incomes, is fuelling the 
growth in India's tourism 
industry. More Indians are 
travelling now than they 
have ever done in the 
past. A look at what the 
tourism industry can exp- 
ect this summer. 











Labouring Market 

Globally, a ‘flexible’ labour 
market seems to have 
become the mantra of those 
pushing for high growth. 
In India, an amendment to 
Industrial Disputes Act, 
1947, is being discussed. 
Will it mean just hire and 
fire? A look at the issues 
and what they mean. 





Will Indians Play? 

The video and computer 
games market is now 
worth billions of dollars. 
As more and more Indian 
homes get wired, there are 
opportunities galore for 
the enterprising. Will India, 
known for its software and 
animation skills, be able to 
increase its market share 


—P in the global gaming pie? 
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ON DALAL STREET 


His peers in financial services 
are cashing out, but Uday Kotak 
is talking of taking on global 
tren о. financial Goliaths not just in India 
sete wa | but abroad, Can he do it? 
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Lodestars Of Corporate World 

The story on India’s Best CFOs (ВТ, 
April 9, 2006) focuses on the com- 
bination of hard work, valuable 
skills, knowledge, business acumen, 
and positive attitude of these 
financial wizards. They are the 
lodestars for young executives. 

ANUBHA BHATIA, through e-mail 


‘Promote’ Long-term Investors 

It’s amazing that a billionaire like 
Warren Buffett should be worried 
about retail investors (Economics 
Of Expectation; BT, April 9, 2006). 
Through his ‘law of equity and 


Kotak Has The Vision 

Your cover story David On Dalal 
Street (BT, April 23, 2006) throws 
light on the gameplan of one of 
the key players in the financial 
sector. Uday Kotak has perfected 
the art of pulling off one surprise 
after another. While his entrepre- 
neurial abilities and their effect 
on Dalal Street have never been in 
doubt, what is striking about 
Kotak is his vision and optimism. 
Kotak is blessed with a sound 
team, one of the factors behind 
his great success. 


RAMYA ARAVIND, BANGALORE 


velocity’, what Buffett probably 
wants to convey is that the devel- 
opment of joint stock companies 
was not intended for purposes being 
used today. Through mutual funds 
and the like, ‘helpers’ cut a slice 
for themselves out of investors’ 
profits. There is an urgent need for 
upgrading the status of long-term 
investors to ‘promoter’ category. 
Simultaneously, the windfall gains 
like rights and bonuses need to be 
restricted for long-term investors. 
These provisions will automatically 
exclude high velocity shares from 
sharing in the windfall profits, while 
adequately rewarding genuine long- 
term investors. 

PREMDAYAL GUPTA, through e-mail 


Aetiology Of Bad Codes 

I agree that a lot of IT companies 
produce bad code (Bugs Are Bad; 
BT, April 9, 2006). I personally 
feel there are three reasons for 


this. (a)Unrealistic targets set by 
CIOS, CEOs just to get their own 
bonuses and perks. These targets 
cannot be met even if the тт dep- 
artment is loaded with experts and 
good managers; (b)rT companies 
accept any kind of contracts just to 
get business; and (c)presence of 
incompetent and inexperienced peo- 
ple in these companies. 


DEVANAND, through e-mail 


Survey Par Excellence 

I have been conducting research 
on management of change in the 
banking sector and found India's 
Best Banks, the BT-KPMG survey, 
an extremely useful reference. It 
gave me data that I had been 
looking for for months now. 
Thank you ВТ and I hope you will 
continue to conduct and publish 
such useful surveys. 


D.R. SHEKAR, WARANGAI 
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The Real BPO Boom (And Bust) 


HE INDIAN IT SERVICES INDUSTRY 
Ta came of age in the five 
years between 1997 and 2002. First, 
thanks to the Y2K thingamajig, it 
grew at a staggering rate. Then, 
courtesy the slowdown in the us 
economy, and the consequent 
decline in rr spending in that coun- 
try, the largest, and in the case of 
some companies, the only market 
for IT services, it had to address 
issues related to costs, expanding 
benches, risk diversification, and 
focus. Those companies that man- 
aged to grow during the boom, and 
batten their hatches during the bust are the very ones that 
today populate Tier-I of the Indian Ir services industry. 

The period between 2006 and 2008 could well be 
the corresponding coming-of-age window for a much 
younger industry, Business Process Outsourcing. 
Although much younger as an industry, BPO firms already 
employ almost half the number of people rr firms do. By 
2010, according to one estimate, they will employ 
more, 1.4 million to rr's 850,000. BPO is also a more 
inclusive industry than rr, providing employment to not 
just engineers, like rr does, but graduates from diverse 
backgrounds. Given the dynamics of the industry, ВРО 
firms will also likely end up with a presence in far 
more cities and towns in India, than IT services ones. All 
of this adds up to one simple thing: there is a lot at stake. 

There are several things happening in the BPO 





domain, some threats, others opp- 
ortunities. The first is the growing 
phenomenon of large rr compa- 
nies, both Indian and multinational, 
building capabilities in everything 
from consulting to application 
development to business process 
outsourcing, one that raises ques- 
tions about the very existence of 
BPO-only firms. The second is com- 
petition from BPO firms in other 
countries, notably, low-cost com- 
petitors (to India) such as the Philip- 
* pines. The third is the simple fact 

that some $100 billion (Rs 4,50,000 
crore) of outsourcing deals, part hardware and system 
integration, part software services, and part business 
processes, are in the process of being reviewed, renewed, 
or assigned to new vendors (and while some big-ticket 
deals have been signed by Indian rr services firms, 
none of the same magnitude has been signed by the BPO 
ones). And the fourth is the presence of several large 
multinational firms looking for India-buys of substan- 
tial size to make up for their late entrance into the 
country, not the easiest thing to do at a time when 
valuations are at never-before levels. 

All this makes for exciting (or dangerous, depending 
on how you look at it) times in the BPO industry. Tough 
decisions will have to be taken although companies, at 
least the large ones, have the opportunity to set trends, 
rather than follow them. The winners will do just that. 


VNWVS NJNVM 





Energetic About India 


N EARLY APRIL, WHEN CHEVRON 
india holdings pte Ltd, the 
Singapore-based wholly-owned sub- 
sidiary of the $193.6-billion (Rs 
8,71,200-crore) Chevron Corp- 
oration, acquired a five per cent 
stake in Reliance Petroleum for Rs 
1,350 crore (with the right to acq- 
uire a further 24 per cent stake after 
the collaboration-agreement between 
the two companies had been 
finalised), it marked the first for- 


eign direct investment in the Indian Chevron CEO Dave O'Reilly: 
oil sector in 30 years. Should the Consolidating in India 
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American multinational exercise its 
right, Reliance pointed out in a 
release, it would “rank as one of 
the largest investments by a multi- 
national company in a single project 
in India” and “one of the largest 
(instances of) FDI in India”. 

Soon after, reports surfaced that 
the two companies were also dis- 
cussing the option of bidding jointly 
on the latest blocks being offered by 
the Indian government for oil-and- 
gas exploration. At one level, the 
investment and the possible 


Oracle Automotive Solutions 


Leading Companies Run 
| Oracle Applications 


4 out of the 5 largest tyre manufacturers 
Top 15 automotive parts companies 
9 out of the top 10 auto manufacturers 


19 of the top 20 OEMs 


When leaner decision making is front and centre, 
you'll find Oracle Applications at the core. 


ORACLE 


oracle.com/lean 
email us at oracleindia_in@oracle.com 
or call 1 800 425 6725 / 080 4107 6641-44 


Based on Fortune's 2004 list of “Most Admired Automotive Parts 
Companies," the 2004 Automotive News list and Industry Week's 
list of “2004 Top Manufacturing Companies by Revenue." 


Copyright © 2005, Oracle. All rights reserved. Oracle, JD Edwards and PeopleSoft are registered trademarks 
of Oracle Corporation and/or its affiliates.Other names may be trademarks of their respective owners 





aa 


= 25 


collaboration are indication of the desperation that 
characterises the global oil and gas trade these days; no 
incremental reserve, already discovered or waiting to be, 
is too small, not given the world's insatiable appetite for 
energy. At another, it indicates the intent of Chevron, 
which has a lubricants business in India, and a marketing 
alliance for its aviation fuel, to build a more significant 
presence in the country. India, after all, is an economy 
on the rise, one with a rapidly growing energy market. 

That hasn't escaped the attention of other large 
multinational oil firms. Late last year, on a visit to 
India, BP’s head Lord Browne said his company was 
looking to establish itself in the exploration, pro- 
duction, and refining business in India. Around the 
same time, there were reports that BP, Chevron, and 


Exxon Mobil were engaged in a battle to partner , 
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Reliance in the development of its gas-find in the 
Krishna Godavari basin, one estimated to be India's 
largest (find) in 30 years. By some estimates, the 
field holds an estimated 6,000 cu. ft of reserves, sig- 
nificant for a country such as India. 

The Chevron deal should bolster India's credentials 
as a destination for oil majors; the country's image has 
suffered in recent times after BP pulled out of a $3-bil- 
lion refinery project it had originally signed with 
HPCL. And it should put to rest questions being raised 
about the country's companies building excess refining 
capacity (companies such as Reliance believe there is 
merit in importing crude, refining it in India, and 
then exporting the results). If the Chevron deal carries 
through to fruition, it could mark a renewal of global 
interest in India's oil and gas companies and market. 





The Right Film News 


N ONE 10-DAY PERIOD IN APRIL, FILM STARS IN INDIA 
j od. all the news. One, an icon of South Indian 
cinema died after an illness and his grieving fans, pre- 
vented from participating in the requiem by a state- 
infrastructure that clearly wasn't ready, responded by 
going on the rampage in Bangalore. Another was sen- 
tenced to five years in prison (although he is now out 
on bail) for allegedly hunting and killing an antelope 
listed as an endangered species. And still another 
spent some time in hospital after crashing his super- 
bike to avoid running head-on into two cyclists 
(who, according to some reports were travelling 
on the wrong side of the road). One reason for 
extended coverage given to these events has to do 
with national priorities. Politics, cricket, and films are 
the things that excite Indians most (not necessarily 
in that order) and April has seen enough activity on 
all three fronts: elections to several state assem- 
blies, a controversy over proposed reservations for 
backward classes in some schools of higher learning, 
a geographically widespread one-day international 
series against England that India won comfortably 
(5-1), and, of course, all this news about film stars. 
Another has to do with indecision in the minds of 
India's newspapers and television channels that 
operate in a cluttered and competitive market: 
should they seek to be serious-minded chroniclers 
and risk putting off an audience that is easily bored, 
or should they adopt a tabloid-esque approach? 
If there was one film star, however, who made 
news for all the right reasons in April, it had to be 
Aamir Khan. He spent time with some victims of 
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Actor Aamir Khan: Time to be heard and not only seen 


2002’s Gujarat Riots in early April, and then, a few 
days later, spoke his mind against raising the height 
of the Sardar Sarovar dam. Khan’s activism may, as 
some critics have pointed out, have something to do 
with a desire to generate positive publicity for him- 
self. This magazine, however, would like to think 
otherwise: it believes that entertainers have a 
responsibility, just as corporates do, towards society 
at large. Indeed, it would be unfair to the man to dis- 
miss his views just because he is a film star. Marlon 
Brando refused an Oscar (for The Godfather) as a 
protest against the way the Us was treating Polynesian 
Indians. Bono has his views on poverty and third- 
world debt and he is feted, not ridiculed for it. 
Why must Aamir Khan be treated any differently? 


SVG Vudis 


Trends 


We Are For It 


It's a tough call, but reservations may be the 
ideal affirmative action. к. SUKUMAR 





HEN DEALING WITH AN ISSUE AS CONTENTIOUS AS RESERVATIONS, IT 
\ \ / makes sense to begin with the context and the caveats: first, this 
magazine, a die-hard proponent of free-market philosophy, 
has always been partial to the merit thing. Second, the timing of Union HRD 
Minister Arjun Singh's announcement/interview/response about an 
additional 27.5/whatever per cent reservation for Other Backward Classes 
(OBCs) in Central universities was deplorable. Third, there is no denying the 
fact that in combination with the 22 per cent already reserved for 
Scheduled Castes and Scheduled Tribes, this will mean that around half the 
seats in such institutions are now blocked to most young people known to 
this writer, as well as to the readers of this magazine (in short, to *people 
like us"). Why, then, is this magazine pumping for reservations? 

Simple, because it would seem to be the most pragmatic affirmative 
action. So, are people like Kris Lakshmikanth, the CEO of The Headhunters, 
a Bangalore-based HR consultancy ("Reservations can play havoc in IT 
because people are the most important asset; that's why companies 
choose the best talent."), N.R. Narayana Murthy, the Chairman of 
Infosys (“The solution is not reservation in education or in employment; 
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The fortnight's burning question. 


IS THERE A NEED 

TO RESTRUCTURE 
COMPENSATION IN 
THE PUBLIC SECTOR? 


Yes, but not across the board. 
U.K. Sinha, CMD, UTI Asset 
Management Company 
Compensation at the entry level 
is higher in the public sector 
than the private sector, but is 
much lower at the middle and 
leadership levels. There is a 
need for incentive-based com- 
pensation, but not an across 
the board hike. 


Yes, absolutely. 
G.P. Goenka, Chairman, 
Duncan Goenka Group 
The level of salaries in the 
public sector is ridiculous. 
How do they expect to retain 
talent? It is high time they do 
something about it. (If things 
go on like this) There will come 
a time when no one wants to 
join а PSU. 
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the solution is to make the disadvantaged people more competition- 
worthy.”), and Rahul Bajaj, the Chairman of Bajaj Auto (“This 
could lead to job reservations in the private sector; if need be, we will 
fight this to the Supreme Court.”) wrong? Let’s add one more 
question mark to the profusion that decorates this composition. 
Would this magazine support job-reservation in the private sector? Yes. 

India Inc., actually, is no stranger to reservations. There is 
reservation for the progeny and assorted relatives of the families that 
control several business groups (let's take this professionalisation thing 
with a pinch of salt, shall we?). There is reservation for men (over 
women; yes, the glass ceiling is real). And, in the case of companies 
founded by defection capital (professionals who go out, raise 
money, and start a company), there is reservation for the founders 
themselves. Merit is recognised, of course, but only up to a level. 
Then, there's the fact that the better-known and the better-performing 
Indian firms (or subsidiaries of multinationals) boast systems that can 
make average, even mediocre managers look good. 

From an entirely different perspective, existing quotas in engi- 
neering and medical schools appear to be either inadequate (based 
on data provided by the state of Tamil Nadu which indicates that the 
ratio of SC/ST/OBC: *open category' students in Class XII is 3.5: 1) or 
not strictly enforced (again, in Tamil Nadu, some 10,000 to 15,000 
seats blocked for students belonging to SCs/STs/OBCs in engineering 
schools go abegging). In West Bengal, according to the West Bengal 


University of Health Sciences, 783 of the 2,374 students in various 
medical schools (a third), belong to Scheduled Castes, Scheduled 
Tribes, or Other Backward Classes. The corresponding proportion 
in engineering schools, according to the West Bengal University of 
Technical Education, is 26 per cent. And according to the Directorate 
of Technical Education in Maharashtra, only 2,162 of the 46,575 stu- 
dents admitted to engineering schools in the state every year come 
from a SC/ST/OBC background. 

There are two ideal approaches to deal with the underprivileged: 
one involves family income-based reservation (not possible in a 
country where only 2 per cent of the population pays taxes, which 
means that incomes of the others cannot be verified); and another 
requires the government to focus on bettering the quality of primary 
education (now, that’s a real challenge). With neither being practi- 
cable in the medium-term, a policy of reservation, with all its 
accompanying systemic inefficiencies would appear to be the solu- 
tion (and, at one level, reservations are not very different from tax 
holidays provided by the government to companies). Would the qual- 
ity of education at engineering and business schools such as the IIMs 
and the irrs suffer? Would the performance of companies deterio- 
rate? Only if there is something radically wrong with their much- 
touted teaching methodologies or training programmes. 

REPORTED BY KRISHNA GOPALAN, RITWIK MUKHERJEE, 
NITYA VARADARAJAN AND RAHUL SACHITANAND 
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1 ROM SCREEN- 
ing urine sam- 
ples at the 


Q&A 


“R&D Is A Cog In 
Our India Plan” 


Olympics to testing 
70 per cent of the 
world’s mobile pho- 
nes, there isn’t much 
that isn’t done on 
Agilent equipment. 
Since 2000, how- 
ever, the Palo Alto, California-based 
firm has faced rough weather and seen 
revenues halve from the high of $11 
billion (Rs 48,400 crore then) in 2000. 
The company’s President and CEO Bill 
Sullivan, however, tells Rahul 
Sachitanand that the firm is back. 





What is different about the new Agilent? 
We have exited some non-core areas, 
including our semiconductor business 
and made some acquisitions to stren- 
gthen our core test market. 


How crucial is India to your strategy? 

India and China are two of our fastest 
growing markets in the world and we 
see this gesture (of investing $25 million 
or Rs 112.5 crore in a 2,000-person fa- 
cility in Gurgaon) as a sign of our 
commitment. The massive growth in 
wireless telecom is a huge plus; the 
local pharma, biotech and bioinfor- 
matics market rely on our equipment. 
We also see software development and 
R&D as another cog in our India plan. 


Finally, will we see more drug cheats 
caught in Beijing in 2008? 

The bad guys always seem to be a step 
ahead of the cops. We were rather 
successful at Athens, but the emer- 
gence of newer techniques such as 
‘blood doping’ (which increases the 
red cell mass in an athlete’s body and 
therefore, oxygen supply).... We now 
have to focus on upgrading our tests or 
devising new ones. 


It's 4&possible. 





Freescale makes the impossible possible. So new ideas can become reality. 
Smarter cars. Mobile phones with widescreen HDTV. Intelligent networks 
where machines communicate with each other. With over 5,200 patent 
families and an annual R&D budget of more than one billion dollars, we have 
an IP portfolio that locks nothing out. Except, naysayers. freescale.co! 
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In The Zone 


City planners, clearly, aren't. Delhi, today; the rest of the country, soon. 


T HAS THREE LAYERS OF GOVERNMENT AND TWO 

municipalities looking after it, but Delhi remains a 

showpiece of how not to approach: urban plan- 
ning. If the last controversy concerned lal dora (red 
boundary line) land, which once belonged to villages, 
but was now being used for non-agricultural purposes, 
then the current one has to do with rampant com- 
mercial activity in residential areas. That's a malaise 
every Indian city suffers from. The power, water, sew- 
erage, and parking infrastructure of residential neigh- 
bourhoods aren't equipped to support commercial 
activity, other than a few shops. 

That could explain why Resident Welfare 
Associations (RWAs) rejoiced when the Supreme Court 
ordered on February 16 that commercial establish- 
ments in residential areas be shut down. The Supreme 
Court's order came at a time when the Municipal 
Corporation of Delhi (MCD) was complying with a 
Delhi High Court order asking it to demolish buildings 
that had violated building laws. 

Since then, MCD has sealed over 5,000 commercial 
establishments, including those in tony boroughs such 
as Defence Colony, South Extension and Greater Kai- 
lash. Over 21,000 owners have filed affidavits, prom- 
ising to shut down their businesses in residential areas 
by June 30, the deadline fixed by the Supreme Court. 
And politicians, and the state and the central govern- 
ment are trying to find a way around the court's order. 

"The MCD action will affect business worth Rs 
30,000-35,000 crore annually," claims Pravin Khan- 
delwal of the Confederation of All India Traders’ Ass- 
ociations (CAIT). He also claims that the Delhi gov- 
ernment lost Rs 1,500 crore in VAT revenue in the 
fortnight since March 29, the day McD started sealing 
shops. *That is not to mention the 5 lakh traders 
whose businesses have been endangered and their 25 
lakh workers whose livelihoods are at risk," he adds. 

The main grouse of the traders is that there is no 
commercial space to be had in the city. “We are pre- 
pared to move, but where?" asks Murali Mani, a 
restaurateur who runs an outlet in the crowded Karol 
Bagh area. The central government has admitted to the 
Supreme Court that the development of commercial 
space in Delhi has not kept pace with demand. “The 
government will eventually have to regularise unau- 
thorised commercial buildings in residential areas to 
make up for the crunch in commercial space," says 
Anshuman Magazine, Managing Director, CB Richard 
Ellis, a real estate firm. 
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SARANG SENA 





Locked out: But where is the space to set up shop? 


With commercial property prices in Delhi appre- 
ciating by over 40 per cent (“The ongoing crackdown 
has been a factor behind that,” admits Sanjay Verma, 
Joint Managing Director, Cushman Wakefield, another 
real estate firm), the central government, which owns 
and distributes all land in Delhi through the Delhi 
Development Authority, is inclined towards a liberal 
mixed land use policy. 

“Mixed land use is actually good planning. It inte- 
grates all the elements of urban planning and effi- 
ciently brings together the services needed by resi- 
dents of a neighbourhood—shops, parks, community 
centres and entertainment,” says Swati Ramanathan, a 
Bangalore-based urban planning expert and founder of 
Janaagraha, a citizen’s organisation. She believes that 
the rub lies in the fact that municipalities and other bod- 
ies managing the cities are totally unaccountable to the 
citizens; ergo, plans do not get enforced and corruption 
is rampant. “The fact is that illegal constructions and 
land use conversions are rampant in all Indian cities, 
including Bangalore. The fault lines are there; it’s only 
a matter of time before they cause the ‘earthquake’ that 
Delhi is going through,” she adds. 

That, though, doesn’t mean the government is 
thinking long-term and nationwide. “Urban develop- 
ment of cities is a state subject,” says Union Minister for 
Urban Development S. Jaipal Reddy. “No changes 
are expected in the nationwide rules as long as there are 
no objections to the mixed land use in the states.” 

KAPIL BAJAJ AND PALLAVI SRIVASTAVA 
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Potter? No Way; 
He's Indian 


TOP OF VND) 





Copy cat: You are just a Muggle 


Mt wem Fates Tool Фф 
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What: UK-based Swraj Paul's 
Caparo Group will launch Caparo 
Freestream, the first 'road and 
track’ car in the world to exceed the 
power-weight ratio of 1,000 bhp 
per tonne, a breakthrough in auto- 
motive industry's quest to lighten 
the weight of a car while boosting 
its performance. The car will be 
launched in India too 


What else: The ultra high per- 
formance Caparo Freestream is 
currently in prototype stage. It is essentially a track car (or sports car), which 
can also be used on the road. But it is unlikely to cause any ripples in the 
passenger-car market. Its targeted customers are sports car fanciers and cor- 
porate clients needing an affordable track car for increasingly popular 
‘hospitality race experience’ events. The group is launching the car through 
Caparo Vehicles Technologies, the automotive engineering and design 
company it formed recently after acquiring Freestream, a young automotive 
consultancy set up by engineers Ben Scott-Geddes and Graham Halstead. 


Why: Caparo Vehicles Technologies will produce the car in small volumes to 

flaunt its technical know-how and skills in whole vehicle design. The com- 

pany plans to provide technology development, materials, engineering and 

design services to automotive, motorsport and aerospace markets. 

How much: The projected price of the car is £1,50,000 (Rs 1.17 crore). 
KAPIL BAJAJ 
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the rights to the Harry Potter 
motion pics, blinked when it caught 
what it believed was a look-alike of 
the boy selling bikes for Bajaj Auto. 
The US media group has 
served a legal notice on Bajaj "for 
using its Harry Potter franchise " in 
an ad. The ad features a bespec- 
tacled flying boy, who puts you in 
mind of You-Know-Who. The tag 
line, 'Discover the Jaadoo', also 
uses a font that is pretty similar to 
the one that is used in the titles of 
the movies. Lowe, the agency beh- 
ind the ad, refused to comment 
on the issue, and Warner Brothers' 
India office couldn't be reached 
(a mailed questionnaire to their 
HQ remained unanswered). Bajaj 
has already pulled out the ad. 
However, Gowree Gokhale, a copy- 
right lawyer at Mumbai-based law 
firm Nishit Desai Associates, says 
it would be far from an open and 
shut case. "Protection of character 
merchandising rights is still a grey 
area in India. It won't be easy to 
establish that a character featured 

in an ad is a rip-off." 
KAPIL BAJAJ 
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GOVERNMENT TO TEMPER ITS FREE TRADE ZEAL 
INDIA HAS SIGNED FREE TRADE 
RDSA LEVEL PLAYIN agreements (FTAs) with Singap- 
olic P! ore, Thailand and the Asso- 
ciation of South East Asian 
Nations (ASEAN). But realising 
the need to protect the inter- 
ests of farmers and the small- 
scale sector, the government is 
working on a list of items 
which needs to be brought into 
the sensitive list (the imports of which are monitored regularly). It is also 
dividing the import basket into four categories: Normal Track 1, where tar- 
iffs will be eliminated by 2011; Normal Track 2, where tariffs will be 





brought down to 5 per cent by 2011 and eliminated by 2013; Sensitive Track | 


1, where the tariffs will be brought to 5 per cent by 2013 and eliminated by 
2018; and Sensitive Track 2, where there will be no reduction or elimination 
of tariffs. The policy and the lists will be notified shortly. 

RITWIK MUKHERJEE 


RBI HOLDS UP FVCI INFLOWS INTO REAL ESTATE 
THE GRAVY TRAIN OF FOREIGN VENTURE CAPITAL INVESTORS (FVCIS) AKA FOREIGN 
realty funds has come to a grinding halt on Mint Street. Reserve Bank of India 
sources say the apex bank, which clears the proposals, has been sitting over 
them in order to prevent a property bubble. “There are over four dozen pro- 
posals worth $5 billion (Rs 22,500 crore) pending with RBI,” say sources. RBI 
reportedly took this step following a nudge from the government, which is 
beginning to get concerned at the relentless rise in real estate prices. But indus- 
try sources don't expect RBI to stand in the way of these proposals for long. 
“The guidelines are pretty clear,” says a domestic venture capitalist. In fact, 
there are already three dozen foreign realty investors in India, including First 
Carlyle Ventures, General Atlantic, Mauritius, WestBridge Ventures, 
Ascendas Property Fund, New York Life Investment Fund and Standard 
Chartered Private Equity (Mauritius). 

ANAND ADHIKARI 


NEW COMPANIES ACT TO MAKE APPROVALS TIME-BOUND 

THE AMENDED COMPANIES ACT IS LIKELY TO INTRODUCE THE CONCEPT OF DEEMED 
approvals. The Ministry of Company Affairs is working on a draft Bill which 
will have a provision on ‘deemed approvals’ in line with the J.J. Irani 
Committee's recommendations. This means companies can go ahead with 
their plans in case regulatory approvals are not forthcoming within a specified 
time. These plans can range from fairly simple ones for changing company 


names or shifting registered offices to more complex ones, such as mergers, | 


which require multiple approvals. If all goes well, other corporate regulators 


such as SEBI апа RBI will also be bound by specific timelines for saying ‘aye’ or | 


‘nay’. Wonder where they'll put all their red tape. 
SHALINI $. DAGAR 
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A bird's eye view of what's hot and what's 


not on the government’s policy radar 


FILE AND SMILE 
FILING YOUR TAX RETURNS WILL 
become easier from June 1. 
Graduates trained and certified 
by a public-private body com- 
prising revenue officials and pro- 
fessionals will be at hand to 
help you do so. The Tax Return 
Preparers Scheme, which will be 
launched under Section 139 B 
of the Income Tax Act, 1961, 
promises to generate employ- 
ment and widen the tax base by 
encouraging more small tax- 
payers to file their returns. 
RITWIK MUKHERJEE 





RBI's Y.V. Reddy: Acting tough 


READ DR REDDY'S LIPS 


BANKS. WERE THE CRUCIAL 
the IPO scam involving benami 
demat and bank accounts. RBI 
had quickly stepped in and 
penalised HDFC Bank, ICICI 
Bank, Citibank, Bharat Overseas 
Bank and three others for vio- 
lating its stringent Know Your 
Customer (KYC) norms. Now, 
it has advised the individual 
banks to initiate criminal action 
against the officials involved for 
breach of prudent banking prac- 
tices and for violating the guide- 
lines relating to loans against 
shares. Who says there is no 
accountability in officialdom? 
ANAND ADHIKARI 
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BHASKAR PAUL 


RPL-Cherra ron: A strong partnership in the making 


NEWS 


MUKESH AMBANI 





“HE A OF THE en WAS VINTAGE 
Reliance. Chevron's п announcement 
about acquiring | а five per cent stake in Reliance 
Petroleum Ltd (RPL) for $300 million (Rs 1,350 


crore), finally came on April 12, a day before the RPL 


initial public offering (IPO) was all set to open, 

The deal gives Chevron, the fifth largest inte- 
grated petroleum company in the world, the flexibility 
to increase its holding in RPL to 29 per cent. 
Assuming that Chevron acquires the remaining 
stake—24 per cent—at the same price at which it 
has acquired the five per cent stake (Rs 60 per 
share) the total size of the deal would be a substantial 
$1.74 billion (Rs 7,830 crore). RPL has already 
made a [ placement of 45 crore shares at Rs 60 
per share bringing in another Rs 2,700 crore. 

For Mukesh Ambani, Chairman, Reliance 
Industries Ltd (RIL), the deal with Chevron means he 
has a partner whose skills he can tap in areas such 
as exploration, refining and retailing. “The agree- 
ment will be the first step in establishing a strong part- 
nership with one of the largest and most respected 
companies,” ‘said Ambani in a statement. RPL's 
new refinery, located at Jamnagar in Gujarat is pri- 
marily an export-oriented project with a total 
investment of Rs 27,000 crore. The company plans 
to develop a refinery with a capacity of 5.8 lakh bar- 
rels per day that is expected to commence operations 
towards the end of 2008. 

. Meanwhile, Chevron's Chairman and CEO, Dave 
O'Reilly issued a statement claiming that this deal 

the importance of Asia to Chevron generally 
and India s . For the moment, all eyes will be 
on RPL's listing-price. Investors have been bullish 
on any Reliance group stock for a while now and there 


are huge expectatioris from RPL stock too. 


KRISHNA GOPALAN 
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NUMBERS OF NOTE 


2 L The number of Indian companies in a list of 
100 companies (chosen from 12 rapidly developing 
economies) which are the emerging global challengers, 
according to a study by Boston Consulting Group and 
Cll (Confederation of Indian Industry) 


$ 1 4 billion (Rs 6,300 crore): The amount private 
equity and venture capital firms invested in 69 Indian 
companies in the quarter ended on March, 31, 2006, 
according to data provider Venture Intelligence India. 
The amount is over 3.5 times that invested during the 
same period last year (2005) 


$ 1 3.3 million (Rs 59.85 crore): The amount 
Ford Motor Co. Chairman and CEO Bill Ford Jr. was 
paid as total compensation in 2005, down 40 per cent 
from 2004 (he made a commitment last May to forego 
any increase until the auto unit made sustained prof- 
its). Ford was awarded a restricted common stock 
grant totalling $5.3 million (Rs 23.85 crore) and stock 
options totalling $7.5 million (Rs 33.75 crore). He 
also received $4,66,755 (Rs 2.10 crore) in other 
compensation, including $2,97,201 (Rs 1.33 crore) 
in value for the use of the corporate aircraft. Bill Ford, 
whose great-grandfather founded Ford 100 years 
ago, has foregone a cash salary since taking over as 
CEO in 2001 


Rs 10,520 crore: Net investments by 


domestic mutual funds and FIIs (foreign institutional 
investors) in equities in March 2006 


.009 7: Mathematical probability that someone 
who sits for the Common Admission Test (CAT) will 
indeed secure admission to an Indian Institute of 
Management (IIM) 


$151.622 billion (Rs 6,82,299 crore): India's 


foreign exchange reserves in the last week of March. The 
country’s booming reserves have crossed the $150 
billion (Rs 6,75,000 crore) mark for the first time 


Rs Э, 180: ре capita debt of Bihar. The state's 
overall debt is Rs 42,483 crore (2004-05) 


10 million footballs, 500,000 football shirts of the 
German national team and over 1.5 million Adidas 
football shirts: Merchandise related to the coming 
World Cup that Adidas, the German 
maker of sportswear and equipment, 
hopes to sell, according to Group 
Chairman Herbert Hainer 






“Aide suonipuo), e WOO XugqiaIor MAM SIA ѕдејәр sequny wie yueg iot jo uone12sip оов әш 1e e»ugnss! PIED e sjopjoupue? ssadx3 иезшәшчү proc xueg (2101 Buyse ye o) ajQeaydde әзе samea jONpod әлоде eiui (v 



























The US’ 
industrial output increased in 
March for the fifth time in six 
months. This was on the strength 
of domestic and overseas 
demand, and indicates that 2006 
will probably be a good year for 
the American economy. That 
bodes well for the global 
economy; India's IT and IT 
enabled services firms will be 
happy with the development too. 


have become less vulnerable over the past 
few years, they still faced some risk from 
increased borrowing by their companies, 
and from the high prices of commodities 
being reflected in higher inflation. That 
holds true for India too. 


Global IPOs Rake In The Moolah 


The International Energy Agency 
has warned that shortfall in oil production from Russia, 
Nigeria, and non-OPEC producers will hit oil supply. Although 
oil prices, that almost асо $70 (Rs 3,150) a barrel in 
the aftermath of the warning, have dipped as this magazine 
goes to press, the immediate reason being the US' stock 
of crude being at an eight-year high, the fact that several 
refineries in that country are shut for maintenance also 
means that gasoline (petrol) inventories are fairly low. That 
should be enough, reckon analysts, to cause oil prices to 
zoom in the medium-term. For an economy on a roll (and 
hungry for oil), such as India, that is bad news. 
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The IMF's latest : The US' growing closeness to India 
Global Financial Stability report has said may have something to do both with the growing 
that while emerging market economies attractiveness of the Indian market to American 


companies and the country's desire to offset China's 
growing influence in the region. On both counts, 
however, China already outscores India, a fact that 
will be highlighted during President Hu Jintao's "d 
to the US; the man will be carrying a shopping 
estimated at a cool $16.2 billion (Rs 72,900 rid 


Initial public offering (IPO) activity gained momentum for a second successive year in 2005 and how 


Annual Global IPO Activity 


United States 
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IPO Activity By Industry 
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“India has moved from being a small car to 
a Ferrari” 


“Infrastructure-wise, you (India) look like 
an African country and brain-wise, Harvard 
alumni” 


Angel investor and China expert | f 


“We have nothing, so investment can come in 
any sector. We don’t have a textile, or even a 


cycle manufacturer” 
President, Bihar Industries Association, in B 


“It’s clear that the web is structurally congenial 
to the wisdom of crowds" 


Visdon 





“Most Indian clothes would be considered too 
summer for European markets. There was very 
little that I could actually pick” 


VP, Bloomingdales, on the Wills 
Week in New Delhi, in DNA 


“In Europe, we know palaces from their royal 
associations, which last forever. In New York 
City, forever’s about 10 years. New York 
changes a lot faster than the human mind can 
absorb” 





“We have a whole series of socially responsible 
ringtones—with anti-poverty and anti-animal 
cruelty themes. The ringtone is the new 
bumper sticker, or the new protest sign, raising 
your message above the crowd, letting then 
know what you think” 


stt andi ( Mari 
fe ind Ma 


“Don’t go making the funeral arrangements 
just yet for the American auto industry” 


Delphi Corp. CEO to Re 


REFUSED: By 
The Chatterjee 
Group (TCG) 
headed by Pur- 
nendu Chatterjee 
(left), a sugges- 
tion from the 
ў Company Law 

Board that it sell 
its shares in Haldia Petrochemicals to 
the West Bengal Government, a 
co-promoter, to resolve the impasse 
over the control of the firm. 





ALLOWED: The Department of Posts, 
to invest in the stock market, by the 
government of India. This will help the 
department continue with the above- 
market returns it offers investors. It 
will begin by investing around Rs 3,000 
crore drawn from the post office 
insurance fund. 


CROSSED: The magic, Rs 1,00,000 
crore mark, by the equity assets under 
management of the Indian mutual fund 
industry. The total assets under man- 
agement: Rs 2,32,000 crore. 


ENTERED: By India's teledensity, 
double digits. It now stands at 12.73 
per cent as compared to 9.11 per cent 
last year (2005). 


ANNOUNCED: By credit-rating firm 





Crisil that there had not been a single 
default by a Crisil-rated company in 
2005, something that has not hap- 
pened for the past 10 years. While 
the statistic is testimony to the agency's 
rating skills, it is also a result of the 
booming economy, which has im- 
proved the financial position of almost 
all Indian companies. 


TOUCHED: $2 
billion (Rs 9,000 
crore), in rev- 
enues, by soft- 
ware firm and 
industry gold 
standard Infosys 
Technologies for 
the year 2005- 
06. This is Infosys' 25th year, and 
Chairman N.R. Narayana Murthy 
(above) is expected to retire from his 
executive position when he turns 60 
later this year. 


SOLD: By Life Insurance Corporation 
(LIC), a record 10 million policies in 
March 2006, earning a premium 
income of Rs 6,000 crore. LIC’s first 
premium from new policies rose 48.5 
per cent to Rs 18,085 crore, from Rs 
12,170 crore last year. The only time 
that the corporation had surpassed 
this was in 2000-01 when business 
grew 65.9 per cent. 


TELECOM'S TALL VALUATIONS 
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GOOGLE: 





Calendar 


N APRIL 13, GOOGLE LAUNCHED 
Os Calendar, an online 

calendar that could help users 
keep track of life and work (like other 
company offerings, this one is free 
too). Over the past few years, the 
company has launched several such 
utilities. A quick recap of a selected few 
(minus the ones that keep popping up, 
then disappearing from Google Labs) 
that were launched in the past year. 
March 21, 2006: Google Finance Beta, 
a search engine for financial 
information on companies, public and 
private, and mutual funds. 
February 6, 2006: Google Chat, an 
integrated browser-based e-mail and 
instant messaging utility. 
December 15, 2005: Music Onebox, 
delivering information on artists, 
album-links, even details on where-to- 
buy them. 
November 16, 2005: Google Base, a 
utility that allows structured content 
(catalogues, recipes, lists) to be 
uploaded, and which can then be 
searched for and found by other users. 
October 7, 2005: Google Reader, a 
web-based personalised news, con- 
tent, blog aggregator service that can 
handle diverse types of feeds. 
September 15, 2005: Google 
Blogsearch, which does just that, 
search blogs. 
August 24, 2005: Google Talk, a 
downloadable Windows application 
that allows Gmail users talk or instant 
message for free. 
June 28, 2005: Google Earth, a satel- 
lite imagery-based mapping facility 
that allows people to even search for 
local addresses. 
April 20, 2005: Google My Search 
History, an utility that allows users 
check their past Google searches. 


Google 







Э 


74 Teeth. Tongue. Gums. 


T 

ly one toothbrush i is engineered to clean your whole mouth. j 
a 1 

8 Multi-functional bristles A 

.— remove 75% more plaque between ichi | 

| teeth and along the gumline* Horii " 





ed tongue cleaner 
% of bacteria** 





үс olgate GIP 


` Healthier wi e mouth clean. 


a 


Colgate: No.1 recommended brand by dentists. 


Rediffusion-DYR/Ram/CP/204d R 


company special company * 





ИР уртты m 


Р ый, ы Кыс. 





Is it a unique product? Or service? A location? Scale? Сап 

ı you protect it? Can it be copied or commoditised? Can it keep 
you special forever? The demands of an on demand world 
continue to grow. The power of the Internet as the de facto 
operating system of the planet continues to astound. The 
result is globalisation and collaboration on a massive scale. 
Welcome to the next era of business. The innovation era. 


GE is talking about it. So are American Express 


and eBay. It's at the top of the agenda at the 
world's leading companies, from consumer 
electronics to pharmaceuticals. As ever, it's at 
the heart of small business. It's global, from 
China to Brazil to India. Governments are 
onto it. So is academia. 


Most companies large and small, reacted 
to globalisation by cutting costs. But now 
the pressure is back on to grow - to create 
new and clearly differentiated value. In a 
word, innovating. 


What if you could bounce ideas off a Nobel 
laureate? What if you could pay peanuts to 
test new products on a supercomputer? It's 
all possible. IBM has learned how and where 
to apply innovation to help our clients get 
results. We help others get special. We are an 
innovator's innovator. 





Special is everywhere 


Think of innovation as a place where business 


, and technology mix to create new business 
| models. Companies embracing this kind of 


innovation are weaving it into their thinking, their 


products, their people. And thriving as a result. 


IBM, What Makes You Special, On Demand Business, Power Architecture and the IBM logo are registered trademarks or trademarks of International Business Machines Corporation in the United States 
and/or other countries. Other company, product and service names may be trademarks or service marks of others. ©2006 IBM Corporation. Ай rights reserved 


Revolutions that go unnoticed. 

In the innovation ecosystem, you don't have to 
do everything yourself. India's telecom giant, 
Bharti, has created a whole new business 
model. They outsourced I.T. to IBM, and their 
telecom network to other partners, to focus 

on managing customer delight and growth. 

At 100% growth a year, it's nothing short of a 
revolution. Just not the kind you hear about 

on the news. 


A 
B as ess 
> ¥ 
3 





Traffic that helps the environment. 

IBM worked with the Swedish Road 
Administration on a traffic system that 
automatically charges drivers who come into 
Stockholm during peak hours. Since the system 
launched, the city has seen a 25% reduction 

in traffic. That adds up to less congestion and 
cleaner air. 


We specialise in making you special. 
Everybody talks innovation, where do 

you begin? Do you start with business or 
technology? Or both? Anybody can give you a 
theory or a presentation, but at IBM, we focus 
on innovation that matters. 


How to get special. 
See how IBM helps companies get special 


- start here ibm.com/innovation/in 


: Here are five 
i “doorways” to innovation in 
; your company. 


: Consider your business model. 
i Does your technology enable 

i mew areas for growth? IBM 

i industry experts are helping 

: clients identity where they're 

: competitive and where they're 


: strategy and technology for 
: improved performance 


i business process expertise 
: across everything from HR to 


i applications that support your 


і across your company 


: Put your management 
: culture to the test. 


: in your company? IBM provides 
: practical, concrete steps to 

: creative collaboration and 

i decision-making. We mix 

: business and technology to 

: create integrated and open 

: environments that encourage 

: your people to unleash 


: Take stock of your products. 


: demand your products? IBM 
: designers and engineers can 


: you solve key business 
: problems, and even help you 
: design new products. 


: Re-evaluate your services. 
i апа integrate your existing 


+: react seamlessly to customer 





not, then help align business 


and return. 


Examine your processes. 
Which ones run smoothly? 
Which are outdated? IBM has 


Finance to Supply Chain. 
We can make sure, critical 


business are optimised, 
interconnected and integrated 


Are you encouraging innovation 


innovation 


Do people quite literally 


work with you. They can help 


How do your customers 
rate you? Service oriented 
architecture helps you manage 


investments and processes, 
resulting in a sense and 
respond organisation that can 


demands and market changes 
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BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Beginning July 2005, Business Today began publishing a monthly listing 
of India Inc.'s biggest deals. Our partner: Global professional services 
firm Ernst & Young. Here are the deals that were struck in March 2006. 


Deal Particulars: Suzlon Energy Ltd (“Suzlon”), the world's sixth largest wind turbine man- 
ufacturer and the dominant player in the wind industry marketplace in India for the past eight years, 
through its subsidiary, AE-Rotor Holding BV based in The Netherlands, has entered into definitive agree- 
ments to acquire Hansen Transmissions International NV (“Hansen”), based in Belgium, one of the 


DE ALTR AC KER largest wind energy and industry gearbox manufacturers in the world, for $565 million (Rs 2,542.5 
crore) enterprise value, in an all cash transaction. 


Impact Analysis: The deal is a key strategic initiative of Suzlon towards its endeavour of 
5. becoming a leading integrated wind turbine manufacturer in the world. The acquisition of Hansen is 
DEAL OF THEM ONTH expected to give Suzlon technological leadership by integration of research and development, design 
and production to evolve the next generation of more reliable wind turbines. 









































TARGET ACQUIRER INDUSTRY DEAL VALUE STAKE 
(Rs crore) 
1 Hansen Transmission International МУ Suzlon Energy Ltd Energy - ->  Aqusiion 2511 — 100% 
Ansal IT City and Parks — — _HDFC India Real Estate Fund . Real Estate Investment Undisclosed 33%. 
[ Interactive Composition Corp. Macmillan India Ltd Media _ Acquisition _ 15 100% 
: Shree Vijay Raj Entertainment & E-City Ventures Entertainment Acquisition Undisclosed 51% 
М Software - : d к. 
CG Smith Software KPIT Cummins Infasystems td П — — Acquisition 38 — — 100% 
Tata Teleservices Lid __ Temasek ` Telecom Investment 1506 99% 
Iridium Technologies (India) Pvt Ltd — HiTech Entertainment Ltd” р ~ Media Acquisition Undisclosed 51% 
Spice Communications й Telecom Malaysia. | Telecom Investment 800 1 1 49% 
Dalmia Cement — _ Actis Cement 2 investment 12. a a Ш 
Bamco, Thailand Pidilite Industries Ltd Chemicals Acquisition Undisclosed 75% 
Redington India Ltd _ _ ШИШ iT Investment — 67. — 11% 
Hexaware Technologies | General Atlantic Partners ___ | IT, BPO Investment 00 14.9% 
Parryware Glamourooms ROCA, Spain x _ Ceramics _  |nvestment _ 274 .. 50% 
Alpha Soft Services Corporation, USA _Teledata Informatics Ltd п Acquisition 64 100% 
Claris Lifesciences Ltd _ A The Carlyle Group ~ Pharmaceuticals — Investment — 89 _. Undisclosed 
Generic business of Allen SpA, Italy Ranbaxy Laboratories Ltd Pharmaceuticals Acquisition Undisclosed 100% 
(subsidiary of GlaxoSmithKline) _ be AME MEETS CENE GPS NE 
1 Jindal Poly Films __ Saif Partners x Packaging. Investment 56 En 73 
[^ Nobex Corporation, USA Biocon - Biotechnology . Acquisition —.22 — — 100% 
К Terapia, Romania -Ranbaxy Laboratories Ltd _ Pharmaceuticals Acquisition 1448 96.79%. 
Тасрго Inc., USA; Avalon Medical Essel Propack Packaging Acquisition 214 100% 
Services, Singapore з : E. MT o OE d E a CL 
Ethimed, NV, Belgium Ranbaxy Laboratories Ld ____ | Pharmaceuticals — — Acquisition — Undisclosed — 100% 
Indiabulls Credit Services LN Mittal __| Financial Services Investment 90 | 825 
Dainik Bhaskar __ Warburg Pincus Media Investment 150 7% 
Shriram EPC _ _ Bessemer Venture Partners | Energy Investment — 100 33.3% 
Deal Watch includes only M&As, private equity and brand sate transactions М.А.: Not available 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company 
announcements and other secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. 
Business Today or Ernst & Young do not undertake any responsibility in regard to any such decision. 
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At your Audi Partner starting today. 


What is the result when innovative technologies superior standard equipment, and ultra-modern 
such as quattro?, multitronic? and TDI? come safety systems combine to make the Audi A4 
together for the first time? The new Audi A4. the precursor of its class. Be first to experience it. 


Exciting design, powerful yet efficient engines, | | 
9 gne p d 9 Exclusively at your Audi Partner. 


Island City Motors Private Limited Euro Motors Private Limited 
Champion Seals Compound, 15-Parsi Panchayat Road, 26, Okhla Industrial Estate, Phase - 111 

Andheri East, Mumbai 400 069, India New Delhi 110 020, India 

Tel: +91 22 56292834 Email: info@audimumbai.com Tel: +91 11 41030306/7 Email: info@audidelhi.cc 
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Jubilant Enpro Private Limited Audi Call Centre 
Survey No. 6/1, Beratana Agrahara, Tel: 1600 11 2834 Email: info@audi.co.in 


15'^ K.M. Hosur Main Road, Bangalore 560068, India 
Tel: «91 80 57732607 Email: info@jubilant-audi.com 
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INDEX 





Markets in a merry mood. 






BT 50 423.71 
235.87 

April 18, 2005 April 17, 2006 
BT Auto 971.30 
468.39 





April 18, 2005 April 17, 2006 
BT BFI 595.76 
417.14 

April 18, 2005 арй 7, 2006 
BT Pharma 344.62 
200.43 

April 18, 2005 “hi 17, 2006 
BT Telecom 431.62 
BT FMCG 412.04 





April 17, 2006 





April 18, 2005 
BT Tech 265.50 
150.43 

April 18, 2005 April 17, 2006 


36 BUSINESS TODAY MAY 7 2006 


MOBILE MANIA: CONNECTING INDIA 


By 2010, India will overtake Japan to become the third largest mobile market after 


China and the United States. 


Urban vs. Rural Net Additions, 2004-2010 
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Net user additions (0005) 


se | 
2004 2005 2006 
ЖЕ Urban net additions 


Urban and Rural Mobile 
Penetration; 2004-2010 


Mobile Penetration 
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Indian Handset Forecast 
by Technology 
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Mobile User Share by Region and 
Technology, 2010 


Total 3G Users— 21.3 million 








3G Rural Users 0.8- 
3G Urban Users- 


2G Rural Users 


Figures in per cent 
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Al's Well That Ends... 


... At least for the the Aditya Birla Group, which, after buying out the Tatas, 
controls almost all of wireless player, IDEA Cellular. The Rs 4,406 crore the 
Tatas get will come in handy for their CDMA rollout. KRISHNA GOPALAN 





Partners no more: Tata Industries' Ratan Tata (left) 
with Aditya Birla Group's Kumar Mangalam Birla 


HAT GOES AROUND COMES AROUND. 
That adage takes on a slightly differ- 
ent meaning in the long trip that 
IDEA Cellular has been on since 
1996—when it actually wasn't IDEA 


Cellular, but a one-circle operation run by the Birla- 
AT&T combine (with AT&T holding 49 per cent). Last 
fortnight when the Aditya Birla Group decided to buy 
out the Tatas' 48.14 per cent stake in IDEA Cellular for 
Rs 4,406 crore, it signalled the end of a journey that 
along the way witnessed one merger, an attempted but 
aborted partnership between three Indian promoters, 
a big-ticket acquisition, an attempted but unsuccessful 
attempt by a foreign player to buy in and, to top it all, 
a face-off between the final two shareholders left 
standing. The Aditya Birla Group now controls a little 
over 98 per cent in IDEA Cellular, with NRI (non-res- 
ident Indian) businessman and Tata confidant C. 
Sivasankaran apparently holding the rest (although 
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WHAT A LONG STRANGE TRIP IT'S BEEN 


YEAR 
1996 
1997 
1997 
2000 


2000 


2001 
2001 


EVENT 
Birla-AT&T commences services in Maharashtra 
Birla-AT&T commences services in Gujarat 

Tata Cellular commences services in Andhra Pradesh 


Birla-AT&T and Tata Cellular merge operations to form 
Birla-Tata-AT&T (Batata) 


Batata acquires RPG's cellular operations in Madhya 
Pradesh 


Batata and BPL Communications to merge operations 


Batata wins the bid for the fourth operator licence for 
the Delhi circle 


Batata is renamed as IDEA Cellular 
The merger with BPL Communications is called off 


IDEA acquires Escotel's operations in UP (W), Haryana 
and Kerala 


AT&T Wireless is globally acquired by Cingular Wireless 


IDEA's new foreign partner Cingular Wireless puts its 
32.9 per cent stake in IDEA Cellular on the block 


Tatas and Birlas agree to acquire Cingular's stake in 
IDEA equally between themselves 


Birlas write to DoT saying the Tatas need to reduce 

their stake in IDEA to 10 per cent from 48 per cent 

since there is a conflict of interest with Tata Teleservices. 
They also allege that there have been issues where the 
board of IDEA Cellular was not informed on certain 
transactions 


The Aditya Birla Group announces that it will buy the 
Tatas' 48.14 per cent in IDEA for Rs 4,406 crore 


this cannot be confirmed). Three-four years ago, such 
a finale appeared unlikely, considering Chairman K.M. 
Birla was focussed on his commodities-based empire, 
and telecom appeared to be nothing more than a 
financial investment. 

But plenty has changed since the Birlas took the 
plunge into cellular services with AT&T's operations in 
Maharashtra a decade ago, and Gujarat a year later. By 
the turn of the century, Birla AT&T had merged with 
Tata Cellular—which provided services only in Andhra 
Pradesh—to create Birla-Tata-AT&T (the Tatas were 
holding 31.69 per cent, the Birlas held 33.69 per cent 
while AT&T Wireless held the balance 32.9 per cent), 
unflatteringly christened Batata by the media. One 
deal that didn’t quite pan out a few years down the line 
was when Batata attempted to merge its operations with 
Rajeev Chandrasekhar's BPL Communications. 

Fast forward to 2004, from which time began the 
most intense period for IDEA Cellular, and the turning 
point was when the foreign partner—Cingular 
Wireless—put its 32.9 per cent stake in IDEA Cellular 
on the block (Cingular, which had acquired AT&T 
Wireless, didn’t think India to be a priority market). A 
consortium formed by Singapore Technologies 
Telemedia (srr) and Telekom Malaysia (TM) combine 
came close to acquiring Cingular’s stake, till it was 
stymied by the Department of Telecommunications 
(DoT). In a decision that stumped most people in the 
market, the Tatas and the Birlas agreed to buy out 
Cingular’s holding equally between them. 

Once the Tatas and the Birlas increased their hold- 
ing in IDEA Cellular—the Tatas’ shareholding had 
increased to 48.14 per cent while the Birlas were at 
50.14 per cent)—it seemed as if the promoter issues 
were out of the way. Until the Aditya Birla Group 
fired a communiqué to DoT (dated February 8, 2006) 
accusing the Tatas of non-compliance (this implied 
that the Tatas were providing CDMA services in every cir- 
cle where IDEA Cellular was operating, which was a 
conflict of interest. The Birlas also demanded that the 
Tatas drop their holding in IDEA Cellular to 10 per cent 
in line with government regulation, which stated that 
an operator in one circle cannot hold more than 10 per 
cent in another operator in the same circle). Suddenly, 
the future of the company appeared uncertain. 
Mercifully for IDEA Cellular, the Tatas agreed to sell 
their stake. Interestingly, Malaysian telecom major 
Maxis offered to buy out the Tatas’ holding at Rs 
40.50 per share before the Birlas matched the offer on 
the “first right to refusal" premise. 

What is perhaps strange is that out of the 48.14 per 
cent that was held by the Tatas in IDEA Cellular, 
33.14 per cent will now be offered to financial investors 
at the same terms at which the stake was acquired 





IDEA Cellular CEO Vikram Mehmi: In control now 


IDEA Cellular: On The Growth Path 






Revenue 


mmm No. of subscribers (lakh) 
PBIT 2504 647 


Net profit Nr 


Figures in Rs crore 
* After one-time additional depreciation of Rs 65.2 crore 

W Nine months ended FY 2006 — 1i Nine months ended FY 2005 
PBDIT. Profit before depreciation, interest and taxes 
PBIT. Profit before interest and taxes 


D a 








OPM: Operating profit margin 


from the Tatas. Effectively, this means that the stake will 
be sold at the same price and the Birlas will not profit 
from this transaction. Following this deal, the Aditya 
Birla Group will hold a little over 65 per cent in IDEA 
Cellular—still enough to possibly bring in another 
investor or go in for an IPO (initial public offering). The 
Tatas, meantime, get some much-welcome cash for their 
CDMA rollout. 

But what does the future hold for IDEA Cellular? An 
investment banker who has been tracking the company 
for a while says that valuations for Indian telecom 
have been on the rise and this augurs well for IDEA 
Cellular. IDEA Cellular is the fifth largest wireless 
player in India with a subscriber base in excess of 
seven million. What should provide a boost to valua- 
tions is its proposed plan to enter the lucrative Mumbai 
cellular circle for which an application has already 
been filed with por. What's more, the acquisition of 
Escotel gave IDEA not just three existing operations, but 
also licences for three other circles: UP (East), Rajasthan 
and Himachal Pradesh. The best part, though, as Salil 
Pitale, Vice President, Enam Financial Consultants, 
puts it, is: *The question of who is promoting IDEA 
Cellular is fully answered." Amen. 


MAY 7 2006 BUSINESS TODAY 39 


INYASOD HSIN 


лүм 


vd 





1% current 


No Full Stops On D-Street 


Last fortnight's free fall on the markets seems a distant memory, as the indices 
once again resume their upward journey. MAHESH NAYAK 


name) took the plunge into 

investing in Indian equity in 
the first week of April, when the 
benchmark Sensex was tantalisingly 
close to the 12,000 mark. A firm 
believer in the long-term India story, 
Darji brushed aside warnings of 
friends that valuations at these lev- 
els were stretched and that a cor- 
rection was round the corner. After 
all, reasoned Darji, the Cassandras 
have been screaming about a cor- 
rection since 8,000 levels; it hasn't 
come so far. Why should it come 
now, thought Darji, and went on to 
dump Rs 10 lakh of the cash he 
had just inherited into a basket of 
mainline Sensex stocks. 

Four swift trading sessions later, 
Darji was poorer by a little over 
Rs 51,000, with his portfolio now 
worth Rs 9.48 lakh. After touching 
an all-time high of 11,930.66 points 
in the early trades of April 7, the 
Sensex went on to lose a massive 
922 points in the four sessions till 
April 13. The Sensex ended the 
holiday-packed week on a weak 
note at 11,237.23 points, with 
investors’ wealth on BSE eroded by 
over Rs 1.19 lakh crore. 

Darji may have been a chas- 
tened man, but only for a few days. 
For, once a new week began, the 
indices were back to the usual grind, 
headed northwards in style, gaining 
a little over 300 points on April 17 
to close at 11,540. Clearly, for 
Darji, and the hordes of investors 
who got in before him, it wasn’t 
yet the time to replace greed with 
panic. As Andrew Holland, 
Executive Vice President, DSP 
Merrill Lynch, points out: *It was a 
simple correction. The market had 
run up very quickly on expectation 
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The Sensex Reversed Direction Before It Could Touch 


The 12,000 Mark... 
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...As Foreign Investors Pressed The Sell Trigger 


2006 NetCash Net F&O 
po 


Marcil 45_513 


April 3 418 191 


April4 182 -510 | 
April 5 314 -843 
April? 427 -1229 | 
April10 -421 -1,970 


Aprili? -735 -2165 | 
„Aprili? -735 -2165 | 
Figures in Rs crore 





-1000— m Total** 
~ Ww Cumulative* 





-2,900 


-1,113 


` April 12, '06 
Source: SEBI 


March 21, '06 


*Cumulative is the selling between March 31 and April 12 — **Total equals cash plus futures & options 
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Innova celebrates its first anniversary with 


exciting new releases. 


Discover enhanced comfort, extra value, 
more togetherness and great luxury in the versatile new variants of Innova. 


d new V grade .. 
New Gá qae Choice of 7 and 8 passenger capacity ? 


Enjoy all the features of the G4 grade 





` Choice of 7 and 8 ETE capacity Plus: ABS, SRS airbags, Chrome package 
Dual AC, Power windows, 4; Alloy wheels, 2 Din CD player with МРЗ E 
Power door locks, 2nd row seat slide, уг Ws, and 6 speakers, keyless entry and more! 


1 Din AM/FM CST and more Hz, 


See 5 Also discover greater value with the economical 
Wy 7-seater option in the E grade, and extra comfort in the 
new G1 grade, enhanced with a sliding second row seat. 


Call your nearest dealer for a test drive today! yy 


Desire to stay ahead * INN (NG) 
VY Ls Mial D Log on to www.innovabharat.com. Participate in our 


Innova Anniversary Contest and win exciting prizes All you desire 











Accessories shown may not be a part of the standard equipment 
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OW BIG A ROLE DID INFOSYS’ FOURTH 

quarter results—or, to be pre- 
cise, the nervousness that precedes 
the IT bellwether's report card ann- 
ouncement—play in bringing down 
the market? Perhaps not much—not 
this time—considering that specific 
events like US-Iran tension coupled 
with heady valuations had a significant 
role to play in last fortnight's free fall. 
Yet, there's little doubt about the 
Infosys effect on Dalal Street. In the 
last two years, the trend on the BSE 
Sensex a few days before the Infosys 
results has been bearish in six out of 
the eight quarters. The reaction post- 
results has also been adverse in six out 
of the past eight quarters. The reaction 
to the March 2006 ended quarter 
results, though, was truly special, 
with the Sensex spurting by almost 
2.7 per cent on the first trading day af- 
ter the results. "Players don't want 
to carry a huge event risk ahead of 
Infosys results," says, Amitabh 
Chakraborty, Head (Research), BRICS, 
who also points out that the com- 
pany holds a nearly 10 per cent 
weightage in the indices. The con- 
cems are if the company posts muted 
results or declares disappointing guid- 
ance, it goes on to impact the bench- 
mark index itself. 

Last fortnight when Infosys 
declared a 2.6 per cent growth in 
sequential earnings, and a 26.4-28.4 
per cent guidance for the year ahead 
(plus a 1:1 bonus and a Rs 30 special 
dividend), the pre-results nervousness 
made way for no-holds-barred bliss 
on the first trading day post-results, 
with the stock zooming 7 per cent 
and the Sensex soaring 300 points. 
Infosys has delivered—this time round. 
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INFOSYS: SPOOKING THE MARKET, BUT NOT THIS TIME 
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Figures in bold indicate the Sensex one day after the results, as the result was announced on a holiday Source: Company, CMIE 


of a 9 per cent GDP growth, and it 
has just come off from its high.” 
Prior to the fall, in just 13 trading 
sessions, between March 21 and 
April 7, 2006, the BSE Sensex nearly 
gained 1,000 points. And despite 
the sharp fall, the Indian market 
still continues to be the biggest gainer 
among world indices in 2006, reg- 
istering a rise of 19.5 per cent. 

If the Indian markets have been, 
over the past couple of years, 
buoyed up by massive inflows from 
foreign institutional investors (FIIs), 
guess who was responsible for last 
fortnight's fall? Yes, the FIIs them- 
selves. In seven trading sessions till 
April 12, 2006, Fils were net sellers 
to the tune of $1.75 billion (Rs 
7,712 crore), both in the cash and 
futures and options (F&O) market. 
Of the total sales of Rs 7,099 crore 
in futures, Rs 5,220 crore (almost 
74 per cent) has been sold in stock 
futures. Net selling in the cash seg- 
ment was to the tune of Rs 613 
crore. “With the ЕП liquidity tap 
drying, the markets were bound to 
fall," says Ambareesh Baliga, Vice- 
President, Karvy Stockbroking. 
“Despite overstretched valuations, 
the domestic funds that were sit- 
ting on the fence pumped in money 
on concerns that they would miss 
the rally. This cycle of sustained 
money inflow from foreign and 
domestic funds lifted the market to 
uncharted territory and once the 
cycle broke, the correction took 
place,” is Baliga’s explanation for the 


break in the dream run. “Positions 
were also trimmed ahead of the 
large IPOs lined up by companies 
like Reliance Petroleum (Rs 8,100 
crore) and Parsvnath Developers 
(Rs 1,500 crore),” adds Gurunath 
Mudlapur, Managing Director, 
Atherstone Institute of Research. 
Rising crude oil prices, hovering 
above the $70 (Rs 3,150)-mark per 
barrel, concerns over reports of US 
threatening to bomb Iran’s under- 
ground nuclear plant, rising interest 
rates and high commodity prices 
are the other reasons for the fall in 
the domestic market. “Unlike Iraq, 
Iran is a theocratic state and any 
unprecedented event between the Us 
and Iran will impact the world 
economy,” says U.R. Bhat, мр, 
Dalton Capital Advisors. 

Yet, if you want to look for rea- 
sons for the correction, you will 
always find them. The short point, 
though is that a correction was a 
long time coming, and as Bhat adds, 
it’s “healthy. The correction gives 
new players an opportunity to enter 
the market. I still feel there is ample 
appetite for new money to be 
absorbed by way of public offerings 
as well as by the secondary mar- 
ket”. Darji’s faith in the India story 
isn’t without substance, and he will 
most likely make money if he sticks 
around on Dalal Street for a couple 
of years. But the fairy tale might 
have reached its final chapters for 
punters looking for a quick bang 
for their bucks. m 
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Walking A Tightrope 


Interest rates are likely to rise slightly over the medium term, but credit flows to 
corporates and individuals are likely to be sustained. ANAND ADHIKARI 


HE LIQUIDITY PRESSURE HAS 
| eased a bit and the inflation 
monster seems to be on a 
leash for the time being, but the 
scorching pace of credit growth— 
both in the retail as well as the cor- 
porate sectors—and the trailing 
bank deposit growth can combine 
rather awkwardly to put pressure on 
short- and medium-term interest 
rates. Industry needs more credit, 
consumers need easier and more 
loans; these are sine qua non for a 
sustained and sustainable 8 per cent- 
plus growth rate. But there's also the 
high risk of greater credit flows 
leading to a higher inflation rate. 
But that's a tightrope for Reserve 
Bank of India (RBI) Governor Y.V. 
Reddy to walk and his short-term 
response to these issues, in the form 
of a possible hike in the repo and 
reverse repo rates in his April 18 
Credit Policy, will be known by 
the time this issue hits the stands. 

But regardless of the credit pol- 
icy, Neeraj Swaroop, CEO, Standard 
Chartered Bank India, feels interest 
rates are likely to remain stable at 
current levels. “At most, there may 
be a very moderate (25-50 basis 
points) increase," he predicts. 

The inflation rate over the last 
quarter has been at 4-4.5 per cent 
against the projected rate of 5-5.5 
per cent; but spiralling crude oil 
prices, which are hovering around 
the $70 (Rs 3,150) levels, may just 
ruin this happy picture. There is 
speculation the government may 
bite the bullet and raise oil prices 
after the elections in the five states 
are over. This will definitely stoke 
inflation and put further pressure on 
interest rates. 

Abheek Barua, Chief Economist 
at ABN AMRO India, says there are 
worries on the inflation front over 
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SCENT OF MONEY 


п Interest rates likely to rise 
by 25-50 basis points 





п Oil prices may be hiked 
after state elections; this 
will lead to an immediate 
 fiseininflaion — — 

п Inflationary fears over the 
medium term as well — — 
п Auto and personal loan 
rates likely to rise over 
_ the near term — 


= Credit flows to industry 
and individuals unlikely 


retail lending boom 
yielding results 
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the medium term. “RBI could tinker 
with the bank rate this time around,” 
he says. In the January policy, RBI 
kept the Bank Rate untouched, but 
hiked the reverse repo rate—which 
is a tool for absorbing surplus liq- 
uidity from the banking system—by 
25 basis points to 5.5 per cent. It 
worked. There has been consider- 
able tightening of monetary con- 
ditions in a fairly short period of 
time, says the latest JP Morgan 
report. It came at a price, though: 
interest rates began hardening. 

Another cause of worry is the 
rising cost of deposits in the banking 
system (growth rate: 16 per cent 
year-on-year, compared to a credit 
growth of over 32 per cent). Home 
loan biggies like HDFC, ICICI Bank 
and State Bank of India have already 
reacted by raising rates by 25-50 
basis points. And there seems little 
respite in sight, caught as interest 
rates are between soaring crude oil 
and commodity prices on the one 
hand and an expected rise in the 
rate of inflation on the other. The 
most likely victims: auto and per- 
sonal loans. The scorching pace of 
growth in bank credit, however, is 
expected to continue, despite the 
measures RBI has taken to cool down 
the retail lending boom, especially in 
the housing sector. “RBI is also hav- 
ing some success in slowing lending 
to potentially speculative sectors by 
tightening prudential norms and by 
the recent revision in securitisation 
rules,” reports JP Morgan. 

The central bank is clearly on 
the ball. But it will have to move 
with great circumspection in the 
days following its credit policy 
announcement fine tuning the sys- 
tem, so that its actions do not spoil 
the party that the rest of the world 
so desperately wants to join. 8 
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A Fresh Bouquet 


ZEE TV is restructuring operations to unlock value in each of its four arms. It has 
also gained ground over its rivals in the last one year. Here's a look at what's going 
on in India's largest listed media company. ARCHNA SHUKLA 


T WAS LONG OVERDUE. SO IT 
Е few when Zee 

Telefilms Ltd (zTL) Chairman 
Subhash Chandra recently anno- 
unced plans to restructure his Rs 
2.000-crore media conglomerate. 
7Т1. and its associate companies 
have historically had a complex 
corporate architecture. But that 
now looks set to change. 

Chandra plans to rejig his media 
empire into four independent, and 
listed, business units. ZIL will retain 
its bread and butter global content 
business, which includes flagship 
channel Zee ту, Zee Cinema, Zee 
Music, Zee Smile and Zee Sports, 
along with international business 
and a 74 per cent stake in Zee 
Turner and 54 per cent in ETC 

























IT’S ZEE TIME FO 


Current Structure” 

NAME OF COMPANY: Zee Telefilms Ltd 
SHAREHOLDING: Indian promoters: 24 per 
cent, Foreign promoters: 23 per cent, 
Flis: 31 per cent, Public: 22 per cent 
AREAS OF INTEREST: Handles global content 
business, including all entertainment 
channels, cable distribution business 
(through Siticable, a 100 per cent sub- 


sidiary) and downlinking and commercial 


exploitation of all news channels 


NAME OF COMPANY: Zee News Ltd 


SHAREHOLDING: Zee Telefilms Ltd: 35 per 
cent, Indian promoters: 65 per cent 


AREAS OF INTEREST: Handles news 
gathering 
NAME OF COMPANY: ASC Enterprise Ltd 


SHAREHOLDING: Indian promoters: 80 per 
cent, Foreign promoters: 20 per cent 


AREAS OF INTEREST: Owns the DTH business J 


*Only Zee Telefilms Ltd is listed 
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Network. Zee News Ltd (ZNL) will 
own all news and regional chan- 
nels—Zee News, Zee Business, Zee 
Marathi, Zee Kannada, Zee Bangla 
and Zee Punjabi. Similarly, the 
cable-related business of Siticable 
(which has 6.7 million subscribers 
and is a 100 per cent-owned cable 
distribution arm of ZTL) and 2т1 
will be hived off into Wire & 
Wireless India (у). And, ASC 
Enterprise Ltd, which has a licence 
for Direct-To-Home (DTH) broad- 
casting, will get all related busi- 
nesses now under ZTL and Siticable. 
ASC's DTH service, called Dish Tv, has 
900,000 subscribers. 

Currently, only ZTL is listed; it 
has reserves and surpluses of Rs 
2.096 crore. How this amount will 


РЕ З 
BHASKAR PAUL 


be divided between the companies is 
not known. The management teams 
of the new companies have also 
not been finalised yet. Rajiv Garg, 
CEO, Corporate Strategy, Essel 
Group, as the Subhash Chandra 
empire is called, says: "The separa- 
tion of businesses and accounts will 
take five-to-six months. The new 
companies will be listed only after 
that." There have been rumours 
that the restructuring is a fallout of 
differences between Chandra and 
his two brothers, Laxmi Goel and 
Jawahar Goel, who are at the helm 
of the news and cable businesses, 
respectively. Chandra, however, 
says: “The idea behind restructuring 
is to allow each business to grow to 
its fullest potential and to take on 


R A MAKEOVER 


Proposed Structure:* 

NAME OF COMPANY: 

Zee Telefilms Ltd 

AREAS OF INTEREST: Global content 

business 

NAME OF COMPANY: 

Zee News Ltd 

AREAS OF INTEREST: News and 

regional language channels —- 

NAME OF COMPANY: Wire & 

Wireless Ltd 

AREAS OF INTEREST: 

Cable distribution business of 

Siticable 

NAME OF COMPANY: 

ASC Enterprise Ltd 

AREAS OF INTEREST: Dish TV 

**1ee News, Wire & Wireless and ASC Enterprise 
will eventually be listed on the bourses 


ZTL supremo Subhash Chandra 
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competition effectively." 

Is the restructuring aimed at 
cashing in on the bull run in the 
stock market, then? Media analysts 
don't think so. They are unanimous 
that Zee was crying to be restruc- 
tured for a long time. Says Ravi 
Sardana, Vice President, ICICI 
Securities: *Every segment of the 
broadcast business—news, enter- 
tainment, sports and distribution 
(cable, CAS or conditional access 
system and DTH)—is growing at a 
furious pace. Zee, therefore, stands 
to gain a lot by disintegrating dif- 
ferent divisions." The new arrange- 
ment will give every division a clear 
focus and boost growth, he adds. 

Besides, the new structure will 
also address concerns raised by 
investors regarding lack of trans- 
parency in the company. Then, it 
will also take care of different reg- 
ulatory norms for different busi- 
nesses. Says Jigar Shah, Director, KR 
Choksey Shares & Securities: 
“Segregating the businesses will 
unlock value for investors, give 
each division a healthy valuation 
and also increase tax efficiency 
which is an issue now.” 

Under the restructuring scheme, 
shareholders will get 137 shares in 
ZNL for every 100 shares held in 
ZIL, and one share in WWIL for two 
shares held іп ZTL. No swap ratio 
has been announced for ASC yet. 
The stock price of zTL has been 
rangebound, rising from Rs 239.55 
on March 29 when the revamp 
proposal was announced, to Rs 
250.10 on April 7. It ended at 
253.35 on April 17. 

Meanwhile, Zee channels are 
looking up after quite some time. 
Zee TV, the flagship entertainment 
channel, is back in the reckoning in 
the TRP (television rating point) 
game. After being the #1 cable and 
satellite broadcast network in the 
early 90s, it slipped to second posi- 
tion in the late 90s; it slid further to 
#3 behind the STAR Network and 
Sony Entertainment Television (SET) 
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Zee TV now has a larger slice of the pie. 
Entertainment 
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by the beginning of the 2000s; Zee 
TV had a channel share of only 15 
per cent in 2005 against STAR PLUS’ 
64 per cent and SET’s 21 per cent. 
This year, however, it has reclaimed 
the Numero Dos spot. According 
to Television Audience 
Measurement (TAM) figures, STAR 
Plus’ share in the first three months 
of 2006 has dropped to 55 per 
cent, SET is also down to 14 per 
cent while Zee’s share is up to 19 
per cent. Similarly, in movies, Zee 
Cinema has a 37.3 per cent channel 
share against SET MAX’ 35.5 per 
cent, while Zee News is either #3 
or #4. Then, the recently launched 
Zee Sports has acquired the global 
media rights for all cricket matches 
that Team India will play in neutral 
venues over the next five years. The 
tab: $219 million (Rs 985.5 crore). 
This is expected to generate sub- 
stantial advertising revenues as a 
majority of these matches will 
involve arch rival Pakistan and top 
teams like Australia and England. 
Says Himanshu Modi, Business 
Head, Zee Sports: “Most of these 
matches will be telecast during 
prime time; so the opportunity is 
huge." It also has radio and internet 
rights for the property and is in 
talks with operators in Pakistan, 
the UK and the Us to broadcast 
them there. 

All this means media buyers 
are looking at Zee channels in a 
new light. Says Sunder Raman, 
General Manager, Mindshare: 
“The Zee network is now in every 
media buyer's Plan A as it is con- 
sistently providing a loud bang 
for advertising bucks." There is, 
however, still a lot of disparity 
between the ad rates charged by 
STAR and Zee. Media buyers says a 
10-second prime time slot on STAR 
Plus costs Rs 1.5-2 lakh; the com- 
parative rate on Zee TV: Rs 
30,000-50,000. 

But if the revamp delivers results 
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New Lease Of Life 


With the tier-! league clearly out of bounds, Mphasis had little choice but to be acquired 
to stay in the reckoning. For EDS, it's better late than never. VENKATESHA BABU 


GOLIATH MEETS DAVID 


N APRIL 4, EDS, THE PLANO, 
О Texas-based second largest 

IT services company in the 
world (after iBM) announced it was 
making an offer for a 52 per cent 
share of Mphasis Technologies at Rs 
204.5 per share, valuing the whole 
company at approximately $730- 
million (Rs 3,285-crore). The offer 
did not come as a surprise to market 
watchers and analysts. Baring 
Private Equity Partners (India), 
which holds a 35.63 per cent stake 
in Mphasis, had been looking to 
exit its investment for quite some 
time and a couple of deals in the 
past had fallen through on the ques- 
tion of valuation. 

Meanwhile, Mphasis traversed 
the journey from being hailed as 
the next big thing in Indian tr to an 
also-ran tier-II player. It had tried to 
purchase growth by acquiring 
Kshema Technologies for $21 mil- 
lion (Rs 94.5 crore) in 2004, a 
healthcare firm El Dorado for $16.5 
million (Rs 74.25 crore) and the 
UK-based Princeton Consulting for 
$14 million (Rs 63 crore). It even 
acquired a small Chinese company 
Navion in 2002, to kick-start growth. 
However, execution became a criti- 
cal issue. Many from the top man- 
agement, including cFo Ravi Ramu, 
had recently quit the company. 
Mphasis was also unique in the sense 
that a third of its revenues comes 
from BPO work compared to just 
around 5 per cent for larger Indian 
IT companies like Infosys and Wipro. 

For the year ended March 31, 
2006, Mphasis had increased its 
income by 23 per cent to Rs 940.11 
crore and net profit by 20 per cent 
to touch Rs 150 crore against the 
same period of the previous year. 
While the numbers look impressive, 
tier-I players like TCs, Wipro, 


Mphasi 
Fitting in ¢ 


Infosys and Cognizant have taken 
an unassailable lead over it with 
a couple of billion dollar revenues. 
Thus to leapfrog to that size and 
scale, Mphasis had to be acquired. 

For EDS, which has a 3,000- 
member operation in India, it was a 
good chance to scale up its pres- 
ence in a low-cost location. Travis 
Jacobsen, spokesperson for EDs, 
admits as much when speaking to 
Business Today: “Have we been 
slow in recognising India’s potential? 
No. But could we have scaled up 
here much faster? Yes. This offer 
certainly presents us a good oppor- 
tunity to ramp up our presence in а 
low-cost, high-talent destination.” 

EDS has to get its act in India 
together pretty fast. Its major rivals 
like IBM and Accenture already have 
40,000 and 17,300 employees in 
India, respectively. Even interna- 
tionally, EDs has just 16,000 
employees representing 12 per cent 
of its total workforce in low-cost 
destinations like India, Australia, 
Eastern Europe, South and Latin 
America. А smooth acquisition is 
critical to EDS as it will give it a cre- 
dible offshore, low-cost destination 





presence. It will also give it a large 
foothold in the BPO segment. 

There are, however, a few hic- 
cups before the final word on this 
can be said. While the Mphasis 
board has recommended the offer to 
shareholders, it is not clear what 
the medium term plans of the 
existing management are. Chairman 
Jerry Rao in his individual capacity 
holds around 8.42 per cent of the 
company. When queried whether 
Mphasis would retain its identity 
and independent management con- 
trol, all Jacobsen says is, *Only when 
the acquisition goes through will 
we have any comments." Rao him- 
self would only comment that the 
"management is supportive of this 
transaction and looks forward to 
its successful closure. The offer has 
both a strategic and cultural fit". 

However, given that the offer 
price is lower than the prevailing 
market price, a revision in the offer 
cannot be ruled out. Jacobsen says 
the offer price represents a 30 per 
cent premium to the previous 26- 
week average price. The last word 
has not yet been said on this deal. 
Keep watching this space. ш 
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Growth Engines 
Or Revenue Drains? 


SEZs can help take the Indian economy up to the next level, but the guidelines need 
to be fine-tuned further. SHALINI S. DAGAR 


ELIANCE, MAHINDRAS, INFOSYS, 
Rv» Biocon, Bharat 


Forge... the list goes on. 
Corporate India is in a hurry to in- 
vest in special economic zones (SEZs). 
The lure seems to be the promised 
fiscal, tax and regulatory incentives. 
And against the backdrop of this 
rush, the commerce and finance 
ministries are sparring over what 
many believe are turf issues. 

But first, some facts about SEZs. 
The Indian government became 
enamoured of the idea after wit- 
nessing the role played by SEZs such 
as Shenzhen in transforming China 
into an export powerhouse. Posit 
China's 2005 exports of $762 bil- 
lion (Rs 34,29,000 crore) against 
India's 2005-06 exports of just over 
$100 billion (Rs 4,50,000 crore) 
and the logic behind the fascina- 
tion becomes a no-brainer. The 
Chinese model, however, will be 
difficult to replicate here. Long- 
drawn out land acquisition proce- 
dures and outmoded labour policies 
are considered a given in India and 
nobody expects Chinese speed on 
these issues. There is also the ques- 
tion of scale. *China has five oper- 
ational SEZs and only another five 
are on the anvil. And the smallest 
covers an area of 100 square kilo- 
metres," says Nikhil Gandhi, 
Chairman, SKIL Infrastructure, who 
is a director on the board of the 
Navi Mumbai SEZ. 

In India, the government has 
already given in-principle approvals 
to about 150 such zones, some of 
them as small as 10 hectares. 
Therein lies the rub. Finance 
Ministry officials want tax breaks 
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restricted to the bigger SEZs to allow 
for easier implementation. The 
Finance Ministry expects the current 
norms to lead to revenue leakage of 
Rs 20,000 crore. They also suspect 
that the rush to develop SEZs is a 
function largely of the incentives 
on offer and is not really a pointer 
to any inherent interest in the sector. 
So restricting the SEZs to sizes above 
25 hectares will ensure that smaller 
SEZ aspirants become part of larger, 
more manageable units, they believe. 
“Amidst this hype, people are miss- 
ing out on the economics of SEZs. 
Several players are jumping into 
the fray in the belief that SEZs are a 
real estate play," says Mukesh 
Khandelwal, vr, Feedback Ventures, 
a leading infrastructure advisory 
firm. Arun Nanda, Executive 
Director, M&M, who led the team 
that built Mahindra City near 
Chennai, agrees. “SEZs are an out 
and out infrastructure play. Unlike 
real estate where you can actually 





work on negative working capital, 
an SEZ player has to have really 
deep pockets and staying power," 
he says, adding that companies plan- 
ning integrated SEZs of 1,000 
hectares or more need to put in at 
least Rs 1,000-1,500 crore as equity. 

The concern is palpable though 
no one is saying so openly yet: the 
entry of too many players can skew 
the field for genuine investors. But 
this is not to say that the guidelines 
have nothing to recommend for 
themselves. It is these very rules 
that are believed to have attracted 
players like Flextronics to India. 
Commerce ministry officials expect 
over Rs 1,00,000 crore to flow into 
SEZs over the next three years gen- 
erating half-a-million jobs. 

So clearly, while the much- 
awaited policy is a welcome step, 
there are gaps that still need to be 
plugged. And the empowered 
Group of Ministers is expected to 
address just those issues. I 
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"Do me one 


An elderly carpenter was ready to retire. He told his employer-contractor of his plans to 
leave the house-building business to live a more leisurely life with his wife and enjoy his 


extended family. He would miss his monthly salary, but he wanted to retire. They could get by. 


The contractor was sorry to see his good worker go and asked if he could build just one more 
house as a personal favour. The carpenter said yes, but over time it was easy to see that his 
heart was not in his work. He resorted to shoddy workmanship and used inferior materials. It was 


an unfortunate way to end a dedicated career. 


When the carpenter finished his work, his employer came to 


inspect the house. Then he handed the front-door key to the 





carpenter and said, "This is your house, it’s my gift to you." 
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ast favour" 





Spice Pavilion, speciality restaurant serving traditional North Indian cuisine at Jaypee Palace, Agra 

The quest for perfection is more than a corporate philosophy we follow at Jaypee Hotels. It’s a guiding spirit 
in the smallest of our endeavours. From providing business travellers like you every conceivable comfort in 
the finest of surroundings, to ensuring your work-time privacy, 
we make sure that every need of yours is taken care with due attention. 
Whether you choose to entertain your guests with us, use our 24x7 
meeting rooms as your business hub or simply unwind at 
our health club and spa, you will catch a glimpse of perfection down 


to the very last detail. Check in at any of our hotels the next time 





Arrival Court at Jaypee Palace, Agra around, and see our quest for perfection work wonders for you. 


£ 
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JAYPEE HOTELS 


For more information log on to; www.jaypechotels.com or call 011 26148800 or 1800 119900 (Toll Free) 
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Fast Mover Advantage 


Riding on the FMCG revival, Dabur India wants to double sales and profits 
in four years. ARCHNA SHUKLA 


classify it under the pharma- 
ceuticals sub-head whilst a sec- 
tion of consumers and analysts per- 
ceive it as a herbal brand. But as far 
as Sunil Duggal is concerned, Dabur 
India is as much a fast-moving con- 
sumer goods (FMCG) player as a 
Hindustan Lever or a Procter & 
Gamble. Like many of the Indian 
consumer products companies that 
comprise the second tier of the ЕМСС 
sector—Marico and Godrej, to name 
two—the СЕО of Dabur is keen to 
ride the revival in the industry. 
Growth in 2005-06 has been around 
7 per cent, as against 5-5.5 per cent 
in 2004-05. The good news is that 
this momentum is expected to sustain 
for the next couple of years on the 
back of buoyant economic growth, 
rising per capita income and 
increasing consumer spends. For 
Dabur, the game plan for the next 
few years is clear-cut: Grow via 
acquisitions (both domestic and 
international), launch new products, 
and penetrate deeper into rural India. 
“We intend to double our 
turnover and profits in the next four 
years with the help of expansions, 
acquisitions and innovation," says 
Duggal. “International business, 
foods, healthcare and homecare will 
be the main drivers.” Dabur is 
expected to cross the Rs 2,000 crore 
mark in revenues in 2005-06. Net 
sales for the first nine months up 
to December 2005 stood at Rs 1,419 
crore. Points out Ravi Sardana, Vice 
President, ICICI Securities: “All the 
business divisions have shown 
stupendous growth. And the new 
plans will help the company main- 
tain the tempo.” 
In the years ahead, Dabur’s 
growth will be fuelled by a quaint 
mix of international and rural 


Ss INDUSTRY STUDIES STILL 
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Dabur's Duggal: Just double it 


growth. Whilst overseas operations 
will contribute some 16 per cent to 
the topline in four years (from 11 per 
cent currently), the villages will 
account for 55 per cent of the 
domestic market growth and that's 
clearly where the action will be. 
Acquisitions—in addition to the 
Balsara portfolio, which approxi- 
mately contributed 10 per cent to 
the topline last year—will add their 
mite. Foods share will be up from 10 
to 13 per cent by 2010, with Dabur 
Foods, a 100 per cent subsidiary, 
leading from the front. In the first 
nine months of 2005-06, the foods 
group, which includes brands like 
Real, Real Activ, Coolers and 
Homemade pastes, grew 48 per cent, 
and that momentum is expected to 
increase in the years ahead as Indian 
consumers get more health conscious. 

Foods may be growing rapidly, 
but clearly the two planks of Dabur's 
growth in the medium term will be 
personal products and healthcare, 
which are expected to contribute 
30 per cent and 27 per cent, re- 
spectively, to the company's rev- 
enues in four years. The consumer 
care division comprises hair oil, 
shampoos, toothpastes and tooth- 
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powder, with Vatika at the premium 
end a Rs 200-crore brand (Anmol at 
the lower end is worth Rs 30 crore). 
To boost its herbal healthcare busi- 
ness, which after an internal 
realignment of brands is pegged at 
Rs 1,200 crore, Dabur is now going 
the retail way by setting up Dabur 
healthcare clinics. Some 165 
Ayurvedic clinics are already opera- 
tional and the number is expected to 
go up to 1,000 by end 2006-07. 
Somewhere down the line, 
though, Dabur will have to decide 
whether it wants to be known as a 
pure herbal brand or as a frontline 
FMCG player, neither of which it can 
with conviction say it is today. Ш 
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services in Orissa, Madhya Pradesh, Assam, North- 
East, Bihar, j&K and Himachal Pradesh. A couple of 
months later, another group company, Essar Tele- 
holdings (ETHL), bought over the operations of Raj- 
eev Chandrasekhar's BPL Communications, where 
incidentally Orascom was also amongst the suitors. 
And last September, Hutch signed a deal with 
| ssar to acquire BPL & ommunications' operations 
and also bought over Essar Spacetel. It, therefore, 
remains unclear why it wasn't Hutchison Essar 
that applied for the seven new licences. 

Clearly, from the Hutch point of view, an IPO 
is an imperative, given that HTIL invested huge 
sums of money (this year, HTIL will invest around 
Rs 8,100 crore across all its operations globally, out 
of which about Rs 5,800 crore will be invested in 
India) last year in its operations across various 
countries. And as most bankers are quick to state, 
the iPO should have actually taken place at least a 
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year ago. Essar officials maintain that the issue is 
not about control and that the IPO plans are on 
track. Hutch officials, when contacted by BT, de- 
clined to comment on any of the issues, but in- 
vestment bankers point out that an IPO in 2006 
from Hutchison-Essar appears unlikely. А source 
close to both the parties describes the issues as “if 
there is no unanimity between the shareholders, 
this IPO is not going to take place tomorrow". If 
that's the way it is, it will be an opportunity trag- 
ically lost for Hutchison Essar. Last fortnight, 
even as another high-profile spat in the telecom 
space between the Tatas and the Birlas was nipped 
in the bud, with the latter buying out the for- 
mer, there's a question that's being increasingly 
heard within the industry: Are skyrocketing val 
uations translating into unbridled greed? 


THE INDUSTRY EVENT OF 
THE YEAR 
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In The Centi-million Club 


MindTree Consulting is now a $100-million company. It's on a steep growth trajectory, 
but will have to address some areas of concern ASAP. VENKATESHA BABU 


HE HEADLINE LOOKS INTEREST- 
| ing: MindTree Consulting has 
notched up revenues of $100 
million (Rs 450 crore); the qualifi- 
cation, that it is one of the youngest 
Indian rr companies to do so makes 
its feat even more impressive. The 
Big Three of Indian rr—rcs, Wipro 
and Infosys—had taken 29, 18 and 
17 years, respectively, to reach this 
landmark. The body text and the 
fine print also look fine, except for 
a couple of small blips. But more on 
that later. 

First, the headline: of MindTree's 
2005-06 topline of $102 million (Rs 
459 crore), 75 per cent comes from 
IT services, which provides the bread 
and butter for all Indian rr majors. 
But TCS, Wipro and Infosys have 
revenues of about a couple of billion 
dollars (Rs 9,000 crore) and head- 
counts of 50,000-plus employees 
each. Can the relatively puny Mind- 
Tree, with 3,200 employees, stand up 
to its bigger rivals? Subroto Bagachi, 
COO, MindTree, is confident it can. 
"Customers are looking for agility, 
accessibility and attention at every 
level of engagement, which we are 
able to provide. This is a key differ- 
entiator for MindTree,” he says. 

Treading the path others have 
walked before, the company is trying 
to verticalise its services business. N. 
Krishnakumar, President and СЕО, 
IT Services division, says: “We are 
now looking to address vertical seg- 
ments. Travel and leisure, manufac- 
turing, insurance and government 
will be focus areas even as we stren- 
gthen our position in the testing and 
validation and data warehousing seg- 
ments." MindTree has added 35 cus- 
tomers in 2005-06 to the 125 it had 
in the previous year. The prized cat- 
ches during the year: Imperial Tob- 
acco Group, Emirates Airlines, Burger 
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MindTree's Soota 


King, DeBeers, Essilor and IATA. 
But the company has also con- 
sciously tried to diversify its basket of 
offerings; 25 per cent of its revenues 
come from research and develop- 
ment (R&D) services, especially in the 
telecom space. Recently, it wrote 
customised software for a South Kor- 
ean mobile manufacturing major 
which enhanced the battery life of its 
phone by minimising power con- 
sumption. Says $. Janakiraman Pres- 
ident & CEO, R&D Services: “Mind- 
Tree is developing its own intellectual 
property (IP) in this segment. We 
have already filed for four patents 
and seven more are in the pipeline.” 
The company recently won a bid to 
supply its Bluetooth protocol stack 
for NEC’s mobile phones. Janak- 
iraman expects royalties from its IPRs 
to start contributing significantly to 
revenues from 2007-08 onwards. 
These achievements hide some 
areas of concern. MindTree’s net 
operating margins are believed to 
be significantly lower than those of 
the Big Three. The company, how- 
ever, refuses to share these figures 
with BT, citing its status as a privately 
held one. “Yes, we are not in the 
high teens, but we are looking at 
increasing them,” says Ashok Soota, 





2002-03 2003-04 2004-05 2005-06 
Figures are revenues in Rs crore 


Source; Company 


Chairman and мр, MindTree. The 
industry average is 21 per cent for 
Tier-I players. Its topline, though 
impressive, also needs some qualifi- 
cation. It reached the $100-million 
landmark a year behind schedule, 
and fell short of projections by $21 
million (Rs 94.5 crore) when it did. 
This is because the dotcom bust hit 
the fledgling company harder than 
most others as 75 per cent of its rev- 
enues came from dotcom-related 
businesses. Since then, of course, it 
has rallied around and diversified its 
offerings and customer base. 

Soota is also reluctant to get into 
details about MindTree’s proposed 
initial public offering. “We have 
enough cash. We will list only to 
provide liquidity to investors. We 
had promised that we would exam- 
ine listing once we crossed the $100- 
million turnover mark. Now that 
we have done that, we are free to list 
depending on market conditions.” Its 
topline projection for 2007-08 is 
impressive: $231 million (Rs 1,040 
crore); it will also double headcount 
during this period. ‘We are on a 
firm growth trajectory and we bel- 
ieve we have achieved the critical 
mass required to become a global 
player,” says Soota. Ш 
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How Genpact 
CEO 
And His 


Team Are Breaking 


New Ground In 
BPO-land. 


ARCHNA SHUKLA 


HOSE WISHING TO GET UP CLOSE AND PERSONAL WITH THE 
heart, the epicentre, the #1 holy spot of the $6 billion 
(Rs 27,000 crore) Indian Business Process Outsourcing 
industry will have to take one of the two roads that connect 
Delhi to its most-happening satellite Gurgaon, in the state 
of Haryana. Neither route promises smooth progress; 
one is witnessing roadwork that shows no sign of ending; 
the other was never meant for the volume of traffic it finds 
itself supporting. Then, the road from Bangalore to Electronics City, some 18 
km away and home to the most visited tech-campus in the country, that of 
Infosys, isn't smooth either. Bangalore is the capital of India’s rr services busi- 
ness; Gurgaon, that of its business process outsourcing or IT enabled services 
one. Infosys, though not the largest of its ilk, is arguably India's best known 
IT services brand; its performance and prospects are a litmus of those of the 
industry itself. The centre of gravity of the Bro business in Gurgaon, one com- 
pany, promises to be all that in its space. 

Pramod Bhasin, a lithe 54-year old with a toothy smile that is as infectious 
as it is spontaneous, is the keeper of this holy place. The President & Chief 
Executive Officer of Genpact, he runs a $500 million (Rs 2,250 crore) third-party 
BPO operation (that simply means that Genpact isn't a captive BPO fulfilling the 
needs of a parent company). Genpact employs 20,000 people across six coun- 
tries; it services over 80 customers through 16 operating centres; a third of its 
customer-base figures in the Fortune 200 and another third, in the Fortune 500; 
but Bhasin, in keeping with his stature as high-priest of a religion called BPO has 
a dream. He has visions of global greatness. 

That is an appropriate vision for the CEO of a company that is already 
India's largest in its industry. Its closest rival, the Mumbai-based WNs, is expected 
to end 2005-06 with revenues around $220 million (Rs 990 crore). *We want 


60 nusiNESS TODAY MAY 7 2006 


Gurgaon, India 
Pramod Bhasin 


93 mn 
Rs 2,218.5 crore) 
n 2005 


Global delivery 
in 19 languages 
from 16 centres in 
six countries (US, 
Mexico, Romania, 
Hungary, India, 
China) 


Finance & account- 


$10 billion 
(Rs 45,000 crore) in 
revenues by 2016 


$1 billion 
(Rs 4,500 crore) in 
revenues by 2008 


Piyush Mehta 

Senior Vice President 

Human Resources 

Has been with GECIS 
since 2001 as head of HR 
Now responsible for 

hiring, training, managing 
people and keeping 
attrition in check in an ind- 


ustry where attrition PAS 


rates are soaring 


Arvinder Singh 


Senior Vice President, 
Six Sigma, Solutions, and 
Transitions 


Formerly Chief Quality Officer 
at GE Vendor Financial 

Services in the US, he is 
now responsible for 
driving competitive 
edge and smooth 

process transitions 


Victor Martinez-Angles » 
Senior Vice President and 
Commercial Leader 


After 10 years in GE, across 
locations such as the US and 
Europe, Martinez-Angles is 
responsible for all global 
commercial and outsourcing 
contracts, joint ventures, alliances, 
and strategic partnerships 


Vivek Gour 

Chief Financial Officer 

He joined GE Capital in 
1997 as Vice President 
and Treasurer, has held 
various positions since 
then and is widely seen 
as Pramod Bhasin's 


right-hand man a 
















VN. ‘Tiger’ 
Tyagarajan 

Executive Vice President 
Once CEO of GECIS 
999-2002), he moved 
0 GE's Commerical 
Equipment Finance 
Division in October 2002 
and worked out of the 
US. He returned to 
Genpact as Executive 
Vice President in 
February 2005. Heads 
business development, 
sales, and US operations 
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Pramod Bhasin 
President & CEO 


Anju Talwar 

Senior Vice President 
Chent Operation 

She signed on with GECIS 
in 1997 after 13 years at 
American Express; she 
helped build the China 
facility for GECIS in 2000 
and was appointed CEO 
GECIS Software in 2001 
Now heads the foray into 
new businesses and 
manages the Wachovia 
relationship A 
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GENPACT AND ITS COMPETITION 


REVENUES 


COMPANY 


EMPLOYEES 


MAJOR CLIENTS 





Set up as a captive centre of General Electric in 1997, it became a third-party vendor in Dec. 2004 and is the largest of its kind in India 
today; is trying to reduce dependence on GE and build the BPO company of the future 


WNS $224 million (Rs 1,008 crore) 


9,000 


British Airways, Air Canada 


Ranked the biggest third-party BPO company by Nasscom in 2004-05, it has since lost that position to Genpact; was born a captive centre 
for British Airways in 1996; provides services across verticals such as travel, insurance, and financial services 


Wipro BPO $200 million (Rs 900 crore) 


14,000 


Amex, Dell, GSK 


Formerly Spectramind; acquired by Wipro in 2002 and renamed Wipro Spectramind and then Wipro BPO; was no #2 BPO in the country in 
2004-05; provides services across domains such as finance and accounting, financial and management reporting and payroll processing 


HCL Technologies $156 million (Rs 702 crore) 
BPO 


11,200 


Deutsche Bank, British Telecom 


The BPO arm of leading IT company HCL Technologies; ranked #3 by Nasscom last year; operates across verticals such as banking, funds 


management, insurance, retail and other voice-based services 


IBM Daksh $120 million (Rs 540 crore) 


15,000 


Lloyds TSB, Barclays, Allstate 


Formerly Daksh; acquired by IBM Global Services in June 2004; was the fourth biggest BPO company in Nasscom's 2004-05 rankings; is key 
to IBM's strategy of building delivery capabilities in India; does everything from customer acquisition and retention to after-sales support 


Figures for Genpact are revenues for calendar 2005; and for WNS, HCL Technologies, Wipro BPO and IBM Global, are expected revenues for 2005-06 


to be one of the biggest global ВРО companies in 
the next four or five years,” says Bhasin. In numeri- 
cal terms, he explains, that would translate into a tar- 
get of $1 billion, Rs 4,500 crore, in revenues by 
2008, and $10 billion, Rs 45,000 crore, in revenues 
by 2016. And so, like other people in Genpact work- 
ing to realise this dream, Bhasin works 14 hours-a-day 
and travels 20-days a month. Sleep is a luxury and he 
catches up with it while traveling (even when he 
was young, he would nod off during journeys). And 
he presumably dreams of $1 billion, and $10 billion, 
and greatness in the making. 

There’s more riding on the efforts of Bhasin and his 
team than the fortunes of 20,000; Genpact represents 
the aspirations of a young and ambitious industry, 
and it has to battle everything from high attrition rates 


Romi Malhotra 

CEO/ Dell India 

By 2009, Dell will have 20,000 employees in 
India, in call centres, software development 
centres, and testing centres. Malhotra, a 
GECIS vet is the man behind this. 
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to political opposition to outsourcing (in Western 
nations) to competition from locations such as Mexico, 
the Philippines, China, all emerging hubs of the BPO 
trade. "Those leading the Indian BPO industry need to 
succeed to establish India's pre-eminence at a global level 
and to boost the morale of their peers," says Kiran 
Karnik, President, NASSCOM, India's National Association 
of Software and Service Companies. 
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Катап Коу 
CMD/ AccessIntellect 


GECIS' best-known alum, Roy was the com- 
pany's first CEO. He has since started and sold 
Spectramind to Wipro. 


Genpact, as it grows, will provide the ideal tem- 
plate for a gen-next BPO. Anyone looking at the 
company closely (and many are) will find answers to 
questions such as: Does it make sense to be a captive 
BPO? Is verticalisation the way forward? Should a 
company adopt a horizontal, platform-oriented ap- 
proach? *Anything done by Genpact will be crucial 
for the entire industry," says Raman Roy, Chairman 
and Managing Director, AccessIntellect, former CEO 
of Spectramind (and Wipro Spectramind), and the 
first CEO of Genpact in its earlier avatar. 


' n the early 1990s, when conglomerate General 
Electric entered the country, it did so with great 
expectations of the Indian market. By 2000, the 
company reckoned, its Indian operations would 

*" be worth $2 billion, Rs 9,200 crore; $2 billion by 
2000 also has a certain cadence to it. By the mid- 
1990s, it was clear to the company that this target 
wouldn't be met and that India would take time to 
evolve into a significant market for its products and serv- 
ices. (This is something that actually started happening 
in 2004-05; see GE's Indian Summer, Business Today, 
June 5, 2005). Around the same time, the company 
realised that GE's insurance business in the Us was hav- 
ing trouble coping with growth; insurance is a dialogue- 
and data-heavy business where customers and prospects 
interact with the company extensively; GEFA (GE 
Financial Assurance) couldn't find enough people who 
could do these things, do them well, and do them 
cheap, in the Us. And so, the company decided to, as a 
succession of GE managers have put it, “make their 
back-end the front-end of the Indian operations." 


BPO SCHOOL 





The first project thus outsourced to India was 
labelled White Mail and it was executed by a team of 
20 people sitting in a 400 sq. ft room with 14 telephone 
lines. “Everyday, we would get bags full of white 
envelopes (hence the name) with requests for change of 
address, of telephone numbers and the like from the 
us,” recalls Bhasin, then CEO of GE Capital. “We would 
feed the information online, streamline the data, and 
send it back." That's how СЕС, GE Capital International 
Services, was born in 1997. 

With six sigma, a quality philosophy (it entails 3.4 
defects in a million outcomes) then the prevailing 
mantra at GE, GECIS came up as a six sigma beta site (to 
cut through the jargon, this simply means that processes 
could be safely outsourced to GECIS with no loss, and а 
possible gain, in content, quality, and efficiency). In 
1998, GECIS had 800 employees and registered revenues 
of $4 million; the numbers had increased to 5,000 and 
$85 million in 2000 and 17,500 and $426 million in 
2004. By that time, Bhasin and his team were handling 
sophisticated functions such as insurance, finance and 
accounting, treasury management, and document and 
content management for most GE operations in the 


HAT HINDUSTAN LEVER LIMITED IS TO THE INDIAN CONSUMER PRODUCTS AND SERVICES INDUSTRY—A SOURCE Of 


talent and happy hunting ground for recruiters—Genpact, formerly GECIS, is to the Indian BPO in- 
dustry. Genpact alumni can be found everywhere in the BPO-space. A sampling: Raman Roy, 


Chairman and Managing Director, Accessintellect, Romi 


Romi Malhotra, CEO, Dell India, Rakesh Chopra, Country 


deca Convergys India, Shyam Sunder, COO, Equinox, Rakesh Kumar, Executive Vice President and COO, 

ntelliRisk Management C and Rajat Kotra, Vice President, Global Vantedge. Roy of Accessintellect 
wanthe fest head of СЕС. He served as the CEO of the company between 1997 and 2000, then went 
Spectramind 


on to set up his own BPO-venture 


eServices (this was eventually acquired by Wipro in 2002). 


“My experience in setting up and running the captive BPO unit for GE came in handy when | decided to start 


my own venture,” says Roy. "It still does.” 
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western world. And by that time, GECIS' success had 
spawned a rash of me-toos, created an industry, and 
engendered the next outsourcing revolution. 

GECIS had grown at a CAGR (Compounded Annual 
Growth Rate) of 10,000 per cent over seven years, but 
Bhasin wanted more. “I thought that if we could do this 
for GE, the toughest client in the world, we would be 
able to do it for others too." Around the same time GE 
realised that India, to it, had finally made the shift 
from being a resource-centre to being an attractive 
market. *GE understood that a BPO business wasn't its 
core competence," says Victor Martinez-Angles, Senior 
Vice President, and Commercial Leader, Genpact, 
and then part of business development and mergers & 
acquisitions team at GE Corporate, adding that the 
company did express some anxiety over losing control 
of one of its fastest growing businesses. GE also believes 
in driving a hard bargain with its vendors—as several 
of India's rr services firms will affirm—and the fact that 
there isn't much to be gained in bargaining with oneself 
may have also prompted the company's decision to sell 
a majority 60 per cent stake in GECIS to two private 
equity firms, General Atlantic Partners and Oak Hill 
Capital Partners. “СЕСІЅ had a seasoned management 
team at the helm and a mature product offering," 
says Abhay Havaldar, Partner, General Atlantic. *We 
saw a huge opportunity for its business model." In 
December 2004, GECIS formally became a third-party 
vendor and in September 2005, the company was 
christened Genpact and although one of Bhasin's jour- 
neys was now over, another had just begun. 


| he amount of coverage Indian BPOs receive 
in western media and in India may indicate 
otherwise, but the Indian BPO industry 
boasts a less than 2 per cent share of the 
$400 billion (Rs 1,800,000 crore) global 
market for such services. If Genpact wanted to play 
with the big boys, Bhasin knew, it would have to 
go out and get itself a great senior management team. 
One person he approached was V.N. ‘Tiger’ 
Tyagarajan, a former СЕО of GECIS between 1999 
and 2002 and a star in GE Capital's global network (his 
last assignment before signing on at Genpact was as 
Senior Vice President, Operations & Quality, at GE 
Commerical Equipment & Finance). “I came to Gen- 
pact at what some see as a lower designation because I 
knew it was a life-time opportunity,” says Tiger, des- 
ignated Executive Vice President, Business 
Development, Sales & Us Operations. “The BPO industry 
will change the way corporations have been doing 
business," he adds. “This company will be one of the 
major drivers of that change." 
In the first year of its separation from GE, in 2005, 
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Q&A/ Pramod Bhasin 


"For Third-party Vendors, 
Sky Is The Limit" 


On captive Vs. third-party vendors: |t depends 
on the type of work one is handling. But (being) 
captive restricts growth opportunities. For third- 
party vendors, sky is the limit. 


On the horizontal business model Vs. verticali- 
sation: Vertical expertise is important but our 
centres-of-excellence-led model ensures that our 
deliveries are efficient and fool-proof across 
verticals. Multiple processes are also 

preferable because the investment for moving 
every single process is too high. 


On voice Vs. non-voice: One has to do both as 
each has its own merits. The business cannot 
survive either on high value or low cost businesses. 


On single vendor Vs. multiple vendors (from a 
client's point of view): Single vendor works out 
X the best. Clients stand to get the 

xa, maximum leverage and benefits 
` of consolidation. 








| On onshore Vs. offshore: 
Both are big businesses, but 


in offshore business. That's 

where the cost 
advantages 

mainly lie. 
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Genpact grew by 22 per cent, much lower than the 30- 
40 per cent most of its competitors (and even Indian rr 
services' Tier-I companies such as Infosys, Wipro and 
TCS) hope to have achieved in 2005-06. That growth 
rate, explains Vivek Gour, CFO, should be seen in the 
context of Genpact's higher base compared to its com- 
petitors. And a comparison between IT services and IT 
enabled services isn't entirely fair; rr enabled services is 
between 20 and 25 years younger as an industry. 
Before it can drive the change that Tiger speaks of, 
and to reach the revenue-milestones it has set for itself, 
though, Genpact will have to address several chal- 
lenges, some unique to it, others common to the entire 
industry. “Genpact will have to first reduce its business 
dependence on GE," says AccessIntellect's Roy. Bhasin 
is aware of the need to do so. “We aim to reduce 
GE's (the business Genpact derives from GE) share in 
total revenues to 50 per cent by 2008," he says. “It is 
already down to 85 per cent in 2005 from 94 per 
cent in 2004." The company hopes to achieve this 
by winning new customers and acquiring companies 
that could bring in non-GE revenues. In late-March, 
Genpact and NDTV announced a joint venture that 
would provide media process outsourcing services such 
as editing, captioning, indexing, and digitising ana- 
logue content. With the global media and entertainment 
industry worth an estimated $150 billion (Rs 675,000 
crore), the joint venture is looking a huge opportu- 
nity in the eye. “It is an exciting new field to explore and 


Ranjit Narasimhan 
CEO/ HCL Technologies BPO 


"With the size of deals becoming bigger, 
clients are beginning to prefer companies 
With a larger footprint" 
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Kiran Karnik 
President/ NASSCOM 


"Those leading the Indian BPO industry need 
to succeed to establish India's pre-eminence 
at a global level" 


potentially a business as large as the software business is 
in India today,” says Prannoy Roy, Chairman, NDTV. 
The process of building Genpact’s non-GE busi- 
ness began a year before its separation from СЕ (Anju 
Talwar, the company's Senior Vice President who 
heads the non-GE operations was asked to consoli- 
date these in early 2004 itself; subsequently, Tyagarajan 
has been asked to scout for more). Today, Genpact 
boasts 80 customers other than GE; 40 of these came 
through the acquisition of New Jersey-based Creditek, 
15 from the acquisition of a GE unit in Mexico and 25 
were new wins. One such was a deal with the 
US-based financial services provider Wachovia, which 
also saw the company pick up a 7 per cent stake in 
Genpact (from GE whose stake is now down to 33 
per cent). And on the acquisitions front, it is targeting 
two to three companies with an offshore business 
model and between $100 million and $200 million in 
revenues (existing valuations in India should make 
Genpact itself a not-very-affordable acquisition for 
large global rr services firms that are on the hunt in 
India, although, as is the case with such things, one can 
never tell). *We have enough cash reserves (to fund 
these acquisitions),” says CFO Gour. “We don't need to 
raise money through an initial public offering." Not that 
raising money from an IPO would be difficult. “A BPO 
firm is evaluated on the basis of its pre-tax (and interest) 
margins, the number of contracts on its books, 
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customer-commitment, and the inflation-sharing equa- 
tion between company and customer," explains a Delhi- 
based equity analyst. With estimated net profit margins 
of between 15 per cent and 18 per cent as compared to 
between 10 per cent and 15 per cent for the industry, 
Genpact is clearly at the head of the pack. 

The other key challenge for Genpact is to address 
perceptions that its horizontal, platform-led model 
means, as an executive at a competitor puts it, “that it 
lacks vertical focus which could be detrimental for it in 
the long run." His reference is to the key-characteristic 
of the horizontal model, an emphasis on process-effi- 
ciency, process-quality, and delivery. And his implica- 
tion is that this comes at the cost of content. Bhasin rub- 
bishes this, pointing out that the company does possess 
"domain expertise," and that *we just top it off with 
our horizontal abilities." Pavan Vaish, the chief oper- 
ating officer of IBM Daksh agrees with that approach. 
“Horizontal expertise complements vertical excel- 
lence and both go hand-in-hand.” 

Another challenge is to manage attrition. Genpact 
has done alright on that front: it ranked #3 in the 2005 
edition of Business Today's Best Companies to Work for 
in India study (it was the highest-ranked вРО). “We pro- 
vide our employees the best training and growth 
opportunities,” says Piyush Mehta, Senior Vice presi- 
dent, Human Resources. “There is no reason they 
should leave us.” Then, there are the stock options that 
the top 200 executives get. 


enpact, some of its competitors claim, 

is where it is because of СЕ. “Most con- 

tracts that Genpact has won are from 

GE alumni serving in top positions in 

these (customer) companies,” says a sen- 
ior executive at a rival. “At the global level, we are not 
competing with local players,” says Bhasin. “There, we 
are in direct fight with biggies like IBM, Accenture and 
EDS; winning over them requires a creditable business 
model and best industry skills.” 

The company’s immediate focus, explains Bhasin, is 
to move up the value chain, maintain service stan- 
dards, and increase footprint. Those are logical objec- 
tives, says Ranjit Narasimhan, CEO, HCL Technologies 
BPO. “With the size of deals becoming bigger, clients pre- 
fer companies with a larger footprint.” 

Over the next few years, Genpact has set itself the 
target of growing by between 25 per cent and 28 per 
cent organically (acquisitions, then, will be key to 
achieving the company’s revenue targets). Anything 
faster, reckons Bhasin, would throw the company 
off balance. “Managing growth is the biggest chal- 
lenge.” Then, it’s the kind of challenge any com- 
pany would love to be faced with. Ш 


Go-go in Gurgaon: Employees at Genpact's Gurgaon 
centre at work 


INDUSTRY-CHALLENGES 
AND GENPACT'S RESPONSE 


€ Customers prefer vendors offering 
integrated IT and IT-enabled services 
RESPONSE: IT and ITES may have apparent linkages but 
at a basic level, these are two different disciplines. So, 
integrated IT and IT-enabled services will never hold true. 


€ Indian BPOs face competition from 
competitors in countries such as the 
Philippines 

RESPONSE: They do face competition, which is why we 
are expanding fast. We are already present in low-cost 
destinations and will be opening a new centre in the 
Phillippines soon. But India will never lose its relevance 
for the industry because of its huge population base 
and talent. 


9 Attrition in the Indian BPO space is 
at an unmanageable 45 per cent 
RESPONSE: Offering employees a career and not a job is 
the solution. Attrition in Genpact is 30-33 per cent and 
that's thanks to solid training and growth prospects. 


€ The BPO-industry has to identify the 
IT industry's equivalent of moving up 
the value chain 

RESPONSE: It already has. Most of the top players in 
the industry are already doing high-end jobs like han- 
dling high-level finance and accounting, insurance and 
analytics functions. 
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-INFRASTRUCTURE LOG 


-DAY 16: It’s out of control. It takes people forever to 
access...everything. We can't get anything done. We're so 
inefficient. There's got to be a better way. 


-DAY 17: Gil says he's found one: aerodynamic bodysuits. 
He says everyone will be able to work faster and better now. 


_DAY 21: I've taken back control with IBM WebSphere 
Portal - a simple and fast start to a service-oriented 
architecture. It works with what we have and integrates 
the apps, processes and info our people need to do their 
jobs effectively. Works with our customers and suppliers, 
too. Now we have a customisable interface that puts 
everything at our fingertips. 


-Productivity is up. Gil says that's great, but he 
refuses to take off his suit. 


Download IBM's WebSphere Portal ROI Tool at: 
IBM.COM/TAKEBACKCONTROL/PORTAL 
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Companies are minting 
money selling carbon credits, 
which are global certificates 
issued against reductions in 
greenhouse gases. Never 
before did going green make 
so much sense—or dollars. 
SHALINI S. DAGAR 
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BOUT 60 KILOMETRES SOUTH-WEST OF 
Bangalore, Anandi Sharan Meili keeps a 
keen eye on the thousands of mango 
trees that are growing in the farms of 
Gudibanda taluka of Kolar district. 
About four years old, the mango trees 
are more than just that. In fact, they represent the new 
face of a global trade that has sprung up around con- 
trolling emission of greenhouse gases (GHG). The trees 
were planted by local farmers but paid for by the 
British rock band Coldplay in 2002. Why are rockers, 
of all, planting trees in Karnataka? Here's the story: 
When Coldplay got around to releasing its second album 


Getting paid for being green: Sf 
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HESE ARE CERTIFICATES ISSUED TO COUNTRIES THAT HELP 
Тош greenhouse gases. The US has had emission 
trade since the 1970s, but the concept became popular 
with the Kyoto Protocol coming into force in February 
last year. The protocol spells out individual emission 
limits for member countries. 


€ How does one earn carbon credits? 

For every one tonne of carbon dioxide (CO2) reduced, 
the country or the company gets one carbon credit. 
India at present does not have any emission control tar- 
gets, but as a developing country it is entitled to earn 
carbon credits in return for implementing "green" proj- 
ects under a clean development mechanism (CDM). 
Companies in developed countries that have emission 
reduction targets till 2012 can partner with Indian firms 
through technology sharing or financial help. Such 
green projects can then earn credits for both partners. 


€ Is certification required? 

Yes, the green project must be validated by and regis- 
tered with the United Nations Framework Convention 
on Climate Control (UNFCCC), which also issues the 
carbon credits. 


€ Where does one sell carbon credits and 

who buys them? 

Currently, at least the CDM-related carbon credits or 
CERs are not freely tradeable, but they can be privately 
placed. However, carbon credits are expected to bec- 
orne freely tradeable soon. 


€ What's the going price for one carbon credit? 

It ranges between €5 and €20, depending on the stage 
of the approval process. For projects at pre-registration 
stage, the price is lower. But those where credits have 
already been issued command a premium. 


€ How much can Indian companies earn from 
Carbon Credits? 
At a very conservative estimate, $3 billion by 2010. 


А Rush of Blood to the Head that year, a UK firm by the 
name Future Forests (now called The CarbonNeutral 
Company) got in touch with the band's frontman 
Chris Martin (he's Gwyneth Paltrow's husband) and 
asked him if he would like to do something about the 
carbon emission that would be involved in production 
of CDs for the album. Martin, as it turned out, said yes 
and for about $30,000 (Rs 13,50,000 now), agreed to 
fund planting of 10,000 mango saplings that would 
grow to suck in carbon dioxide (CO;) and release pure 
oxygen back into the atmosphere (now you know 
why Future Forests renamed itself CarbonNeutral). And 
Meili, who runs related NGOs in Karnataka, was the one 
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Deepak Asher, Group Head, Corporate 
Finance, GFL "CDM is a win-win for 
all concerned" 


CarbonNeutral got in touch with for the tree plant- 
ing. (The British NGO also got Pink Floyd to do the 
same, but that's another story.) What did the farmers 
get? Rs 10,000 per tree, besides an annual supply of 
marketable mangoes for 30 years. А remarkable 
example of how innovative business ideas are not just 
helping save the environment but also enrich a 
poorer part of the world. The good news? “Coldplay 
is not the best example today. We have gone far 
beyond it," exclaims Meili, who runs Carbon India 
and Women for Social Development. 

She isn't exaggerating. From being individual acts 
of guilt ablution, emission control has turned into a 
booming and well-organised global trade. Thanks, 
of course, is due to the Kyoto Protocol on climate con- 
trol, which makes it mandatory for signatory countries 
to meet their emission control targets. Those that are 
unable to do so can simply buy carbon credits from 
countries that help lower CO, emissions (See What 
Are Carbon Credits?) to meet their targets. Some of the 
global buyers include energy companies such as Shell 
Group, EDF, Solvay Fluor, banks such as Barclays and 
specialised carbon funds of the World Bank and 
European governments. 

This has resulted in a spate of Indian companies 
wanting to set up environmentally-friendly projects 
with an eye on earning carbon credits. The list includes 
just about every sort of organisation: private sector, pub- 
lic sector, cooperatives, and even self-help groups. 
For instance, ONGC recently became the first PSU to get 
an approval for carbon trading; Meili herself, who's 
even got FIFA interested in a Green Goal initiative in the 
run up to the World Cup Games in Germany, is help- 
ing 5,500 families in Kolar build individual biogas 
plants of 2 cubic metres each; and Shree Pandurang 
Sahakari Sakhar Karkhana, a cooperative sugar mill, has 
also sought approval for carbon trading. Private sector 
companies are, of course, way ahead in the game. 
Pioneering companies such as Gujarat Fluorochemicals 
Ltd (GFL) and SRF have been joined by big guns like 
Reliance Industries, Gujarat Ambuja, and JSw Steel. 
Their collective sight is set on the at least $7.5-10 bil- 
lion (Rs 33,750 crore-45,000 crore) opportunity that 
emission trading may throw up globally by 2012. 


Green Bucks 

Under the Kyoto Protocol, first adopted in 1997 but not 
ratified until February of 2005, there are three broad 
methods of tackling greenhouse gas (GHG) emissions: A 
joint implementation mechanism is aimed at encour- 
aging joint projects among developed countries; carbon 
emissions trading allows countries with surplus credits. 
to sell the same to countries with quantified reduction 
commitments, while clean development mechanism 
(CDM) is about setting up projects that reduce GHG 
emissions in developing countries. The CDM can either 
be in collaboration with project promoters or done uni- 
laterally by entities in the developing world. Carbon 





M.K. Singhi, Executive Director, Shree Cements "With carbon revenues, the IRR 
(internal rate of return) is enhanced upto 30 per cent, and we are looking at about 
150,000 credits annually from three different projects" 
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© GFL 


GREEN PROJECT: Destruction of waste product HFC23 
through incineration. HFC23 is a potent greenhouse gas 
that is formed during the manufacture of refrigerant 
HCFC22. One tonne of HFC23 has warming potential 
of 11,700 tonnes of СО». 


TECHNOLOGY: Installation of thermal oxidation equipment 
via technology partner UK-based Ineos Technology. 


PROJECT STATUS: CER registration done 
SCALE OF EMISSION: 33.9 lakh CERs, or carbon credits 
EXPECTED ANNUAL INFLOW: Rs 88.1 crore 


e SRF 
GREEN PROJECT: Thermal oxidation of 
HFC23. 


TECHNOLOGY: Thermal oxidation (tech- 
nology vendor is Solvay Fluor) 


PROJECT STATUS: Approved. Has already 
sold some CERs that accrued during 
2005-06. 


SCALE OF EMISSION: 38 lakh CERs a year. 


EXPECTED ANNUAL INFLOW: |n excess of 
Rs 95 crore. 


€ Shree Cements 


GREEN PROJECT: Three projects, actually, involving biofuels 
for pyro-processing in cement plant; Reduction in clinker 
content by increased fly ash content; waste heat 
recovery based power plant. 

TECHNOLOGY: Developed largely in-house 

PROJECT STATUS: At various stages, but the biomass one 
is already registered. 

SCALE OF EMISSION: 1 lakh CERs per year. 


EXPECTED ANNUAL INFLOW: Rs 10 crore per annum 

€ Triveni Engineering 

GREEN PROJECT: Bagasse-based power generation plants. 
TECHNOLOGY: Developed largely in-house 

PROJECT STATUS: Validation Stage 

SCALE OF EMISSION: 160,000-200,000 CERs. 


EXPECTED ANNUAL INFLOW: Has been revised upwards from 
Rs 4.2 crore to Rs 16 crore 





€ Balrampur Chini 
GREEN PROJECT: Bagasse-based power generation plants. 
TECHNOLOGY: Developed largely in-house 


PROJECT STATUS: Validation process is currently on, but 
Balrampur has sold a small fraction of its CERs to IFC. 


SCALE OF EMISSION:1.8 lakh CERs. 
EXPECTED ANNUAL INFLOW: Around Rs 5 crore. 
Source: Sharekhan, BT 


SRF PLANT IN BHIWADI 





credits so earned can then be sold. 

CDM, which is the only mechanism available to 
developing countries, has evoked a tremendous amount 
of interest in India. In fact, the first project to seek the 
mandatory registration with the United Nations 
Framework Convention on Climate Change (UNFCCC) 
under CDM in 2004 was an Indian project—GFL's 
project for thermal oxidation of HFC23, a key waste 
produced in the manufacture of refrigerant gas. Since 
then, several other Indian companies have followed suit 
(See Companies With...). So much so that of the 153 
projects registered with the UNFCCC as on April 13, 
2006, 28 are from India. *There are more than 500 
CDM projects in the pipeline over the 
next six months and we expect a third 
of these projects to emanate from 

India," says Richard Kinley, officer-in- 
TT charge of UNFCCC. The most popular 
' г CDM project types include energy 
nt efficiency, renewable energy use, 
| refinement in industrial processes, 
switchover to cleaner fuels, and even 
solid waste management. Says 
Deepak Asher, Group Head (Cor- 
porate Finance), GFL: “CDM is a win- 
win for all concerned. The dev- 
eloped nations are able to out-source environmental 
compliance cost-effectively, developing nations get 
the advantage of technology, funding and sustainable 
development, and most importantly, the environment 
benefits by reductions in GHG emissions." 


ra 


Advantage India 
What explains India’s first-mover advantage on this 
front? “India already had stringent environment laws 
in place for several years by the time the Kyoto 
Protocol came into force,” says Roop Salotra, President 
& CEO of SRF, “so it was natural for India to be ahead 
of the pack in CDM implementation.” A couple of 
other factors seem to be helping Indian corporates. 
Unlike those elsewhere, companies in India were 
forced to keep their capacities small due to licensing 
and restrictions. But when industry was deregulated in 
the early 90s and companies scrambled to add capacities, 
they found that shifting to newer and cleaner tech- 
nologies was not just easier but more viable. And now, 
high energy prices have ensured that energy efficiency 
becomes the No. 1 concern across boardrooms in 
India. But most of all, companies have discovered that 
going green and being able to trade in carbon credits can 
actually boost profitability of their new projects. 
Consider Triveni Engineering and Industries, 
which has set up two bagasse-based power plants 
that will get UNFCCC approval anytime now. The 
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Emerging Markets Will Be The Big Beneficiaries Of Carbon Trading 


Registered project activities by host party 


Б Sri Lanka 








t 1.96 Panama 
Ч 4,98 China 











Figures in per cent 


company estimates that these plants will generate 
160,000-200,000 certified emission reductions (CERs), 
or carbon credits, annually. Even assuming a sale price 
of €15, or Rs 825, per CER (every one tonne of CO; 
reduced fetches one CER), the plants will fetch at least 
€2.4 million annually. ^We are looking at annual rev- 
enues of around Rs 16 crore from the two plants 
alone,” says the company's Vice President of corporate 
planning, Sameer Sinha. No wonder, Triveni is setting 
up a third plant by September 2006. Although Sinha is 
wary of giving out investment figures for the proj- 
ects, he does say that carbon credits improve the 
viability of their projects. “They can boost the internal 
rate of return for such projects by 3-4 per cent,” he says. 
Rajasthan-based Shree Cements’ Executive Director, 





Triveni plant, Deoband As per its own 
estimates, CERs could fetch the company 
as much as Rs 16 crore a year 
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Expected average annual CERs from registered projects 
by host party 






129 Vietnam 
21 Argentina 


Source: UNFCCC 


М.К. Singhi, agrees with the assessment. “With carbon 
revenues, the IRR is enhanced by up to 30 per cent,’ he 
reveals. Shree has three projects in the pipeline that 
could qualify for carbon credits. It is looking at gen- 
erating 100,000 CERs every year from its first two 
projects and expects to pocket around Rs 10 crore from 
its first CDM project alone. Another project related to 
waste-heat-recovery-based power generation is expected 
to yield 50,000 CERs. 

But the best example of the CDM potential is SRF. 
This chemicals company took a call in July 2004 
(seven months before the Kyoto Protocol was rati- 
fied) to invest Rs 12 crore in building a plant to reduce 
emissions of HFC23. Its oxidation plant was commis- 
sioned end of August 2005 and started generating 
CERs rightaway. In March this year, SRF booked a busi- 
ness income of Rs 95 crore from the sale of 1.4 million 
CERs—that's 144 per cent of SRF's annualised net profit 
for 2005-06. And SRF has an annual capacity to generate 
a maximum of 3.8 million CERs. For companies like SRF 
and GFL, which have refrigeration gas businesses, CDM 
projects make even more sense. HFC23, a byproduct, is 
one of the most potent greenhouse gases and destruc- 
tion of one tonne of HFC23 is equivalent to reduction 
in emission by 11,700 tonnes of CO). GFL is looking at 
a best-case estimate of 7 million CERs per annum, 
which means between GFL and SRF alone, there will be 
about 10 million CERs generated annually. 


Market Dynamics 

The overall size of the market in terms of the number 
of CO, equivalents that need to be reduced during the 
first commitment period of 2008-2012 is fairly capped 
at around 1.5-2.0 billion, according to Sameer Singh, 
IFC's environmental and social specialist for South 
Asia. However, the CER prices show no signs of being 
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Founded in 2000, by Alasdair Rawsthorne of Manchester University, The UK is innovative and entrepreneurial. It offers favourable tax 
Transitive Corporation (UK) developed QuickTransit® technology and employment regimes, a skilled and flexible work force 
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Anandi Sharan Meili, Carbon India "There are a 
number of renewable energy programmes that we are 
implementing as fully CER-funded projects" 


capped. *The benefits are likely to be in excess of $3 
billion (Rs 13,500 crore) over 10 years from the 200- 
odd projects already approved," says Naresh Dayal, 
Additional Secretary, Union Ministry of Environment 
and Forest. The ministry's estimates are based on 
extremely conservative prices of $5-6 per CER, which is 
far lower than the prevailing market prices. Last year, the 
price of a CER was between €11 and 15. This year 
already some companies are sewing up deals at over €20 
for a CER. *By next year, the price could easily be €30 
per CER,” says Meili of Carbon India. 

A close surrogate of the CER is the carbon reduction 
unit prevalent in the European Union, and that is 
currently trading at €30. However, higher risk per- 
ception associated with developing economies results 
in the CERs trading at a discount. The formation of an 
international transaction log (ITL) by April 2007 is 
expected to remove such discrepancies. The absence of 
ITL, for example, prevents Shell, SRF's partner in the 
CDM project, to cash in on its share of carbon credits. 
“The absence of an international transaction log is one 
the key factors determining CER prices at present,” 
notes Sudipta Das, Partner (Environment & Sust- 
ainability Sevices), Ernst& Young. 


There Are Risks, Though 


While carbon trading promises almost free money 
and lots of it, there are some risks involved in the 
mechanism. Part of the uncertainty in the market is due 
to the us, the largest producer of GHG, which hasn’t yet 
ratified the Kyoto Protocol and doesn’t seem to plan on 
doing it either. There’s also some uncertainty as to what 
will happen after the first phase of commitment gets 
over in 2012. Going forward, “the demand-supply 
equation in the carbon market is going to be dictated by 
politics and policy,” says GFL’s Asher. GFL is trying to 
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hedge by entering into forward contracts for part of its 
annual CER production, and indexed prices for yet 
another part of its portfolio. It will retain the balance 
for the spot market, thereby keeping a small window 
open for potential increases in CER prices. 

In CDM projects where technology partners from 
developed countries are involved, the credits are usu- 
ally shared in proportion to the risks shared. Several 
projects, such as Meili’s biogas initiative in Kolar, 
however, are now planning to take on the entire risk 
themselves as they see merit in retaining CERs for trad- 
ing later. Happily for her, these are risks that financiers 
are willing to share as is evident from ICICI Bank's 
advance funding of the biogas project. In a bid to 
encourage more CDM projects, intermediaries such as the 
World Bank and other specialised carbon funds chip in 
at early stages (mostly pre-registration) by taking over 
substantial risk. Of course, such funds then end up with 
CERs at significant discount to market rates. 

There are other efforts on to make carbon trading 
easier. IFC, for instance, is working on sophisticated 
financial instruments such as carbon futures, indexed 
pricing and carbon insurance. In fact, the first session 
of an Ad Hoc Working Group on post-2012 commit- 
ments is slated for May in Bonn, Germany. It is 
expected to clarify many of these grey areas. Dayal of 
the Ministry of Forest and Environment believes that 
a relaxation in the pace of commitments for the us 
might make the Protocol more palatable to it. 
UNFCCC's Kinley agrees, albeit a little obliquely. *Longer 
commitment periods may make the agreements more 
interesting for certain countries," he says diplomatically. 

If the us agrees to ratify the Kyoto Protocol, the car- 
bon trading market may simply explode. Going green 
for India Inc., then, won't just make a lot of sense, but 
also truckloads of money. 8i 
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Biyani Vs Ambani 


Pantaloon's Kishore Biyani has a head start, and some mind-boggling plans 
that extend beyond retail, but the sheer width of Reliance's retail blueprint 
threatens to put the maverick entrepreneur in the shade. If it works. 


ANAND ADHIKARI 


VER SEVEN DAYS IN 
January, Kishore 
Biyani, the 44- 
year-old maverick 
Chairman of the 
Pantaloon Group 
of companies, was closeted in meet- 
ings with Mukesh Ambani, 
Chairman of Reliance Industries. 


No, they weren't thrashing outa B2 


joint venture or an acquisition. 
Rather, the agenda was how 
Pantaloon and Reliance could 
carve out their own huge spaces 
in the retail sector, avoid head- 
on competition, and thereby jointly 


THE SCALE OF 
THINGS TO COME 





PANTALOON RETAIL 


INVESTMENT PLANNED 


Rs 500 crore by 2006-07 | 
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take on the multinational retail 
giants once they get the green signal 
to set up shop in India. Whilst 
Biyani was the sole Pantaloon rep- 
resentative in the discussions, Amb- 
ani had in tow his 
point man for 
the retail busi- 
ness, Manoj 
Modi. A we- 
ek down the 
line, how- 
ever, sources 
in the know 
reveal the 
dialogue 














broke down abruptly, and the pro- 
posed non-compete clauses never 
saw the light of day. The sources 
also reveal this cessation of discus- 
sions didn't upset either of the con- 
cerned parties. For, each 
was apparently con- 
tent to walk out 
with some par- 
ticulars about 
the other's game 
plan for the 
retail business. 
Ever since 
that meeting, 
rumours have 










Crossing swords? Biya 
eft) and Ambani 


ISWAMI & SHARAD SAXENA 


been flying thick and fast in the 
retail industry circles that Biyani, 
perhaps overawed by the size and 
scale of Ambani's retail blueprint, 
might have been looking to sell 
out to Ambani. After all, he and his 
family own a little over 44 per 
cent in flagship Pantaloon Retail, 
valued just under Rs 2,000 crore at 
current market prices. Biyani rub- 
bishes such stories. Mukesh Ambani 
is a good friend, he maintains. “We 
are confident enough to lead the 
business," he says bravely. *Right 
now we don't know the face of 
the competition. The competition 
is only on paper." 


Ambani Thinks Big 

Make that reams of paper. To be 
sure, the sheer size and scale of 
the Reliance retail blueprint—in 
typical Ambani style—make the 
existing industry players, including 
Pantaloon, which is the leader by 
far, appear puny. Consider the 
investment outlay: By March 
2008, Ambani would have sunk all 
of Rs 15,000 crore into his retail 
business, 30 times the Rs 500 
crore Biyani has earmarked for 
2006-07. Big investments equal 
big sales—Reliance is aiming at a 


RELIANCE RETAIL 


INVESTMENT PLANNED 


SALES TURNOVER 


Rs 90,000 crore by 2010 
RETAIL SPACE 
STORES 


1,575 by March 2007 


EMPLOYEE STRENGTH 


500,000 by March 2007 


Source: Company and market estimates 


mind-boggling turnover of Rs 
90,000 crore by 2010, 10 times 
Biyani’s projection for the same 
year. By 2007, Ambani hopes to 
have 1,575 stores all over the coun- 
try as against Biyani’s current total 
of 99 Big Bazaars, Food Bazaars, 
malls, Fashion Stations and sundry 
outlets. The employee strength of 
Reliance Retail will be five times 
Pantaloon’s in four years (5 lakh as 
against 1 lakh). And for good meas- 
ure Ambani also poached retail 
veteran Raghu Pillai, who Biyani 
had recruited (from RPG) to spear- 
head the retail business. 

“One person out of 12,000 
doesn’t matter,” says Biyani, with 
reference to Pillai’s exit. Getting 
the right people is going to be a big 
challenge for everybody. “Today, 
our attrition rate at 8 per cent is the 
lowest; the industry attrition rate is 
25 per cent-plus,” adds the entre- 
preneur who’s seeking to profes- 
sionalise the business he’s built 
with a burst of high profile 
recruiting (see: No More A One 
Man Show?). Some more top-level 
appointments are expected in the 
coming days, including some who 
will be relocating from overseas. As 
BT went to press, headhunters also 


BIYANI'S CONGLOMERATE 
IN THE MAKING 


He's calling it the Future Group, 
which will have six business pillars. 


Future Retail 

All the retail lines of business 
like food, fashion and home 
will come under this vertical 


Future Brand 

Custodian of all the present and 
future brands that are either 
developed or acquired by the group 


Future Space 
Will have a presence in property 
and mall management 


Future Capital 

Will provide consumer credit and 
micro finance services, including 
marketing of MFs and insurance 
policies, and management of real 
estate and consumer fund 


Future Media 

Will focus on revenue generation 
through effective selling of retail 
media spaces 


Future Logistic 

To drive efficiencies across 
businesses via better storage 
and distribution 


Leading in retail: Pantaloon 
is #1, but for how long? 
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revealed, N. Shridhar, Chief Financial 
Officer, Britannia, was set to join 
the group's financial services arm. 

Yet, the projections coming out 
of Reliance are enough to give most 
entrepreneurs sleepless nights—and 
perhaps putting out such huge fig- 
ures may just be a prong of a psy- 
chological battle that's being fought 
in the marketplace even before the 
first Reliance store is flagged off. But 
true to type, Biyani isn't rattled—if 
he is, he's doing a superb job of 
hiding it—and he's still talking about 
size and scale. No, he isn't 
attempting to match Ambani on 
the retail front. Rather than take 
on the Reliance might head on, 
Biyani is seeking to build size and 
scale beyond conventional retail, 
across the entire consumer space. 
This involves forays into an assort- 
ment of formats and businesses, 
right from mobile phones and stor- 
age products to health, beauty and 
fitness products, from pharmacies 
and salons to furniture and fur- 
nishings, consumer durables and 
electronics, and from gold and jew- 
ellery and footwear to the entire 
gamut of financial products. The 
objective is clear: To capture not just 
a share of the consumer's wallet, 
but virtually the entire wallet, not 
just in terms of consumption, but 
even savings (which is why Biyani 
has even bagged a licence for a non- 
banking finance company). The 
plan: To meet the entire family's 
need under one roof. The group 
objective these days is: *We will 
provide Everything, Everywhere, 
Every time to every Indian customer 
in the most profitable manner." 


New Identity 

“That’s my new card, with the new 
group identity,” says Biyani as he 
whips out a visiting card from the 
pocket of his blue-checked shirt. 
On it is a logo of a flying bird—a 
sone ki chidtya (gold bird), as Biyani 
puts it—with the words “Future 
Group, India tomorrow,” embossed 
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= PANTALOON RETAIL 
Total outlets: 99 
Number of cities covered: 25 


Retail space under use: 3 million sq. ft 


Footfalls: 12 crore per year 
Conversion rate: 45 per cent 
Average bill per customer: Rs 700 
Employee strength: 12,000 
(Source: Company) 


= SHOPPERS’ STOP 


Number of large department stores: 20 FF 


now/39 by 2007-08 

Retail space covered: 7.50 lakh sq. ft 
now/25.02 lakh sq. ft by 2007-08 
Number of cities covered: 10 
Footfalls: 30,000 every day 
Conversion rate: 27 per cent 
Employee strength: 2,400 


(Source: Company) 


© TRENT (TATA GROUP) 
Number of stores: 27 now/100 by 
2010 

Number of cities: 14 

Retail space covered: 4.5 lakh sq. ft 
Number of employees: 1,200 
(Source: Market) 


= GLOBUS STORES 

Number of stores: 12 now/22 by 2008 
Number of cities: 8 

Area covered: 2.5 lakh sq. ft 
Footfalls: 1 lakh per week 

(Source: Company) 


below it. “We never created a group 
identity in the past...We cannot be 
known as Pantaloon. It was origi- 
nally a trouser brand,” says the 
entrepreneur who started up 
Pantaloon Retail (India) in October 
1987, then incorporated as Manz 
Wear Private Ltd. The company 
went public in September 1991 and 
later changed its name to Pantaloon 
Retail (India) in July 1999. 

Biyani, who can be often spotted 
on Sundays outside his own 








up 





hypermarkets and food bazaars 
observing consumer behaviour, has 
restructured his businesses into six 
loose verticals: Future Retail, Future 
Space, Future Logistics, Future 
Capital, Future Brands and Future 
Media. Whilst Future Retail will 
continue to be the core, the other 
verticals will directly or indirectly 
serve it: For instance, Future 
Logistics will drive efficiency across 
the businesses, Future Brands will be 
the custodian of all present and 
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future brands (developed or 
acquired), Future Capital is the 
financial arm that will tap con- 
sumer savings as well as serve as a 
medium for customers to pay, 
Future Space will manage prop- 
erties and malls (and not just those 
of the group), and Future Media 
will capitalise on media opportu- 
nities within retail and attempt to 
shape consumer preferences. 

As an animated Biyani blitzes 
through a 24-slide presentation 
on the Future Group on his Acer 
laptop, one gets a peek into the 
man's mind, and his vision for 
tomorrow. He divides India into 
three separate zones or countries 
within country. For Biyani, India 1 
is the urban class (where the target 
consumers are men and women), 
India II is the suburban class (tar- 
get: Youth) and India III is the 
semi-urban (target: Kids). And 
Biyani wants to capture that all. 
“Its not just a name, but a new 
way of thinking," quips Biyani. 


Follow The Leader 

If Biyani's thinking like a visionary, 
he's only following in the foot- 
steps of Mukesh Ambani, who has, 
over the decades, known to have 
conceptualised integrated blue- 
prints for Reliance, encompassing 
the entire textiles value chain. 
Ambani is also known for his fault- 
less project execution skills, amply 
reflected in the petrochemical 
units and the refinery he's put 
up, as well as, to a lesser extent, 
the nationwide rollout of the 
CDMA-based telecom services for 
Reliance Infocomm (now a part 
of Anil Ambani's empire). And in 
retail too, the Reliance Chairman 
is going about the task in a sys- 
tematic manner, with economies 
of scale, integration and value-ad- 
dition being the underlying themes 
once again. Be it lifestyle retail or 
agri-retail or consumer electronics 
or apparel or foods and groceries, 
as well as the procurement, supply 


Since January 2005, Biyani has been on a virtual rampage, forming 
joint ventures, subsidiaries and making new forays 









JNS, SUBSIDIARIES & NEW VENTURES DATE INVESTMENT PLAN 
Crossroads Apr.'06 Rs 250-260 crore 








(only property acquisition) 
JV with Lee Cooper Арг.'06 50:50 equity 
` - (outlay not disclosed) ac 
JV with Gini & Jony Apparel an û6 50 percent equity A infor —— 
(outlay not disclosed) kidswear 
JV with Capital Foods Jan. 06 33 per cent stake 
— (Rs5crore) 
JV with Capital Foods Exports Jan. "06 33 per cent stake 
` (Rs 5 crore) 
NBFC Jan.'06 Rs 60-65 crore 
Convergem India Nov. '05 Rs 2 crore To communi: 
пз? / 
JV with Liberty Shoes Sept '05 51 per cent stake Footwear retailing — 
4 (Rs 12.75crore) Т 
PAN India Restaurants Маг.'05 Rs 9 crore Restaurant business — 


ЇЧ with Planet Sports 






(Rs 14.20 crore) m A 


JV with Galaxy Entertainment Feb. 05 15.7 percent stake Ga 
(outlay not disclosed) Spo 
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chain, quality control and inte- 
gration prongs of the strategy, 
Ambani is putting in place a 
grand game plan that also seeks 
to grab the consumer's wallet. 
Just like Biyani is planning to 
do. The only difference, of 
course, is one of resources, which 
is apparent in the investment out- 
lays of both the entrepreneurs. 
Yet, it’s not as if Pantaloon— 
and in fact all the other players, 
including Globus, Shoppers' Stop 
and Trent—are going to be 
wiped away once the Reliance 
retail juggernaut begins to roll. As 
Alok Agarwal, Senior Analyst at 
Motilal Oswal Securities, points 
out: “Today it's too early to talk 
about who will survive or perish. 
A shakeout will happen six-seven 
years down the line." Vinay 
Nadkarni, CEO, Globus Stores, 
adds that competition will be 
healthy, as it will expand the 
organised retail business pie. 
“India’s growing economy and 
the rising income levels augur 
well for the nascent modern retail 
industry," believes Nadkarni. 
It's this huge potential being 
presented by the Indian middle 
class that Biyani is seeking to 
tap. And he isn't wasting too 
much time, experimenting with 
scores of formats, some of which 


- He lost Raghu Pillai 
(left) to Reliance, 
but Biyani has 
lately brought on 
board a host of 
professionals. 





will work and some which 
won't. He will hawk communi- 
cation products through multiple 
formats like mBazaar (small out- 
lets), mPorts (independent stores) 
and mPod (touch-screen inter- 
active kiosks). He's going to put 
up a 1 lakh-sq. ft mother store to 
sell furniture, furnishings and 
everything else connected with a 
home (plumbing, paints, 
masonry). Other formats include 
Tulsi (pharmacies), Star & Sitara 
(salons), Ginger (health café), 
Lotus (Yoga centres), Health 
Village (all under a single roof), 
Shoe Factory and future- 
bazaar.com, an online market- 
place. “All these businesses are 
scalable,” says Biyani. “Wherever 
the consumer spends, we more 
or less have a concept ready. 
Our portfolio is almost com- 
plete,” says Biyani, hastening to 
add: “These are at the proto- 
type stage right now. Let’s see 
how they shape up.” 
Inevitably, though, Biyani 
and Ambani will have to com- 
pete head-on, specifically in areas 
like clothing and textiles; food & 
grocery; books, music and gifts; 
and health & beauty, as these 
are clearly some of the areas 
with huge potential in modern 
retail. Till a few years ago, 


Pantaloon Has Been On A High 
Growth Path... 


..Which Is Reflected In ...But Some Privately-held Firms 
The Surge In The Stock... Aren't Showing Any Profits 
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Biyani's flurry of joint and new 
ventures may have been 
prompted by the threat of the 
entry of foreign retail, but this 
value-creation will now doubt- 
less hold him in good stead 
when facing off with Reliance. 
For instance, Pantaloon's recent 
joint ventures with Liberty 
Shoes, Planet Sports, Galaxy 
Entertainment, Capital Foods, 
Gini & Jony Apparel and Lee 
Cooper give him a foot into 
an entire gamut of retail serv- 
ices, right from footwear to ap- 
parel to restaurants to foods. 
"[n the next two years, we want 
to build a formidable size and 
scale," says Biyani in his typical 
understated manner. "Business 
is all about forecasting. We do 
make mistakes, but we don't 
treat them as mistakes. It's a 
learning process,” he 
philosophises. 


Fight To Finish 

There are those out there who 
feel he can take the battle to 
the competition. Krish N. Iyer, for- 
mer Managing Director, Pyramids 
& Crossroads, says: “Entrepreneur- 
driven Pantaloon is well poised to 
grow even if the competition comes. 
Pm very bullish on Pantaloon’s busi- 
ness model.” It’s this entrepreneur- 
ial drive coupled with the rapid 
consumer-driven growth in the 
retail sector that’s enabled Biyani to 
grow revenues at a compounded 
annual rate of a massive 70 per 
cent over the past five years, with 
the topline expected to hit Rs 2,000 
crore in 2005-06. Funding com- 
pulsions of the next two-three 
years—of Rs 400-500 crore—will 
be taken care of via internal accruals 
and borrowings. 

Of course, a topline of Rs 2,000 
crore could soon look like small 
change once Biyani's other plans 
take off. Consider, for instance, 
what Future Capital, the financial 
services arm, is up to. Its two real 





The Future Is Here 
Biyani's potential growth areas. 
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Retail In 2010 


If you are still looking for reasons for the frenetic 
activity, here are the numbers. 

Total Size Of 2004 

Retail Industry 


Share Of 
Organised Sector 


140,000- 
CIAM 28000 150000 





Figures in Rs crore Source: KSA Technopak 


estate funds, Kshitij (the dom- 
estic fund) and Horizon (the 
international one) have a com- 
bined corpus of $430 million 
or Rs 1,935 crore (Indivision, a 
consumer fund, is looking to 
raise $400-500 million or Rs 
1,800-2,250 crore). The money 
raised through Kshitij and 
Horizon has been committed 
(almost Rs 1,900 crore) in the 
development of 20 malls, cov- 
ering 27 million sq. ft (these 
malls have been developed for 
third-party retailers). Says 
Shishir Baijal, мр & CEO, PHF 
Investment Advisory: “We will 
soon close our $350-million 
(Rs 1,575-crore) international 
fund, which will solely finance 
large market city formats in 
big cities like Mumbai, Delhi, 
Bangalore and Ahmedabad.” 
Clearly, Biyani is attempting 
to make sure he’s able to 
finance future growth in busi- 
nesses that will guzzle cash big- 
time. Observers wonder 
whether—despite his well 
known anti-FDI (foreign direct 
investment) stance—Biyani might 
have few options, but to hop into 
bed with an international retailer. 
Biyani can't see such an eventual- 
ity—"We are not here to sell,” he 
maintains—and the mega plans he 
has up his sleeve are proof that he 
means business over the long term. 
By creating six verticals, the founder 
of Pantaloon has opened the doors 
to infinite options for value cre- 
ation, including bringing in part- 
ners (strategic or financial) in any of 
the business groups, and even listing 
a couple of them on the markets. As 
for the competition from Reliance, 
here's a small piece of Biyani's game 
plan that indicates his seriousness to 
take the fight to the Ambani camp: 
By May, Biyani should have 28 Big 
Bazaars up and running and, as BT 
went to press, he was scouting for 
land to put up at least one more 
such format—in Jamnagar. ш 
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AFTER 27 YEARS IN PRISON, WOULD YOU STILL BELIE 
THAT BLACK AND WHITE ARE EQUAL COLOURS? 





CNN-IBN salutes the spirit of whatever it takes 
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THE B- SCHOOL SALARY STACK-UP IIM Bangalore snagged the highest 





Institute Students Recruiters Avg. Indian Salary Highest Indian Salary Average $ Salary 
(Rs lakh/Year) (Rs lakh/Year) 

IIM Ahmedabad 245 110 9.72 34 92,500 

IIM Bangalore 183 68 9.80 30 86,000 

IIM Calcutta 249 89 9.81 23 Not disclosed 

IIM Lucknow 249 102 8.74 16.0 75,000 

ИМ Indore 113 55 8.5 12.5 60,000 

IIM Kozhikode 133 47 9.02 16.67 70,000 

XIM, Bhubaneshwar -122 52 6.67 9.0 85,000 

FMS, Delhi 89 67 8.9 14.5 62,500 

ПЕТ, New Delhi 98 35 8.11 10.55 94,147 

SPJIMR, Mumbai 147 63 8.50 15.5 34,500 

MDI, Gurgaon 173 57 9.01 12.35 33,537 

NITIE, Mumbai 98 33 8.2 12.50 76,500 

SJMSOM, IIT Mumbai 47 30 7.83 11.0 38,150^ 

IMT, Ghaziabad 173 58 5.98 9.5 85,000 

IMI, Delhi 119 45 6.3 8.1 n.a. 

JBIMS, Mumbai 122 58 8.17 14.5 n.a. 

SIBM, Pune 149 52 T2305 8.9 85,000 


The schools are arranged in random order 
Salary details have been provided by a third party and have not been verified with recruiters. Here "Recruiters" refers to those companies that actually 
recruited from the campus and not those that registered for the process n.a.: Not applicable ^: The original offer was UAE Dirhams 1,40,000 











J Like every year, salary 

P packages touched new 

* highs at the top B-schools. 
What's more interesting is 
that an increasing number 
of students spurned bulge- 
bracket i-banks for jobs at 

home or entrepreneurship. 

A BT-Coolavenues.com study. 


N A YEAR WHERE INDIA'S BELL- 
wether stock index, the Sensex, 
overtook the Dow Jones 
Industrial Average, it was only 
apt that salary offers at the top 
Indian B-schools came within 
spitting distance of those of the Ivy 
League. At Harvard Business School, 
for instance, the median base salary last 
year was $100,000 (minus bonuses and 
tuition reimbursement), not too much 





Total Offers Offers Offers Per Students Not Highest Domestic Highest Overseas 
Made Accepted Student Participated Offer Came From Offer Came from 
In Placements 

185,000 510 235 217 10 RPG Enterprises Barclays 
193,000 305 179 1,7 4 Barclays Barclays 
152,000 505 247 204 2 Not disclosed Not disclosed 
75,000 491 240 204 9 McKinsey JP Morgan 
70,000 295 113 2.6 0 Air-India Olam International 
70,000 423 132 3.2 1 Ocwen Financial Solutions US Technologies 
85,000 206 121 1.7 1 Not disclosed Olam International 
65,000 184 86 2d4 .3 HSBC Olam International 
100,000 97 97 1 1 НР Glenmark 
35,900 328 147 223. Q Genpact Schlumberger 
65,000 203 173 117/68 Air-India Olam International 
76,500 221 98 226 +0 Eicher Consulting Services Ltd Olam International 
38,150^ 83 47 176 0 Inductis (2)* & Birlasoft (1)* Jumbo Electronics 
85,000 172 164 105 9 Genpact Olam International 
n.a. 140 118 PRI» ITC Ltd n.a. 
n.a. 247 122 202....0 Sand Stone Capital n.a. 
85,000 192 145 L32 .-—4 JP Morgan Services India Olam International 


For FMS, Delhi University, the data included in the survey is only for the MBA (FT) Placements (North Campus), and not of the first batch of МВА 
(Management of Services) Placements (South Campus) ^ *Number of offers 
Not disclosed: The data was not disclosed to us by the B-school, and alternative sources weren't available 
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FUNCTION WISE PLACEMENTS AT TOP B-SCHOOLS 


Institute Batch General Consulting Marketing/Sales/ Operations Information = Finance/ HR Owner/Partner/ 
Size Advertising Mgmt Systems Banking Entrepreneur Or Opted Out 


















ИМ Ahmedabad 245 49 2408 1143 204 151 38.37 

IIM Bangalore 183 546 ; 1749 055 13.11 388 0 1.64 
ИМ Calcutta 249 803 2089 1606 281 2923 4178 04 08 
IIM Lucknow 249 3 23 25 6 ТАСУ 1:28 1 0 
ІМ Indore 113 14121 7-282158. OG 45569. 3804 о 0 
IIM Kozhikode 133 . 526 2331 1804. $301 3083 188 0 0.75 
ХІМ, Bhubaneshwar 122 496 2231 2149 0 2396 1653 992 0.83 
FMS, Delhi 89 6.74 14.61 20.22 0 21.35 3146 2.25 3.37 
ИЕТ, New Delhi 98 0 О AS TT IO 2857 о 0 
SPJIMR, Mumbai 14 . 272. 102. 1429 ЗА . 4218 2653 .0 0 
MDI, Gurgaon 173 347 1965 2948 0.58. 13.87 983 2312 0 
NITIE, Mumbai 98 204 3061 16.32 1429 2245 1429 0 0 
SJMSOM, IIT Mumbai 47 0 NRO 7292415 8501 TAOS 2553 0 0 
IMT, Ghaziabad * 1/3. .0 925 40.46 0 0 14.45 14.45 5.2 
IMI, Delhi 119 0 20:17 2269 2.52 19.33 2689 7.56 0.84 
JBIMS, Mumbai 1221540 738 1229 0.82 15.57 3525 0 0 
SIBM, Pune 149 0 0 57.33 066 0 16.67 22.67 2.67 


The schools are arranged in random order — *(PGDBM + PGDHRM) Except batch size, all figures in %; not a complete break-up 


more than what the average dollar salary at пм Ahmedabad. 
this year: $92,500. 

Unfortunately, though, media’s (mainly Tv channels, 
which were bringing almost hourly updates on placements 
at the IIMs) preoccupation with soaring salary offers—an 
Indian School of Business student getting a $233,000-offer 
from Irc Infotech, an пм Bangalore grad snagging a $193,000 
one from Barclays Capital—meant little time for the more 
important part of the story unfolding at the premier 
B-schools. (Actually, we don’t blame others: 8T-CoolAvenues’ 
annual study of B-school placements isn't just the oldest—six 
years, now—but also the most authoritative and comprehen- 
sive.) Unlike the previous years, the graduates walking away 
with the top offers weren't fresh-faced engineers, but candidates 
with solid work experiences. ПМ-А' top domestic salary of 
Rs 34 lakh went to 42-year-old M.V.N. Surya Prasad, an 
Indian Police Service officer of 1998 batch, who has joined RPG. = 
Group's KEC International as General Manager (Projects). 
(Deputy Inspector General of Tamil Nadu, Prasad, is оп a five- ; 
year leave from the police force.) Ditto the IIM-B poster boy 
Gaurav Agarwal, who worked in the us for two years after * 
doing his Ms at the University of California, Berkeley. 

In other words, Indian recruiters are finally getting around to 
doing what is a norm at most American B-schools: recruit students 
with work experience. Not that there is too much to choose 
from at present. An estimated 80 per cent of the class at an IIM 
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MOCKING AT MERIT 


HE GOVERNMENT'S PROPOSAL TO RESERVE 49.5 PER 
Te of the seats at institutes of higher edu- 

cation, including the Indian Institutes of 
Management (IIMs), is the worst thing that can 
happen to B-school education in India. Already 
more than a quarter of the seats are reserved (15 per 
cent for Scheduled Castes, 7.5 per cent for scheduled 
tribes and 3 per cent for the disabled), leaving just 
900 of the 1,200 seats at the six IIMs open to 
regular candidates. The number of people who take 
the Common Admission Test (CAT) every year: 
130,000. The new proposal will take another 300 
seats out of competition. While the IIMs аге plan- 
ning to add seats, doing so may be neither simple 
nor significant enough to offset the resulting crunch. 
Finding quality faculty, for one, will be a big chal- 
lenge. More worryingly, reservation will strike at the 
very root of what IIMs stand for: competitive 
excellence. Will Indian and foreign recruiters 
continue paying top-dollar salaries if half the 
class made it for reasons other than merit? Fat 
chance. Instead of ensuring social justice, the 
move will only ensure the slow death of India's 
best-known management education brands. 





VUEDCEAC DI RAPRAPAITO ` comprises fresh graduates. In contrast, the typical class 
| КБ iim Ben | In fU mitt Ҹ 5 He z 
INER SCAY F LAUCMENIS | at an Ivy League college has students with four years of 
" E АД: " T y А > VER , 
T work experience. But that's not to say that things aren't 

° : d ^+ 
| No. Of Students %01 changing. At IIM Lucknow, a record 105 offers were 

 — Placed The Batch SS ; z : 
i made for lateral hires (that is, students with work 
| 73 30 experience), and at пм Calcutta, the number was more 

than 72 (eight of them were international offers). 

IIM Bangalore 51 27.87 S ге AMA EF: ; 
een from this perspective, the six-figure salary 
ИМ ( ta 51 20.48 offers don’t seem all that high. After all, most software 
IIM Lucknow 24 9.64 professionals with 10 to 15 years experience can 


make more than Rs 30 lakh per annum. Also, some of 


еч P NOS the salary offers are ridiculously padded up. For 
IIM Kozhikode 3 2.26 instance, one of the leading banks even adds the cost 
M, Bhubaneshwa 2 1.64 of the canteen food it provides its employees to the 
FMS. Delhi ; 10 compensation offer. There are many other tricks 
А that recruiters use to beef up their pay packages. 
ПЕТ D 5 54. 
SPJIMR, Mumbai 3 2.04 Getting Too Pricey? 
MDI 12 6.94 A lot of the recruiters that pr-CoolAvenues contacted 
; for this study had opted out of the ums. Why? They 
NITIE, Mumbai - 2.04 believe that the IIMs are getting way past their budg- 
3JM i, 0 0 ets. Besides, there’s a lot of emphasis on Day Zero 
IMT, Ghaziabad* 4 2.44 (first day of recruitment when the cream of the class 
Al. Delhi 0 0 appears for the interviews) hires, meaning that com- 
panies that don’t get invited for Day Zero place- 
JBIMS, Mumbai 0 0 ments may see little value in hiring students who 
| Рипе 1 0.67 


*(PGDBM + PGDHRM) — r— x 
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are not top of the class. Such recruiters would rather 
hire toppers from tier-II B-schools, where they would- 
n't have to make large salary offers. But don't expect 
any sort of “correction” to take place as long as the 
economy is booming. 

Besides, as some recruiters discovered this season, 
a lot of students aren't actually interested in salaried 
jobs; more and more of them are looking for the 
thrill of entrepreneurship. At ПМ-А, for example, 10 stu- 
dents either opted out of placements or rejected offers 
to pursue their own ventures. Even at IIM-L, nine stu- 
dents, including the topper of the batch, gave in to their 
entrepreneurial urges. One of them, Satyajit Sadanand, 
turned down an offer from JP Morgan Chase to return 
to Baroda, where he plans to professionalise a football 
club, called Providence, that he and a few of his 
friends founded in 1998 (see Ah, Providence! in 
Business Today, April 23, 2006). An increasing num- 
ber of students also seem sold on the India story, 
rejecting foreign postings to take up jobs within the 
country. Apparently, these students would rather 
maintain India as a base and travel to other countries 
for the required exposure and experience. 

Although the a7-CoolAvenues’ placements survey 
only covers the top B-schools (which in our case is less 
than 20), there are several tier-II schools that are 
pulling in impressive offers. pMs-irr Delhi, Great Lakes 
Institute of Management-Chennai, TAPMI-Manipal, 
BIM-Trichy, NMIMs-Mumbai and Goa Institute of 
Management are some of them. These “emerging” 
B-schools haven't just recorded 100 per cent place- 
ments, but also a quantum jump (between 20 and 25 
per cent) in salaries offered. For management education 
in India in general, that’s a reassuring sign. ш 
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ISB STRIKES 
IT RICH 


HE HIGHEST OFFER MADE SO FAR THIS YEAR ON 
B-school campuses was at the Indian School 
of Business (ISB), Hyderabad. The 

$233,800-offer was from ITC Infotech to a student 

with more than 10 years of experience in IT. 

The student, whose name has not been dis- 

closed by the school, will be posted in London. 

"We don't see the offer as high or low, but as 

being appropriate for the job and the role it 

involves," says Sanjay Verma, Managing Director, 
ITC Infotech. (The highest offer made to a 
woman student was at $233,400—just a tad 
lower than the highest offer.) Strictly speaking, _ 

ISB's placements aren't comparable with those of the to 

IIMs, not just because ISB runs a one-year MBA pro- 

gramme, but also because it prefers students with work - 

experience. Therefore, in the case of an ISB graduate, the 
more relevant figure is the percentage jump in exit salary over 
entry salary. Unfortunately, the school does not give out such - 
details. But there's little doubt that ISB's one-year MBA 
model has more than gained acceptance among recruiters. 

The average international salary this season was $120,700 

(Rs 53.5 la 5 lakh), up 21 per cent over 2005. The highest 

Indian salary offer was Rs 30.33 lakh (44 per cent) and the 

average Indian salary offer was Rs 11.77 lakh (18 per cent). 

Four students received offers over $200,000. All told, 

the school, which follows a rolling placement model, had 

143 companies visit its campus and 328 of its 345 students 

participate in the placement process. Of the 425 offers 

made, 42 were international. And as would befit a school 
of ISB's profile, 424 of the 425 offers were lateral. 

E. KUMAR SHARMA 


PLACEMENTS TRIVIA 





9 At IIM-A, 18 students chose domestic offers 
over foreign offers 


© McKinsey & Co. was the single-largest 
recruiter at IIM-B (9 hires) 


© Wall Street and European i-banks made 
15 full-time hires at IIM-C 


© Nine students at IIM-L opted out of placements 
to start their own ventures 


© A stunning 35 companies were first-time 
recruiters at SPJIMR 
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A team of five, all pulling together. Exactly your chemistry 
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t decades of serving Indian markets it represents a 
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Henri de Castries 
Chairman апа СЕО/ АХА 


“Nothing 
Is Ever Done, 
Finished, Or 
Over In Any 
Market" 
















ENRI DE CASTRIES, 51 (HE 

shares his birthday with 

India; August 15) is the 

Chairman of the man- 

agement board and CEO 

of AXA, the global in- 

surance and asset management giant (it 
ended 2005 with around €72 billion or Rs 
3,81,600 crore in revenues and with assets 
of close to €1.1 trillion or Rs 58,30,000 
crore under management and ranked #13, 
the highest for any insurance company, in 
the Fortune Global 500). Although, АХА 
can trace its history back to 1817, the 
company was really born in 1982, when 
its modern day founder Claude Bébéar, 
embarked on an acquisition campaign (he 
picked the name AXA around the same 
time), acquiring distressed com- 

panies in various parts of 
the world and weaving 
them into a global 
financial power- 
house. In 2000, 
de Castries, 
Bébéar's identi- 
fied successor, 
took over as CEO. 
The media saw 
bim as a process- 
oriented manager, al- 
though the man him- 
self brushes this off as 
something that.comes 


from media's proclivity to present 
caricatures. "I was involved in every 
major acquisition since 1989," be 
says. "And I think 1 did just a little 
bit more than look at the processes.” 
de Castries took over at a time when 
the insurance industry wasn’t doing 
too well and he embarked on a 
process of consolidation, reducing 
costs, improving processes and 
ussing on customers. “We did- 
n't solicit our shareholders once in 
this period of turmoil,” he says, 
referring to the fact that it was com- 
mon, in the early 2000s, for insur- 
ance firms to raise capital again as a 
way out of their troubles, “We have 
grown our earnings 2.8 times since 
2000,” he adds. “Not too many of 
our competitors can say that.” 
Last year, AXA and Bharti Ent- 
erprises formed a joint venture (in 
keeping with Indian regulations, AXA 
holds a 26 per cent stake in this - 
although it would like to increase it 
to 49 per cent), Bharti АХА, to oper- 
ate in the life insurance space in 
India. The company is expected to 
begin operations in the latter part of 
2006 and hopes to have a presence 
in 26 cities by the end of its first year 
of operation. In India recently, de 
Castries discussed the Indian market, 


in the business with ВТ” 
R. Sukumar. Excerpts: 


We were a little surprised to find you 
staying in the non-smoking floor. France 
is a country of smokers... 

It is not as strict as America about 
where you can smoke and where 
you can’t. But you have to under- 
stand that smoking shortens your 
life expectancy. 

In Europe, in several places, the 
(insurance) tariffs, the pricing is dif- 
ferent for smokers and non-smok- 
ers. Is that forbidden here? 


No, in the general insurance space, 
several things are tariffed (tariffs are 
fixed). They will be detariffed sometime 
late this year. In the life insurance 
space, although tariffs aren't fixed, 
given the demographic and disease 
profile, and life expectancy here, most 
insurance firms probably agree on the 
risks here. How many times have you 
been to India? 

"Total? I don't know. In the last 10 
years, with the frequent trips to 
Bangalore (where the company has 
a business process outsourcing ope- 
ration), it must be around 10 times. 


When did you first come to India? 
When I was a student. Years, years, 


years ago. I visited Delhi and Jaipur. 
It was a short stay. It was in 1975, or 
1976. It was a long, long time ago, 
and I think the country has changed. 


Your BPO has a presence in Pune and 
Bangalore. It's been there for what, 
five, six years now? 

Oh, more than that, because it was 
started by Guardian Royal Exch- 
ange, which is a British company we 
bought in 1998. At the time, when 
we started the due diligence, we 
found that there were some 30-35 
people in Bangalore. When I asked 
“Why?” the first answer was, “Oh, 
it is because the former CEO was 
the son of an Indian army colonel 
and had been raised in Bangalore 
and thought it would be good to 
have some people in the city.” We 
looked at it, and thought it could be 
an opportunity to help the UK busi- 
ness become competitive. We had 
cost issues in the UK and what we 
have done is progressively scale (up) 
the operations in Bangalore and 
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Pune, where we now have 2,500 
people (together), and we have off- 
shored things that were done in the 
UK, then the Us, and Australia and 
Japan. For us, it is an opportunity to 
get high quality (work) at a very 
accessible cost; it helps us reduce the 
cost in Europe and, therefore, makes 
the business more competitive and 
gain market share. 


Have you ever faced any flak for this? 
AXA is, after all, a French company 
and.... 

In Europe, of course. In the begin- 
ning (the behaviour of) the unions 
ranged from the defensive to the 
highly aggressive. What we did was 
very simple, I think you can change 
things if you explain them prop- 
erly. We told the union, *We will 
send a delegation that you pick to 
Bangalore, and once you go there 
and see what is happening and then 


come back, we will have our dis- 
cussion." They went to Bangalore. 
They saw that the facility was in a 
fine working environment. They 
saw that the people there were 
young and very skilled and doing a 
very good job for the UK operation; 
at that time they were doing mainly 
that. When they came back, the 
nature of the dialogue had changed. 
We have what we call a European 
Workers Council, which is a body 
that meets every quarter, for a day- 
and-a-half. It is composed of all 
unions from Europe. I spent half a 
day there. I told them, "You've seen 
what we are doing in Bangalore." 
What we have done is to convince 
them (the unions) that this (off- 


“Тһе growth is 
going to come 
from Asia. That 


is why we want 
to be here" 


shoring) was a way for us to gain 
ground over the competition. The 
UK unions were very helpful. They 
explained to the other unions, the 
French, the German and the Spa- 
nish ones that had we not out- 
sourced, we would have been less 
competitive in the UK market and 
lost market share. And losing mar- 
ket share means losing jobs. 


If you look at consumer products, or if 
you look at telecom, the centre of grav- 
ity is moving towards Asia. India and 
China are big markets. However, right 
now, a very small portion of AXA's 
insurance revenues come from India 
and China. Going forward, how 
important are these markets going to be 
to you? How much time will it take for 
the centre of gravity of this business to 
move to Asia too? 

А generation. What's driving our 
business is two things. The accumu- 
lated level of wealth on the one 
hand. Then, the speed of accumula- 
tion. The speed of accumulation is 
now here, and is significantly higher 
than in other places, but it is starting 
from a lower level. Today, the 
growth is higher here than in the us 
or Europe, but the asset base is lower. 

The growth is going to come 
from Asia. That is why we want to 
be here. We want to be in the core 
markets, not everywhere. We want 
to have a diversified geographic 
presence. We want to be in Asia. 
Contrary to most of our competi- 
tors, we have decided to go to the 
Japanese market in 1999 because we 
thought it could be a great market. 
There was a window, between 1998 
and 2001-02, when it was possible 
to gain control of some distressed 
Japanese (insurance companies). It 
is the second biggest market in the 
world for our business. 

We have a lesser presence in 
other parts of Asia, but now we 
have the resources, we have the 
time, and I am not worried by the 
fact that we are not the first entrant. 
We were not the first entrant in 
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the market in Europe. When you 
know you are in the business for the 
long term, the entry point is not 
very important. 


AXA is very big in the asset manage- 
ment business also. Would you consider 
looking at that (mutual funds) in India? 
We think there are possibilities. On 
the asset management side, we have 
very strong capabilities. We manage 
€1,100 billion. We have very good 
products. For us, looking at India is 
a natural thing. We have plans. We 
will be in a position to do something 
very quickly. 


General insurance will be a natural 
extension for you... 
Yes. 


... but will you enter that business 
through a joint venture with Bharti 
too? 

We'll see; we have discussions going 
on. We are very happy to have a 
partnership with Bharti on the life 
insurance side. In our business, you 
need a very good understanding of 
the products, which I think we bring 
to the table. You need strong asset 
management capabilities. You need 
a very good understanding of the 
distribution. And you need a very 
good understanding of the local 
economy. I think Bharti is providing 
us what we do not have. They have 
a very good customer base. We are 
providing them what they do not 
have. I think it can be a very pow- 
erful combination. 


1 am sure you have studied the Indian 
insurance market closely, especially 
the private sector firms that entered 
around five years ago. Do you think 
they have done alright? Do you think 
everyone has missed a trick? 

Nothing is ever done, finished, or 
over in any market. Over the last 17 
years, I have heard people say, *Oh, 
it is too late to enter the market," or 
“The rankings are not going to 
change." Everything changes. The 
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opening of the Indian market has 
been good for the customer and 
for the investor, because those 
companies willing to enter the 
market have taken a significant share 
in a relatively short period of time, 
around a third of the market. In 
comparison if you look at China, 


“The customer 
base in India is 
getting larger 
and more 
sophisticated” 


the new players (account) for less 
than 5 per cent of the market. Does 
that mean that there is no room 
for new entrants in India? We don’t 
think so. We really think that the 
customer base is getting larger and 
is also getting more sophisticated. 


To what extent do you think it is pos- 
sible to innovate in the market? Several 
companies claim that the Insurance 
Regulatory Development Authority's 
regulations make it very difficult to 
offer a ‘different’ product. 
In many places this is an excuse. 
Take the soap industry. Do you 
think any more innovations are pos- 
sible in the soap industry? Some 
people would say, “No, never.” 
Others would say, “Yes, everyday.” 
Insurance is a very interesting 
industry; it is a combination of 
understanding risk and under- 
standing financial markets. On those 
points, things are changing every- 
day. You have new risks everyday. 
You have new elements in the 
financial markets everyday. And 
with the evolution of technology, 
the ability to combine those things 
is changing everyday. 

There is a change on the rr side, 
in computation capabilities. Ten 
years ago, most calculations of risk 


were done on a deterministic basis. 
You would put in your assumptions 
into the model, and what would 
come out was, in effect, the out- 
come of your assumptions. Today, 
with the growing capabilities of 
computers, what we can do to assess 
risks, is stochastic modelling, This is 
much more efficient. If this is not 
innovation, I don’t know what is. 
So, when it comes to pricing prod- 
ucts, you no longer price them the 
way you used to five, 10 years ago. 
This differentiation is available only 
to players who have the skills and 
the financial means. The small play- 
ers will not have access to the 
intellectual and technological 
resources needed to do that. If you 
look at our insurance products, our 
asset management products, which 
we have been selling in the UK, the 
us and Australia, the content, in 
terms of research, in terms of tech- 
nology is a very significant one. 


AXA recently entered into an arrange- 
ment with the UN for insuring things 
like famines... 
This goes back to the point about 
innovation in insurance. This is typ- 
ically the sort of thing that was not 
seen as measurable insurable risk 
in the past. But maybe it is possible 
to do so, to pay out, against the 
payment of a premium, (a claim) if 
the number of days when there is no 
rain in a region is higher than X. In 
that case, it will mean the crops 
will fail, and so on. This is what 
we have structured with the UN. 
This is what is interesting in 
this market. There are, in this busi- 
ness, risks that were not insurable 
20 years ago that are now insurable, 
and everyday there are new risks. 
Take aips. When I joined the com- 
pany, in 1989, everybody was 
saying this is not insurable. Now, 
it’s insurable. It is just an aggra- 
vated risk, meaning it is more 
expensive to be insured if you are 
HIV positive than if you are not, 
but it is insurable, m 
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A Dalal Street Fairy Tale 


Indiabulls Financial Services’ spectacular growth is as mystifying as impressive. 


GAGGLE OF IIT GRADS QUIT 

cushy jobs, set up a broker- 

age firm and lived happily 
ever after. At least that’s how 
Indiabulls Financial Services’ story 
has been so far. In 2000, Sameer 
Gehlaut and a couple of his batch 
mates set up Indiabulls, which today 
is the fastest growing brokerage- 
cum-consumer finance company. 
Between April and December 2004, 


it had revenues of Rs 97.3 crore 
and net profits of Rs 33 crore; last 
year in the same period, it grew 
revenues more than five times to 
Rs 405.5 crore and earnings to Rs 
97.3 crore. Broking accounts for 
three-fourths of Indiabulls’ profits, 
while the fledgling consumer finance 
and third-party distribution fetch 
the rest. Meanwhile, it is stepping 
up focus on consumer finance and 


exceeding 
Rs 1,000 crore that grew the fastest in 2005. 








real estate (it is currently developing 
the land bought from Jupiter Mill 
and Elphinstone Mill in Mumbai 
last year for a total of Rs 717 crore). 
“We have identified (consumer 
financing as having) 50 times higher 
growth potential than broking,” 
says 32-year-old Chairman & CEO 
Gehlaut, whose investors include 
L.N. Mittal, among others. 
MAHESH NAYAK 





The Geyser Guys 
N 2004-05, CHENNAI-BASED ABAN LOYD CHILES HAD REVENUES OF RS 297.13 
E and net profits of Rs 51.70 crore. Guess what its figures will be for 
the financial year just ended? According to analysts at Sharekhan, a research 
firm, a topline of Rs 490 crore and a bottom line of Rs 110 crore. 
What's driving growth at this supplier of offshore drilling rigs? The 
boom in oil and gas exploration. Soaring oil prices and the desperate search 
for new reserves have jacked up prices of rigs. Recently, Aban entered into 
a three-year contract with ONGC for its rig Aban II for Rs 400 crore. The 
day rate (or daily rig rentals) for the contract is $85,000 (Rs 38.25 lakh), 
compared to $27,000 (Rs 12.15 lakh) in the earlier contract. According to 
Sharekhan analysts, Aban's other rigs (it has 10 in total) are expected to 
fetch even higher rates when their contracts come up for renewal in 
2007 and 2008. One of Aban's subsidiaries, Aban Singapore, is buying a 
$185-million (Rs 832.5-crore) drilling ship that will drill four wells in West 
Africa. The day rate: $350,000 (or Rs 525 crore a year). That apart, Aban 
has placed a Rs 700-crore order with ppt Shipyard of Singapore for con- 
structing a 375-ft-high drilling rig that will become operational by July 2008. 
With these acquisitions and expected hikes in day rates, Aban could 
clock (according to Sharekhan) a CAGR (compounded annual growth 
rate) of 53 per cent for the next three years. That would mean Rs 1,751 
crore in revenues by 2009. Talk about hitting a geyser. 
NITYA VARADARAJAN 
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Gateway Distriparks' Gupta: Providing quality logistics services 
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Filling In A Big Gap 
HE LOGISTICS INDUSTRY IN INDIA 
4 growing at about 14 per 
cent a year, but Delhi-based Gate- 
way Distriparks is clipping at 69 
per cent a year. How? *There was 
no quality service provider; we 
came in and added value to the 
services," answers Managing 
Director, Prem Kishan Gupta. The 
strategy has paid off handsomely 
for this port-based logistics 
provider, which operates out of 
three ports (Vizag, Mumbai and 
Chennai) and one inland container 
depot in Haryana. In the first three 
quarters of 2004-05, Gateway had 
revenues of Rs 62.9 crore and 
operating profits of Rs 32 crore. In 
the same period of last financial 
year, the figures stood at Rs 106.1 
crore and Rs 70 crore, respec- 
tively. How impressive is that? 
Enough to get private equity giant 
Temasek to pick up a stake in it a 

year-and-a-half ago. 
SHALEEN AGRAWAI 
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Shopping For Growth 
EEN TO ANY BIG BAZAAR STORE LATELY? IF YES, THEN YOU ALREADY KNOW 
why parent Pantaloon is on our list. “We doubled growth last year and 
will do so every year for the next two," says Prashant Desai, Head 
(Investor Relations) at Pantaloon. Last year alone, Pantaloon went from 
Rs 1,087 crore to Rs 2,000 crore in revenues. But Pantaloon's promoter 
Kishore Biyani has a slew of plans unfolding (see Biyarti Vs Ambani on page 
80), including an all-encompassing home retail chain. By Biyani's own reck- 
oning, Pantaloon's retail empire will be spread over 10 million sq. ft by 
2008—that's more than three times the space it covers today. 
AHONA GHOSH 


Tapping The Small-town Boom 
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бе AS most real estate firms were 
busy chasing expensive projects in 
the metros, Ansal Properties & 
Infrastructure (АРІ) Sushil Ansal 
quietly moved out to tier-II cities. As 
a result, Ansal was able to “get hold 
of land at competitive prices" and 
grow from Rs 156 crore in rev- 
enues in the first three quarters of 
2004-05 to Rs 224 crore in the 
same period last year. "It is a wrong 
conception that buying power in 
tier-II cities is less. There has been 
no organised development in these 
cities in the last 20 years, and which 
means that consumers had no 
opportunity to buy," says the man. 
And how does he pick his tier-II 
cities? Ansal must be able to set up 
the first shopping mall in them, he 
says with a smile. 

SHALEEN AGRAWAL 
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API's Ansal: Small is beautiful 


Boom Ahead—Men At Work 


AGARJUNA CONSTRUCTION COMPANY (NCC)'S MANAGING DIREC- 
INO Alluri Ranga Raju, has a simple growth target: $1 billion (Rs 
4,500 crore) by 2009. Surprisingly, he may just get there. NCC has been 
growing at 50 per cent year-on-year for the last three, upping the 
topline from Rs 458 crore in 2002-03 to a projected Rs 1,800 crore 
in 2005-06. *Our order book, at Rs 5,700 crore today, has been 
growing at a CAGR (compounded annual growth rate) of 35 to 40 per 
cent for the last five years now;" says Y.D. Murthy, Senior Vice 
President (Finance), Ncc. What helps is that NCC is into a variety of 
infrastructure projects, including roads, houses, irrigational and 
electrical projects. The company was part of a consortium that recently 
paid Rs 335.25 crore for 5.8 acres of land in Hyderabad's tony 
Jubilee Hills. 

E. KUMAR SHARMA 
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Deccan Chronicle Holdings' 
Reddy: Making news 


The Go-getter 
From Deccan 


T WAS ARGUABLY THE FIRST 
family-owned mainline 
broadsheet to go public, and is 
still the #1 English daily in 
Andhra Pradesh despite the en- 
try of giant The Times of India 
and renewed challenge from a 
redesigned and more local The 
Hindu. Better still, Deccan 
Chronicle Holdings’ Chairman 
Tikkavarapu Venkatram 
Reddy, 46, grew revenues 41 
per cent and net profit 78 per 
cent to Rs 165 crore and Rs 32 
crore, respectively in 2004-05 
over the previous year, and 
could deliver over 100 per cent 
jump in revenues and 150 per 
cent in profits for 2005-06. 
People who track the company 
(it also owns The Asian Age 
and a newly-acquired chain of 
book stores called Odyssey, 
and publishes The International 
Herald Tribune in India) at- 
tribute the robust growth to 
better targeting of advertisers 
and contributions from the 
Chennai market, which it en- 

tered last year. 
E. KUMAR SHARMA 


ONE NAME IS DEVELOPING 


OVER 134 MILLION sQ. FT? 
OF WORLD-CLASS HOMES FOR INDIA. 


DLE 60 YEARS OF TRUST. 


DLF doesn' t just tier: world. Class homes. it creates new ways 
of livin m instance, at DLF TE ior one of pred s | Beside 


signature golf course, right in the vicinity of their homes. 
the ei ie is hen aces for ie the ca 


| *134 Pe omes: * 54 million Sq. ft.' of offices * 19 million sq. ft." of PPPOE malls . Several SEZs | 
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BUILDING INDIA. 


HOMES * OFFICES * SHOPPING MALLS + HOTELS» SEZs • INFRASTRUCTURE 


*1 Bq. mir. = 10.764 sq. ft 
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Growing Out Of Hyderabad 


ECEMBER 20, 1999: INDIA'S MOST RESPECTED CORPORATE HOUSE, 
D the Tatas, partner with an obscure Hyderabad-based group called 
GVK to form TajGvK Hotels & Resorts. Its first full-year revenues: Rs 
53.65 crore and a net profit of Rs 4.34 crore. Fast forward to 2005-06: 
TajGVK will close the year with a topline of Rs 185 crore and a bottom 
line of Rs 45 crore. That's a growth of 60 per cent for revenues and 100 
per cent for net profits over the previous year. No doubt, the hospitality 
industry is booming, but Тајсук is doing its bit too to accelerate 
growth. For instance, it is now moving out of Hyderabad to other cities, 
and plans on having 1,387 rooms by 2008-09, compared to 683 now. 

E. KUMAR SHARMA 


Private Label Retailer 


E SHOULD HAVE AROUND 100 STORES 
by 2010, subject to availability of 
suitable retail spaces," says Noel Tata, 
Managing Director of Trent. Despite 
the rider thrown in by the media-shy 
Tata, there's no doubt that his retail 
company is on the fast track. Its flagship 
brand continues to be the private label 
retailer Westside, which has 23 stores 
across 13 cities, but new formats and 
brands are coming under the Trent fold. 
Its first hypermarket store, Star India 
Bazaar, was launched in Ahmedabad in 
October 2004, and will soon be going to 
other major cities. Trent, which will 
likely finish 2005-06 with revenues of Rs 
450 crore, up 67 per cent over the pre- 
vious year, also acquired a 76 per cent 
stake in Chennai-based books-to-music 
retailer, Landmark. To fuel Westside's 
growth, Trent has struck a deal with 
DLF to anchor its next 12 malls. 
AHONA GHOSH 





Trent's Tata: Riding the 
retail boom 


Television's Newsmaker 


|А 2004-05, TELEVISION EIGHTEEN (TV18) INDIA CLOCKED RS 81.4 CRORE 
IN revenues and Rs 19.5 crore in net profits. But between April and 
December 2005, it racked up Rs 93.42 crore in sales and Rs 31.45 crore 
in earnings. Not surprising. From a single-channel broadcaster until 
recently, TV18 has become the owner of four channels (CNBC India, CNN- 
IBN, Awaaz and IBN 7). *Within a few months of the launch of CNN-IBN, 
we have become the dominant player in the English news segment and 
soon with the re-launch of IBN 7 (formerly Channel 7 of Jagran Tv) we 
plan to increase our share of the Hindi news segment as well," says 
Haresh Chawla, CEO. CNBC India is still the money-spinner at TV18. But 
on the brighter side for Chawla, there may soon be a challenger 
from within (read: CNN-IBN). 

KUSHAN MITRA 
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Sweet Spots 
Of Growth 


Opto Circuits loves its niches. 


HEN THIS WRITER MET 
medical equipment man- 
ufacturer Opto Circuits’ 
Chairman and Managing Director 
Vinod Ramnani five days after a 
successful Rs 100-crore IPO (initial 
public offering), he still had а smile 
on his face. Job well done, for sure, 
but for the 57-year-old Ramnani, it 
should have been a foregone con- 
clusion. After all, the Bangalore- 
based Opto Circuits has not only 
grown at а CAGR of 30 per cent 
over the last four years, but also 
rewarded shareholders (its maiden 
IPO of Rs 10.7 crore was in early 
2000) every year with generous 
payouts (30 per cent-plus) and 
bonus shares. More importantly for 
the new investors, Opto doesn't 
show апу signs of slowing down. 
Set up in 1992, Opto has found 
a way of turning global disasters 
into opportunities for itself. When 
the SARS (severe acute respiratory 
syndrome) scare broke out in Asia in 
2003-04, shaving millions of dollars 
off regional economies, Opto 
bagged a Rs 12-crore order from 
the Singapore government for its 
digital thermometers. Similarly, af- 
ter the Us attacked Iraq, Opto found 
an opportunity to sell to the coali- 
Чоп forces, specially designed blood 
warmers that it makes. (Since blood 
and iv fluids are stored at specific 
low temperatures, they must be 
warmed to 38 degree Fahrenheit to 
prevent thermal shock to the 
patient.) Increased security at 
American airports in the wake of 
the 9/11 attacks of 2001 has meant 
more demand for Opto's sensors 
that go into baggage scanners. 
Thar's also partly because Opto is 
one of the few manufacturers 
approved by the Federal Aviation 
Authority of America. 


The new opportunities didn't 
just land up at Opto. When 
founded in the early 90s, Opto was 
a manufacturer of medical elec- 
tronic devices and monitoring 
equipment (think all the display 
gadgets at a standard intensive care 
unit). It added new products 
through acquisitions. In 2002, it 
acquired the digital thermometer 
division of Hindustan Aeronautics 
Ltd. That year too, it acquired us- 
based Palco to sell oximetry prod- 
ucts (these are body sensors, some 


Opto Circuits” Ramnani: 
A reason,to smile 


of which can be clipped onto a fin- 
ger) under its Mediaid brand. Later 
in the same year, it picked up a 
stake (now at 60 per cent) in 
Advanced Micronic Devices—a 
marketer of different medical equip- 
ment—to strengthen its distribu- 
tion in India (just a quarter of 
Opto's revenues come from 
domestic sales). And in January 
this year, it acquired EuroCor, a 
Germany-based manufacturer of 
coronary drug eluting stents (these 
medicine-coated stents), for 


Investment caution 1 


An opportunity may prove 
to be a risk in disguise. 
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A Era Constructions (India) 








А. Opto Circuits (India) 
А Jyoti Structures 


А. Varun Shipping Co. 





A. Subex Systems 


А. Aztec Software 





A Emco 





A Marksans Pharma 


A REI Agro 


Rs 59.91 crore. Opto will have to 
take on biggies such as Johnson & 
Johnson and Boston Scientific in 
the market, but Ramnani is 
unfazed: *There is room for every 
player in the market." 

Ramnani plans to use the IPO 
proceeds to beef up Орго” R&D 
and marketing. How about future 
acquisitions? *We will continue to 
acquire companies in specific niche 
segments," he says. Quite clearly, 
Opto is a company to watch. 

VENKATESHA BABI 
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Eye On The Infrastructure Pie 


OR A LONG TIME AFTER IT WAS FOUNDED IN 1990, DELHI-BASED ERA 
Constructions focussed on small projects such as drainage, 
sewerage, and some airport-related work. But a few years ago, it 
switched focus to bigger infrastructure projects and found growth 
clipping. “We simply diversified into highways, railways and other 
infrastructure projects,” says Jawahar Lal Khushu, Director. In 2004- 
05, Era posted Rs 157.50 crore in revenues, but hopes to do Rs 300 
crore for last year. “We are constantly upgrading capacity since all 
infrastructure projects are large ones,” says Khushu. But he says the 
company is concerned about protecting its profit margins in the face 

of volatile prices of cement and steel. 
SHALEEN AGRAWAL 
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Lifted By LPG 


Jyoti's Nayak: Plenty of business, but { Dé YOU KNOW THAT VARUN SHIPPING IS THE WORLD'S SECOND- 
reluctant to bite off more than it can chew — ; largest operator of mid-sized LPG carriers or that it owns 76 per 





cent of the LPG-carrying capacity of Indian commercial fleet? LPG is 


7 Power's Live-wire : also the reason why the Mumbai-based shipping company has a gen- 
"H i^ erous wind to its topline. “As India increasingly adopts LPG as a fuel 
: Contractor i source, Varun will continue to grow,” says Managing Director, 
ЕТЕК HAVING SPENT 27 YEARS IN THE : Yudhishthir D. Khatau, who expects revenues of Rs 390 crore for 
б shadows of bigger rivals like Larsen £ the financial year just ended. Varun is already gearing up for the 
Ry & Toubro, Mumbai-based Jyoti Stru- і coming growth. It is raising new funds through a forthcoming issue 
| ctures is coming out on its own. For į іп Singapore, which it will use to enhance its fleet. 
TM the financial year ended March 31, ; KUSHAN MITRA 


bs 2006, Jyoti is likely to report Rs 700 , : 
crore in revenues and by the end of ` į ; 1 
current fiscal, Rs 1,000 crore. “It’s the: An Indian Software Bran Really 


t best time for the industry. Over the : T'S NOT OFTEN THAT А HOME-GROWN VENDOR STEALS A MARCH OVER 

3 next six years, the power sector will see — : L global giant and continues to gain on its lead. Subex Systems, 

as much activity as it saw over the last : а Rs 116-crore Bangalore-based telecom software solutions com- 

50," says Santosh Nayak, Senior VP i pany, has done just that by edging out HP as the world's largest fraud 

ý (Finance & Operations), Jyoti, which management solutions firm (by installed base). The announce- 

is the only company in India after L&T  meht capped a strong growth year for a company that many see as 

pre-qualified to set up 800-Kv trans- : the next big product marketer from India after i-flex. Subex, on its 

i mission lines and 400-ку sub-stations. : part, is tapping a $10-million (Rs 45-crore) GDR issue to fund its fu- 

ta The company currently has an order. : — ture growth, which will include acquisitions. “We've just begun to 

book of about Rs 1,300 crore, but : tap into what is a massive global opportunity,” is what СЕО Subash 

d plans to build it up to Rs 2,000 crore : Menon, who is in a silent period due to its annual results, had told 
by March next year. The stock market : — Br.sometime back. 

has also woken up to the Jyoti oppor- į RAHUL SACHITANAND 


Y tunity. In the last year and a quarter, 


A since Reliance Energy Investment | Virtual Software Maker 


{ acquired a 14.47 per cent stake їп | 
Jyoti, the stock has risen nearly five ; ODESTY IS NOT A PROBLEM V. CHANDRASEKARAN SUFFERS FROM. 
times. “Getting business is easy, but | М з= the best-known specialist in this space, we аге able to 
we don't want so much business that і compete successfully with large vendors,” say Aztec Software's CEO, 
our ability to execute gets affected," : explaining why his Rs 198.23-crore (2005-06) product engineer- 
says Nayak. Customers must love : ing company gets to work with most of the top five global software 
Jyoti’s growth mantra. t. majors. Among Aztec's future plans: A foray into mobile software. 


MAHESH NAYAK і RAHUL SACHITANAND 
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A Full Pipeline 
AN JUST ONE NEW PLANT CHANGE А COMPANY'S FORTUNES? D. 
Datar, Vice President (Corporate Affairs), Man Industries, 
thinks so. “I think we planned our expansion perfectly. By the time 
the plant started operations, global energy demands were rising and 
so was the demand for pipes to transport them," he says by way of 
explaining why Man's topline is expected to jump 70 per cent to 
Rs 850 crore in 2005-06. *By 2007-08, we want to be a Rs 
2,000-crore company," says Datar. The company has beefed up its 
Middle-Eastern operations and expects international orders to 
play a vital role in its future. 
KUSHAN MITRA 





Emco's Jain: His company is growing at 50 per cent a year 


Transformed By Power 
IKE JYOTI STRUCTURES, EMCO LTD IS ALSO RIDING THE BOOM IN THE 
Ls sector. The 41-year-old-company, which makes electrical 
transformers and tamper-proof electronic energy meters, is grow- 
ing more than 50 per cent a year. In 2004-05, it had revenues of Rs 
236 crore, which swelled to Rs 350 crore last year. Rajesh Jain, 
Emco's Chairman & Managing Director, says that he's not letting 
any opportunity pass by. *We have identified three or four com- 
panies in Europe and the us for acquisition," he says. Last year, 
Emco's exports jumped 14 per cent, thanks to orders from Africa, 
the Middle East and South East Asia. But Emco's big leap is yet to 
come. It is planning to set up two power plants in Maharashtra. 
AHONA GHOSH 
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Scaling U 
wb d WOULDN'T HAVI 
made this list, but for a merger. In 
March last year, Mark Saldhana’s Glen- 
mark Labs announced its merger with 
bulk drug maker TASC Pharma and, voila, 
Marksans was born. The company, 
however, is loath to be called another 
Indian generics player, and has made 
considerable investments in new tech- 
nologies. A new Criticare division op- 
erates in the area of bio-technology, 
while another division called Cerebella 
is focussed on neuro-medicine. That 
apart, “we have concentrated exten- 
sively on our core products,” says 
Jitendra Sharma, CFO, Marksans. In 
2004-05, the company logged net sales 
of Rs 143.70 crore and a net profit of Rs 
15 crore, but—thanks to the merger— 
the numbers have jumped: to Rs 206 
crore in topline and Rs 21 crore in net 
profits for April-December 2005. 
KUSHAN MITRA 


Corporate Miller 

EI AGRO IS BARELY NINE YEARS OLD, 

but it already claims to be the largest 
processor of basmati rice in the world. 
The Delhi-based company, which will 
clock Rs 900-1,000 crore in sales com- 
pared to Rs 845 crore in 2004-05, 
processes all varieties of basmati (from 
premium to broken), has taken market 
share away from smaller players. 
"Almost 70 per cent of the volume is 
with unorganised players, so there's im- 
mense potential for large, focussed cor- 
porate players,” says REI’s Managing 
Director, Sundip Jhunjhunwaala. Being 
a corporate player meant that REI could 
improve the milling process and de- 
velop the ability to invest in the ageing of 
the stock so that it could deliver mature 
basmati to consumers. Obviously, REI has 
played its cards well. 


SHALEEN AGRAWAI 








ў 


Companies with market capitalisati 





— 


that grew the fastest in 2005. 


„ЛА! 3 wires س‎ 
LIT l 2UWV mee 


Teledata Informatics 





a ere س من‎ _ 
Dee END 





Surya Pharmaceuticals 





A Zenith Computers 





‚ Asian Electronics 


A Sonata Software 








M&A Does It 


OW’S THIS FOR GROWTH? NET SALES OF 

Rs 59.96 crore in 2003-04 that zooms 

to Rs 340 crore the next year, and is now 
slated to touch Rs 1,000 crore. So, just 
what does Chennai-based Teledata 
Informatics do? It might look like it prints 
money, but Teledata is actually an ERP ven- 
dor for shipping and education. Founded by 
a group of former merchant navy engineers 
in 1990, Teledata claims to be the only 
shipping software provider in Asia, although 
there are about eight players globally. “We 
want to rule the Asian market,” says Mana- 
ging Director K. Padmanabhan A lot of 
Teledata’s growth is due to its acquisitions 
(total 13; nine last year alone) in the us 
and Singapore, among others. Chairman 
K. Balasubramanian’s plan is to up revenues 
to—hold your breath—$1 billion by 2008. 
NITYA VARDARAJAN 


on less than Rs 500 crore 


С. KRISHNASWAMY 








Balasubramanian: A tech 
firm that M&As built 
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The India Advantage 

HENEVER ONE OF CREW D us BIG CUS- 
X tomers like GAP and Fossil thinks of outsourcing 
design, it usually first thinks of its India vendor than a 
Chinese supplier. Or so says Crew's 45-year-old 
Managing Director, Tarun Oberoi. *China may be 
good at volume production, but when it comes to cre- 
ative manufacturing, it is India and Vietnam that buyers 
prefer," he says. That differentiation has allowed Crew 
to carve out a biggish niche for itself in fashion acces- 
sories and home decoration products, and push growth. 
The Gurgaon-based exporter's revenues in April- 
December 2005 jumped 79 per cent and profits, 123 per 
cent over the same period the previous year. With 
more buyers keen to develop an alternative to China, 
Oberoi doesn't expect growth to be a problem. “We 
have now reached a platform where we can sustain 

ourselves and chase further growth," he says. 
SHALEEN AGRAWAI 


To understand risk, seize 
portunity and manage investments, 
you need a sound partner. 


iere is no predicting the future. This is why at Religare we believe 
at alertness and diligence are the best way forward. 


ipertise, not experts. Religare does not believe in experts. Over 
decade of experience in financial management has taught us 
at yesterday's formulae do not apply today. Instead, we offer you 
process-driven approach to financial management rather than 
dividual expertise. 


ur integrated investment advice ranges across investment 
debt, 


utual funds, etc. This ensures that at the opportune moment, 


ions like equity and derivatives, commodities, 


шг investments can be swapped across options to harness 
better return 


‘ur team of dedicated professionals keeps a hawk's eye on the 


Group Services: Equities * Commodities * PMS * Mutual Funds * Wealth Management 





market, studying its mood and movement. As a result, should 
the market take an unexpected turn, we can respond with а 
fall back plan. This scientific approach to wealth management 
helps us to. sofeguard your interests, while leveraging the risk 
to your advantage. 


Partners, not pundits. As your partners rather than experts, we 
ore always by your side. We are happy to share our knowledge 
with you. Nothing is hidden from you. Our processes are 
transparent. We welcome your questions and try to answer them to 
the best of our ability. 


We believe that it is this environment of transparency and 
openness that works as a wonderful formula for partnering 
wealth creation. 


ЗЕ RELIGARE 


Values that bind 


А ünbory pro Lup Company 


Wide customer base * Top-notch professionals * Countrywide presence * International operations 


Registered Office: 19, Nehru Ploce, New Delhi -110 019, Fax - +91-11-4137 7469, E mail: info@religore.in website: www.religare.in 
Call us at +91-11-4431 2345 or toll free : 1600 11 4488 or SMS 'RELIGARE' to 4646 
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Tapping Global SMEs 


Is HI-PROFILE BID FOR VMOKSHA TECHNOLOGIES IN 


т company, Helios & Matheson, thinks there are 
plenty more opportunities around. Global SMEs, for ex- 
ample. “These companies hesitate going to large off- 
shore vendors because their deal sizes are small, but we 
are willing to grow with them," says Managing 
Director С.К. Muralikrishna. H8&M’s holy grail: $100 
million in revenues in the next 24 months. 

NITYA VARADARAJAN 


A First On Its Platter 


INDIA IS HOME TO THE WORLD'S LARGEST RICE MILLING 

plant, with a capacity to process 150 metric tonnes 
of rice per hour. Set up by KRBL, the Delhi-based 
marketer of India Gate basmati brand, "this inte- 
grated plant will serve as a role model for other rice 
mills in India", boasts its Director Priyanka Mittal. 
Once the mill is fully commissioned, it will push 
KRBL's revenues to about Rs 1,200 crore in 2008-09, 
compared to Rs 546 crore for April-December 2005. 


The Cable Guy 





Helios' Muralikrishna: Willing 
to grow with small SME deals 


May 2005 for Rs 85 crore hangs fire, but Chennai’s | 


Derisking Growth 


N INDIA'S CROWDED PHARMA INDUSTRY, THE RS 200- 
Lo Surya Pharmaceuticals has decided not to 
be just another bulk drug and formulations manu- 
facturer. Instead, it's switching focus to CRAMS (contract 
research and manufacturing services), It has bagged or- 
ders worth Rs 390 crore, and in response is setting up 
its fifth manufacturing facility in Jammu. *We have a 
2008 target of Rs 520 crore," reveals company 
President, Sanjeev Sachdev. 

PALLAVI SRIVASTAVA 


A Different Box Now 


ENITH COMPUTERS MAY NOT BE THE LARGEST HARD- 

ware player in India, but it is the largest Indian 
manufacturer of laptops. “We are focussing more 
on laptops as desktops are a low-margin business,” says 
Raj Saraf, Zenith’s CMD. In 2004-05, Saraf says, 
Zenith grew its notebooks business 300 per cent and 
last year, by another 200 per cent. That has taken its 
revenues to Rs 325 crore from Rs 280 crore. Starting 


i; ` July, Zenith will also make LCD monitors. 
PALLAVI SRIVASTAVA : 


К: INDUSTRIES МАКЕЅ EVERYTHING FROM POWER : 


cables to telephone cables to stainless steel wires. 
With its consumer industries booming, KEI is on a clip 
too. For the first three quarters of last financial year, 
its revenues grew 48 per cent to Rs 207.2 crore and 
operating profits, 128 per cent (to Rs 30.3 crore) 
over the same period in 2004-05. “We took our re- 
source utilisation to optimal levels, and operating 

margins went up," explains KEI’s CMD, Anil Gupta. 
SHALEEN AGRAWAL 


Moving Vertically 


Ton ELECTRIC & ENGINEERING MAY SOON NEED A 


new name. Starting out as a manufacturer of heat. : 


exchanger coils for air conditioners, the Punj group 
company now makes complete ACs for companies 
such as Samsung. The plan now, says CEO A.K. Roy, is 
to move into TVs, DVD players and washing machines. 
"The demand for home appliances is going to boom," 
explains Roy, who expects revenues to touch Rs 550 
crore in 2006-07 from Rs 325 crore last year. 
SHALEEN AGRAWAL 
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Switching It On 


WO YEARS AGO, THE MAHARASHTRA STATE ELEC- 
tricity Distribution Company (MSEDC) gave Asian 
Electronics a Rs 3-crore contract to light up 3 lakh 
households in Nashik. Impressed by Asian's per- 
formance, MSEDC has now asked it to do so in all 
rural households in Maharashtra. Asian, a Rs 450-crore 
company, has also tied up with Westinghouse to 
launch a range of lighting products and fans in India. 

Asian's plans: Double revenues by next year. 
PALLAVI SRIVASTAVA 


Small But Focussed 
N AN ERA OF BILLION-DOLLAR IT COMPANIES, BANGA- 
lore-based Sonata Software's Rs 150 crore (pro- 
jected) revenues for 2005-06, look worryingly small. 
But B. Ramaswamy, President & MD, says his firm has 
what some of the bigger players don't: An ability to 
build long-term relationships with key customers 
(Microsoft in Sonata's case). “We are customer-fo- 
cussed, so there is no dearth of opportunities for 
us," says Ramaswamy. Not a bad strategy to follow. 
RAHUL SACHITANAND 
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(%) Change 
Sales PAT 


120.09 474.18 33333 34054 100 






А 


; ~ Indiabulls Financial Services 163.24 62.27 





b C Aban Loyd Chiles Offshore 472.61 81.73 270.06 86.79 10346 118.35 98 
Pantaloon Retail (India) 1,481.51 53.55 111.09 83.74 107.88 57.60 98 

Ansal Properties & Infrastructure 315.89 30.72 56.44 86.18 201.18 77.71 97 

5 Nagarjuna Construction Company 1,650.02 90.48 141.55 60.16 101.16 6853 94 

6 _ Deccan Chronicle Holdings 288.53 62.64 109.61 91.93 107.42 119.35 93 

7 .. Gateway Distriparks 129.47 69.80 89.23 67.30 163.89 119.94 90 
8 TajGVK Hotels & Resorts 162.78 37.93 70.55 52.39 95.31 79.15 89 
65. Trent 319.18 24.33 41.05 50.93 49.9] 63.68 85 
40. Television Eighteen India 107.97 22.27 45.41 58.87 65.45 76.90 85 
Ar Havells India 820.19 53.33 86.53 57.84 91.63 55.83 85 
12 Panacea Biotec 486.36 56.82 112.93 43.66 14565 67.38 84 
“13  BajajHindusthan 988.88 15444 267.8 9299 13016 11317 84 
14 | Jindal Saw 2,661.50 121.42 302.77 92.95 92.52 93.64 83 
15 | Astra Microwave Products 107.32 39.78 66.3 105.44 17453 18467 79 
16 ` Kalpataru Power Transmission 651.29 47.37 87.05 34.07 103.30 74.94 78 

17 Sesa Goa 1,877.47 619.07 946.95 103.18 144.90 12955 76 

18 Thermax 1,238.56 94.24 156.67 5247 79.40 79.50 16 
19 | Siemens 3,100.64 27239 43229 5л 6% 61 15 
20 Simplex infrastructures 1,268.27 4458 95.98 5216. 15904 5965 75 
(21 Bharat Heavy Electricals 12,240.20 1,395.85 2,482.3 39.90 63.39 54.74 n 
22 | Cranes Software International 176.13 60.86 1225] 3959 4401 7872 73 
23 Shriram Transport Finance Company 613.21 91.57 142.44 96.94 109.64 91.04 72 

24 Rajesh Exports 5,125.03 7141 13042 2468 — 11108 16530 Р 
"25. GHCL 629.20 92.10 183.21 23.28 253.82 100.91 67 
26 Mastek 342.65 46.46 69.76 117.65 32.97 20.96 65 

27 Bharat Earth Movers 2,116.92 220.89 367.1 27.78 226.47 200.36 65 

28 Нехамаге Technologies 355.79 77.54 97.31 40.05 78.95 62.97 61 

29 | Automotive Axles 380.45 39.22 71.87 3677 61.20 43.97 60 

30 Kotak Mahindra Bank 608.48 106.58 183.69 54.76 29.34 41.75 60 
31 Mahavir Spinning Mills 1870.47 167.36 359.03 20.25 98.74 41.24 59 

32 UTI Bank 2,612.19 449.89 899.24 46.60 47.44 65.20 59 


Figures are for four quarters from Jan.-Dec. 2005 — PBDT: Profit before depreciation and tax РАТ. Profit after tax PBDIT: Profit before depreciation, interest and tax © *Weighted score out of 100 








Every second in india, customers and financial institutions use 
Google to find exactly what they are looking for - each other. 


As a Googie AdWords advertiser, With Google AdWords, you only pay То get started, visit 

you buy the words that relate to when customers click on your ad WW le.co.in/freea 
your product or service. When www. googie.co,in/freead 
someone searches on Google Take advantage of our special 
using these words, your ad introductory offer, Rs.1,000 worth 


appears on the result page of free advertising on Google " 
You have found the customers O к e 


before May 31st 200€ 


who are actively looking for you 





Rank Company Name (%) Change 
РАТ PBDIT 


Balrampur Chini Mills Es ч, 167.74 3431 75.79 3460 58 
МАСІ Infrastructures & Projects — 131468 75. 1 10928 — 4339 — 5049 — 2769 У 
Lupin 147336 15426 RC . 2905 6698 4345 5% 
DCM Shriram Consolidated 227854 — rd 39.88 44.36 3202 53 
Sintex Industries TS — | 3005 8636 2988 53 
Hindustan Construction Company — 173141 29.49 188.86 3883 


































38.18 38.85 46.50 
25.96 43.83 29.58 


Lakshmi Machine Works 1,224.30 
Engineers India 948.08 


51 

Ashok Leyland 4975.05 — : . 58851 2947 5586 3952 50 
АВВ 296305 —— DUE . 8mo хз ал 40 % 
Maharashtra Seamless К 905.11. um 126.11 5 28.08 61.58 59.65 50 
Voltas 1,831.97 3688 — 42.62 48.41 3247 50 
Balkrishna Industries 58849 —— 3635 4435 3824 50 
Bannari Amman Sugars 59491 25.73 84.66 35.26 49 
3M India 379.89 47.67 5043 4836 49 
48 

| 48 

ICICI Bank 1239994 — 3683 2811 5557 4 
HDFC Bank 396405. 37.06 3108 509 4 
Reliance Capital 413.50. 24.40 19346 139.65 46 






INDIA’S FASTEST GROWING 





85.42 276.44 12943 95 
57.24 96.87 86.91 88 
76.51 16007 4942 88 
54.92 120.64 103.78 86 
57.61 75.71 62.78 82 
65.21 85.00 8375 80 


Era Constructions (India) 
Opto Circuits (India) 
Jyoti Structures 68540 — 
Varun Shipping Company 562.66 
Зибех Systems 16732 
Aztec Software 117.33 









Man Industries (India) 2722038 2630 у 9430 47.26 39 N 
Emco 312.02 5100 12656 3151 М 
Marksans Pharma 24656 — 26.92 59.43 88.65 58.81 10 
REI Agro 9939] ё 2963 6346 7650 69 
Texmaco 278.05 4066 6258 4180 67 
Ador Welding 228.35 29.20 193.17 14586 65 
Bharati Shipyard DOLO ee 43.20 64.15 30.99 65 
Mercator Lines 64403 - 33.05 47.82 74.11 55 
BOC India 476.34 3400 22532 8788 53 
ESAB India 238.16 27.01 9514 6190 53 
Amtek India 40718 - 3145 5048 4031 53 
Balmer Lawrie & Co. 1,191.80 2443 8413 6123 50 
PSL 1,640.37 4523 24 M25 AT 
FAG Bearings India 41256 26.00 55.08 3830 37 
KPIT Cummins Infosystems 282279 — 429) 33. E 35.66 21.33 33.72 35 
Tata Elxsi 21665 3096 425 à 2148 246 2320 Л 
OCL India 562.29 3570 8958 — 2136 500 2113 5% 
Hikal 227.55 4043 6396 3057 2642 238 2 





Figures are for four quarters from Jan.-Dec. 2005 РВОТ: Profit before depreciation and tax PAT: Profit after tax — PBDIT. Profit before depreciation, interest and ах "Weighted score out of 100 


If you have the experience... 


| 
| 


and the aspirations... 





TU m 
Ten ai vo needis the lading ie P B ton ror | 


One Year Post-Graduate Programme in Management for 
Executives (PGPX)... From Indian Institute of Management, 
Ahmedabad - Asia's leading Management School. 





PGPX has been designed to sharpen the skills of bright and 
aspiring men and women to help them evolve as management 
leaders in the global arena. 


With general management orientation and emphasis on 
international exposure and global business skills, this programme 
is ideal for mid-level managers. 


Apart from its world-class infrastructure, IIM Ahmedabad is known 

for its ambience that is conducive to continuous learning. What's 

more, this residential programme offers separate accommodation ‹ 
for single and married participants. 


If you have the aspiration to evolve into management leaders of 
tomorrow, PGPX is the programme for you. 


Apply online: Eligibility: x Bachelor's degree or its equivalent in any discipline 
http://www.iimahd.ernet.in/pgpx/pgpxone.htm х GMAT score obtained after April 1st, four years prior to the start of 
the programme 


X Minimum completed age of 27 years by March 31st prior to the 
start of the programme with substantial experience 


Manager, PGPX 
Indian Institute of Management, Ahmedabad 380015, India 
INDIAN. RRA Tel: +91 79 2632 4449, Fax: +91 79 2632 4447 
INSTITUTE OF EE мук Mobile: +91 94266 OPGPX, +91 98253 IPGPX, +91 98253 27479 
MANAGEMENT AHMEDABAD Email: pgpx@iimahd.ernet.in Web: www.iimahd.ernet.in 


Ahead with the world Pgpx.iima@gmail.com 





PGPX: 


nk Company Name 


%) Change 





at eet 


PAT 
1 Teledata Informatics 463.84 131.92 192.8 216.27 22429 16213 100 
2i — Crew BOS Products 122.81 1437 20.19 78.92 142.33 12433 100 
3 . Helios & Matheson 195.30 32.84 49.63 73.65 108.24 68.58 93 
4 KRBL 712.87 28.27 728 61.01 95.37 85.67 91 
5 Kei Industries 271.75 21.25 35.89 62.06 303.23 12417 90 
6 _ Lloyd Electric & Engineering 324.50 27.02 39.08 55.37 405.05 147.19 89 
7 Surya Pharmaceuticals 232.33 22.59 44.64 46.24 154.39 7764 79 
`8 Zenith Computers 343.40 11.88 20.45 34.63 31538 17086 78 
9 Asian Electronics 141.23 19.37 36.39 49.40 290.52 5220 75 
10 Sonata Software 134.53 22.38 30.91 5051 47.14 5876 р 
jv Magma Leasing 125.89 28.77 47,39 46.64 44.28 119.91 11 
12 Aegis Logistics 159.31 28.17 41.62 50.59 136.92 36.68 68 
ha^ Ind-Swift Laboratories 325.83 36.48 57.87 61.74 90.40 51.02 64 
"M. GIC Housing Finance 148.42 30.00 41.24 2930 75.64 7753 63 
15 Visaka Industries 271.15 19.24 45.62 38.21 61.82 38.45 63 
16  Tinplate Company of India 356.94 43.87 78.43 42.34 101.52 26.05 61 
Î7 Greenply Industries 214.65 10.11 24.85 2509 77.37 50.06 58 
18 Vishal Exports Overseas 3,542.32 53.15 88.64 27.32 58.51 20.98 58 
19 Dewan Housing Finance Corporation 199.27 36.11 429 28.69 52.17 44.98 56 
20 Vaibhav Gems 205.58 2447 27.9 25.76 9943 9443 56 
21 Amara Raja Batteries 316.33 15.14 41.46 57.10 56.08 48.92 53 
22 | FCI OEN Connectors 140.91 17.50 35.93 24.73 48.43 39.97 41 
po Suprajit Engineering 115.98 122] 21.69 32.69 28.39 29.03 42 
FE Munjal Auto Industries 308.82 33.16 62.61 38.03 33.93 28.83 39 
i | Precision Wires India 317.08 18.65 32.36 23.28 36.63 28.06 33 
26. Zensar Technologies 208.42 31.99 49.06 25.35 24.52 29.28 21 


Figures are for four quarters from Jan.-Dec. 2005 PBDT: Profit before depreciation and tax PAT: Profit after tax PBDIT: Profit before depreciation, interest and tax "Weighted score out of 100 Source: СМЕ 


HOW WE DID IT 


m STEP 1: Shortlisting 

Only listed companies (BSE or NSE) were considered. 
A cut-off market capitalisation of Rs 100 crore (December 
31, 2005) and a cut-off sales revenue of 
Rs 100 crore (between January 1, 2005, and December 
31, 2005) were enforced. A total of 595 companies made 
the cut. Only companies with positive operating and net 
profit figures were considered. Period under consideration: 
the four quarters of calendar year 2005; i.e. January 1, 
2005, to December 31, 2005. 


ш STEP 2: Adjustments 

The operating profit (PBDT for banks and finance companies, 
and PBDIT for others) and net profit figures have been arrived 
at after discounting non-recurring income. 


W STEP 3: Measuring Growth 

Growth was measured as a factor of net sales (operating in- 
come for banks and finance companies), operating profit, 
and net profit. The weightages assigned were 40 per cent 
for net sales, and 30 per cent each for operating and net 
profits; these were further split equally across four quarters 





(i.e. 10 per cent for net sales for each quarter and so 
on). A growth of over 60 per cent fetches the maximum pos- 
sible score; a growth below 20 per cent, the minimum pos- 
sible score; and a growth between 20 per cent and 60 per 
cent, a proportionate score. 


m STEP 4: Sanity Check 
Only companies that showed a growth higher than 20 per 
cent on all parameters on an annual basis were included. 


m STEP 5: The List 

The listing was broken up to factor in size. The companies 
are categorised according to their market cap, and not rev- 
enues like last year. In a booming stock market, it 
seemed to make more sense to categorise companies ac- 
cording to their market cap. Thus, there are three lists— 
one of companies with m-cap higher than Rs 1,000 
crore, the second of companies with m-cap between Rs 
500 crore and Rs 1,000 crore, and the third of compa- 
nies with m-cap lower than Rs 500 crore. Eventually, 26 
small companies, 24 mid-sized companies and 77 large 
companies (but only 50 listed) made the grade. I 
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A KNOCKOUT 
PERFORMANCE. 


IBM is the #1 Storage Vendor! for 04 2005 in India. 
We are also the 41 Server Vendor? in revenue across UNIX, x86, 
LINUX and x86 BLADE segments. 





опу! tomer 
ту 


A performance never witnessed in the Indian market before. A testin 
belief in our technology. Now, making an infrastructure decision is simpler than ever. Whateve 
your infrastructure requirement, integrating various platforms to get best-of-breed tior 


no more a worry. Just give us a call and see the power of leadership working tor 





IBM eServer™ xSeries 226 [IBM System p5 505 3580 Ultrium 3 Tape Drive (LVD) 
Price: Rs. 1,31,999* | Price Rs.1,94,000* Price: Rs. 2,25,000* 


Exchange any old LTO drive for йз. 20,000 less 


With 3 year IBM standard warranty 











| ibm.com/shopin - ف‎ yz 1800 4253333 
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Save up to 47%* plus get TIME Great Buildings Of the World FREE! 


TIME, the world's most respected weekly newsmagazine, is trusted 
PERSONS OF THE YEAR by millions of readers for insightful authoritative reporting. For active 
influential people who need to stay informed, TIME is the premier 
source for up-to-the minute information on world politics, business, 
finance, technology, education and more. 


Subscribe to TIME now and receive your free gift, TIME Great Buildings 
Of the World. 


Great Buildings Of the World is your 
gateway to the world’s most influential, 








astonishing and inspiring structures. You'll 
find visions of great beauty, icons that 





resonate with history, memorable homes, 
buildings touched by genius and sanctified by worship, engineering marvels 
and lofty skyscrapers. 


Best of all, it is yours absolutely FREE when you subscribe now! 


ings 


What's more, here are your other benefits: 
1. Save up to 47% off the cover price 
The World's 


2. Unlimited online access to the TIME Archive, every issue of TIME since 1923 E hari 
3. Free weekly e-newsletter, Ahead of TIME, exclusively for TIME subscribers ` rar end 


Astonishing 
Structures 


4. Special Issues: Asian Journey, Asia’s Heroes and Person of the Year 
5. Free Delivery to your home or office 
6. Money Back Guarantee - You must be completely satisfied or 


you'll receive a full refund for all unmailed issues. 


1. 24-Hour Customer Service - You can manage your subscription 

24 hours a day at www.timeasia.com/customer service 

А RNS бус » 

8. Bonus Gift - If you subscribe for two years Ф ‘7 

or more, you'll receive an extra mystery 
gift absolutely FREE! 





• 210mm x 283mm 





* 170 pages 
* Hardbound 


* Printed in the LIS (July 2004) 








YES! Please send me TIME for the term I've indicated below. www.timeasia.com 


] 3 years (162 issues) for a total of Rs 6,804 - only Rs 42/issue no 
2 years (108 issues) for a total of Rs 4,644 - only Rs 43/issue 
C] 1 year (54 issues) for a total of Rs 2,376 - only Fs 44/issue 


] Please send me my FREE gift(s)" with my paid order.  T1A5253(A/B) 
Name (Mr./Ms.) : Please print and underline surname 





Address _ Home . | Office 




















= Е Е ЕСЕ Post Code _ з 
Те! (Н) - — (O) = = Fax _ = 
E-mail = CAPS — New Renew — u 
(БИ! in to receive TIME e-newsletter) Please sca i umb 
Choose one: 
[C] Charge my credit card: = eS E р 
Сага Мо Ехрігу = Signature E 
C] Enclosed is my O Cheque O DD No. z (Payable to LM A/C TIME. Рог non-Delhi cheques please add Rs 10) 


* on the 3-year term. 2 FREE gift is TIME Great Buildings Of the World upon your paid subscription plus à bonus mystery gift for 2 or 3 year term 


Please allow 6-8 weeks for commencement of your subscription. Rates and offer valid in India until December 31, 2006 only. Your subscription will be hand delivered by courier 
n Delhi, Mumbai, Kolkata, Chennai, Hyderabad, Pune, Ahmedabad and Chandigarh and by mail to other destinations. All enquiries to be addressed to Living Media india Ltc 
directly. TIME’ c price is Rs BO. Savings are off the cover price. TIME Asia publishes four double issues a year. Each counts as two of 54 issues in an annual subscr TIME 


Asia may also publish occasional extra issues. All disputes subject to the exclusive jurisdiction of competent courts in Delhi only. For subscription related queries, please 
11) 5103-4701, fax (11) 2368-4841 or e-mail to timecareGintoday.com. This order is subject to acceptance by Time inc. , 30/F Oxford House, Taikoo Place, Quarry Bay, Hong Kong 
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For The LastLap 


Walking away into the sunset is much easier when you have a fat 
nest egg. With pension funds now fully under Section 80C, take a 


serious look at retirement planning. ANAND ADHIKARI 


ERE IS SOMETHING TO SCARE YOU. ASSUME 
you are 35 years of age, working in the 
private sector with a take-home pay of 
Rs 25,000 per month. You have dreams 
of retiring and tending to your roses 
when you are, say, 58. A fairly reasonable dream, you 
would say? As a prudent saver, you even have a mod- 
est nest egg in readiness. So, what's scary? 

Here's what: the size of your *modest' nest 
egg will have to be a whopping 
Rs 64 lakh, if you factor in 
inflation, want to 
maintain your 
standard of living, 
and if you assume 
a life expectancy of 75 
years. And to reach that 
target, you need to start 
saving Rs 6,121 every 
month right from today. 

That is not the kind of 
money most people save each 
month—unless you are one of 
those incredibly organised and 
far-sighted persons, in which case, 
of course, you needn't be reading 
this article at all. For the rest, face 
it—you are looking at salting away 
Rs 6,121 every month for the next 23 
years. And then—this is when you get 
really frustrated—you get to reach your 
target only if your money grows 10 per 
cent each year and inflation remains a con- 
stant 5 per cent. If either of these two 
critical factors varies, you start the 
math all over again. 

Who cares? Just you, appar- 
ently. The new Bill for a contribu- 
tory pension scheme for government 
employees, which was introduced in the 
Lok Sabha last year, is in limbo, thereby 
delaying the setting up of the Pension Fund 














Regulatory and Development Authority, which is part 
of the legislation. 

The market for retirement products per se has not 
developed despite the presence of private sector 
insurance companies. So far, the little growth wit- 
nessed in this segment has been pushed mainly by the 
tax exemption on pension products available under 

Section 80CCC of the Income Tax Act. According 
to available statistics, the pension products market 

in the private sector grew from Rs 700 crore in 
2003-04 to Rs 1,100 crore in 2004-05. That's 
not something to write home about. “There is 
a complete lack of awareness about retirement. 
People tend to spend or save rather than 
invest for their retirement," says Sam 
Ghosh, СЕО, Bajaj Allianz Insurance 
Company. This, however, is set to 
















43340103 
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change, as a young workforce begins 
to earn far more than previous gen- 
erations. Even after spending on 
consumption items and flirting with 
the equity cult, they mostly have 


Moderate returns, no risk; good for those who plan to play it safe. 





Rs 6,000 


Traditional Plans 





Rs 50,000 


enough investible surplus to start ^ у Prudential 5-30 yrs 3.5% compounded 
thinking of long-term savings. annually for first 
"Slowly, people are becoming aware four years on sum 
of the benefits of systematic invest- assured 

ment planning, rather than the ear- Мау New York Life Rs 5,000 10-40 yrs Rs 1,00,000 Вемегѕіопагу and 
lier tendency of investing in an terminal bonuses 


erratic manner,” points out Sujit 
Ganguli, Marketing Head, icici 
Prudential. 
Some hope: Finance Minister P. 
Chidambaram has given retirement 
products a leg up in this year's 
Budget by clubbing the limit under 
80CCC with that available under 
Section 80C, thus, increasing the 
tax-exempt investment limit from 
Rs 10,000 per annum to Rs 
1,00,000 per annum. The indus- 
try, however, is divided over this 
move. While some welcome it on 
the grounds that individuals can 
now invest up to Rs 1 lakh in 
retirement products, others point 
out that this might not necessarily 
happen. *Clubbing short-term and 
long-term savings under one sec- 
tion may encourage tax-savers to 
move towards short-term savings 
like ELSS (equity-linked savings 
schemes) of mutual funds. Insurance 
companies, which sell long-term 
retirement products of over 10 years, will also have to 
compete with short-term products like fixed deposits 
with tenures of over five years," points out K.S. Sridhar, 
Manager (Projects), HDFC Standard Life Insurance. 
The argument basically is that investors will gravitate 
towards other instruments when retirement plans are 
clubbed with all other savings, since unit-linked plans 
have a lock-in of five years which the others don’t. “We 
will now have to push retirement products based on the 
risk cover aspect to compete effectively with other 
tax-saving instruments under Section 
80C,” says Ghosh. This unhappiness 
is echoed by Sridhar: “The ideal 
way would have been to enhance 
the limit under Section 80CCC.” 
On the other hand, ICICI 
Prudential Life Insurance, the largest 


private sector insurer, sees an 





ICICI Prudential 
HDFC Standard Life 





Birla Sun Life Insurance 


This is just an indicative listing and not a comprehensive one 


Retirement 
products will 
always be bought 
for their long-term 
regular payouts 


Soutce: Company reports 


Unit-linked Plans 
High-risk, high-return; good for the 20-30 age group. 






linimum - 


Min. 10yrs After 1 yr 10-15 
Rs 10,000 Min. 10 yrs Anytime 10-15 
Source: Company reports 


Single Premium Unit-linked Plans 
High-risk, high-return; good for 35-plus; self-employed. 






GOV à 


18-65yrs 110% of the 10-15 
single premium 
i.e. min. Rs 55,000 






Rs 50,000 


OM Kotak Life Insurance Rs 50,000 — 18-60 yrs 102% of single 10-15 


premium 
Source: Company reports 


opportunity in the revamped Section 80C. Says Ganguli: 
“Even under the new basket, retirement products will 
be bought for their long-term, regular payouts. They are 
an effective way to save taxes and earn potentially 
higher returns over the long term. To some extent, pen- 
sion plans face competition from РРЕ (Public Provident 
Fund) in this area. ELSS, on the other hand, are typically 
short-term in nature and not suitable for retirement 
planning.” 

Says the CEO of a private insurance company: 
“Short-term bank deposits of over 
five years, which now enjoy tax 
exemption on interest earned under 
Section 80C, are taxable on matu- 
rity. This will encourage people to 
invest more in retirement prod- 
ucts.” Obviously, what insurance 
vendors are trying to sell is the fact 
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that pension plans will come with 
bonus and annuity features built 
into them. Says Ganguli: *The 
chances of an upside in a unit-linked 
retirement product are very high 
compared to other tax-saving prod- 
ucts available under Section 80C. In 
fact, inflation may eat away the 
moderate returns offered by other 
savings products." 

However, industry experts point 
out that ELSS are not that popular 
among tax-saving instruments, as 
they accumulate savings but don't 
come linked with a life insurance 
benefit. In fact, statistics from some 
private sector insurers show that 
of the Rs 40,000 crore mobilised by 
mutual funds through NFOs (new fund offerings) in 
2005, ELSS attracted a paltry Rs 1,500 crore. “We are 
not very worried about ELSS, but may face some com- 
petition from PPF," says an insurance executive. 

Your retirement bouquet: Today, there are broadly 
three options available to you when it comes to 
retirement planning. All the options come with life 
cover. The option you choose to take will depend 
largely on your age, income, risk appetite, and how and 
when you plan to retire. (see tables) 

Endowment plans: These are the traditional plans 
where you can choose the premium you want to, or can, 
pay, the amount you want to receive upon retirement, 
and the date that you want this amount. Your money 
normally grows at the rate of 5-6 per cent per annum 
under an endowment plan—this is not very high but that 
is because these plans invest a major chunk of the 
money in safe, assured return assets. This is particularly 
reassuring for risk-averse people, or those who are 
nearing the end of their earning years and cannot afford 
to take too many chances with their capital. 

At the time of maturity, you can expect to get 
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Buying Into ULIPs 





ICICI Prudential Invest Shield 12.05 
ICICI Prudential Pension Maximiser 23.21 
Birla Sun Life Pension Growth 13:37 
Birla Sun Life Pension Enrich 15.55 
Bajaj Allianz Equity Plus 20.62 
Bajaj Allianz Equity Index 17.81 


(*For March-April 2006) Source: Company reports 
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Retirement planning: Buy a scheme that suits your age and risk profile 
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back the sum assured plus any bonuses that your pol- 
icy might have earned. Although endowment plans 
are witnessing a gradual loss of popularity, that’s pos- 
sibly because markets are booming now, automati- 
cally making plans with market-linked earnings more 
attractive. As Ghosh says: “Unit-linked products are rid- 
ing high on the market boom, but any reversal of the 
stock market cycle may bring endowment policies 
back to centrestage." And in any case, when it comes to 
the safety angle, there's little to beat this product. 
Unit-linked plans: Today, unit-linked plans are the 
most popular retirement product among investors. In 
fact, their popularity has attracted some amount of flak 
because insurance companies have been accused of 
mis-selling the product. The Insurance Regulatory and 
Development Authority (IRDA) has since brought them 
under the scanner and introduced several measures, 
including a five-year lock-in stipulation, to protect 
investor interest. 

Under a unit-linked plan, you basically get to max- 
imise your gains by taking a little bit of risk (the equity 
component is higher in these). After the new regulations, 
these schemes have become more transparent—you can 
monitor the performance of the scheme as NAVs (net 
asset values) are declared regularly. And insurers have 
been told to disclose what proportion of your money 
they put into the investment and insurance baskets. 
Since a large amount of the investible portion of your 
premium is put into equity, the returns are higher 
than from a traditional endowment plan. At the time of 
maturity, you get the sum that has accumulated in 
your scheme over the years. On an average, ULIPs can be 
expected to return 10-15 per cent per annum on an 
annualised basis. “ULIP products are popular among 
younger people who are willing to take a little bit of 
risk," says Sridhar. 









One Bank. Many solutions 
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Mutual Fund Investment opportunities: 






Schemes from ABN AMRO Asset Management India, Alliance Asset Management Company, 4 
Benchmark Asset Management Company, Birla Sunlife Asset Management Company, BOB Asset 1 
Management Company, Canbank Investment Services, Cholamandalam Asset Management Company, 
Credit Capital Asset Management Company (Taurus), Deutsche Asset Management Company, DSP 
6 Merill Lynch Asset Management Company, Franklin Templeton Asset Management Company, HDFC 
S Asset Management Company, HSBC Asset Management Company, ING Asset Management Company, 
JM Financial Asset Management Company, Kotak Asset Management Company, LIC Asset Management 
Ы Company, Principal PNB Asset Management Company, Prudential ICICI Asset Management Company, 
Reliance Asset Management Company, SBI Asset Management Company, SBi Asset Management 
Company, Standard Chartered Asset Management Company, Sundaram Asset Management Company, 
TATA Asset Management Company, UTI Asset Management Company 
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Banks 
Deposit Products : Young Saver's Deposit * Flexi Term Deposit * Regular Recurring Deposit * Two-In-One Deposit * Sweep-In & Sweep-Out Deposit 
* Flexi Recurring Deposit * Regular Savings Account * Regular Current Account * Premium Savings Account * Premium Current Account * Monthly 


Income Plan * Senior Citizen Scheme * Zero-C Current Account 


Loan Products : Home Loans * Vehicle Loans * Loans Against Demat Shares * Loans Against Property for Business * International Mahila Card 
* Home Loans for NRIs * Credit Facilities Against Specified Securities * Loans Against Mutual Funds * Traders Advances * Mortgage Loans 
* Discounting of Lease Rentals * Personal Loans * Loans to Doctors 

For more information please log on to www.indusind.com or mail us at reachus@indusind.com 
Toll free no. 1800 22 0061 
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Single premium plans: As the name 
suggests, under this policy, you are 
required to pay only a single pre- 
mium in the first year. Because of 
this advantage, these plans are very 
useful for people with erratic 
income streams. Self-employed peo- 
ple, artists, sportspersons and busi- 
nessmen typically should opt for 
single premium plans. Many poli- 
cies give you the option of adding 
to this premium amount at any 
point when you have a lump sum 
to spare, thus, adding to your cor- 
pus at your convenience. "Single 
premium retirement products are 
becoming popular in the market 
because a customer doesn't want to 
keep putting in money for 10-15 
years," says Ghosh. 

The МАУ issue: Most private sec- 
tor insurance companies launched 
their retirement plans in early 2001 
and today these are available at a 
premium. The NAVs of most of the 
plans are ruling between Rs 12 and 
Rs 20 (see tables). Ideally, if you 
are buying a retirement plan today, 
you should use this window to buy 
an existing retirement plan from a 
private sector insurance company at 
the current NAV. *It makes sense to 
buy an existing retirement plan 
rather than enter a new one when 
the market is running at a historical 
high," says Ganguli. 





One Jump Ahead 


RETIREMENT PLANNING IS SOMETHING THAT'S ALMOST ALWAYS LAST ON PEOPLE'S 
financial To-Do lists. You buy life insurance, you insure your car and your 
health, you buy a house and save for a son's wedding, but for some 
strange reason you expect retirement planning to happen all on its own. But 
with increasing life expectancy and the looming menace of inflation, you won't 
be able to get away with this much longer. Here are a few eye-openers. 


The joint family security blanket is gone: Your kids will move out and not 
necessarily support you. When you are on your own, you need adequate 
money for you and your spouse to meet daily expenses and medical costs and 
afford some luxuries and maybe a retirement home. The earlier you start sav- 
ing, the more you will have. So, buy a retirement scheme, even if only as a 
tax-saving move. 


Interest rates are declining: Despite the temporary firming up of rates in 2004 
on the back of inflationary pressures, the long-term outlook is clear. Expect 
to earn less on your deposits in future, while seeing your earings eaten away 
by inflation. 


Expenses will balloon: When you are young, you have fewer responsibilities. 
Most people are unable to anticipate future big ticket expenses like marriage, 
kids or housing. This puts paid to any planned savings. Sit down with an 
expert and try to project future expenses realistically. Then decide when and 
with how much you want to retire. 


Shop around: Over half a dozen private insurance companies offer retirement 
products with add-ons, prominently ICICI Prudential Life, HDFC Standard Life, 
SBI Life and Bajaj Allianz. Call them for detailed information. Even if you are 
young with no plans to get married in the next five years, buy a single pre- 
mium plan or a unit-linked policy with a heavy equity component. It will net 
you a windfall at retirement. 


Don't touch it: Once you buy one, don't even think of withdrawing the money 
for any other purpose, however pressing. When the plan matures, invest the 
cash into a new pension plan. 


The mutual fund option: There is a fourth option for 
growing your retirement corpus—mutual funds. While 
it could be argued that understanding the nature of a 
pension plan and deciding which one suits your profile 
makes it a difficult exercise, practically anybody can 
invest in mutual funds. In fact, a mutual fund is a 
more efficient vehicle when it comes to investments and 
fund management. 

If you are looking for long-term earnings, buy a 
close-ended or open-ended fund and stay invested till 
the maturity. Once the accumulation 
stage is over, take the money out 
and buy yourself an annuity plan 
from any private life insurance 
company. If you are young, invest in 
diversified schemes and see your 
money grow much faster than in a 
pension plan, and then buy yourself 
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Single premium 
pension plans are 
useful for people 

. With erratic 

income streams 


an annuity with your earnings. 

But, if you are risk averse and don't trust either a 
mutual fund or pension plan, you could ideally opt for 
a PPF, and at the end of the 15th year, use the maturity 
amount to buy an annuity from any insurance company. 

One word of caution though—if you are plan- 
ning to take the plunge into a retirement fund right 
away, it is better to wait till the Pension Bill is passed. 
If it goes through, many mutual funds and other 
institutions like IDBI Capital Markets, UTI Mutual 
Fund and Principal Group may 
enter the pension space initially to 
handle the government retirement 
kitty and, at a later date, the savings 
of private sector employees. This 
means many more product choices 
for you and many more ways to 
get to your rose garden. 


Enter here for all your 
financial needs. 


Corporation Bank gives you a whole host 
of Insurance and Investment products under one roof. 
Of course, this is apart from all the banking services you 
have always trusted us for. 


Products Marketed by CorpBank: 
Life Insurance * Non Life Insurance * Bancassurance 
* Health Insurance * Mutual Funds * Export Credit Guarantee 
* Gold Banking * Tax Payments 


Corporate Office: Mangaladevi Temple Road, Mangalore - 575 001. 
Tel: 0824-2426416-20. Fax: 0824-2444617. 


[©] Corporation Bank 


A Premier Government of India Enterprise 








Mukesh Gupta: "I have changed brokers many times in search of sound research reports" 


At A Screen Near You 


The number of online trades has risen dramatically, but you still get some 
error messages. Has Net trading come of age? NITYA VARADARAJAN 


URE, YOU STILL WANT NEWSPAPERS AND YOUR 

morning coffee but face it, the day really starts 

only after you have checked your e-mail, right? 
And it's not just mail—newsletters, diary prompts, 
bank statements, bill payments, ticket bookings—we 
can't seem to do without the internet. It comes as no 
surprise, therefore, to find that roughly 1.3 mil- 
lion Indians trade in stocks online. The bulk of this 
growth has, in fact, happened over the last two 
years. Today, online trading accounts for 12 per cent 
of the daily turnover at NsE (National Stock 
Exchange), up from 4 per cent in 2004. 

The computerisation of NSE and NSDL (National 
Securities Depository Ltd) and the initiation of the 
T+5 settlement system (where settlements take place 
five days after the transaction) were the first triggers for 
online trading, but it was really the T+2 settlement that 
allowed it to fully take off. Today, every broker worth 
his salt and his place in the top 15 brokerages in the 
country claims to offer online trading. 

ICICI direct.com and HDFC Securities were among 
the first and are today the largest players—icici 
direct.com alone has eight lakh registered users—in 
online broking. But traditional brokers are also entering 
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this space aggressively. Kotak Securities has taken the 
lead with some heavy-duty marketing and has 75,000 
users, while other players like Sharekhan (sski Securities) 
and Spaisa.com (India Infoline) are catching up. Smaller 
names like Motilal Oswal and Angel Trading are also 
actively promoting their online ventures, while many 
Tier 2 brokers such as JRG Securities and Emkay Share 
and Stockbrokers are coming out with public issues to 
raise money for tech revamps. 

The problem, however, is that not all of these 
smaller companies offer online services that are fully 
hassle-free, or, for that matter, truly online. Smooth 
internet trading depends heavily on the magic three-in- 
one link—online trading account+savings 
account+online demat account—which is where com- 
panies like ICICI direct.com and HDFC Securities score. 
The other big plus for them is their banking background, 
which automatically earns them the customer's trust. 

While the banks score on connectivity, they lag 
behind in broking services and customer service. 
Meanwhile, the pure-play brokers who are going online 
are still conditioned towards offline broking—where the 
customer *depends' on them and makes money based 
on this personal equation. These brokers still treat 
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Before You Trade Online 


€ Ask for а free demo on your home PC. Brokers 
love to blame your system or connectivity to cover 
up shortfalls on their websites. 


€ Call customer care numbers and online helplines 
to see how fast the response is before signing up. 


@ The site should display live scrip prices, at least 
of your own portfolio, besides performance details 
like daily highs/lows and trading volumes of 
other scrips. 


@ Check the Power of Attorney document carefully, 
preferably with the help of a lawyer. You don't 
want your stocks sold without your knowledge. 


@ Look for hidden charges in the offer document. 


@ Find out the frequency of research reports, and 
whether intra-day tips are available online/on SMS. 


€ If you are a novice, find a broker who conducts 
beginners’ classes or handholds you in the initial stages. 


€ n case of systems failure, your broker should accept 
telephone orders, i.e., ensure that your order is 
recorded on the landline. 


online broking with reservation—it takes clients away 
from their sphere of influence—and skimp on services. 

Customers aren't really asking for the moon. All they 
want is a smooth, secure and anonymous trading plat- 
form where all transactions are executed with ease. In 
terms of transactions, they want simplicity and trans- 
parency, easy access to demat accounts, records of 
the purchase and present prices of their stocks, and 
smooth fund transfers. In terms of service, they look for 
customised care, handholding for newcomers, solid 
research reports that can give them at least a 90 per cent 
hit rate, and, of course, broking rates that are com- 
petitive and commensurate with the services. 

All of this is not available today, and certainly not 
on one platform. Most customers are using the trial- 
and-error method to find the online broker that suits 
them best. Some want low charges, some want high 
security, some expert advice—so it pays for you to do 
some groundwork before you decide who to go with. 

If low brokerage is what you're looking for, Geojit 
Securities and 5paisa.com offer among the lowest 
rates; the former's intra-day charges are 0.03 per cent 
and delivery charges are 0.3 per cent each way while the 
latter charges 0.05 per cent and 0.2 per cent, 
respectively. ICICI direct.com, on the other hand, 
charges 0.10 per cent for intra-day trades and 1.25 per 
cent for delivery trade, plus an annual maintenance 
charge of Rs 500 for demat accounts. Except for some 
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sites like Geojit that offer it free, most others charge Rs 
300-500 for demat maintenance. HDFC Securities" 
rates, too, are high, at 0.15 per cent (intra-day) and 0.5 
per cent (delivery), but companies like these have to jus- 
tify their charges or face customers like Mukesh Gupta. 
This Mumbai-based investor, who has been trading on 
various platforms trying to find his ideal broking 
match, says: “The brokerage rates of these banks are too 
high compared to the services they provide.” 

Most online brokers allow margin trading, which 
works on a standard format, where you deposit a 
minimum amount of about Rs 20,000 and are given a 
margin account that is four to five times this. Geojit’s 
margin trading system, however, is totally different— 
it follows NsE's margins on scrips and adds 3 per cent 
or more for its risk management. So, if you have a Rs 
10,000 deposit with Geojit and want to buy a scrip 
where NSE's margin is 15 per cent, Geojit gives you a 
margin of 18 per cent. Trades are automatically squared 
off after a warning trigger. 

Another big factor that swings online investors is the 
quality of investment advice. ICICI direct.com, for 
instance, believes strongly in classroom education and 
this is perhaps a big reason for its large client base. It 
offers research reports, technical analysis and solid 
factual reporting. It also has a good FAQ (frequently 
asked questions) page telling the first-time online 
investor exactly what he needs to do for registration and 
trading. Motilal Oswal is another broker that gets full 
marks for investment counsel. With a base of 5,000 
active online users, this company has made a name for 
its in-depth research and users say stock recommen- 
dations are mostly bang on target. 

Poor research just as easily alienates clients. Online 
investors often complain that some research reports and 
company fundamentals cannot be accessed. But the 





Thyagarajan: "5paisa.com is lenient with delayed payments" 
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In-house, weekly e-mail 


ICICI direct.com Intraday: 0.10, Rs 4,000 Four times Rs 500 2.30 p.m. 
Delivery: 1.25 Иб А Kee; A : 

HDFC Securities Intraday: 0.15, Rs 700 Four times Rs 350 In-house, weekly e-mail 3.00 p.m. 
Delivery: 0.5 

Kotak Securities Intraday: 0.06, Rs 1,200 Five times Rs 360 In-house, SMS/ 3.30 p.m. 
Delivery: 0.6 tele alerts, daily e-mail 

Sharekhan Intraday: 0.01, Rs 100 Four times Rs 300 In-house, SMS alerts, 3.30 p.m. 
Delivery: 0.5 __ 4 xA e-mail thrice daily 

5paisa.com Intraday: 0.05, Rs 5,500 Account balance Rs 250^ In-house, daily e-mail 3.30 p.m. 
Delivery: 0.2 _ based oF. 

Motilal Oswal Intraday: 0.75, Rs 500- Five times Rs 600 In-house, daily e-mail 3.30 p.m. 
Delivery: 0.4 1,500* en 

Geojit Intraday: 0.03, Rs 500 NSE margin Free In-house, outsourced, 2.45 p.m. 
Delivery: 0.3 + 3% SMS, daily e-mail 

*Plus minimum brokerage commitment of Rs 500 p.m. or Rs 25,000 deposit ^ Plus transaction debit of 0.05% per scrip Source: BT research 


companies are taking steps to address this. Says Kotak 
Securities CEO & Executive Director $.A. Narayan: 
“We have a centralised toll-free customer care number; 
if deficiencies arise despite this, we will endeavour to 
rectify them.” Recently, Kotak has included 
e-mailed reports and an equity portfolio tracker among 
its services. Sharekhan scores very well on the stock rec- 
ommendations front but investors complain of fre- 
quent technical glitches and poor service. Says a 
Sharekhan spokesperson: “Our Mumbai centre recently 
revamped the customer care centre, making it toll 
free. This is going to be implemented across centres.” 

Timings can also be an issue. On the Geojit site, for 
instance, day trading closes at 2.45 p.m. A customer 
complains: “Early closure makes it difficult for day 
traders.” Kotak Securities, on the other hand, allows 
intra-day trades till the market closes and also waits for 
six days for delivery trade amounts to be settled, although 
it does levy an interest. While ICICI direct.com and 
HDFC Securities also square off at 2.30 p.m. and 3 
p.m., respectively, the pure-play brokers generally allow 
trading till market closes. 

Technical glitches continue at many of these online 
trading sites, making life difficult for customers. At the 
HDFC Securities site, customers complain about the 
absence of a live price scroll while the Sharekhan site 
requires users to download software for web-based 
trading, which means they cannot trade from any- 
where they want. Says a Sharekhan client and a former 
Canara Bank employee A. Revathy: “I am seriously 
considering moving to an offline broker.” Kotak 
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Securities’ customers complain of difficulties in down- 
loading its advanced trading platform. 

On the other hand, something like Spaisa.com’s 
demo site—which allows you to see exactly what to 
expect from online trading after enrolling—goes a 
long way in building user confidence. Padma 
Thyagarajan, an HR manager with a café chain and a 
Spaisa.com trader, says: “In case of delayed payments, 
the site does not charge interest or sell the stock 
without intimating the client.” 

Many online brokers have moved from single to 
multiple platforms, each compatible for certain con- 
ditions. For example, Kotak Securities has three plat- 
forms: for LAN systems, for single pcs and for stock 
quotes. Others like Spaisa.com have two platforms, one 
Net-based and accessible from anywhere and the other 
cp-based. And Geojit has three platforms, one with 
streaming quotes, another without, and a third speedy 
download option that comes with a minimum bro- 
kerage commitment. Decide your usage pattern to 
discover what kind of platform you require. 

Then, there's the security angle. While ICICI 
direct.com and HDFC Securities' banking backgrounds 
make their systems reassuring, the other sites too boast 
encryption software, firewalls, two-level passwords and 
internal audit systems; some like Geojit and 5paisa.com 
also educate clients on Net safety. 

So, if you've been thinking it's just a question of sign- 
ing up with the first web broker who approaches you, 
think again. You need to do some homework before 
you click the Buy Now’ button. 
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NEWS ROUND-UP 





April Rain 


After a halcyon phase, the market is roiling again, triggering worries of an imminent 


crash. What's in store? ANAND ADHIKARI 


ATE: 07 APRIL 2006. THE SENSEX IS AT 11,931 
D points, a historical high. The investor com- 

munity starts chilling the bubbly to celebrate 
what now looks inevitable: the 12k breakthrough. 
The market has other ideas, though. Later that very day, 
it starts a sharp slide, slipping to 11, 237 points by April 
13. There's palpable nervousness now, with dire pre- 
dictions of a crash. 

“It’s psychological: the fear that the market is 
fully valued and may crash anytime is setting off 
panic reactions even when small negatives hit the 
bourses," says Sushil Muhnot, Managing Director, 
IDBI Capital Market Services. Experts say volatility 
has set in because the market breadth has been 
weak overall, with more stocks falling during a 
day than rising. (See Losers Are Gaining.) 

Contrary to common fears, however, this is not pos- 
sibly a sign of bad times ahead. *The fundamental 
story still looks intact," says Pankaj Namdharani, an 
analyst at SAP Securities. 


LOSERS ARE GAINING 


In recent times, losers have outnumbered gainers on 
the National Stock Exchange. 


Mar '06 416 457 0.89 
Feb O6) 50 381 | 485 0.79 
Јап'06 . — 407 _457 0.89 
Dec'5 — — 416 80 097 
Nov '05 467 376 1.24 


* Average number of shares whose prices have risen/ fallen Source: NSE 


SENSEX ROLLER COASTER 

Daily fluctuation is on the rise on Dalal Street. 
ApS! 11,755 11,653 102 
April 7 11,930 11,564 366 
ApillO ^ 11,691 £21,535: 156 
Apill2  . 11,702 . 11,302 400 
April 13 11,380 11,008 372 
Source: BSE 
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If that’s so, just what is triggering the fall? “Large 
money flowing into a few select stocks breed volatility,” 
says Namdharani. This might not continue. With 2005- 
06 results due to come out soon, investors are likely to 
take fresh positions in mid-caps. This will make the mar- 
ket more broad-based, say analysts. Remember also 
that the RBI has recently started putting the screws on liq- 
uidity, which has cooled off market speculation. 

Adding to the chaos, of course, is the fact that Fils 

(foreign institutional 


Fils ON SELL MODE investors) are not playing 
The fall is also due to ball, choosing to use the 
foreign institutional rise towards 12k to book 
investors booking profits. profits instead. Their spurs: 
soaring global interest rates 
ApS | 132 and high crude oil prices. 
April 7 314 What s interesting, 
Aor у though, is that even in this 
April 10 (-427) : is : 
i high volatility scenario, 
April 12 (-421) 
Aot there are buyers at the bot- 
pril 13 (-734) 3 Se 
. tom pushing up the indices 
"gen n ДЫЗ Source: Sebi during the day. “Investors 
sitting on cash are definitely 
shopping in the market for 
TRADING TURMOIL good deals," agrees 
Stock churning on the NSE — Muhnot. 


has gone up Sheep To panic now is fool- 





ROVER ish. In fact, investors have 
April 5 — 9,173 to learn to live with heavy 
April 7 13,002 fluctuations when the mar- 
April 10 — 8,934 ket reigns at such high lev- 
April 12 10,919 els. Our tip: invest for the 
April 13 11,523 long term and ignore daily 
Figures in Rs crore Source: NSE fluctuations. 
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Look Beyond The Biggies 


In a booming cement market, the smaller companies 
look like they could pack a very strong punch. 


CONVENTIONAL WISDOM WILL SAY THIS 15 NOT THE RIGHT TIME TO 
enter the stock market. But the cement sector, with its 
strong array of mid-rung companies, still has a significant 
number of value stocks. Some of these are still trading at 
a discount to their larger rivals at a time when the sector is 
showing strong growth. 

The withdrawal of fiscal incentives has restricted capex 
in the cement sector to low-cost, brownfield expansions. This 
lack of new capacity, coupled with rising demand, is driv- 
ing prices up and will help cement companies post good 
profits. With capacity utilisation at 88 per cent and the next 
greenfield plant still two years away, analysts feel the 
strong pricing trend will continue for some time. 

Demand, in fact, is expected to grow by 10 per cent in 
the next two years, with the maximum push coming from 
the booming housing sector, government spending on 
infrastructure, and large private sector capex plans. 

While large cap cement sector stocks are, expectedly, 
doing phenomenally well, the interesting story might lie in 
the mid-cap cement stocks now. Although they have already 
moved up in the last 15 trading sessions, analysts think 


Will They Connect? 














100 = tet ae 
Figures are adjusted closing prices on BSE in Rs 


JUST WHAT IS DRIVING THE MTNL STOCK NORTHWARDS? MARKET 
buzz has it that the BSNL-MTNL merger might finally be 
coming through. Says Alok Kejriwal, Director, KRIS 
Securities: “The news is pushing the stock up,” but any 
merger is unlikely to happen overnight. MTNL operates 
in Mumbai and Delhi while BSNL is spread across 
India. The merged entity will have a subscriber base of 60 
million, which will give it huge marketing clout with 
suppliers plus significant cost savings. “Since 1994, 
MTNL has underperformed. If a merger is actually on the 
cards, then there is certainly upside potential,” says 
V.K. Sharma, Director & Research Head, Anagram Stock 
Broking. It looks fairly priced, but investors might have to 
wait a while for appreciation. 

KRISHNA GOPALAN 
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Boom time: The cement sector is witnessing strong growth 


there is still some steam left in select scrips. Says Jaspreet 
Singh Arora, research analyst, Angel Broking: “The recent 
run-up in biggies like GACL (Gujarat Ambuja Cements 
Ltd) and ACC (Associated Cement Co. Ltd) has created a 
gap between large-caps and mid-caps.” 

While your bet should be on the fact that some 
amount of catching-up will take place, as Arora says, the 
rise will be in select mid-caps only, such as those with 
higher operating margins compared to their peers. “For in- 
stance,” he says, “the market will reward JK Lakshmi 
Cement more than Mangalam Cement.” Analysts also say 
mid-caps with a strong niche presence like OCL India will 
benefit at this point. OCL is growing strongly in the 
eastern market, where capacity addition is likely to be 
slow. Another promising stock is Shree Cements, one of 
the most efficient producers in the north. 

MAHESH NAYAK 


Mutually Satisfactory 


MUTUAL FUNDS ARE 
meant to encourage 
long-term investing but 
in India, piquantly 
enough, the scheme- 
hoppers make all the 
money. But Sebi 
(Securities and 
Exchange Board of 
India) is now finally 
rewarding faithful 
investors by prohibit- 
ing mutual funds from amortising new fund offer (NFO) 
expenses over five years. Funds will now even out expenses 
upfront and meet NFO costs (sales & distribution etc.) out 
of the entry load. Says Shashi Krishnan, CEO, 
Cholamandalam AMC: “This way long-term investors 
will not end up bearing everybody's expense loads." So far, 
schemes amortised expenses of up to 6 per cent of the 
total corpus over a five-year period, with the result that 
investors who stayed on in the scheme ended up bearing 
these expenses long after the short-term investors had 
exited. While Sebi's move won't necessarily stop scheme 
hopping, at least loads will now get fairly distributed. 
MN 





Sebi: Rewarding investors 
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Out Of The Box 


They sell everything, from floor mops to biceps builders, but should you be 
buying? A look at the tele-shopping phenomenon. SHALEEN AGRAWAL 







UST ABOUT 10 YEARS AGO, OUR TV CHANNELS 

redefined commercialism as we knew it. 

Instead of ads touting a cure for the 
common cold, we got to see bright-eyed 
presenters demonstrate novel products like bart 
wrist exercisers, magic dusters and electrical & 
doodads that did everything. And all you 
needed to do was call a number and order whatever 
it was you were watching on TV. 

Since then, tele-shopping or sky shopping has 
come a long way. According to some estimates, it 
is today a Rs 300-crore industry, and Dinesh 
Vadiwala, СЕО, Asian Sky Shop, predicts 
an annual growth of around 10 per cent. He 
may not be far wrong. Experts say sky- 
shopping accounts for 110 hours of Tv time 
daily, of which 24 hours goes on prime 
channels. And, say insiders, the industry 
serves 20 lakh customers every year. 

Asian Sky Shop, тус, TSN, Telebrands and 
Shop 24 Seven are some of the companies that 
sell their wares on air. The intriguing products 
and the persuasive spin have mesmerised viewers alright 
but it has taken some time to convert them into buyers. 
“Interest in the industry has grown only in the last three 
years or so,” says Vinod Agarwal, Chairman of TVC, one 
of the leading players in the business with estimated 
revenues of Rs 55 crore. 

And here’s the really cool thing about sky shopping 
in India, the land of the cautious buyer. Since people 
are paying as much as Rs 30,000 for, say, a treadmill, 
they would rather touch and feel it and be assured it 
really works. So, most sky shops have franchisees 
with physical shops that stock the products you see on 
tv. Customers see the stuff on their screens, then 
walk in, test and buy the product. And after one 
happy experience, they gain confidence about doing 
this sight unseen the next time. Shailendra Panchal of 
Mumbai-based Tanvi Enterprises, a TVC franchisee, 
recorded sales of Rs 4 crore last year. 

But why would anyone buy products they’ve only 
seen on TV? Chiefly because these are unique, bor- 
dering on the bizarre, and rarely found on the shelves 
of your neighbourhood store. Where else will you 
find miracle juicer-grinders, magic mops, tenacious 
home tools, and machines that reduce waistlines, 
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augment bustlines, remove wrinkles, or iron your 
hair? *We are constantly looking for innovative 
products," says Agarwal. 

But, as Agarwal adds, novelty is not everything; price 
definitely matters. So, ТУС is now beginning to sell 
cheap, not-so-unique products like branded crockery 
imported from Italy and Brazil. Says Agarwal: “The only 
way to increase business is to widen the range on offer. 
We will do so at low prices.” 

Should you buy? There are basically two issues 
when it comes to sky shopping: the danger of landing 
a dud and the premium price you pay for it. The for- 
mer problem has been addressed to some extent by the 
franchise outlet, where you can test your purchase. 
Asian Sky Shop claims to also repair and/or replace 
faulty products. “We believe in providing value for 
money,” says Vadiwala. 

The array of products available on Tv is definitely in 
the premium price band, ranging from Rs 990 for 
something like Ayurslim (an ayurvedic weight reduction 
medicine) and Rs 3,000-20,000 for gems and jew- 
ellery, to Rs 10,000-35,000 for Technowalkers and 
motorised treadmill. This is no deterrent though and 
buyers are increasing. Vadiwala attributes the growth 


4334010* 


to aggressive TV promotions triggering impulse 
purchases and to higher disposable incomes. 

If you are paying so much, surely you should be 
assured of quality? But industry watchers say counter- 
feits are a real threat, with cheap duplicates available 
readily. And when a customer is fobbed off with a 
faulty product, or something that is not *what we 
saw on TV", can she get redress? 

Pushpa Girimaji, consumer act- 
ivist, recalls how a customer ordered 
jewellery from a Tv shop and 
received something that was very 
different from what he had seen. 
The sky shop refused to replace the 
piece, saying it was merely an 
advertiser and that it was the sup- 
plier who was at fault. The good news: the consumer 
court ruled in the customer's favour, saying the sky shop 
was responsible for having delivered the wrong prod- 
uct, particularly since it had also charged the customer 
for insuring the product. 

Unfortunately, not all customers can or do go to 
consumer court. “These programmes also reach small 
towns, where awareness is low," says Girimaji. And 


Tele-shopping or 
sky shopping is 

today a Rs 300- 
crore industry 


access to consumer courts, difficult. The solution is to 
protect consumers at the time of purchase itself. *There 
should be a trial period of 15 days, when the consumer 
can use the product and get it replaced for free in 
case of problem or fault." 

Though both тус and Asian Sky Shop say they 
have a mechanism for exchange of faulty products, TvC's 
franchisee Panchal says: *We don't take back products 
once sold. There is a company cus- 
tomer care department that takes 
care of complaints." According to 
him, all products come with a six- 
month warranty. 

This anomaly about the 
exchange policy smacks of bad prac- 
tice. Faulty goods are bad news, 
more so if they are food or health products. If the sky 
shops shrug off responsibility, exactly where does the 
consumer go? 

Thus far, buying on Tv has been a fun-and-games 
thing. But if, as these companies predict, products and 
sales mushroom rapidly, it's time some strong regulations 
were put in place. Failing which, we say it's safer for you 
to stay on the couch and watch cricket instead. 


Nothing has changed... 
i i 
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Shift your entire household belongings, on time, in condition...and in Style. Professional 
Agarwal packing and moving expertise ensures safe delivery of your household possessions 
in as-is-was-is state, so that you and your family won't believe they've moved. 


Website : www.agarwalpackers.com 
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BY JAYANT R. РА! 


Forecast 2006-07 


Investment vehicles wildly outdid expectations 
last year.What's in store this year? 


E YEAR 2005-06 HAS JUST DRAWN TO A CLOSE; AND IT WAS AN 
extraordinary financial year in more ways than one, It was 
one of those rare years when almost every asset class gave 
positive returns. While one reason was genuine demand for 
the underlying value of most investment options, the other was 
the sharp rise in inflows from global institutional investors. 
The crystal ball for 2006-07 is cloudy but some 
indications emerge: 
* Debt mutual funds will partially regain lustre in line with ris- 
ing interest rates. Also, the prevailing liquidity crunch will com- 
pel banks to offer juicier rates on short-term deposits. The tax 
break under Section 80C might help this asset class 
* Equity market returns may be muted (maybe 10-12 per 
cent), as earnings tail off from these levels owing to stiff head- 
winds in the form of rising interest rates, oil prices, labour costs 
and rising new paper issuances. However, as always, certain 


Dramatic Performance 





Mutual Funds Gilt Fund (per o2) (res. metros) 
Figures are returns in percentages w 2004-05 1 2005-06 


sectors such as cement and engineering will outperform 
the broad indices 

* Precious metals will continue as preferred hedges against 
inflation. The first Gold Exchange Traded Fund is likely to be 
launched this year. Investors should look at this for 
diversification. 4 

* Real estate will continue to return around 15 per cent. 
However, incremental growth will be seen mostly in non- 
metros. In Mumbai, the freeing up of mill lands may dampen 
rates in some areas. Although housing demand will stay 
strong, higher home loan rates may prove a big negative 

* Art will gain ground as a credible investment option. The newly 
instituted ET-Osian's Art Index has risen a stupendous 221 per 
cent y-o-y, easily beating other asset classes. However, it 
will stay an option only for the well-heeled investor. 


The author is Vice-President, Parag Parikh Financial Advisory Services 
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Value-picker’s Corner 


BSE adjusted closing Daily market cap on 
250- prices (in Rs) 300- BSE (in Rs crore) 240.13 
193.2 Apri. 10, % 
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RPG LIFE SCIENCES; PRICE: Rs 193 


SOME NEW PRODUCTS AND A RESTRUCTURING LATER, RPG LIFE 
Sciences has recorded a turnaround, posting net prof- 
its of Rs 3.64 crore for the quarter ended December 31, 
2005, up from a Rs 2-crore loss in the corresponding 
quarter in 2004. The only Indian maker of fermenta- 
tion-based products, Epirubicin and Doxorubicin, this 
niche player is also looking to expand overseas. A 
debt restructuring and arbitration programme can 
help the company save about Rs 25 crore. Profits will 
also come from the sale of investments (2005-06 
investments: Rs 135 crore). Analysts call it a promising 
tumaround story. At around 22 times, the stock is trad- 
ing at a steep discount to its peers on forward earnings. 

MAHESH NAYAK 


Trend-spotting 


IN THE SUSTAINED SENSEX 
surge, sector funds 
have again come into 

their own. The surprise 
punch, of course, comes 

from FMCG, where 
schemes delivered an 

average return of 19.75 
per cent, outperforming 
index schemes (19.50 
per cent) and closing in on diversified schemes (22.86 

per cent). “FMCG scored as volumes soared and com- 

panies regained pricing power,” says Paras Adenwala, 

CIO (Equities), ING Vysya Mutual Fund. Although 

short-term churning saw sectors like pharma (14.97 
per cent), tech (12.49 per cent) and auto (13.65 

per cent) lagging, Adenwala predicts they might look 

up in the coming months. Only banking continued its 
poor run, with falling deposits and rising interest rates 

impacting bank incomes. ш 


The Ruling Sectors 


Source: www valueresearchonline.com 
Figures are returns in percentages 
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When IT, healthcare, auto and real 


estate combine a ready "t for success 


under the sun. 


PUNE been known by a plethora of sobriquets- 
Queen of the Deccan, cultural capital of 
Maharashtra, pensioner's paradise and Oxford of the East. Pune is 
a city with a glorious past, an innovative present and a promising 
future. Today, Pune city has been developed into the Pune 
metropolitan area, just equal in area to that of Greater Mumbai 
with a population of over four million. And increasingly, Pune is 
benefiting from the spillover of Mumbai's growth. 

The city now basks in the glow of the accolade showered by 
Forbes magazine as one of the emerging global centres along with 
European capitals like Warsaw - а tag which the cream of 
corporate India firmly believes in. It has been a stirring 
transformation of a city which was famous for its Peshwas, 
colleges and laid back life style. 


That's IT 


As per a recent IDC report, Pune has the highest PC penetration 
among households and has overtaken the much-fancied 
Bangalore. Pune is also home to well known giants of the Indian 
software industry like Wipro, Infosys, Satyam, Tata Technologies, 
TCS, Kanbay, Veritas, Cognizant, PCS and Tech Mahindra. A 
further feather in the cap is the ‘Indian Institute of Software 
Engineering" coming up in association with Carnegie Mellon 
University, USA. Improving infrastructure, low cost of skilled 
manpower and low attrition rates, compared to established 
locations, has drawn many -- especially IT companies — to these 
locations. 


Software exports 
from Pune during the 
last fiscal were Rs 
6150 crore. and are 
expected to touch the 
Rs 7,000 crore this 
fiscal. The sector 
directly employs 
almost | lakh people. 
Besides, the state 
government's desire to push its ‘knowledge’ positioning has lead 





it to sign a MoU with the US-based His to Stem Inc, part of the 
Korean company, Histo Stem. A US $ 20 millioncordblood 
research centre will come up at the Hinjewadi BT (bio 
technology) Park. 


Healthcare boom 


A whole floor of five-star rooms, speciality units for cardiac, 
cancer and now diabetes, an air charter service to ferry in people, 
a sister hospital in Bahrain and a network of referral centres 
around Pune. That is Pune's healthcare scene as it gears up to 
become the medical referral centre not just for western India but 
from the Middle East and even the UK. 


Auto saga 


Pune is auto Mecca. In 
the absence of local 
trains, Puneites тоге 
often than not commute 
through personal 
transport. The presence of 
Tata motors, Bajaj Auto, 
Force Motors and Kinetic 
Engineering is enough to 
attract global attention. Along with the Delhi and Chennai, Pune 
is emerging as one of India's key auto hubs as it seeks to become 
the world assembly line for small cars and two wheelers. A new 
auto cluster is also coming up in Pune to cater to the booming auto 
ancillaries industry and is therefore heralding the boom in India's 
autoville. With the all-round boom in the industry and the promise 
of a better quality of life, can real estate be far behind? 





Real Estate surge 


It is not only Mumbai which is in the throes of a real estate 
upswing. The total estimated demand in 2004 for commercial 
space in Pune was in excess of 120.000 sq. ft. per month. The 
Mumbai-Pune expressway has eased connectivity, thereby 
boosting demand for residential units both within the city and its 
suburbs. "Due to IT companies setting up shop and more expected 
to follow, the city is being flooded with young professionals who 
prefer the walk-to-work concept, says Sunil Bajaj, a Mumbai 
based realty consultant. 

Telecom wizard Sam Pitroda is gearing up to cast his spell in 
Pune by designing the city's slums and making amche Pune's 
slums a role model in the entire country. 

Pitroda has said, the Chicago based Institute of Design is in 
the process of designing modern slums. "We will change the 
entire layout of the slums in Pune and make Pune slums a role 
model in the country. We will use new technology. latest material, 
water to redesign the slums." he said. 
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Taking а cue from Mumbai, the Maharashtra government has 
announced the development of mass transport systems in Pune 
too. 


direct sop announced for real estate and construction in this 
Budget, but experts say there is enough to propel property prices 
by another 30%. 

Similarly, the Mumbai-Pune expressway has attracted large 
scale planned townships. More so, industry experts believe that 
improving infrastructure in a region will prove attractive to 
foreign developers and companies who have already shown a 
keen interest in entering India's real estate market. 

This is surely the beginning for this city of the Future. As 
Mumbai expands constantly through new Mumbai, it will not be 
beyond the realms of possibility to have a huge SEZ spanning a 
geographically contiguous Mumbai-Pune area- a development 
which will put Dubai and Guangzhou in the shade. Ыы 


Highway to success 


The State Government plans to link Napery and Aurangabad with 
the golden triangle of Mumbai-Pune-Nashik. The first phase will 
be to connect Napery with Aurangabad, Sinnar and Ghoti. The 
proposed road will touch Nashik. The Mumbai-Pune-Nashik- 
Mumbai golden triangle was announced several years back - the 
reason was to improve connectivity and, obviously, improve 
associated business potentials. There may have been no new 


Sterlite leads optical fiber tech 
sweepstakes 


Sterlite's optical fibers are heralding the arrival of IT into the 
mass domain bringing exciting prospects in the wake for the 
company 





longer distances. Besides addressing the issue of duplication of 
hardware, low download speeds and limited application 
availability, optical fibre technology allows for the novel 
possibility of paying for what you use and how much you use 
rather than the time you use it for. 

Fiber to the Home (FTTH) is a concept, in which, there is an 
optical fiber replacing copper cables in the last mile. A single 
optical fibre carries the traffic for all the telecom and video 
applications and saves the cost of deploying and maintaining 
three wire and cable networks. As glass is cheaper than copper 
and theft proof, it is even more suitable for deployment. It is a 
myth that optical fibre networks are more expensive than copper 
cable networks. Actually the cost of deploying fiber is the same as 
that of copper. Moreover there are no maintenance costs 
associated with optical fiber while maintenance costs form a 
substantial amount in copper networks. 

The cost of connecting a household through FTTH is about Rs 
30,000 which is negligible when compared to the cost of the 
entire house. Fibre optic communication is the transmission of 
data in the form of pulses of light. An optical fiber is no thicker 
than a human hair. There is no signal loss and information can be 
transmitted at high speed over long distances. Simply put, 
modulating light on thin strands of glass offers advantages like 
bandwidth, low power consumption, small space needs, total 
insensitivity to electromagnetic interference and great security. 

АП of Sterlite's products comply with ITU-T 
recommendations and EN 188000, EIA/TIA and IEC 793Test 
Standards. With the help of in-house R&D facilities, the company 
continuously offers state-of-the-art products to consumers. SOT is 
driving the revolution towards convergence and broadband in 
India through FTTx by providing turnkey solutions (Voice/ 
Video/ Data) to real estate developers and also to telecom 
companies. 

With fibre connected directly to offices/business, corporates 
can experience a wide array of data intensive services such as 
Virtual Private Networks (VPNs), Graphics file sharing and on- 
line procurement, Tele-medicine, Online manufacturing resource 
planning (MRP), sales Automation, etc. 

On the domestic front, fiber optics connected directly to their 
homes, users can enjoy high bandwidth residential applications 
such as, Video, music and photo file purchases and sharing, online 
interactive gaming online education and high definition video 
service, 

In view of this vibrant scenario coupled with a trailblazing past, 
Sterlite is poised to cross many more glorious milestones. a 


weltering under the blazing Sun? Reach out for some cool 

ICE in the comfort of your home. Taking the analogy further, 
there is no need for different trays for Information, 
Communication and Entertainment. If you desire a single channel 
to fulfil each of these new age needs, you need not look far. The 
magic of Sterlite Optical Technology (SOT) is upon us. The 
company is the Optical Fiber, Fiber Optic Cable, Copper Telecom 
Cable and LAN Cable manufacturing entity of the US $ 5 bn 
Sterlite Group. Sterlite is India's sole integrated Optical Fiber 
Manufacturer and is among a select few in South East Asia. 

Sterlite enjoys a strong globally competitive position in 
optical fiber and cables, which stems from technological 
advancements in its fiber production process. In India, Sterlite 
Optical Technologies is the market leader with a share of over 60 
percent in optical fiber and telecom cable products. Sterlite 
currently exports over 35 percent of total sales. The company is 
among the winners of the ‘Deloitte Technology Fast 50 India and 
Fast 500 Asia Pacific 2005' awards for FY 2004-05, according to 
a recent survey conducted by Deloitte Hong Kong. 

Sterlite Optical Technologies is the only company to be 
awarded the 'Top Telecom Cables Company’ in India, thrice in the 
past four years, as per the annual Voice and Data 100 survey. 

Granted that most people use the telephone, Internet and cable 
television, but what makes Sterlite so indispensable? To answer 
that question we need to understand how our technology needs 
are being met. 

Presently in a typical household/commercial establishment 
wiring, there are three parallel networks running for the 
Telephone, cable television and internet-feed given by three 
different service providers. Thus, the maintenance and 
management becomes an issue besides resulting in hanging wires. 
But the irony of the situation is that in spite of these three media 
end users suffer, as high speed data (broadband internet) cannot 
be transmitted over long distances (тоге than 100m) due to high 
attenuation of copper. 

This is where SOT takes over. Though innovations in optical 
fibre technology, ‘Information, Communication and 
Entertainment’ (ICE) can be served over a single fiber strand over 
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The unseen hand 
behind Indian telecommunication. 


Winner of V&D 2004 Award for Top Telecom Cables Company 


Winners of the 'DELOITTE TECHNOLOGY FAST 50 INDIA & FAST 500 ASIA PACIFIC 2005' awards for FY 2004-05* 


Sterlite's 9 million kms of Optical Fiber is carrying 
voice, data and pictures. Enabling people to 
communicate better, reach out farther. 


Sterlite's advanced technology, which helps carry and deliver 
more data at the speed of light, is the key component in the 
broadband and convergence revolution that is sweeping 
ocross India. Manufactured ot fully integrated and 
technologically advanced facilities, our products exceed the 
standards set by various international telecommunication 
bodies 


The next time you talk on phone, watch TV or surf 
internet, think of the invisible backbone that enables 
you to enjoy life to the fullest. Think of Sterlite Optical. 
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Indic s only 
integrated manyfocturer 
of Optical Fibre 


Sterlite Optical 
Technologies Ltd. 


The backbone of broadband 


re Н say f ti t 1 - f G sterlite.com 
(F iB RE р OWERED ОПЕ ) For further informat ion visit www.sterliteoptical com or E-mail us at o! marketing 6 s erlite.co 
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Suzlon Energy. World's 5" largest wind turbine manufacturer*, with operations in Austral 


Technology development centres in Germany & The Netherlands. Global headquarters in India and international busin 
upcoming manufacturing units in China & The United States of America. Just like the wind we harness our energy from, Suzic 
expertise and local know-how, of professional acumen and a selfless motive to protect the environment, all working towards ma 


capitalisation. A company that, as of 31st December 2005, has installed and commissioned wind turbines with a power genera 





* Reduces fossil fuel depletion * Non-polluting * 100% renewable * Promises Certi: 





World Market Update 2005, BTM Consult Denmark 


Suzion E 


Energy Ltd 





ina, Europe, India & The United States of America. 


jquarters in Denmark. Wind turbine manufacturing facilities in India, with 
Less too is powered by global experience. It's unique combination of international 
he world's largest wind turbine manufacturer today in terms of market 
city of more than 1500 MWs! SUZLON 


POWERING A GREENER TOMORROW 


psion Reduction as рег the Kyoto Protocol 


ARRIERS. NOR DO WE. 


il: information@suzion.com Website: www.suzlon.com 
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Suzlon rides the high winds 
As the wind energy movement gathers momentum, Suzlon is 
nicely poised to gain global leadership 


he winds are blowing fast, furious and rather fruitfully for 

Suzlon. Post its recent IPO, the Pune based wind energy 
major has a market capitalization in the Rs 40,000 crore bracket. 
Even Sachin Tendulkar and Aishwarya Rai have invested in this 
booming enterprise fashioned by the dynamic Tulsi Tanti now 
reckoned to be among the richest Indians globally. 

India's largest and the world's fifth largest wind turbine 
manufacturer - is one of Pune's proud success stories. The 
company's association with city started in 2001 when the 
company shifted its headquarters to take advantage to Pune's 
central location and accessibility to markets around the country; 
better quality of life for its employees; and access the city's vast 
talent pool for further growth. 

Now home to a majority of the 
Suzlon family numbering over 5,000, 
Pune has provided the setting for 
Suzlon's breathing journey - from a 
newcomer to the fold, to an industry 
leader and becoming the world's largest 
wind turbine generator manufacturer in 
terms of enterprise value. 

Reaching out from Pune, Suzlon 
has worked to harness the wind across 
the country - with manufacturing 
facilities in 6 locations in three states, 
over 15 sales offices across the country, 
and windfarms at 26 locations across 7 
states, adding over 1.5 GW of power 
capacity. 

Today Suzlon has operation - 
offices, manufacturing facilities and 
wind farms - across four continents. 
Suzlon has based its international 
operations arm, Suzlon Energy A/S, out 
of Aarhus, Denmark to leverage on the 
regions long standing leadership and 
excellence in the wind power arena. Suzlon has also made 
significant investments to leverage the region's high skill base and 
intellectual capital by setting up research and development 
centers for critical technology - a center for wind turbine research, 
and a gear box technology centre in Germany, a rotor blade R&D 
unit in The Netherlands. Suzlon's recent acquisition of the world's 
second largest wind turbine gearbox manufacturer - Hansen 
Transmission - has put Belgium on the Suzlon R&D map with a 
new transmission research center in Belgium. 

Suzlon has installed 23 MW in US, with a further 80 MW 
under construction and nearly 500 MW in new orders. The 
company has also secured breakthrough orders in China, South 
Korea, and the largest ever order for wind turbines in Australia. 

The real USP of the company is its mastery of the entire 
spectrum of wind energy generation and dissemination. Suzlon 
Offers services ranging from identifying potential sites, providing 
wind turbines customized to the local wind regime, micrositing 
individual wind turbines, installation, operation and maintenance, 
to managing power sales to the local grid. 





As wind energy grows to play an increasingly important role 
in world full of booming economies, oils shocks and diminishing 
supplies of conventional fuels - Suzlon is poised to play its role in 
powering the world, and helping build a greener tomorrow. 

As per projections made by the Ministry of Non-Conventional 
Energy Sources, Government of India, 10 percent of the installed 
capacity for power will come from renewables, of which 50 
percent - 12,000 MW - is likely to come from wind. 

Indeed wind energy has come a long way since commercial 
prototypes came to the market over 25 years ago. Today's wind 
turbines with state-of-the-art technology, modular and with low 
installation time are the result of over two decades of dedicated 
research, development and innovation. Modern wind turbines 
today, like the Suzlon Multi-Megawatt series, generate over 200 
times the power of its equivalent two decades ago. 

Wind power could generate enough electricity to fulfill the 
world's current energy needs five times 
over, according to scientists developing 
a new global wind map. The map, 
compiled by researchers at Stanford 
University, catalogues over 8,000 sites 
around the world. The study found that 
at least 13% of the sampled sites 
experience winds fast enough to power a 
modern wind turbine. And if wind 
turbines were set up in all these regions 
- it would generate 72 terawatts of 
electricity, compared to the world's 2002 
energy requirement of 14 terawatts. 

India's power needs are projected to 
reach over 2,40,000 MW but 2012, an 
increase of over 10,000 MW per year. 
From a miniscule 32 MW in capacity in 
1990, installed capacity in India reached 
nearly 4,500 MW by the end of 2005. 

Wind sites in India are mapped and 
published as a wind energy data book 
using the world's largest wind resource 
assessment program covering 490 
stations, under the leadership of the 
Center for Wind Energy Technology. The current 'Wind Energy 
Resource Survey of India' estimates the country's wind power 
potential at over 40,000 MW. 

More than 50 countries have some wind power capacity but 
only a handful dominate the market space. Germany's 17,500 
MW and Spain's 9,209 MW, among others, push Europe to 
dominance with 7296 of the market. USA follows Germany and 
Spain in the number three position in the rankings with 7,200 MW 
of installed capacity, with India following with 4,500 MW. 

Wind energy is destined to play a crucial role in powering the 
world of tomorrow. As countries reel from oils shocks and 
diminishing supplies of conventional fuels - renewables and 
chiefly among them wind, becomes an increasingly attractive 
option. Whereas the cost of most conventional fuels shows a 
steady rise, the cost of wind energy is moving steadily lower. 
Researchers estimate that by 2040 wind energy will be 
contributing 3,200 GW to the world's energy needs, which by then 
will represent 23% of global consumption. The party has only just 
begun for Suzlon. " 





(O Pace of thinking 


For a company that manufactures globally successful transportation 
solutions, speed is a natural ally. It is an attitude that pervades our thoughts 
and actions. From pioneering 2-wheeler and З-мһееіег technology to 
developing unique customised vehicles, Piaggio has always stayed several 
paces ahead. Our range of apé 3-wheelers bear testimony - providing India a 
new breed of highly economical, efficient and popular transportation solutions 
A popularity fuelled by our animal instinct to race ahead 
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light Transportation Vehicles 


PIAGGIO 


The World's No.1 


Manufactured in India by : Piaggio Vehicles Private Limited, 102, "PHOENIX", Bund Garden Road, Pune - 411001 
Tel Nos. +91-20-56013150, Fax : +91-20-56013157 / 26134972, e-mail: helpline()pn.pgvl.com. 
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Piaggio Vehicles and Pune - a win- 
win partnership on 3-wheels 


he once laid-back garden city of Pune is today a pulsating 

metropolis; a pot pourri of cultures and traditions; a revered 
seat of learning; home to a variety of art forms and industries. 
Located in the hub of this multifaceted city is the Indian 
Headquarters of Piaggio Vehicles Pvt. Ltd - a name that has today 
become synonymous with light transportation solutions across the 
country. And even across the globe. 

Piaggio Vehicles Pvt. Ltd, a wholly owned Italian venture, is 
now India's leading manufacturer of cargo diesel 3-wheelers - a 
Rs. 1,000 crore company that is leading the Indian 3-wheeler 
diesel business with a 40% market share and an annual average 
growth rate of 35%, 

Today, Piaggio Vehicles is a success story that adds lustre to 
not only Pune, but the nearby town of Baramati where Piaggio's 
plant is located. The dynamic leader of Piaggio in India, Mr. Ravi 
Chopra, the man who masterminded the spectacular progress of 
Piaggio Vehicles, is quick to acknowledge the Company's close 
association with the city of Pune: "Pune is a great base for us. So 
is the industrial area of Baramati where our plant is located. This 
city and state has given us well-located space and all the 
infrastructure required to set up our plant and headquarters. We 
are happy to be a part of this economically progressive state that 
has offered us a conducive political and labour climate, and most 
importantly, a progressive industrial policy and a ready cadre of 
quality manpower." Mr. Chopra goes on to add "Pune also offers 
us excellent communications and connectivity. We are well linked 
by road, rail and air. This is critical in our business, where quick 
and efficient distribution of our products and services is essential 
to build strong customer relationships." 

While Piaggio Vehicles has grown exponentially - from a 
production level of 40 vehicles a day to 400 vehicles a day, Pune 
and Baramati have also been significant beneficiaries of the 
Company's activities. As Mr. Chopra says, "Our highly 
sophisticated, state-of-the-art plant which incorporates fully 
automated conveyor line production, computerized paint shops 
and advanced R & D facilities, has raised the technology bar for 
this State. We have also helped develop high levels of technical 
and artisan skills in the Baramati area, in the process providing a 


Ravi Chopra. MD, Piaggio Vehicles Pvt. Lid 





meaningful livelihood and employment to thousands of local 
people and their families.” 

In addition to direct employment provided by the Piaggio 
Plant and Headquarters, the Company's activities have given rise 
to the development of a variety of ancillaries which in turn have 
provided employment and prosperity to thousands more. A visit to 
the Baramati plant and its adjoining township provides ample 
evidence of the improved quality of life and the impetus to 
entrepreneurship that has resulted from Piaggio's activities in this 
area. For many unskilled workers, training and upgradation of 
skills has opened up a new career path that offers a significantly 
brighter future. 

Speaking with a humility that comes only from hard-earned 
success, Mr. Chopra says, "in fact, we have created an industry 
and opened up a market where none existed before. I am happy to 
say that we have been largely instrumental in promoting the 
generic benefits of 3-wheelers as not just transportation solutions, 
but as customized business ideas that can provide gainful 
employment to thousands. Not only in this state, but across the 
length and breadth of India. Our | tonner cargo 3-wheeler is today 
a true business partner that is trusted by over 4 lakh customers, 
and the numbers are growing everyday." 

Utilizing Pune as strategic hub for its marketing and sales 
network, Piaggio Vehicles has spread from here to cover over 220 
dealer locations providing 420 outlets for sales and service across 
the country. This is perhaps one of the largest and best-organized 
distribution networks for 3-wheelers in India. 

When we asked Mr. Chopra the reasons for his Company's 
success, pat came the reply: "Our approach to marketing our brand 
started by changing the ground rules. We did not target the passenger 
segment of the 3-wheeler market where other manufacturers already 
existed. Rather, we created our own market by introducing the 
concept of cargo 3-wheelers as transportation solution providers. By 
doing this, we not only created our own industry, we also created our 
own competition. We offered the customer the bes: 3-wheeler 
money could buy, and till date, we have kept our promise to the 
customer by providing him vehicles that offer the highest fuel 
efficiency, the best load carrying capacity and the lowest operating 
costs. That is why, Piaggio Ape is today the undisputed leader in this 
segment, offering an extensive range of pick-up vans, delivery vans, 
special purpose vehicles and passenger vehicles. A larger 1.3 tonner 
is also on offer." 

Piaggio has also played a key role in improving operating 
standards within this segment of industry. It has constantly raised 
the bar and set new benchmarks through higher levels of 
technology, customized business ideas, finance schemes, and 
overall, much higher levels of customer service. This is in keeping 
with Piaggio's vision of being a profitable global player that sets 
and surpasses its quality and technology standards on an ongoing 
basis. As Mr Chopra says: "We strongly believe our leadership 
can only be sustained on the strength of the contributions we 
make in meeting and satisfying the customer's needs. Our growth 
and progress is firmly linked to our innovativeness and swiftness 
in meeting customer requirements and constantly upgrading our 
quality and technology to stay ahead in the market. That I believe 
is the formula for our success." " 
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The differentiating factor 


With MaLLS coming up in multitudes, the 
diffentiator and the most striking concepts 
emerging is the speciality mall, In this interview, 
LS. Narula, CEO, Ishanya, India's first 
International Design Centre and Speciality Mall, 
speaks about the demands being made by today's 
retail customers, the concept of the speciality mall 
for interiors and exteriors and the boom in 
demand for homes, offices and good design. 


shanya is promoted by Deepak Fertilisers And 

Petrochemicals Corporation Ltd. (DFPCL). The 
Company is an integrated multi-product company 
with an asset base in excess of US $ 90 million. 
DFPCL has been continuously exploring new 
frontiers, new markets, new technologies and new 
business paradigms both in the Indian and the global market. 
Besides its diversification into retailing, DFPCL is India's largest 
manufacturer of Ammonium Nitrate for the Mining sector. The 
Company is also a leading manufacturer of a range of industrial 
chemicals -- Methanol, Nitric Acids, Carbon Dioxide, Isopropyl 
Alcohol, and Nitrophosphate Fertilisers. 


Are the Footfalls in Malls leading 
to revenue streams ? 


India is seeing an explosion in retail. Everyone is rushing into 
malls but without sufficiently researching the customer, with only 
one aim - crowding the space. Merely seeking footfalls doesn't 
necessarily bring in money. What we need is retail environments 
that move from a focus on footfalls to a focus on revenue streams. 

Speciality Malls are one solution. The concept of the 
Speciality Mall is proven and time-tested. Speciality Malls are a 
modern extension going beyong ап age-old concept of the 
traditional cluster market where one category of products came 
together in a city or town. Speciality malls, like speciality 
markets, are born out of necessity, especially in categories where 
general-purpose malls have limitations in terms of the value 
proposition and comprehensiveness. They are a consequence of 
hard consumer need. Speciality Malls don't sell simply impulse 
products but bring in focused offerings with large ticket pre- 
planned purchases and bundle these into a comprehensive 
package with complete value-added services. Thus Speciality 
Malls are one differentiator converting footfalls into. revenue 
streams through a strategic packaged offering. Ishanya, is a 
Speciality Mall focussed on to the interior/exterior needs of a 
home/office owner,builder developer or an architect. 


Is the Ishanya Mall a mere cluster 
of shops ? 


Experience has shown that product categories that are not impulse 
driven need a different environment focussed beyond footfalls. 


1.5. Narula, СЕО, Ishanya 





They require knowledge and services to be bundled along with 
products. Conventional malls can’t do this. Ishanya is a 
comprehensive destination, complete in itself, for all product and 
service needs for homes or any commercial establishments in 
interiors and exteriors. Ishanya, which we are developing in Pune, 
goes beyond a speciality mall. Ishanya like any destination mall, 
combines retail with 52 product categories with front-end 
customer conveniences like parking, ambience, knowledge 
centres, business centres, design studios plus services. Its 
Knowledge and Information Centre, Training and Development 
Centre, and Design Studio will be an aid to informed decision 
making at the consumer's level. At the back-end is a complete 
package of tenant/retail-based services for functional back-end 
supply chain convenience and facilities management. Thus at 
Ishanya we plan to go way beyond a mere cluster of shops. 


Why in Pune ? 


According to studies, Pune is at the epicentre of seven emerging 
cities within 3 hours driving distance which will see around 570 
million square feet of built-up space come up in the next two 
years. This translates into a business potential of about Rs 9,000 
crore based on the ICICI Bank study. The city's average monthly 
household income is well over Rs. 15,000. The IT/ITES sector. 
robust and consistent industrial growth in the periphery of Pune 
and overall strong economic growth are propelling this city 
forward. The real estate sector is also experiencing phenomenal 
growth and every developer, in India and overseas, is looking 
towards Pune. The North West and East of the city are the 
directions of growth. A number of township projects have been 
announced in the Greater Pune area. The middle class, flush with 
surplus income, is investing heavily in real estate. Demand for 
commercial real estate is also increasing by leaps and bounds, 
driven by corporate India, especially the IT industry 

With customers clearly wanting to stamp their individuality 
through design and make a style statement in their homes and 
offices, Pune is the perfect market for manufacturers, retailers and 
service providers in interiors and exteriors to make the most of 
India's real estate and construction boom, and the demand for 
quality products and services. ‘ LI 
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ISHANYA _ 


Design Centre & 
Speciality Mall 


Not just India's first and best place for complete 
new age solutions for interiors and exteriors... | 


..but a not-to-be-missed 
Rs. 9,000 crore business opportunity! | 


Over 550,000 sq.ft. of built-up area spread over a serene and tastefully designed 10-acre expanse, | 
ISHANYA - India's First International Design Centre & Speciality Mall - is located at Pune, among the top 10 

mega markets in India. Around 570 million sq.ft. of construction is expected to come up within 3 hours | 
driving distance from Pune by 2007. The total interiors and exteriors market in and around Pune is estimated 
at Rs. 9,000 crores per year (as per an ICICI Bank study) which makes ISHANYA a potentially huge | 
business opportunity. | 


ISHANYA will showcase over 52 product and service categories for homes, offices and commercial 
establishments. With The Indian Institute of Architects (ПА) and Institute of Indian Interior Designers (1110) as | 
exclusive concept partners, ISHANYA will be ideal for retail chains, product brands and professional service | 
providers seeking a focused, world-class business environment and high value customers. Brought to you 
by Deepak Fertilisers And Petrochemicals Corporation Limited and fast moving to completion! 





95% space already booked by leading international & national brands 





700-seater Convention Centre Some brands at ISHANYA: БИТЕ | 
Amphitheatre | 
dua Home Solutions G ZONE | 
Knowledge & Research Centre эу ТЕ | 
| Design Studio COLLECTION O # меа 


Product Launch Spaces 
Mockup Areas febindie — ss 
Art Galleries x Я 
Restaurants & Food Courts SPACES 

ERE. CEILING & FLOORING 


Year-long Event Support Ei ©- 
Single-window Finance B Pidilite à Fenesta- 


ISHANYA's world-class project team: * Architect: Kamal S. Malik e Design Consultant: CSI, Dubai 

* Landscaping: Po Design, Singapore • Lighting: The Lightbox, Singapore + Construction: Shapoorji Pallonji 
* Structural Design: Sterling Engineering Consultancy Services + Project Management: TrammellCrowMeghraj 
* Acoustics: Jal Mistry 
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Concept Collaborator: ISHANYA, Opposite Golf Course, $ 
^ INDIAN Shastri Nagar, Yerawada, Pune 411 006. : 
SEN INSTITUTE Tel: +91 20 2661 5132/2668 3825 z 
ш OF INTERIOR Fax: +91 20 2668 0679 б 

— — DESIGNERS E-mail: daisy @ishanya.com / girija@ishanya.com $ 
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BECKONING CAREERS 


Adding Value То Themselves 


They quit at the peaks of their careers and set out to create wealth 
for themselves. Here's a look at a new trend that's catching on in 


the career sweepstakes. AHONA GHOSH 


‘OUR VISITING CARD SAYS MANAGING DIRECTOR OR A 

| similar fancy designation; your annual salary is in 

eight figures, or at least in the high seven figures; 

and your name—and, maybe, photograph—has 

appeared a few times in magazines such as this one. In 

short, you've been there, done that and arrived in life. 

Then what? You could, of course, carry on doing the 

same thing. Or, like many successful professionals, 

you could say: “Гуе created wealth for others all my life; 
it’s time to do the same for myself." 


PETS 





CHASING THEIR DREAMS 


CHANGING. SOCIAL MORES 


AUT 


3 red a tote 
| GREATER OPPORTUNITIES Ў 


; There are plenty of jobs ava ila 
NEED FOR FREEDOM 2 


ben ee 


Says Munesh Khanna, who quit as Managing 
Director of N.M. Rothschild India in January this 
year and joined Enam Financial Consultants as partner 
and Managing Director: “People are peaking much ear- 
lier than before; you'll find several relatively young men 
and women in leadership positions at many 
organisations. Some of them don't want to carry on 
doing the same thing for the rest of their lives." Hence, 
the desire to turn entrepreneur. Accessing money has 
also become a lot easier than before. *If you have a great 
idea, people will put money on you," says Khanna, 
adding that he moved to Enam with an equity interest 
as it “offers a wider canvas and provides greater 
opportunities for creativity and entrepreneurship". 
He had to take a pay cut, but Khanna doesn't mind. His 
equity interest will ensure his gains over the long term. 

There are many others like Khanna who have 
parleyed their experience, brand equity and, sometimes, 
savings into ownership positions at firms they either 
founded or joined after quitting their regular salaried jobs. 

Michael Foley, proprietor of Foley Designs, 
started his career at Titan as a designer trainee in 


Being independent means getting the freedom to 
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2000 and rose to become its Chief Creative 
Associate within five years; last year, he set up 
Titan's much-lauded Design Studio. Then, he quit 
in December to start out on his own because he 
realised that India Inc is just beginning to recognise 
the importance of design and the impact it has on 
consumers. "This is the right time to start," he 
says. "Clients now approach me to design their 
products from a more holistic perspective. Their 
briefs do not pin point any particular aspect and 1 
have a free hand in structuring the entire concept," 
says Foley, who won ВТ” Ideator of the Year Award 
in 2005. Promoting his own venture has involved a 
lot of financial sacrifice as he had to make major 
investments in manpower and software and also 
forego an assured salary. Now, Foley is looking 
to raise Rs 3 crore through the venture capital 
route. He expects to break even and rake in profits 
in another 6-7 months. Foley also plans to open a 


There are many people who 
have parleyed their experience, 
brand equity and savings into 
ownership positions at firms 
they either founded or joined 


Concept Design Studio, which will proactively 
approach clients with design ideas rather than wait 
for them to come to him. Turning entrepreneur 
gives him the freedom to experiment with new 
things, but he still sometimes misses Titan. *There is 
so much you can learn from a professional 
organisation that you cannot on your own," he says. 

Narayan K. Seshadri, former Managing Director, 
Consulting, KPMG India, agrees. *Large organisations, 
with well-greased infrastructures and processes and 
established brand names definitely make work that 
much easier." Then why did he leave? There were per- 
sonal reasons. “I also wanted to capitalise on the 
opportunity for creating wealth by helping turn 
around distressed companies; the returns here are 
much higher," he says. That apart, being independent 
means getting the freedom to experiment—a big 
attraction for most successful executives. *The flip side 
of working for a large company is the procedural 








‘Name: Michael Foley, 35 


Education: Professional Education Program from NID, 
Ahmedabad, with specialisation in Industria! Design 
Last Job: Chief Creative Associate at Titan 

Last Salary: МА, 

Driven by: "Personal excitement in designing." 





Name: Narayan Seshadri, 48 
Education: CA 


Last Job: Managing Director, KPMG Consulting 

Last Salary: Over Rs 1 crore p.a. 

Driven By: "The huge opportunity and independence to 
do what | wanted to do." 


experiment—a big attraction for most executives 
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straitjacket it puts you in. 
But here, we set the 
boundaries and limita- 
tions," he says. Seshadri's 
firm, Halcyon Resources 
& Management, which 
he set up in 2004, is cur- 
rently working on five 
corporate turnarounds. In 
particular, he mentions 
Baroda Raymond Corp- 
oration, which he helped 
turn around in one-and-a- 
half years. Besides, “I like 
to help small entrepre- 
neurs,” he adds. 
Sudhindra Hangal, an 
alumnus of irr, Delhi and 
Stanford University, is yet 
another member of this 
burgeoning tribe of pro- 
fessionals-turned-entrpre- 
neurs. А software archi- 
tect (who designs a soft- 
ware package from the 
ground up and doesn't just 
write code), he was one 
among only a dozen such people at Sun Microsystems' 
India Engineering Center and a respected authority in 
the geeky fields of Java and J2EE. In September 2005, he 
decided that he had had enough of working for others. 
Result: he set up Magic Lamp Software at the incuba- 
tion centre of the Indian Institute of Management, 
Bangalore, in association with a colleague from Sun. 
*Due го lower costs, the financial risks of starting a com- 
pany here are much lower than in Silicon Valley, 
which has, until now, been the centre of most IT 
innovations. Services, rather than products, are the 
focus of most Indian firms. I want to change this by 
working on cutting edge innovation in the area of 
software quality," says Hangal, who had to sacrifice the 
very comfortable salary his position as a senior staff 
engineer (the highest grade for technical talent at Sun) 
gave him. *I had gone as 
far as I could with Sun 
and wanted to branch out 
on my own. Magic Lamp 
is still finding its feet, so 
neither Sanjeev (Krishnan, 
co-founder) nor I have a 
steady salary like we used 
to. But we've both worked 
for a while and so, are 


financially stable,” he adds. 
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This trend of self-employed 
wealth creators is here to stay, 
even fresh B-school grads are 
turning down lucrative job offers 
to start out on their own 


What happens if the 
venture doesn't work 
out? Says Foley: “Опе 
can always go back to the 
corporate world; there 
are jobs aplenty." Girish 
Rangan, former Man- 
aging Director of trans- 
action management firm, 
Venture Infotek-Global, 
who started his own 
management consultancy 
practice two years ago, 
did just that. Three weeks 
ago, he wound up his pri- 
vate enterprise and went 
back to a salaried job. He 
is currently Country 
Manager for India, 
Universitas 21 Global, an 
online university based in 
Singapore which spe- 
cialises in providing exe- 
cutive management cour 
ses for corporate execu- 
tives. Says Rangan: *The 
corporate environment is 
characterised by buzz, deadlines and reviews. This is 
often missing in independent businesses; the space 
between personal life and work also gets blurred." 
Seshadri agrees with this assessment. *When I started 
out on my own, my main objective was to spend 
more time at home. However, exactly the opposite has 
occurred," he laughs. One reason for that is that 
newly established private ventures need lots of luck and 
perseverance to succeed. And proving the adage that 
luck always seems to favour the person who perseveres 
the most, Seshadri adds: *With effort there are always 
returns." True. But the best part of the deal is that if the 
expected returns don't materialise, one can always 
shrug off the experience as a bad day in office and get 
right back into the corporate rat race. But in a sign that 
this trend of self-employed wealth creators is here to 
stay, even fresh B-school 
grads are turning down 
lucrative job offers to 
start out on their own. 
And they don't even have 
the cushion of large 
savings and years of 
experience. Entreprene- 
urship as a career option 
has arrived at last in the 
country. 
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Wanted: Gurus In 
Corporate Advice 


Large and small consultancy firms are hiring 
CAs and MBAs by the thousands 


HE BOOMING ECONOMY IS THROWING UP JOB 
Betis for consultants. Says Sumeet Mathur, 
Director, Human Resource, KPMG: “We plan to recruit 
about 5,000 people by 2010.” A majority of them will be 
CAs and MBAs in the 24-35 age group. The story is much 
the same at other consultancy majors. “I'll recruit 100 
people right away if I get the right people,” adds Rahul 
Roy, Executive Director, Ernst & Young. “There’s huge 
demand for both top end ‘brain surgery’ work as well as 
grunt work," informs Mohit Mohan, vP of executive 
search firm Gilbert Tweed Associates. pwc and McKinsey 
& Company declined to reveal their numbers, but mar- 
ket sources say they, too, are hiring big. Smaller and 
niche consulting firms are adding to their headcount as 
well. Adds Arun Mahapatra, Managing Partner, Heidrick 
& Struggles: “This trend will continue for at least 
another 2-3 years.” 

MANU KAUSHIK AND KAPIL BAJAJ 


IN DEMAND 


Who's hiring 


Who are they hiring 


What specialisations 
are in demand 


How many 


At what salaries 





COUNSELLING 


HELP 
TARUN! 


1 am a 30-year-old High Court lawyer, specialising in 
accounts and taxation cases. | also have an M.Com degree 
and done a basic accounting course in computers. Our 
financial position is precarious. Please advise which area 
should 1 focus on to become financially secure. 

I don't know what kind of cases you are getting, so I 
can't advise you on specifics. However, if you want to 
remain independent, you could concentrate on sales 
tax or excise cases. If financial security is your most 
pressing need, you could take up a job with an ac- 
counting firm specialising in taxes or a company in its 
accounting/tax department. 





Гат a 25-year-old banker with an MBA (Marketing). I've 
been carrying out experiments in the bio-diesel field for the 
last few years. | have also gone to three-four research 
organisations. Do | have a future if | decide to devote 
myself full time to producing an alternative fuel? 

You can continue experimenting on the side, if you 
don't want to risk your financial security. If you 
make a breakthrough, you can always get funding at 
that point. However, if you want to do this full time, 
following are your options. If the experiments look 
promising, get venture capital, or join a company 
engaged in the same field. 

Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
с/о Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Eisodus Networks Pvt. Ltd., Head, 
Operations, Mumbai, 5 - 15 Years, 
1943957 

The candidate must manage the operations 
and coordination of various activities for 
timely execution of the contracts and supplies 
of products. 


Airvana India, Technical Manager 
NE, Bangalore, 10 - 15 Years, 1891642 
The candidate must have software product 
development experience that includes project 
planning and management responsibilities and 
a proven track record in delivering protocol 
software in telecom or data communication 
space. 


Xambala, Software Director, Chennai, 
10 - 25 Years, 1862640 

The candidate must have expert knowledge 
on Linux, Real Time Systems, Linux Kernel, 
low latency kernel experience, OS Internals, 
IPC, Process, threads, mutex, shared memory, 
pipes, filters, multi processor core usage, etc. 


NDS Asia Pacific Limited, Business 
Development Manager, Mumbai, 

10 - 12 Years, 1929592 

The candidate must have solid experience in 
selling complex, long cycled and multi-faceted 
projects in broadcasting or IT solutions as 
well as the political acumen in dealing with 
diverse workforces, organizations and 
industries. 


IBM India Ltd., Senior Consultant, 
Delhi, 8 - 15 Years, 1947584 

The candidate must take lead in engagement 
with retail customers, be able to develop and 
present solutions and independently develop 
client relationship. He must also have good 
communication and verbal skills in English. 


Hutchison Essar Limited, Head 
Employee Development, Mumbai, 
12 - 15 Years, 1938004 

The candidate must enable alignment of 
relevant develop to circles develop changes. 
He must facilitate circle develop agenda with 
HR Head/ Business Heads. He must also 
have good communication & verbal skills in 
english. 


Mak Controls & Systems P. Ltd., 
General Manager, Coimbatore, 

10 - 15 Years, 1945778 

The candidate must be a B.E. or B. Tech or 
M.E. in mechanical/production engineering 
having experience in operations /production. 
Those with wide exposure in companies 
manufacturing capital equipments would Ье 
preferred. 


Novator India Pvt. Ltd., Project 
Manager, Mumbai, 5 - 30 Years, 
1950828 

The incumbent must maximize the use of the 
eRetail services available within the client 
strategy to achieve the desired performance 
levels. 


Baystate Infotech, Controller/ 
Operations, Chennai, 15 - 20 Years, 
1930517 

The candidate should be well versed with 
company laws, banking regulations, RBI rules 
etc. He must have good exposure to 
accounting standards, good knowledge in 
controls and audit. 


Tech Point, ASIC Director, Bangalore, 
12 - 25 Years, 1950038 

The candidate must work with engineering 
and marketing leads to develop product 
roadmaps, define product feature sets, define 
requirements, schedules and drive teams 
through development to successful product 
completion. 


Patni Computer Systems Ltd., Test 
Manager, Pune, 10 - 20 Years, 1933446 
The candidate must have strong expertise of 
over 10,000 person years of testing experience 
on diverse platforms like mainframe, client/ 
server, web, embedded technologies, |2EE, 
.NET. He must also prepare cost-effective 
and service-level based solutions catering to 
the client's varied testing needs. 


SPS Intrad Pvt. Ltd., Senior HR 
Manager, Bangalore, 10 - 20 Years, 
1908928 

The candidate should have experience in call 
center/ ITES/ BPO. He should have good 
communication and people management 
skills. The candidate will be responsible for 
handling 200+ employees and also have 
experience in this particular field. 


Ceilidh Technologies, Senior Delivery 
Manager, Chennai, 14 - 20 Years, 
1943706 

The candidate must initiate & carry out 
necessary remedial measures to rectify any 
shortcomings found during reviews & audits. 
He must manage the financial aspects 
(Preparing the budget, raising applicable 
invoices & following them up, ensuring 
contract profitability). 


Bally Systems India Pvt. Ltd., QA 
Manager, Chennai, 11 - 18 Years, 
1935555 

The candidate must have familiarity with 
client/ server environments, open systems 
environment, UNIX and databases (preferably 
Oracle, SQL server, DB2 and Informix). 


Transasia Biomedicals Ltd., General 
Manager: Marketing, Mumbai, 

12 - 15 Years, 1841586 

The candidate should have worked as head of 
product management, sales & marketing of 
medical/ pharmaceuticals or office 
automation equipment. He must also have 
good communication and verbal skills in 
english. 


Applabs, Technical Services Manager, 
Hyderabad, 10 - 15 Years, 410097 

The candidate will be directly responsible for 
different areas with in testing such as defect 
management, test ware management, test 
estimation, test reporting, test metrics, testing 
techniques etc. He must also have superior 
presentation skills. 


Astergate Solutions Pvt. Ltd., 
Manager, Chennai, 10 - 15 Years, 
1935148 

The candidate should be very strong in 
design, data structure, УС++, МЕС & СОМ, 
He should have worked as a manger and 
handled team & project. 


Saviance Technologies, Product 
Manager, Mumbai, 5 - 7 Years, 
1933753 

The candidate must develop product plans 
encompassing new product concept and 
strategy, competitive, analysis, pricing and 
valuc proposition and revenue forecast. 


To know how to apply for these jobs, go to finance jobs listing page. 


> Don't go around in circles. 


© monster.com 


Sharp search. Right jobs. 





` Experience the sharpest job search engine. 





monster.com 


ead in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


ramati Technologies Private 
imited, Middleware Performance 
ecialist, Hyderabad, 7 - 10 Years, 
37613 
fhe candidate must take complete ownership 
Е critical performance and scalability issues 
E enterprise middleware products апа 
»plications. 


CL Technologies, Software 
ngineer, Chennai, 1 - 2 Years, 
27092 
fhe incumbent must have excellent 
f#mmunication skills and must have the 
bility to sell an idea and back up design 
cisions with real world data. He should be 
"lI-versed with Dream weaver, Adobe 
Yotoshop, Flash and other design tools. 


ISC, Windows Servers Specialist, 
Pelhi, 4 - 8 Years, 1927096 

he person should have strong knowledge on 
"indows NT 4.0, Windows 2000 & Windows 
D03 including Active Directory. He should 
Iso have good knowledge & troubleshooting 
sills on MS Clusters, Windows Load 
alancing, 


thipsculpt, Physical Design 

ingineer, Mumbai, 2 - 7 Years, 387589 
ead the physical design efforts of large 
ymplex ASIC / SOC and mixed-signal 

tsigns. Define and maintain scripts for 
hysical design flows. Take the design from 
TL to 605-1. 


ompucom Software Limited, Project 
lanager, Jaipur, 7 - 15 Years, 1932019 
he candidates must be professionals with 
iperience of complete life cycle of project 
anagement covering transitioning, product 
velopment, people management and quality 
'ocesses. 


'racle India Pvt. Ltd., Oracle Apps 
ІВА, Bangalore, 4 - 10 Years, 1934806 
he candidate must have experience as an 
racle APPS DBA or Oracle DBA. He must 
зо have the knowledge of scripting using 
(ell, PERL, AWK. He must have working 
perience on various operating systems 

lich would be an advantage. 


Keane, Inc., Network Engineer, 
Gurgaon, 3 - 8 Years, 1927185 

The candidate should have experience in 
Active Directory, MS Windows 2000, MS 
Windows 2003, MS Exchange, Cisco routers 
& Switches, LAN, He should also have good 
communication and verbal skills in English. 


i-flex solutions Ltd., VB Com 
Professionals, Mumbai, 2 - 4 Years, 
1941209 

The candidate should have good knowledge 
of VB COM. He must also have good 
knowledge of various other microsoft 
packages. 


U-Soft Technologies Pvt. Ltd., Ј2ЕЕ 
Webservices, Noida, 2 - 8 Years, 
1947485 

The candidate must understand Java API 
components and web services interface. He 
must be aware of SOAP, WSDL and UDDI 
apart from business tier development. He 
must have experience with IMAP, JNDI, JMS, 
SIP and Unified Messaging, 


Shriya Infotech (I) Pvt. Ltd., SAP 
Basis Administration Project 
Manager, Chennai, 4 - 6 Years, 
1947623 

The candidate must interact with client for 
project requirements, He must increase scope 
of project based on proactively understanding 
the customer requirements. He must 
participate in senior management reviews of 
the project. 


Liquid Hub India Pvt. Ltd., Oracle 
Apps, Hyderabad, 3 - 8 Years, 1902861 
The candidate must have a technical 
background in Oracle Applications 11.5.10 
and discoverer with manufacturing. Good 
knowledge of XML Publisher and PL/SQL is 
a must. He must also have good SQL Skills. 


LearningMate Solutions Pvt. Ltd., 
Instructional Designer, Mumbai, 

1 - 10 Years, 1911178 

The candidate should have sound knowledge 
of instructional design models and experience 
in audience analysis, task analysis and 
instructional objectives analysis and good 
working knowledge of Microsoft Office. 


DigiBlitz Technologies Pvt. Ltd., 
Project Managers, Chennai, 

2 - 4 Years, 1941348 

The candidate must have good knowledge of 
Sap, People Soft, Java, ]2се, .Net. He must 
also have good knowledge of various other 
programming languages. 


SAP Labs India Pvt. Ltd., Abap 
Technical Consultant, Delhi, 

1- 6 Years, 1917845 

The candidate must understand SAP 
devek »pment environment and related 
technologies and have detailed technical 
understanding in the subject area. He must 
perform detailed business analysis and/or 
detailed development and/or technical 
implementation. 


Microsoft India Development Center, 
BUILD Engineer, Hyderabad, 

4 - 7 Years, 1917957 

The candidate must have experience with 
command-line tools, and source code controls 
are also required. He must have strong 
knowledge and troubleshooting skills of both 
hardware and software are required 


ICICI Infotech Ltd., Software 
Engineer, Chennai, 2 - 4 Years, 
1917947 

The candidate should possess 
experience in Oracle / D2K 
Reports6i). Experience in the insurance 


1 minimum 


Formsói 


ERP domain would be an added advantage. 


Crystal Clear Solutions Pvt. Ltd., Web 
Programmer - PHP, Kochi, 1 - 5 Years, 
1906303 

The candidate must have experience PHP /My 
SQL programmers with a flare to excel in 
work as a member of base team of the 
company. Experience in Perl and Linux 
administration will be an added advantage. 


JMD Softech Solutions, Test Lead, 
Bangalore, 2 - 6 Years, 1941378 

The candidate must have experience in SNMP 
testing. He must also have testing experience 
in UNIX or UNIX flavors environment, He 
must have database knowledge in Oracle/ My 
SQL. He must have the knowledge of various 
other testing methodologies 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Pennar Chemicals Limited, Sales 
Engineer, Delhi, 0.6 - 1 Year, 1947671 
The candidate must be a good team member 
with pleasing personality and good 
communication skills, He must be willing to 
work hard. Job involves techno - commercial 
marketing to industrial consumers. 


Binary Berries, GM Software Sales, 
Hyderabad, 5 - 9 Years, 1947669 

The candidate should have lead a software 
sales team. He must have the capability to 
deliver on the sales plan and also the ability to 
draw a sales route map for the organization 
should be existing in your profile. 


Agilent Technologies, Sales Operating 
Manager, Delhi, 8 - 12 Years, 1937415 
The candidate must have good knowledge of 
various chromatographic solutions based on 
GC and LC platforms such as GC-MS, LC- 
MS, ICP-MS and Lab Informatics. He must be 
able to develop and implement strategic sales 
plans. 


Nitco-tiles, Sales Executive, Mumbai, 
2 - 8 Years, 1899711 

The candidate must increase the sales of 
company's products through projects and 
trade sales / dealing with architects/ interior 
designers/ builders/ contractors & project 
consultants/ institutional sales in highly 
competitive market. 


Methodex Systems Ltd., Branch 
Manager, Lucknow, 5 - 7 Years, 281506 
The candidate must have excellent 
communication skills and experience of 
leading a sales team/ running a branch as a 
separate profit centre. He must have working 
knowledge of computers will be an added 
advantage. 


Prescient Technolgoies, Marketing 
Executives, Mumbai, 1-3 Years, 
1941295 

The candidates key responsibilities include, 
building marketing plan and strategy, identify 
solution for different client needs, searching 
new prospects, developing business. He must 
have good communication and verbal skills in 
English. 


Adobe Systems, Product Manager, 
Delhi, 2- 5 Years, 407955 

The candidate must develop an understand 
customer needs, industry market trends and 
competitive landscape. He must meet with 
customers to understand their workflows and 
pain points. 


Winsoft Technologies (Т) Pvt. Ltd., 
Marketing Manager, Mumbai, 

5 - 7 Years, 423707 

The candidate should have experience in 
handling marketing and promoting sales, 
presenting solutions to customers and 
generating new leads. He must have excellent 
record of planning and achieving sales target. 


Subex Systems Ltd., Brand Manager, 
Bangalore, 4 - 6 Years, 1944739 

This candidate is responsible for the 
development and execution of regional 
brand/ product marketing strategies and 
plans. The Brand Manager works closely with 
the Sr. Manager - Marketing, Product Manager 
and VP Sales to develop the brand essence, 
positioning. 


Aqueous Food Technologies Pvt. Ltd., 
Business Development Executive, 
Delhi, 3 - 10 Years, 1947489 

The candidate must develop relationships, 
engaging effectively, creating and delivering 
new accounts for business. 


Crompton Greaves Limited, Sales 
Executive, Mumbai, 2 - 8 Years, 
1888241 

The prime responsibility will be generating 
business through customer development/ 
nurturing, collections, etc. Apart from the 
normal sales function, the candidate should 
have adequate commercial knowledge 
including sales tax laws, contract act. 


Gadmei Electronics Technology Co. 
Ltd., Sales Executive, Delhi, 

1-3 Years, 1879512 

The candidate must have basic knowledge of 
electronics goods. He should also have 
marketing skills, good computer skills and 
basic knowledge of international trade. He 
must be able to solve marketing problems 
independently. 


Gras Impex Pvt. Ltd., Sr. Sales 
Executives, Chennai, 5 - 10 Years, 
1902302 

'The candidate must meet with architects, 
builders, interior decorators, contractors, 
interior décor products retailers, owners face 
to face and convince them to recommend/ 
sell. 


GE Infrastructure, Energy, 

Sales Manager - NRPS, Delhi, 

5 - 10 Years, 1905505 

The candidate must lead the sales for energy 
management / distribution management / 
electrical ВОР and substation automation 
segments. He must drive growth and deliver 
on all orders and sales commitments in India 


ICMAS Pvt. Ltd., Area Manager, 
Hyderabad, 3-5 Years, 1840380 

The candidate must have experience in credit 
cards, personal loans, housing loans, vehicle 
loans, FMCG selling, concept selling and 
franchising industry. He must also have good 
knowledge of various concepts. 


IQPC Limited, Marketing Director, 
Mumbai, 2 - 6 Years, 1890990 

The candidates key responsibilities include 
hiring, training and management of marketin 
managers, creating overall marketing strategy 
for the office. He must ensure that marketing 
managers develop and act upon highly 
profitable creative marketing plans which 
include direct mail, 


Jetking Infotrain Ltd., Marketing 
Executive, Pune, 0.6 - 3 Years, 
1917774 

The candidate must have the flair for 
marketing and must be willing to accept 
challenges. He must also have the zeal to wo: 
hard. He must have good communication an 
verbal skills in english. 


Goodlass Nerolac Paints Ltd., 
Assistant Manager, Mumbai, 

3 - 6 Years, 1913286 

The incumbent will be responsible for 
handling detailed study of radiation cure 
products, plastic coatings and beat resistant 
coatings for industrial segment. 


To know how to apply for these jobs, go to finance jobs listing page. 


5. Don’t beat around the bush. 


` Experience the sharpest job search engine. 


© monster.com 


Sharp search. Right jobs. 








monster.com 





Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Kotak Mahindra Bank Ltd., Senior 
Manager, Mumbai, 4 - 6 Years, 
1937484 

[Һе candidates must daily fund planning and 
naintain liquidity across banks. He will be 
‘esponsible for overall banking network and 
:0-ordination. He must co-ordination with 
custodian and investment front office team 
‘or daily investment transactions. 


Pocus Telecall Pvt. Ltd., Statisticians, 
Bangalore, 2-3 Years, 1954227 

Che candidates must have the ability to 
renerate and prepare statistical reports. He 
nust also have experience in Microsoft Excel. 
de must also have the knowledge of various 
xther techniques for preparing statistical 
eports. 


California Software Co. Ltd., 
Chartered Accountants, Chennai, 

L- 5 Years, 1936621 

[he candidate should have strong functional 
cowledge. He should have excellent 
tommunication skills & must be willing to 
ravel both domestic & overseas. He must also 
е IT savvy. 


BgSE Financials Ltd., Chief 
Executive Officer, Bangalore, 

#- 5 Years, 1948414 

Che applicant is expected to be completely 
sonversant with working of financial markets, 
‘isk management, clearing & settlement 
nechanism, DP operations, etc. 


Netscribes India Pvt. Ltd., 
Researcher, Mumbai, 1 - 2 Years, 
314326 

(he candidate must have done research in 
equity/debt/ sectoral). He must also have the 
:inowledge of various accounting concepts. 
de must have worked in some of the big 
‘orporates under financial category. 


ì B Billimoria & Co., Asst. Company 
jecretary, Bangalore, 3 - 5 Years, 
936454 

"he candidate must organize and coordinate 
ward and general body meetings. He must 
tave liaison with registrar of companies, RBI 
ock exchanges, nationalized & scheduled 
ranks and other statutory authorities and 
nnual report finalization. 


Bhukhanvala Holdings Pvt. Ltd., GM 
Finance, Mumbai, 5 - 7 Years, 299024 
The candidate must have industrial experience 
of manufacturing company. CS would be an 
added positive. Candidate should have 
experience in managing banking relationships. 


Motorola India Pvt. Ltd., Credit 
Analyst, Delhi, 5 - 10 Years, 1830449 
Handles credit portfolio covering India and 
emerging markets. That includes resolving 
daily credit issues, collection and cash 
applications, credit hold releases, customer set 
ups/coordination, credit file maintenance and 
sending monthly statement of accounts. 


Fortune Infotech Ltd., Team Lead, 
Ahmedabad, 1- 3 Years, 1893818 
The candidate should be a graduate with 
outstanding educational career. Candidate 
should have minimum experience in leading 
BPO Company in health care vertical and 
sound knowledge of insurance products. 


EMC Data Storage Systems (I) Pvt. 
Ltd., Accountant, Bangalore, 

1 - 2 Years, 1883940 

The candidate must report into the manager 
shared services and work very closely with the 
supervisor accounts payable and onsite 
finance team. He must meet the service level 
deliverables on turn around time and errors. 


Tata Coffee Ltd., Chartered 
Accountants, Bangalore, 5 - 7 Years, 
1910283 

The candidate must be chartered accountant / 
cost accountant with preferably post 
qualification experience in industry or reputed 
audit firms. 


Fractal Analytics Ltd., Analytics Lead, 
Mumbai, 2 - 5 Years, 165699 

The incumbent must have strong analytics, 
statistics and mathematics background. He 
must provide necessary direction to the team 
to solve analytic problems. 


Waaree Instruments Limited, 
Accounts Manager, Mumbai, 

4-8 Years, 1891683 

The candidate must be a graduate with CA 
degree. He should have post qualification 
experience as assistant manager. Exposure and 
experience on SAP FICO is essential. 


л ` Hit the nail on the head. 
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The Madras Advertising Company 
Pvt. Ltd., Finance Manager, Chennai, 
5 - 8 Years, 1905781 

The candidate must handle independently the 
complete finance / accounts /administration 
functions of an advertising agency and to lead 
the department staff. He must also have 
exposure in the areas of income tax, service 
tax, TDS ete. 


Cybage Software Pvt. Ltd., Finance 
Executive, Pune, 2- 4 Years, 1909776 
The candidate must be CA (Inter) or CS 
(Inter) or B.Com or M.Com. He must also 
have experience in payroll, accounts, software 
industry is preferred.He must also have good 
konwledge of various accounting concepts. 


Atco Tower Pvt. Ltd., Accounts 
Assistant, Pune, 1 - 4 Years, 1909547 
The candidate must have experience in 
handling accounts. He must also have 
knowledge of Tally 7.2. He must have the 
knowledge of various accounting concepts. 


Panoramic Group of Companies, 
Audit Officers, Mumbai, 

2 - 5 Years, 424023 

The candidate should be a CA/ ICWA (Inter) 
having minimum experience preferably in 
service industry. Must have thorough 
knowledge in accounts, finance, auditing. The 
capability of handling crises independently 
and the flexibility to work or travel anywhere 
in India is must. 


OCWEN, Business Associate, 

Bangalore, 2 - 4 Years, 1935363 

The candidate good analytical and | 
independent problem solving skills. Не must | 
also have good knowledge of MS Excel and 
MS Access. Basic understanding of SOL 
(Oracle/ Sybase/ MS-SQL) and Visual Basic 
would be an added advantage. 





HOW TO APPLY FOR THESE JOBS:| 


1. Logon to www.monster.com | 
2. Type the job ID in the “Search Jobs" | 

box on the home page | 
3. Click the "Go" button | 





© monster.com 


Sharp search. Right jobs. 





MANISH AGNIHOTRI 





In its own lumbering way, Raebareli, the Gandhi family constituency that 
will soon be sending Sonia Gandhi back to the Lok Sabha, is grasping at 
economic opportunities and learning to side-step the political rivalry 
between the state government and the central government. к. SAI SRINIVAS 


RAEBARELI, UTTAR PRADESH 
April 8 & 9, 2006 


LITTLE OVER A WEEK AGO, WHEN THE UNITED 
Progressive Alliance (UPA) and Congress 
President Sonia Gandhi arrived here on a 
whirlwind tour of her constituency well 
ahead of the May 8 by-elections, she was 
taken on a 12-km detour to reach a poll rally at 
Lalganj, which is north-west of Raebareli. A worried 
District Pradesh Congress President Uma Shankar 
Mishra thought that Gandhi would not be able to 
handle the potholes that dot the 30-km stretch. 
But when the lady, who is recontesting for the Lok 
Sabha seat after having been forced to resign over 
the recent office-of-profit controversy, learnt of 
the state of the road, she decided to check it out on 
her way back to Raebareli. Lucky Lalganj. When the 


158 hUSINESS TODAY MAY 7 2006 


word reached the mandarins in Delhi, I am told, 
they swung into action, trying to complete a project 
held up for the last five years due to corrupt local 
politicians and contractors. 

If Gandhi could help it, the Raebareli-Lalganj stretch 
would have been long complete. After all, this is the dis- 
trict that has time and again returned her family mem- 
bers—including her late mother-in-law Indira Gandhi, 
who gave this poor and obscure district instant fame by 
picking it as her constituency in 1967, and late father- 
in-law Feroze Gandhi—to the Lok Sabha. But the fact 
is, Gandhi can't help it all. While Raebareli may be her 
preferred electoral battleground, the state is run by 
her bitter political rival, Mulayam Singh Yadav of the 
Samajwadi Party. Therefore, there's a constant battle be- 
tween the two parties over “ownership” of Raebareli. 

That said, the district has always received special 
attention from the Congress government. Take the 
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For Madam: Visaka Industries, owned by a Congress 
loyalist, chose Raebareli over Lucknow aA] 
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case of ITI Ltd, whose manufacturing unit here was set 
up in 1973, when Indira Gandhi was the Prime 
Minister. Thanks to a central government plan 
announced in November 2005, the ailing public sector 
telecom unit, which was on the verge of closure, is now 
back in business. тт has set up a new facility in col 
laboration with Alcatel of France to manufacture 
equipment for GSM-based mobile services (there's a sec- 
ond facility at Mankapur, also in up). There’s also 
talk of the unit manufacturing 3G equipment sometime 
soon—a move that will make it the first PSU in the 
country to do so. With 4,000 employees on its rolls and 
a monthly wage bill of Rs 6 crore, rr''s Raebareli unit 
is crucial to the local economy. 
opted for the voluntary retirement scheme, and most 
others remained employed but idle. But now there is 
a ray of hope,” says district magistrate Jitendra Kumar. 

Other PSUs in the district such as NTPC in neigh- 
bouring Unchahar are also expanding. NTPC, which 
employs 1,100 people here and generates 840 Mw of 
power every year, plans to add a fifth 210-mw unit 
here this year. Already, the Unchahar power station, 
with a plant load factor of 95, is a showpiece within 
NTPC. “The turnaround of the Unchahar plant has 
been mentioned by President A.P.J. Abdul Kalam in his 
book India 2020—Vision For The New Millennium,” 
an NTPC official tells me. Other projects in the pipeline 
include a GAIL gas outlet and a heavy vehicle crash-test- 
ing facility, both of which will involve an investment 
of a few hundred crores of rupees. 

Some brave private sector entrepreneurs are 
doing their bit to boost Raebareli's economy. 
Visaka Industries, promoted by veteran Congress МР 
G. Venkataswamy, chose Raebareli over Lucknow 
for its three-month-old asbestos plant because 
Gandhi wanted it so. *We've set up the unit to cre- 
ate local employment,' says Visaka's Managing 
Director, G. Vivekanand. Never mind that the 
plant must brave 12 hours of power cut every 
day. There's a reason why Raebareli must depend 
on the organised sector for its livelihood. *Raebareli 
is not blessed with a traditionally-skilled popu- 
lace unlike Agra, which is famous for shoemaking, 
or Kanpur, which is a hub for leather manufac 
turing,” points out B.D. Paulson, an IIT- and 
IIM-graduate and the local Superintendent of Police. 

No wonder, Raebareli is one of the 200 districts 
covered under the central government's ambitious 
National Rural Employment Guarantee Scheme. 
Apart from providing 100 days of guaranteed work 
a year to every willing villager, the scheme should put 
Rs 15 crore into the local economy. * 
bonds with Raebareli stretching over five genera- 
tions right from the days of Motilal Nehru," Gandhi 
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Engineering a future: Students get up close with IT at 
Feroze Gandhi Institute of Engineering & Technology 


Betting on jatropha: Farmers have taken to the 
bio-diesel plant jatropha for better returns 


4 ONES 1 sz 
Sonia satrap: DPCC President Uma Shankar Mishra runs the 
local office, which surprisingly sported no cut-outs of Sonia 
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said at a rally during her March-end visit. Clearly, in 
her case, that’s not all talk. 
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While the district of 2 million people is still largely 
poor and backward, there are definite signs of 
progress. For one, mobile phone subscriptions are 
soaring. From 10,000 in May 2004, BSNL’s cellular 
subscriptions touched 48,000 in January this year. 
"There's a lot of pent-up demand here,” says К.К. 
Mishra, Chief Finance Officer, BSNL. For another, the 
business of education is thriving. Ryan International, 
a private school, opened a branch here a year ago, and 
the local polytechnic has just been upgraded to an en- 
gineering college. Says Ram Pratap Sharma, Principal 
of Feroze Gandhi Institute of Engineering & 
Technology: “The college has thrown the doors of 
higher education open to local people, who otherwise 
would be forced to migrate to bigger cities.” There’s 
also a proposal to open a National Institute of Fashion 
Technology in Raebareli. However, it hangs fire be- 
cause Chief Minister Mulayam Singh Yadav wants it 
in the state capital, Lucknow. 

Surprisingly enough, there’s plenty happening 
even in the farming community in and around the dis- 
trict. A self-help group of farmers, Malikmauchaubara, 
is promoting cultivation of bio-diesel feedstock, jat- 
ropha, after visits to Madhya Pradesh and Rajasthan, 
where the plant has turned around the fortunes of 
some farmers. “We hope to get a return of Rs 40,000 
in five years on an investment of Rs 12,000 per acre,” 
says Vijay Bahadur Singh, head of the self-help group. 
Apparently, the jatropha plant lasts as much as 45 
years, consumes very little water, and is safe from the 
wild blue bulls (zrilgais) that are common here. “Even 
the Railways is keen to grow jatropha along its tracks, 
and we have agreed to sell it 5 lakh plants at 
Rs 5 each,” reveals Singh. 

Gandhi’s election campaigners are, of course, 
busy letting people know just where the credit is 
due. “Soniaji has done all the hard work,” one of 
them told this writer. “It’s a humbug that the devel- 
opment in Raebareli is due to Sonia Gandhi. The 
credit must go to Mulayam Singh Yadav,” counters 
Ram Naresh Yadav, senior leader, Samajwadi Party. 
It may be that things will change faster in Raebareli if 
Congress were to gain control of Uttar Pradesh. But, 
obviously, the locals know better than to bank on po- 
litical largesse alone. They are already taking control 
of their own future, and learning to make a living in 
a district that is a tug of war between two political ri- 
vals. People in Raebareli may love the Gandhi family, 
but they harbour no illusions about what Gandhi—or 
any other politician—can do for them. Ш 
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bt bookend 


Economics Simplified 


An FT columnist demystifies economics, ensuring that your next 
cup of cappuccino will never be just that. SANJOY NARAYAN 


THE UNDERCOVER F A BOOK LIKE TIM HARFORD'S THE UNDERCOVER 
ECONOMIST Economist had been available in the late 1970s in 

place of the many—not all—dry tomes on eco- 
By Tim Harford nomics that I had to labour through for an undergrad 
Little, Brown course, then perhaps I would have chosen to study 


Pp: 278 that subject a little more assiduously in college than 
Price: Rs 494 


I did. Of late, more economists have been writing 

pop books on the subject than ever before. And 
quite in keeping with another book that 
scorched up the sales chart, Freakonomics 
(by Steven D. Levitt and Stephen J. Dubner), 
The Undercover Economist offers simple 
insights into how almost everything in the 
economy works. 

Harford, who writes a couple of 
columns (one of them is eponymous with 
the title of his book) and economics edi- 
torials for the-Financial Times, uses 
Ricardo’s Theory of Rents as the starting 
point to demonstrate how the 19th century 
thinker’s work on farmland and rents can 
be the basis to explain everything—from 
why a Starbucks (or a Barista) can charge a 
customer a hefty premium for his cappuc- 
cino to why multiplexes in malls can price 

popcorn at near-extortionate rates, which 
movie-goers are happy to pay. 

Unlike Freakonomics, which dealt with 
subjects like drug peddlers, sumo wrestlers and others on 
the periphery of the economy, Harford focuses on more mainstream 
issues—the power of scarcity, pricing and protectionism, trade and tar- 
iffs—using everyday examples like the price of a cup of coffee or a poker 
game or traffic congestion. Some readers may find some of Harford’s 
ideas too simplistic; yet others may be turned off by his views on 
sweatshops in China or elsewhere—Harford makes a case that they ben- 
efit all the stakeholders—or on how self-serving dictators in African coun- 
tries like Cameroon actually foster economic development. Still, 
Harford is able to shape mundane examples into an excellent and 
breezy read without talking down to his audience or taking refuge 
behind jargon or complex theories. 

The Undercover Economist is a book you must pick up if you want a 
fresh perspective on how basic ideas in economics can help in answering 
the most complex and perplexing questions about the world around us. 
The only downside of the book: it could be a bit too basic for more sea- 
soned readers of economics. But then, it won’t be wrong to believe that 
there are far fewer of those than lay readers, thus assuring that, in this case, 
Harford’s book enjoys the power of scarcity that the only coffee bar at 
a subway station does during rush hour. At least till the next pop eco- 
nomics book comes along. m 
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ONE LAND, ONE BILLION MINDS 


By Ramanujam Sridhar 
Productivity & Quality Publishing 
Pp: 400 

Price: Rs 850 


OR A BOOK WITH AN IMPOSING TITLE, 

One Land is surprisingly 
breezy. There are no heavy-duty 
advertising or marketing (A&M) 
theories, no it-changed-the-world 
case studies, or even breathless 
descriptions of the writer's own 
successful A&M campaigns. 
Instead, Sridhar, who now runs 
a Bangalore-based branding and 
communications company called 
brand-comm, packs the book with 
everyday experiences and insights 
drawn from his 23-year-long stint 
in the industry. Like the man him- 
self, the book is chatty, ingenuous 
and humorous, never making the 
mistake of taking itself too seri- 
ously. Reading One Land, it bec- 
omes evident that Sridhar never 
meant it to be an academic work, 
but an elaborate diary that would 
just talk to its readers. Possibly 
because of that, Sridhar does get 
carried away once in a while. For 
example, his opening chapter on 
branding asks the reader if she 
remembers the Tamil film Thiru- 
vilayadal. Excuse me? Obviously, 
Sridhar forgets that he's writing 
for a national audience. Overlook 
such minor quirks, and One Land 
offers something for every A&M 
professional. 
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TROUBLE IN TREADMILL PRINTED 
ELEPHANT COUNTRY CIRCUIT 


4 Tro ible 1f 
‘Elephant Country 
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P? 1 ENVIRONMENTALISTS SAY 
RAHUL SACHITANAND visits the work-in-progress 
Bandipur resort of a tech-entrepreneur to find 
out what it is that has got the greens’ ire. 


N LATE 2005, Т.С. RAMESH (TIGER IS WHAT HE IS CALLED IN 
Bangalore circles, an obvious play on his initials; he was the 
founder of tech hotshop Bangalore Labs) decided that eco- 
tourism and wilderness, not business process outsourcing 
and technology, would be his focus, and launched Wilderness 
Resorts. Initial funding of $10 million (Rs 45 crore) came his way 
from old friend and iGate CEO Phaneesh Murthy and brewery-owner 
Н.В. Jairaj, and Ramesh announced that the company would ini- 
tially start with three resorts in Karnataka (the chain is branded 
Cicada), and expand to over 50 across the country over five years. 
Today, Wilderness has one resort up and running at Nagarhole, 
some 250 km south of Bangalore. Its second project, however, in 
the 874 sq. km Bandipur Sanctuary, part of the 5,500 sq. km 
Nilgiris Biosphere (home to 3,300 species of flowering plants 
and 100 species of mammals) has run into opposition from some 
environmentalists. The biosphere is home to over 6,000 elephants, 
“the single largest concentration of the Asiatic Elephant”, accord- 
ing to R. Sukumar, Chairperson (Centre for Ecological Sciences), 
Indian Institute of Science, Bangalore, India’s foremost expert on 
the animal (he owns around 10 acres of land in the region), and they 
wander across its length and breadth, crossing between India’s 
Eastern and Western Ghats through a corridor. 
Cicada’s new resort in Bandipur is perilously close to this 


164 BUSINESS TODAY MAY 7 200¢ 


corridor, allege some environmentalists. “This resort is very close 
to the elephant-proof trench (EPT),” says Anirudha Mookerjee, 
Director, Wildlife Trust of India. “Such resorts... should not be 
allowed to destroy the viability and functionality of a crucial cor- 
ridor,” he writes in an essay titled Right of Passage. Ramesh claims 
that he is on the right side of the ЕРТ and at least two km away from 
the corridor. His claim is supported by Sukumar. “The issue over ele- 
phant crossings (being obstructed) doesn’t arise because he’s around OTHER RESORTS IN THE 


two km from the spot.” (He explains that his position is based on the 
state of things right now and that he could change his mind if the FIRING LINE OF THE 


population of elephants increases and a broader path is required, tak- GREENS н 
ing it closer to Ramesh's resort). The local District Forest Officer : 
B. Venkatesh, too, gives Ramesh a clean chit. > 

If environmentalists are still not happy, blame it on their justi- 
fied fear that a successful resort at the periphery of a sensitive area, 
could attract other entrepreneurs. “This will open the floodgates to 
several more (resort) operators and damage the fragile eco-system,” 
says Anupama Mohurkar, a New Delhi-based conservationist. 
While Ramesh promises to make his resort as eco-friendly as pos- 
sible, he insists that he is in the right because “I am on private land”, 
and because hospitality ventures with an investment below Rs 50 
crore do not require any environmental clearances. Sukumar buys 
the argument, but adds that “for a sustainable future, ecological con- 
sciousness has to prevail over legal reasoning”. 


T.G. RAMESH REPLIES 


| The wall will be just two feet high with a one-foot 
! foundation and our resort is beyond the elephant-proof trench 


Elephant trail: 


We have scaled back the resort from 50 rooms originally 
to just 30 rooms 


We have put in systems in place to ensure minimal impact to 
the surroundings. Our resorts do not have televisions or even 
telephones in rooms. We conduct weekly plastic removal 
drives on the main road cutting through the forest 


Scientific waste disposal is planned along with an effluent 
treatment plant with recycled water used for irrigation; generators 
will use noise prevention enclosures and inorganic waste will be 
disposed of scientifically at the Taluk HQ, 30 km away 


We took R. Sukumar of the Indian Institute of Science to the 
site and based on his inputs and advice, we scaled down the 
project and introduced tents and huts instead of an all-concrete 
structure. The solar electric fence was dropped post that visit 


Our resort will directly participate and support activities to 
protect the now-widened corridor. We will encourage and help 
set up an elephant monitoring station in our resort premises 
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bt treadmill 


Stripping In The Gym 


О, THE HEADLINE IS NOT ABOUT WHAT YOU THINK IT IS. IT’S ABOUT A 
IN zm in weight-training technique that increases the intensity 
of your workout and stimulates greater muscle growth. Regular 
readers of this column may recall my mentioning that it is useful to 
keep varying your exercise routine. In the past Treadmill has talked 
about super-setting and circuit training. Super-setting involves doing a set 
each of two exercises that target the same muscle group with no rest in 
between, while circuit training is a non-stop series of sets of different 
exercises for different muscle groups. Supersets and circuits both increase 
` the intensity of workouts but there's another way of boosting your work- 
out: strip-sets. If you're tired of doing the same workout day after day or 
seem to have reached a plateau where you aren't able to see improvements, 
it may be a good idea to shake up your routine with a few weeks of a 
stripping schedule. 
You could say stripping is super-setting with a twist. Also known as drop- 
1 sets, supersets involve weight stripping through the course of a set. 
Here's how it works. You start bench-pressing with a weight that 
you can lift 10 times. Do 10 repetitions of presses; then have a 
partner take off some of the weight as you continue doing 
more reps. Say, you begin with а 25-Ib plate and two 10-Ib plates 
on either side of the bar; do as many reps of presses that 
you can till failure; now, get someone to strip off one 10- 
Ib plate and, without stopping, do as many reps as you can; 
then get the second 10-Ib weight off and carry on; repeat 
the process with the 25-Ib weights stripped off by bench 
pressing till failure with just the unloaded barbell. Thus, 
what happens in stripping sets is that the muscles are sub- 
jected to repeated failure. The typical cycle goes like 
this: a series of presses followed by muscular failure, fol- 
lowed by another series of presses with reduced resistance followed by mus- 
cular failure and so on till the lifter can barely hold up an unloaded barbell. 
The basic idea of a stripping set is the same as that of a super-set: to keep 
the targeted muscles working at one’s relative maximum intensity for a pro- 
longed duration. Relative because growing fatigue as you proceed through 
the set will prevent you from working at your absolute maximum level—for 
example, if you can lift 45-Ibs for a maximum of 10 reps, you cannot pos- 
sibly do 20 unless you reduce the weight you’re lifting. So, in a stripping set, 
you are challenging your muscles to work as hard as they can for as long as 
they can, thus providing the greatest stimulus for them to grow stronger. 
As you may have guessed, stripping sets can be exhausting sessions. 
That’s why a day’s workout involving stripping sets has few exercises. For 
instance, if you're targeting your chest muscles on a particular day, you may 
need to do just two exercises—say, an incline bench press and a flat bench 
press. If you're targeting your back muscles on another day, you may do 
just bent-over rows and lat pull-downs. That may seem like not too 
much work in the gym, but give it a try and you may then think otherwise! 
MUSCLES MANI 


RAMEN SARKAR 





write to musclesmani@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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ALL ABOUT 


SINUSITIS 





AVE YOU EVER HAD A COLD OR 
Не attack that persisted 
for weeks together? The symptoms 
of bacterial sinusitis often mimic 
those of colds or allergies, and 
many sufferers never see a doctor 
for proper diagnosis and treatment. 
What Is It: Sinuses are moist air 
spaces within the bones of the face 
around the nose. Sinusitis is the 
swelling and irritation in sinuses 
due to bacteríal, fungal, viral, auto- 
immune or infections. These 
infections usually follow colds or 
bouts of allergies. Sinusitis can be 
acute (going on less than four 
weeks) or chronic (going on for 
eight weeks or more). 


Symptoms: Symptoms of sinusitis 


in upper jaw, and occasionally a 
high fever. Says Dr A.K. Monga, 
Senior ENT Consultant, Sir Ganga 
Ram Hospital: “Sometimes sinusitis 
produces a swollen face followed 
bya stuffy nose and thick discharge 
of mucus.” Swelling and watering of 
eyes is a serious sign. 

Causes: The infection can occur in 
nose, throat, and upper respiratory 
tract. Says Dr Monga: “The dis- 
ease is frequently caused by allergy 
from poor air quality, changes in 
temperature, dehydration, polyps 
and obstruction in nasal cavity.” 
However, using nt nasal 
sprays for tone time can also cause 
sinusitis. 

Treatment: Antibiotics and steroid 
inhalers may be used as first line - 
treatment. While an affected person 
can also opt for a breakthrough 


` treatment, known as теч sinu- 


reduce the problem," adds Dr 
Monga. Nasal surgery (known as 
septoplasty) is опко only in 
severe cases. 

MANU KAUSHIK 
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2. WHAT cheaper. South African 
about hardware price warrior Sahara Com- 
oday, we are told by puters, which has been present in India for some 
1 easier way of express: time has introduced a digital camera, the 5sc1, which boasts a reso- 
that the net today is lution of 8-megapixel. Now, eight is quite a bit for a standard 
activity about cre- point-and-click digicam. At Rs 14,999 it really isn't expensive. 
ating content, and г out sharing it Then, if you knock Rs 3,000 off the price you can get a fairly 
Higher bandwidth capabilities of car reasonable 6-megapixel camera from Sahara as well. 
fee н ё 
riers and che rage rates ar 
4 the two t ings that have made the 
НЫ Sole-food 
TTA ALT ioquuze 
а to be to videos, what Flickr 


O, THIS DOESN'T HAVI 
IN Sal harassment’ writ- 
ten all over it. Instead, we're 
talking about a new toy from 
OSIM (the guys who make that 
nice massage chair) which gen- 
tly rubs your feet and ankles 
and also doubles up toning your 
calves. If your feet are dog-tired, 
they could appreciate the iSquuze. It is 
quite a nice way to chill out after a hard day, 
but the price is a steep Rs 22,000. 


Double The Pleasure? 
Sony Vaio VGN-SZ18GP 


OU CAN GET A LAPTOP THAT DOES 
o даны пе this one does for 
quite a bit less than the Rs 1,24,900 
[ sticker price on this Sony Vaio 
so YouTube can change the way peo- machine. That said, the SZ18GP comes 
ple share or consume entertainment. loaded with a Centrino Duo Core 
Register for free a processor, DVD writer, Biometric 
security, Wi-Fi, Bluetooth and over 
five hours of battery life (the downside 
is that it has a smaller 13.3-inch 
screen). Then, you don’t buy a Sony 
Vaio just because of its features, you also 
buy it because it’s a Sony Vaio, which means 
that it is über-cool. On that front this machine 
does not disappoint. Ш 
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CREATING A NEW BENCHMARK OF 
BANKING EXCELLENCE IN INDIA 





Presents 


081-1055 


Best Bank 


Awards 


India’s Best Banks stepped into the spotlight and received their due recognition. 


Business Today and Royal Challenge congratulate the winners of the Best Bank Awards 
held on February 9, 2006. The awards, based on the annual Business Today - KPMG 
survey of India’s Best Banks, recognize the industry's superlative performers. 


Congratulations to the winning banks, and thanks for joining us on the awards eve. 


FOR MANAGING TOMORROW 





Realty's Early Bird 


PERHAPS BECAUSE BRUCE E. 
MOSLER loves deep-sea fish- 
ing, the global СЕО of real 
estate firm Cushman & 
Wakefield decided to wager 
on India way back in 1997. 
Today, the New York-based 
Mosler can't stop grinning. 
= His India business is clip- 
2 ping, reporting a 75 per cent 
3| jump in revenues last year. 
5 But Mosler, 47, thinks this is 
= just the beginning for Indian realty: “We expect $100 billion 
(Rs 4,50,000 crore) to flow into Indian real estate over the next 


Copycat Woes 10 years," he says. If India's overheated real estate market ever 


needed a champion, Mosler would be a shoo-in candidate. 





BAJA] AUTO'S RAJIV BAJAJ, 37, NEEDN'T WORRY 

about being an underdog in China. In what : б 

would be an irritating compliment to his À Unlocking Riches 
company’s product development skills, 
Chinese auto companies are busy launching , 
imitation Bajaj vehicles. In January this year, 
some blasé Chinese motorbike maker 
launched a knock-off of the dandy 
Bajaj Pulsar, and most recently 
another firm has introduced an 
autorickshaw that looks more than 
just inspired by Bajaj's famous 
workhorse. *We are trying to 
locate the company that did this," 
fumes Bajaj. It's unlikely that 
Bajaj will get justice in “coun- 
terfeitville", but at least he now 
knows that his bikes are as good 
as those of the Japanese. 


















THE MAN WHO TURNED DELHI'S BARREN SUBURB, 
Gurgaon, into one of the most happening cities 
in India is set to strike pay dirt all over again. His 
real estate company DLF Universal, where 
K.P, SINGH and his family own 99.5 per 
cent of the shares, is planning an IPO 
(initial public offering), and investment 
bankers have valued it between $20 bil- 
lion (Rs 90,000 crore) and $255 billion (Rs 
1,12,500 crore). Depending on which, the 
float should make Singh the richest or 
the second richest Indian, after Mittal 
Steel's L.N. Mittal, who is #5 on Forbes’ 
billionaire list with a net worth of $23.5 
billion (Rs 1,05,750 crore). 





The India Connection 


DR WOLFGANG NIEDERMAIER | 
he sure can ‹ 
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it to Dr Reddy’ 
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A Deal With A Doctor 


WIPRO'S CHAIRMAN 
AZIM PREMJI, 61, 
knows the value of 
money. That’s why 
despite being the sec- 
ond richest Indian in 
the world with a 
wealth of $11 billion 
or Rs 49,500 crore 
(Forbes), he doesn’t 
=| believe in throwing 
money around. So if 
anyone doubted that Narayana Hrudayalaya founder 
Dr Devi Shetty ran one of the best heart hospitals in the 
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+ subcontinent, Premji's proposed investment in it should 
Tra nscontinental Move settle the matter. Premji's money manager Mrunmay 
Das declined to comment, but a hospital source says a 
ANOTHER HI-PROFILE EXECUTIVE HAS SUCCUMBED TO deal is likely by the end of this month. 
the private equity fever. This time, it is RAJIV KAUL, 37 
former Managing Director of Microsoft India, 
who moved to the headquarters in Redmond 
as recently as April 2005. He is joining private 
equity firm Actis in London as a partner. 
Says Kaul: “I will. be specifically looking 
after technology...and India and China will be 
a key focus area.” He says there were also 
some offers from multinational companies to 
head their India operations, but he 
turned them down because “I’ve 
been there, done that”. So, will 
turning an entrepreneur himself 
be the next career move for 
this XLRI grad? “Not just now, 
but never say never,” he says. 
We'll take that as a yes, then. 


, 


Native Interest 


BUNDEEP SINGH RANGAR, 36, CHAIRMAN OF INDUSVIEW 
e Advisors, an India-focussed corporate advisory 
firm, has done just about everything. The London 




















ec 
based, India-born has been a journalist (at 
Bloomberg), a live Tv host for a show on the internet 
(in Europe), and an entrepreneur-in-residenc: 
Jacob Rothschild and Maurice Saatchi-backed 
Saffron Hill Ventures). But Rangar thinks there 
are higher mountains to be climbed. *I am 
restless to do and build...the challenge is to build 
a world-class $1 billion company in three t 
five years," he says. For Rangar, India today 
may be the perfect place to try to do that. 





The New Man At Nasscom 


ALL IT A DOUBLE BONUS FOR B. RAMALINGA RAJU. NOT ONLY | 

old Raju's IT company, Satyam Computer Services, likely to 
announce $1 billion (Rs 4,500 crore) in revenues for the financial 
year just ended, but Raju has also been elected as the Chairman 
of the industry lobby, Nasscom. Hyderabad-based Raju, who'll now 


be spending more time in Delhi, says that apart from pushing for 
policy changes, his priority will be to develop physical infrastruc 
ture (in terms of better roads and airports) at the national level and 
create an ecosystem more conducive to the rr sector. “The focus 
will have to be on innovation as the key driver for taking some mem 
ber companies to the next level," says Raju. That will be crucial to 
ensure more billion-dollar hits in the industry. ш 
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DESIGNATION: Chairman 
COMPANY: Sterling Group 


The Deal Maker 


E IS ONE OF INDIA'S BEST KNOWN DEAL MAKERS, REGULARLY HITTING THE HEADLINES 

for buying and selling companies. Even as the Tata-Birla deal over Idea Cellular 

hogged the headlines, NRI tycoon C. Sivasankaran was quietly negotiating to sell 
his 1.7 per cent stake in the company to unnamed foreign investors for Rs 150 crore. Earlier, 
in January, he had sold Aircel, his mobile telephone company, to a consortium led by 
Malaysian telecom company Maxis for Rs 4,860 crore. It was third time lucky for Siva, 
as his associates call him. Two earlier attempts to sell the company to the Hutchison Group 
of Hong Kong and AFK Sistema of Russia had fallen through. But the wait was worth it; 
he pocketed an estimated 60 per cent more than what he might have had either of the ear- 
lier deals gone through. In 2004, he sold Dishnet DSL to VSNL for Rs 270 crore. “I sell busi- 
nesses not just to make money, but to get a better return on management,” Sivasankaran, 





Now make who did not speak to Br for this profile, had told this magazine in January. 
The man first hit the headlines in the eighties when his Sterling Computers launched 
ISD calls a low-price pc. The model succeeded for a while, but he could not sustain his early suc- 


cess and shut the company down. “Not to make profits is a sin; but to be sentimentally 
attached to a business for ever is foolish,” he’s said on umpteenth occasions. He’s also 
Airtel mobile repeatedly proved that he’s nobody’s fool, cashing out of companies he either bought or 
promoted at huge premiums to his entry price. 


from your 


at just Sivasankaran’s latest business passion is foods. He owns the Barista coffee chain, and 
Rs. 7.20/min. has now turned his attention to Aiwo, a health food chain, which specialises in low-calo- 
rie foods cooked in olive oil. So, has he finally washed his hands off the telecom-technology 
Only on Airtel. sector? Not by a long shot. He’s investing in the Wi-Fi business in a big way and is also 
believed to have acquired mobile licences for seven circles in eastern India. Is he now 
going to build a foods-to-technology empire? Knowing Siva and his penchant for deal mak- 

ing, he might just build up critical mass only to sell out again to the highest bidder. ш 
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From The Editor 


NDIAN IT’S GOLDEN TRIO, TCS, INFOSYS AND WIPRO, HAS 
Г: iconic presence in the global markets. The three 

Indian companies—all of them already $2 billion (Rs 
9,000 crore) or more in terms of revenues—are known not 
just in the world of infotech offshoring but across global 
industry. All three have grown at a searing pace and it cer- 
tainly looks like they will continue to do so. The global off- 
shoring business is estimated to more than double from 
around $45 billion (Rs 202,500 crore) now to $110 bil- 
lion (Rs 495,000 crore) in the next four or five years. If 
Indian companies are able to maintain their share of this 
business (currently they do around $24 billion or Rs 
108,000 crore), we could be talking about an offshoring 
business opportunity of $60 billion (Rs 270,000 crore) for 
Indian firms. If, as many believe, they are able to increase 
their share, that opportunity could be an even bigger 
$75 billion (Rs 337,500 crore). Of that, the ‘golden trio’ 
could account for as much as $30 billion (Rs 135,000 
crore) or more. But which of the three will rack up $10 bil- 
lion (Rs 45,000 crore) in revenues first? 

It's a tricky call to make but we did it. Our cover story 
by Venkatesha Babu, with assistance from our bureaus, 
will tell you which one of them we 
think is best poised to get to that 
magic figure first. Let me tell you it is 
a close call. Because the three com- 
panies are so much alike. All three 
compete fiercely to offer similar serv- 
ices to their clients across different 
businesses. Yet they have discernible 
differences: TCs, for instance, may be 
reckoned to be conservative and has 
the lowest billing rates but is the one that pursues and 
grabs big-ticket contracts the best; Infosys has high net 
margins and is perceived to be the one that has built and 
leveraged its brand the best; Wipro may have lower net 
profit margins than the other two but it has aggressively 
pursued inorganic growth. Our story delves deep into the 
strategies and vision at each of the three and also rates 
them on 10 parameters to arrive at final scores to see who 
may breast the $10 billion tape first. 

Even a couple of years ago, the name Tulsi Tanti 
would have left most people cold. But suddenly the 
48-year-old has burst into India Inc.’s richest league with 
his alternative energy major, Suzlon Energy, which boasts 
of nearly Rs 40,000 crore in market value. Yet, Suzlon’s 
sizzling growth story has raised concerns. Income-Tax 
sleuths allege the company’s abetment in tax evasion— 
wind and other non-conventional energy businesses enjoy 
lucrative tax incentives and exemptions—and Suzlon and 
its subsidiaries currently face several legal cases. Kushan 
Mitra met the reclusive and media shy Tanti to get a 
rare inside view of the company. 
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Trade With Neighbour 
BILATERAL TRADE BETWEEN 
Pakistan and India almost 
doubled to cross the $1-bil- 
lion mark last year. The 
$400-million increase in the 
year ending March 2006 was 
attributed to the launch of a 
South Asian Free Trade Area Agreement (SAFTA) and the 
opening of rail and road links. A look at the growth prospects 
between the two countries. 








BRIC Vs The Rest 
THE BRIC (BRAZIL, RUSSIA, 
India and China) nations 
should surpass current world 
leaders in the next few 
decades if they do not let 
politics prevail over eco- 
nomic issues. Experts caution that despite the vigorous 
growth, BRIC countries are vulnerable to losing direct foreign 
investment due to excessive government control and lack of 
clear rules for the private sector. 








Tackling Trade Issues 
WITH THE MISSING OF MINI- 
ministerial deadline, and 
World Trade Organization 
talks in a limbo, developing 
nations are in a fix. India has 
made it clear to the wro 
Director General Pascal 
е as well as to the developed world that clash over farm 
subsidies by the us and Europe bodes ill for all. 
A look at the evolving trade strategies of the developed and 
developing nations. 


Now, get a hot new management tip for the day every day, and participate in opinion 


polls through SMS on your mobile phone 24 hours a day. 


! (Please add Rs 10 for non-Delhi 


TO RECEIVE BT'S TIP OF TO ANSWER THE BT-ON-THE-MOVE 
| payment). Or please charge my card THE DAY QUESTION 


Is education becoming costlier for the 





i 1. Go to "Write messages" on your 

[ИШУДИ mobile phone. | Indian middle classes? 

| EOS a ИК ннн rw "BTTIP" on the message 1. Go to “Write messages” on your mobile phone. 
| | 2. Type "BTPOLL Y" for Yes. 

| Member's signature: .................................. 3 Son Wem t 


! Туре “BTPOLL №" for No. 
! My subscription number: 


4. You will receive the hot 
! Н management tip for the day іп a return | 3. Send the message to the number “2424”. 
———————————————À i message. 
¦ (In case of renewal) 

* Terms & conditions apply 








Readers can also participate in the poll at www.business-today.com 
Powered by ActiveMedia Technology www.activemediatach.com 





NOTE: Available with ail cellular operators 
Regular SMS charges apply. 











m => yal 


atmosphere 


THE FINE FURNISHING STORE 








"eS all in the atmosphere 


AHMEDABAD: +91-79-26927799, BANGALORE: +91-80-41120820, CHENNAI: + 91-44-42068303, DELHI: «91-11-51553233, GURGAON: « 91-124-4101782, HYDERABAD: +91-40-55987360 
KOLKATA: + 91-33-22833578, LUDHIANA: *91-161-5050084, MUMBAI: Colaba +91-22-22831877, Santacruz +91-22-56215340, PUNE: +91-20-56028189, EMAIL: atmosphere@himatsingka.com 


Ambience Publicis/ATMO/06-04-0337 


bt letters 





Best letter wins 
a HIDESIGN travel bag 


from 


Xe 
JK PAPER LTD. 


Creating lasting impressions 





Way Ahead Of Others 
YOUR COVER STORY GEN-NEXT BPO 
(BT, May 7, 2006) shows that 
Genpact faces no stiff competition 
and is far ahead of others in the 
sector. In the coming years, we 
could see вРО$, by the virtue of their 
business size, rocking the markets by 
getting listed. Due credit to Gen- 
pact’s management team for tak- 
ing the company to such heights. 
VITHUR, through e-mail 


Time To Diversify 
GENPACT HAS EARNED ITS BRAND 
name and numero uno position by 


Definitely Gen-next 

YOUR COVER STORY (BT, MAY 7, 2006) 
shows that managing a highly 
volatile business like a BPO enterprise 
requires some unconventional think- 
ing and lots of guts. The business is 
not only subject to intense compe- 
tition and high attrition levels, but is 
also susceptible to negative fallout 
due to domestic politics interna- 
tionally. Clearly, Genpact’s Pramod 
Bhasin has succeeded despite the 
recent negative propaganda in the 
West against outsourcing and this 
augurs well for our BPO industry. 


R.K. SUDAN, through e-mail 


getting a major chunk of outsourced 
jobs that come to the Indian shores. 
However, it’s time the company 
moved away from doing low-end 
BPO jobs, which most Indian com- 
panies do, and, instead, focussed 
on developing intellectual property 
in the BPO sector. This can be 
achieved by strategically offering 
qualitative services. 

SUMAN RAI, through e-mail 


Man With A Vision 

YOUR COVER STORY GEN-NEXT BPO 
(BT, May 7, 2006) gives insight 
into the industry and explains in 
detail Pramod Bhasin’s ambitious 
plans to make Genpact one of 
the biggest global ВРО companies. 
Given the clarity of his vision, 
Bhasin should achieve his target 
of attaining $1 billion in revenues 
by 2008 and $10 billion by 2016 
with ease. 


^. JACOB SAHAYAM, through e-mail 


Shopping At The Right Time 

KISHORE BIYANI'S AGGRESSIVE PLANS TO 
build size and scale across the entire 
consumer space could not have 
been more timely. Indians had 
never had it this good, especially 
with more than one forecast pre- 
dicting that the region is going to 
experience the highest pay hikes in 
the Asia Pacific region. This invari- 
ably translates into higher purchas- 
ing power. In short, Biyani is betting 
his money on the right horse. 


ИМО MATHEW , through e-mail 


Correction 

In the sponsored tech special ERP 
Revolution: The Microsoft Way 
(Br, April 23, 2006), the designa- 
tion of Aashish Kshetry has been 
incorrectly mentioned as CIO in 
the Asian Paints case study. He is 
Systems Development Manager. 
The error is regretted. 
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BRITISH AIRWAYS < 


The world is waiting 


Fly through the airport 


With British Airways, spend less time in airport queues by 
checking in online and choosing your seat from the comfort of 
your home. And, if you're flying First or Club World business 
class from India, allow our kerbside facilitators to guide you to one 
of our dedicated check-in areas. For more information, visit ba.com. 





Why There Will Be No New New Thing 


EW NEW THING, A PHRASE 
Niccined by Michael Lewis, 
business writing’s equivalent of 
Tom Wolfe, is a favourite with 
financial journalists. Over the past 
few years, a clutch of emerging 
sectors, technologies, even busi- 
ness models have been anointed 
with the tag. The list, and it is a 
growing one, includes such wor- 
thies as nanotechnology, biotech- 
nology, and, closer home in India, 
organised retail and healthcare, and 
now microfinance. Not all belong 
on the list as this definition of the 
term (new new thing) will show. 

To qualify, a sector, technol- 
ogy, or business model should: be 
new, something that hasn’t really been thought of, not 
just in India, but anywhere in the world; possess the 
ability to make a substantial difference to the market 
in the area in which it operates (this is what corporate 
types mean when they say paradigm shift); and hold 
forth the promise of wealth, for entrepreneurs and 
investors alike. The first criteria can be relaxed (if you 
insist, Constant Reader), but the last cannot for 
obvious reasons: money, after all, makes the world go 
around. Nor can it be satisfied partially: a company 
that makes money for its entrepreneurs, but not for the 
investors doesn’t qualify. 

Today, it is the last that makes it impossible for alm- 
ost anything to become the new new thing. After years 
of turning a blind eye to products, technologies and 





Market Millionaires 


OT TOO LONG AGO, THE ONLY WAY A PERSON NOT 
Noon into a business family could get rich was to, 
well, try and pray. Businesses and, hence, wealth had to 
be built the old-fashioned way: Brick by brick, and over 
the long haul. Even then, rarely did any entrepreneur 
get fabulously rich in his own lifetime. The first 
exception to this rule was the legendary Dhirajlal 
Hirachand Ambani, better known to Indians as 
Dhirubhai Ambani of the Reliance conglomerate. He 
was probably the first industrialist to realise the 
potential of stock markets, and who made equity 
popular because of the annual appreciation the 
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business models that they didn’t 
think up, companies and entrepre- 
neurs have now learnt that while it 
pays to be first into a market, it 
certainly doesn’t hurt to be second, 
or third, even fourth. And after 
years of playing safe with the stock 
market only to see seemingly-fool- 
ish risk takers grow their capital 
many times over, investors, 
especially those of the retail variety, 
see the new new thing in every 
company that makes an IPO (initial 
public offering). With the Bombay 
Stock Exchange’s index, the Sensex, 
at 12,042.56 as this magazine goes 
to press, an unheard-of company 
claiming to be at the forefront of the 
nanotech or biotech revolution just has to make an 
announcement of an IPO to prove this point. New 
new things happen when there is no weight of expec- 
tations. Today there is no company, no technology, no 
business model and no sector that has this luxury. 

Given the happenings in India, telecom should 
have been the new IT services. It won’t be for the 
simple reason that everyone expects it to (and the 
expectation-value and offer-price inherent in this 
argument explain why Bharti Tele-Ventures, the 
first Indian mobile telephony company to make 
an IPO, will never generate as much wealth for its 
shareholders such as Wipro and Infosys). That’s 
one of the things that give the Indian IT services ind- 
ustry a unique position. 


ЧҮХМҮЅ NIWVS 








Suzlon's Tanti (left) and Financial Technologies’ Shah: 
Sold investors shares and some dreams 


Oracle Automotive Solutions 





Leading Companies Run 
Oracle Applications 


4 out of the 5 largest tyre manufacturers 
Top 15 automotive parts companies 
9 out of the top 10 auto manufacturers 


19 of the top 20 OEMs 


When leaner decision making is front and centre, 
you'll find Oracle Applications at the core. 


ORACLE 


oracle.com/lean 
email us at oracleindia_in@oracle.com 
or call 1 800 425 6725 / 080 4107 6641-44 


Based on Fortune's 2004 list of "Most Admired Automotive Parts 
Companies," the 2004 Automotive News list and Industry Week's 
list of "2004 Top Manufacturing Companies by Revenue." 


Copyright © 2005, Oracle. All rights reserved. Oracle, JD Edwards and PeopleSoft are registered trademarks 
of Oracle Corporation and/or its affiliates.Other names may be trademarks of their respective owners 
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Reliance stock delivered to its shareholders. 

Since then, other entrepreneurs have gone on to 
emulate Ambani, but it's not until recently—in fact, only 
over the last three years—that unknown business peo- 
ple have overnight become fantastically rich. You'll find 
two such examples inside the issue that you hold in your 
hands: Suzlon Energy's Tulsi Tanti and Financial 
Technologies India’s (FTIL) Jignesh Prakash Shah. The 
former gentleman’s wind energy company went public 
in September last year, and today boasts a market cap 
of Rs 37,000 crore. The 48-year-old Tanti and his 
family own more than 70 per cent of Suzlon shares, put- 
ting their net worth at about Rs 26,000 crore. Shah’s 
FTIL, which makes software for online exchanges (it also 
owns a few virtual exchanges, including the Multi 
Commodity Exchange or MCX), has a market value of 
Rs 7,500 crore, with Shah’s shares in it worth Rs 


1,500 crore. McX is also slated to go public, and has been 
valued at Rs 2,500 crore. At no other time in India, 
could a mere electronics engineer have created Rs 
10,000 crore in shareholder value in about 10 years. 
That’s the good news. The bad news: These gentle- 
men are the creation of an unprecedented boom on the 
Indian stock markets. At one level, while the wealth they 
have created is very real, at another, it is not just notional, 
but vulnerable. Suzlon Energy currently trades at 52 
times its earnings, and FTIL at an astounding 184. Will 
the two companies be able to deliver the kind of earni- 
ngs that investors expect? Unlikely. What’s going on right 
now is simple bidding and not necessarily smart invest- 
ing; there’s too much money chasing a handful of sto- 
cks. That, however, does not take away the fundamental 
shift that has taken place in Indian business. Equity 
investors want to become, and make, millionaires. 





Great Game 2.0 


LAME THE DEATHS OF К. SURYANARAYANA AND, BEFORE 

him, Maniappan Raman Kutty on the pusillanim- 
ity of the Indian government, or rather, its inability to 
play the Great Game according to its rules. The early 
players: Russia, China, the UK, the us and Turkey (un- 
der the Ottoman Emperors). The trophy: influence and 
control over Central Asia and Afghanistan. India entered 
the game only in the last decade. The reason is not dif- 
ficult to fathom: energy. India needs oil and gas from 
Central Asia to fuel its dreams of emerging as a big 
power; hence, the need to project its influence in this 
region. And Afghanistan, with a friendly government in 
place, provides the ideal launch pad for that. The 
Great Game, unfortunately, is not your average spec- 
tator sport. It involves playing hardball with other 
powers and forces—in India’s case, Pakistan and its cre- 
ation, the Taliban—and covert, often illegal, manoeu- 
vres to project and attain the foreign and economic pol- 
icy objectives of individual players. 

Unfortunately, India, which is still in the process of 
shedding its namby-pamby Nehruvian foreign policy 
legacy, is ill-equipped to play this game. For one, the 
government doesn't seem to have a clue on how much 
power it wants to project. It has a small detachment of 
about 300 Indo-Tibetan Border Police personnel sta- 
tioned in Afghanistan to provide security to Indians 
working there. This is totally inadequate in a region that 
is so critical to our energy and strategic security needs, 
and should be beefed up urgently. But the govern- 
ment is waffling on this. No wonder the Taliban and its 
sponsors are targeting Indians, thus, putting pressure on 
India to scale down its presence there. It must also be 
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more pro-active in tracking down and terminating 
the perpetrators of such heinous crimes. 

At the micro-level, the government must learn to 
treat the personal tragedies that underlie the policy issues 
with more empathy. Foreign Secretary Shyam Saran's 
televised reaction to Suryanarayana's murder seemed 
cold and aloof. And the Andhra Government turned this 
tragedy into a farce by announcing a measly compen- 
sation of Rs 5 lakh. This magazine suggests that the gov- 
ernment, as a matter of policy, should provide victims' 
families the last drawn pay and all other service bene- 
fits of the deceased (irrespective of whether he was a 
government employee or not) and provide free edu- 
cation to his children, in addition to the compensation. 
This will not heal the emotional scars suffered by the 
individuals, but will at least show that the nation cares 
and that citizens are not mere pawns in the govern- 
ment's global policy matrix. The crying need: a com- 
prehensive policy on this asap. Because there will be 
many more such incidents as India's economic, politi- 
cal and military muscle grows. в 





Shadow Boxing 


Post-elections, the Left may step up its rhetoric, 
but will not withdraw support. ARNAB MITRA 





of disguises. And it is becoming increasingly difficult to tell its 

various images from the real thing. Its General Secretary Prakash 
Karat and politburo member Sitaram Yechury have declared that they'll int- 
erpret any reverses suffered by the Congress in the ongoing Assembly elec- 
tions to five states as a popular rejection of its pro-reforms economic line 
and pro-US foreign policy tilt. This meant, in effect, that they were placing 
the government on notice. In the firing line: privatisation of the Mumbai 
and Delhi airports, the much-awaited "flexible" labour policy and the pro- 
posed increase in the foreign investment cap in the insurance sector. 

Six months ago, such a statement would have resulted in a stock 
market crash. This time, they were barely noticed, testament, perhaps, to 
the fact that the flow of events has overtaken these leaders. Even senior lead- 
ers in their own party have started taking such rhetoric with large doses of 
salt. *They have their compulsions in Delhi," says a senior Marxist leader 
in West Bengal, *but we have to face the electorate and win elections, so 
we can't be so dogmatic." The clear inference: pro-reforms Left leaders will 
not let central leaders translate their radicalism into punitive action. 


Te COMMUNIST PARTY OF INDIA (MARXIST) IS PROVING TO BE A MASTER 
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Trends. 
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The fortnight's burning question. 


SUZUKI MOTOR CEO 
OSAMU SUZUKI 

SAYS КАТАМ TATA'S 
PROPOSED RS 1-LAKH 
CAR IS NOT FEASIBLE. 
IS TATAS DREAM 
PRACTICAL OR IS HE 
ONLY CHASING A 
CHIMERA? 


No comment. 

Ravi Kant, Managing Director, 
Tata Motors 

| do not want to comment on 


what Mr Suzuki said about the 


project. All | can tell you is 


that we are doing whatever we 


have to do. 


DC Design i 

Mr Tata has staked a lot on 
this project, and | guess he can 
do it. However, | believe that 
he will need to change the 
paradigm of not only how cars _ 
are manufactured, but also the 
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The premise of Messrs Karat’s and Yechury’s argument—that the 
Congress will suffer reverses in these polls because of its alleged pro- 
reforms, pro-US policies—is also unsound. Of the states going to polls, 
the Congress is in power in three—Assam, Kerala and Pondicherry— 
and a basket case in Tamil Nadu and West Bengal. Everyone is unan- 
imous that it will retain Assam and Pondicherry, cede power in Kerala 
and remain an also-ran in the other two. The Left, for its part, will 
retain West Bengal, wrest Kerala and watch from the sidelines in the 
rest. Kerala has a history of kicking incumbent governments out of 
office; so a Congress defeat can hardly be interpreted as a vote against 
reforms. But the Left will definitely try to give it this spin. *We feel 
that the central government is deviating from the Common Minimum 
Programme. А victory in Kerala will give us a good platform to voice 
our dissent," says senior CPI(M) leader Thomas Isaac, who is con- 
sidered Kerala's shadow finance minister. Shadow chief minister V.S. 
Achutanandan is an old-school Marxist and will back the hardliners, 
but his reformist party rival Pinaryari Vijayan will almost certainly 
keep him tied to the state, leaving him with little space to play any 
role in the formulation of his party's national strategy. This means 
the party's anti-reforms thrust will be somewhat blunted. 

In Tamil Nadu, both the AIADMK- and DMK-led fronts have sup- 
ported or opposed reforms based on their immediate political 
compulsions. A victory for either party, therefore, cannot by any 
stretch be interpreted as a vote against the Centre's policies. 


Pro-reforms Leftists will not let the leadership 


translate 





That brings us to West Bengal. Here, Chief Minister Buddhadeb 
Bhattacharjee has overturned decades of communist orthodoxy and 
is pulling out all stops to welcome foreign and private investments. 
He has publicly opposed the agitation against the privatisation of air- 
ports, signed agreements to hand over farm land to Indonesia’s Salim 
Group for a housing project and, hold your breath, declared 
that Karl Marx and socialism are no longer relevant. The CM has 
also made it plain that he’s seeking re-election on the plank of his 
own version of economic reforms (which, incidentally, is almost a 
carbon copy of the one scripted by Prime Minister Manmohan Singh 
in Delhi). His opponent, Mamata Banerjee, on the other 
hand, is spouting the old Marxist slogans against re- 
forms and foreign investments. Thus, only a defeat for 
the Left, rather than a victory, can, logically be 
termed an anti-reform vote. And Bhattacharjee and 
his colleagues are bound to interpret their return to 
power as a vote for reforms and push ahead with 
the next stage of their agenda. 

“They (the central leadership) will launch 
agitations and indulge in brinkmanship. But | 
don't think they'll actually withdraw support,” 
the senior West Bengal leader sums up. 

ADDITIONAL REPORTING BY RITWIK 

MUKHERJEE AND RAHUL SACHITANAND 
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Q&A 


“We Are Setting Up 
An ARC For SMEs” 


WO YEARS AGO, CENTURION BANK 
| was on the verge of collapse. 
But Rana Talwar and bis team 
turned it around in quick time. Its 
merger with the Bank of Punjab brought 
it a lucrative SME (small and medium 
enterprises) portfolio and a low cost 
deposit base. The Centurion Bank of 
Punjab, as it is now called, is aggres- 
sively scouting for another buyout in the 
south or west, though the bank is tight- 
lipped about it. Shailendra Bhandari, 
MD & CEO spoke to Br's Anand 
Adhikari about his new business ini- 
tiatives. Excerpts: 


What new initiatives are you planning? 
We have just launched our credit card, 
called Miracle, and the response has 
been quite encouraging. We are now 
awaiting RBI's permission to start an 
asset reconstruction company (ARC) to 
buy stressed assets. 


What's the potential of the ARC business? 
We will focus on stressed assets of 
small and medium businesses. 
Players like ARCIL are focussing on the 
stressed assets of big players. 
We are better positioned 
to exploit the lower end 
of the market. 


How is your bank coping with 
the rising interest rate scenario? 
We have one of the highest 
interest margins, of 
4.8 per cent, in 
the industry. We 
are also tapping 
low cost depo- 
sits and expa- 
nding our fee- 
based business 
portfolio by 
hawking in- 
surance and 
other financial 
products. 
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Visualise This 


Visual radio takes the camera, Walkman 
..err...cellphone to a new level altogether. 


NE WOULD BE TEMPTED TO THINK THAT VISUAI 
() radio is an oxymoron. Only, it’s not. It’s an 

application available on mobile phones that 
enables users to receive FM radio along with text and 
images on their handset screens. And it’s coming to 
India in June. Developed by Nokia and marketed and 
integrated by Hewlett-Packard, visual radio combines 
images and text with the regular audio to make the 
radio experience more interactive. 

Visual radio is already quite popular in Finland, 
Sweden, the us, the Uk, Singapore, Thailand and 
Germany. It will be launched in India by Radio Mirchi 
in a tie-up with cellular service providers. Says Pankaj 
Mathur, Country Manager (Network Service Provider 
Business), HP India Sales: “The pilots will be con- 
ducted in mid-May and we hope to launch visual 
radio sometime in June. Though Radio Mirchi will be 
the first to do so, we expect all the other radio stations 
to get quickly involved in providing the new feature to 
users.” Radio City, another popular FM channel, is eval- 
uating the technical, creative and other modalities 
required for launching this service, says Prasad Panicker, 
Brand Manager of the company. 

To provide the visual radio service, cellular opera- 
tors will have to tie up with radio stations, which will 
have to create visual content to go with their FM broad- 
casts. So, the regular breakfast show, heard on the 
cellphone radio, can have pictures of ће RJs, text mes- 
sages with details about the song playing, trivia about the 
artiste and even audience polls on related issues. 

The feature will be rolled out first in either 
Delhi or Mumbai and then in other cities. The 
exact table of charges is currently being worked 
out. Elsewhere, it is a combination of subscription 
and bulk rates. In Singapore, for example, visual 
radio is available at about S$5 (Rs 140) a month plus 
a variable amount for downloads. At the moment, 
visual radio is an integrated application (it cannot be 
downloaded on to older handsets) available on 
about 10 Nokia handsets. The company, however, 
says it will make the feature available to other 
handset manufacturers as well. 

The mobile music industry in India, currently worth 
about Rs 500 crore per annum, is expected to overtake 
the Rs 700-crore conventional music industry by the 
end of this fiscal. And visual radio is expected to pro- 
vide a fillip to this trend. 

SHIVANI LATH 
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Seeing Your Songs 
AUDIENCE BENEFITS 


m You can get detailed information on a musical piece 

m Sports results tables are more easily viewed 
than heard as a monologue 

m Entering the middle of a talk show, you can see 
what's been discussed till that point and what's ` 
coming up next 

= With just two clicks, you can participate in a listener 
competition or vote for a song 

m With just two clicks, you can buy the ringtone of the 
song being played 


BROADCASTER BENEFITS 


а The number of viewers and listeners is known in 
real time 

L| Wills aed colocan Tor aar resin 

а Sales of digital contents and services offer new 
revenue opportunities = =» 

ш Arranging real-time polls, votes, quizzes and other - 
competitions is easier 


ADVERTISER BENEFITS 


m The measurability of Visual Radio ads will be greatly 
enhanced compared to traditional radio ads 

п Ads that offer concrete value—for example, a 
discount coupon—are received much more easily 
than just informational or emotional ones 

= The great ease of interactivity leads to high 
participation and enables successful direct response 
campaigns 


OPERATOR BENEFITS 
m New dcn content and ‘Service: sales increase 


" таъ AN User eagerly wants 
enhances customer loyalty 

m Differentiation enhances new customer acquisition 

m Co-marketing opportunities 


t Buys" in Laser Printing & Fax 


/ 
The compact, rugged HL-2040 GDI 


Laser Printer, Laser Flat Bed MFC-7420 


~ P 
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and the Laser Fax-2820, designed for users in India from BROTHER. 


HL-2040 
* 20 ppm speed 
* HQ 1200 dpi 
* 8 MB Memory 
* Hi-speed USB 2.0 and PRL VF 
* Regular toner (2,500 Pages) and Drum (12.000 


pages) in Carton 


MFC-7420 


+ 5-in-1 Laser Flatbed МЕС 

+ Print, Copy, Scan, Fax & PC Fax 

* 20 ppm Print Speed 

* Upto 2400 x 600 dpi print resolution 
* 14.4 kbps Fax Modem 

+ 35 Sheet ADF 


+ Upto 600 x 300 dpi Copy resolution 
* Zoom 25% to 400% copying La” 


FAX-2820 





* 14.4 kbps Modem Speed 

* 8 MB Memory 

* 20 Sheet ADF 

+ Laser printer-20 ppm 

+ Upto 2400 x 600 dpi print Resolution 
* 250 Sheet Paper capacity 
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National Service Provider: 


When you consider Performance, print speeds upto 20 pages per minute, 
print resolutions up to 2400 x 600 dpi. 


When you consider Costs, the package includes a drum for 12,000 pages 
valued at Rs. 4,270.00, a Toner Cartridge for 2,500 pages values at 
Rs. 2,640.00! Deducting these costs from the price of the machine, you would 
arrive at the true cost of the device. The true cost of the HL 2040 is a mere 
Rs. 1,580.00, the true cost of the Laser Fax 2820 is Rs. 4,080.00, and for the 
МЕС 7420 the true cost їз just Rs.13,080.00! Make similar comparisons with 
any other brand or model that you are considering to purchase. The cost 
benefits with BROTHER will amaze you! With print per page costs around 
Rs. 1 per page, you can't go wrong! 


When you consider Compatibility, the HL 2040, Fax 2820 and Flat Bed Laser 
MFC 7420 are provided with a fast USB 2.0 port as well as a Parallel Port. They 
are Windows", Mac’ and Linux compatible. 


When you consider Reliability, the in-built "Electronic Print Meter" will monitor 
the yield of the Toner Cartridges, Drum Cartridges, track the number of 
cartridges consumed, the pages printed, and even, the number of paper jams 
that have occurred during the productive life of the Machine. Designed and 
manufactured to meet or exceed international quality standards, at ISO 14001 
certified factories, and with Onsite Warranty available from over 75 locations in 
India, rest assured that your Brother Printer or Multi function device will perform 
consistently for years If you are looking for printing and fax solutions for 
your office, consider BROTHER! 
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CELEBRATING THE FASTEST 
LAKH CAR 
ROLL OUT 


2.4-LITRE VTVT ENGINE - 165PS@5800RPM - CLEAR HEADLAMPS - 6CD CHANGER WITH МОС 


MANUFACTURING UNIT AND REGISTERED OFFICE MARKETING AND SALES HEAD OFFICE AND NORTH REGIONAL OFFICE: N 





ED HYUNDAI 


Drive your way” 


ITLL TAKE US A FEW HOURS 
TO TELL YOU EVERYTHING ABOUT IT. 
BUT A FEW SECONDS, 
IF YOU LET THE CAR DO THE TALKING. 


The revolutionary world-class We can go on and on about 
Theta technology. The 2.4 litre how well crafted the Sonata is. 
VTVT engine. A mind blowing But honestly а short visit to 
torque of 23.6 kgm at 4250 rpm. your nearest Hyundai showroom 


Well appointed plush interiors. is all it will take. 


SONATA 


UNDOUBTEDLY DISTINGUISHED 


TILT AND TELESCOPIC STEERING WHEEL - POWER OUTLET IN BOOT - ADJUSTABLE REAR SEAT HEADRESTS 


? REGIONAL OFFICES: SOUTH TENNAI- ó 








Магап (left) and Tata: Stars of the latest soap opera 


Dirty Tricks In The Sky 


Allegations of arm-twisting do the rounds. 


T MAY BE AN ELECTION-RELATED DIRTY TRICKS JOB; OR 

it may be for real. But it is definitely bizarre. Media 

reports suggest that DMK chief M. Karunanidhi's 
great nephew Kalanithi Maran, who owns Sun Tv, 
apparently called up Ratan Tata and asked for a one- 
third stake in the group's direct-to-home (DTH) project, 
T-Sky (the Tatas own 80 per cent and Rupert 
Murdoch's Star ту network the rest). Maran allegedly 
wanted the stake at par value—that is, below market 
price—and demanded management control as well. 
Tata reportedly turned down the demand. 

Coincidentally, Maran's younger brother Dayanidhi 
is the Union Telecom Minister. The reports suggest that 
the Tatas have been told that their telecom plans could 
be jeopardised if they refuse to play ball. Tata officials 
refused to comment on the issue and Sun ту officials 
were not available for comment. However, these same 
reports have quoted Kalanithi as having denied these 
allegations, on the ground that he already has a DTH 
licence, and so, does not need to ride piggyback on 
anyone else. For the record, Dayanidhi Maran has also 
rubbished the allegations. Incidentally, setting up 
DTH infrastructure is very expensive and costs about 
Rs 300 crore plus about Rs 6,000 per home. 

Sun TV, which has channels across the South in 
various languages, also has a virtual stranglehold on the 
cable distribution business in Tamil Nadu through its 
company, Sumangali Cable Vision (cv). In January, the 
AIADMK government introduced a legislation to take over 
scv and Hathaway, the two cable distribution compa- 
nies in the state. The Bill has only been introduced and 
if the AIADMK comes back to power, it will definitely be 
passed. Sun's crucial distribution network will, there- 
fore, pass into the hands of Karunanidhi's arch rival. 
Hence, Sun's urgent interest in the DTH segment. 

Quite clearly, the issue will snowball and has 
come at a terrible time for the DMK, which is look- 
ing to regain power in Tamil Nadu. The road ahead 
could just have got a little trickier. 

KRISHNA GOPALAN 
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Q&A 
"We Teach Companies 
How To Change" 


ARK GOYDER, CHAIRMAN OF THE LONDON- 
based consultancy firm Tomorrow's 
Company, was in Mumbai recently to 
ask some of India's top industrialists about tbe chal- 
lenges they face in a session coordinated by KPMG. He 
took some time off to speak with &r's Kushan Mitra. 


What exactly does Tomorrow's Company do? 
Companies have to change to survive, and they 
need to ask pointed questions. The problem was 
companies did not know what questions to ask. We 
are a not-for-profit consultancy that was set up 
specifically to ask the right questions of the com- 
panies. We formulate the answers into research 
papers, which we hope will lead to real changes in 
the way companies function. 


Do you think Indian companies will face big challenges 
as more foreign customers and employees join them? 
Many Indian companies are global by design; some 
like Infosys and Ranbaxy have built global teams 
because they conduct a majority of their business 
abroad. Make no mistake; these are global firms. 


Do Indian firms need to adapt further—maybe assimilate 
more foreign staff into their ranks? 

That depends on which industry they're in and 
how decentralised they are. It also depends 

on the role of the top manager—does he 
have a mainly ceremonial role? Ideally, 
the #1 and #2 positions should be 
filled by people who are familiar with 
the market they're operating in. And I 
see many firms doing that. 







What are the other challenges facing 
companies today? 

CEOs have to address issues 
concerning the role of business 
in society. How can business 
engage its critics? Just because 
these people—such as the crit- 
ics of globalisation—don't 
have an alternative solution 
does not mean the problem 
they're highlighting does not 
exist. Businesses should go 
out there and should show 
that they care. 
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Better cling to Austrian Airlines when travelling to more than 80 European cities! Reach more than 130 destinations worldwide with Austrian 
Airlines via Vienna International Airport, Europe's fastest and most comfortable transfer-airport. For more information & booking contact us in Delhi 
Ф (011) 41510575/23328617, email delse@austrian.com or in Mumbai © (022) 22801281-4, email bomrr@austrian.com. Visit our homepage 
www.austrian.com or your travel agent today! 


DAILY from Delhi | 5x weekly from Mumbai to Vienna 
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Open For New Horizons. 
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TOP OF MIND 


What: Lok Paritran, a political party 
formed by five idealistic young- 
sters (four ex-IITians and one 
Master of Economics from New 
York University), that is going to 
contest from seven constituencies 
in Tamil Nadu (five in Chennai) 
Who: Tanmay Rajpurohit, Ajit 
Shukla, Amit Beesen, Santh- 
anagopalan Vasudev, and 
Chandrasekhar 


Why: “To try and make India a 
world leader. Unless we have 
political power, we cannot change 
anything” 

Who's funding them: Friends, family, well-wishers and NRIs. "You don't need 
lots of money when you don't have to buy votes or pay for populist measures.” 
Thousands of e-mails have poured in from people asking how they can help 
How much: Rs 2.5 lakh per constituency 

Do they really think they can succeed: “Yes. A significant chunk of people 
are looking for somebody who can do something good over the long term. But 


thinking people must come out and vote. We aim to become a national party” 
VAISHNA ROY 


AINVAASVNHSINN О 


Will to change: (sitting L to R) Vasudev, 
Rajpurohit, Shukla with members Srikant 


Chakravarti (top L) and Deeraj Kumbhat 
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Rail bogies: New media on offer 


Mobile Billboards 


HEN THE INDIAN RAILWAYS 
announced its turn- 
around a few months 


back, this magazine had suggested 
in jest that Railway Minister Lalu 
Prasad Yadav may yet become the 
mascot of Indian reforms at Davos. 
It may be time now to revisit the 
subject in a more serious mood. 
The Indian Railways is considering 
a radical move: selling advertis- 
ing space inside and outside trains. 
The revenue target: Rs 4,000 crore 
per annum within three years. 
Since the related costs will be 
miniscule, this entire amount will 
go straight to its bottom line. 

“It is a completely unexplored 
medium,” says Debraj Tripathy, 
General Manager of media buy- 
ing firm Maxus, adding: “The plus 
point is the scale it can give 
advertisers.” Advertisers too, seem 
positive about the concept. “We 
are always looking at new media to 
target the millions of consumers we 
service,” says a Hindustan Lever 
spokesperson. A caveat: trains 
stop at stations only for a few min- 
utes and spend a major portion 
of journey time passing through 
the countryside, thus, limiting exp- 
osure to target audiences. But 
Tripathy feels this is not an issue. 
“Advertisers are happy with 30- 
second slots on TV; so they will be 
quite happy to be seen for two 
minutes,” he says, adding that 
advertising inside trains will ensure 
captive audiences. 

The matter will be discussed at 
a high-level meeting of the ministry 
on May 5 and 6, and a final deci- 
sion will be taken after that. 

SHALEEN AGRAWAL 


Inside these walls is a 
powerful business. 


A business that knows how to 


cut costs and streamline process 
How to create new products 

and offer new services. 

How to find and impress new 


customers, all over the world 


It's a business that knows its 
greatest asset walks through the front 


door every day 





Welcome 


to the 


3 Amr чет business. 
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A people-ready business believes that its people are its most important 
asset, the ultimate drivers of business success. It gives its people the support, 


the resources, the permission and the tools they need to solve business 


problems decisively. To collaborate and partner globally. To contact and serve 


customers instantly. To streamline and reinvent processes intuitively. 


Companies that understand this simple point, that hire and invest in the best 
people, that find ways to activate and capitalise on their ambition, their 
inherent readiness, are people-ready companies. Companies with built-in 
advantages that, more often than not, make them category leaders. 


How do they create the advantage? They give their people software 
that makes them ready. People-ready software. From Microsoft. 


Advantage '1 
Your people have ideas. 


They innovate. They think on their feet. They hear 
what the market wants and they invent it. With 
project-management software like Microsoft" Project 
and shared scheduling, they're ready to work 
together with manufacturers, distributors and 


retailers in real time, on time, to get to the market first. 


Advantage '2 
Your people know what 
the customer wants. 


Products can impress, technology can facilitate, but 
only people can serve. Sales people, customer 

service people, using Microsoft Dynamics" software 
are ready with instantaneous answers and access to 
customer information, inventory tracking and billing 


‘We focus our efforts on empowering our 


people-getting them the resources they 
need to succeed, to get the job done." 


Tommy Hilfiger, 
Principal Designer and Homo ary Chairman of the Board, 
Tormimy Hilfiger Corporation 





Advantage “3 
Your people know how to make money, 
and save money. 


Behind every new process, every cost-saving 
measure, every new inventory control is à person 
who saw a better, more efficient way to do things. 
But implementing a "better way" is easier said 
than done. Using Microsoft server software, your 
IT people are ready to deploy new applications 
and new business processes (with minimal systems 
integration and training) in weeks not months. 


Advantage *4 
Your people make the most of every relationship. 


More and more often, success depends on 
relationships with your partners, your suppliers, your 
distributors. Those relationships work best when 
people can share information. The familiar interface 
of Microsoft Windows* and Microsoft Office makes 
that possible. Makes it easier for your people and 
theirs, to communicate, update information, track 
changes and exchange ideas. 


A people-ready business recognises and invests in 
the unlimited potential of people, standing on the 
shoulders of software. Software that helps them 
leverage their knowledge and skills. Software that 
adapts to their way of working and provides more 
profitable ways of working. 


People-ready software. 


Microsoft 


= 


A people ЇЇ ready business runs on 
people-ready software. 


Of course, all software is supposed to make people more productive, collaborative, 
decisive. But more often than not, technology "solutions" are too hard to use, can't 
integrate with existing systems and isolate people inside their own departmental silos. 


On the other hand, people-ready software is familiar and easy to use. So new 
applications work just like the applications your people already use. 


It connects your people to their partners, peers, customers and suppliers, on a 
single, standardised platform. A platform that's supported by millions of people all 
over the world. 


It's software that is built out of integrated components, so it works with both new 
and existing systems. So the people using it have seamless access to each nome) to 
the latest data, to the answers they need. 


Software that is, above all else, people-ready. Software that helps your people and 
your company, realise its potential. 


It's software that makes your people ready. 


A few Жан ا‎ help you determine if i 
your company is people-ready. 


Question 1: Can your people access data and applications as efficiently, as S i 
effectively on the road, on their phones and PDAs, as they сап at the office? _ 


Question 2: РРА ае AE A . 
they hd c to aa iege ЫЫ нра ау пледи ЙИК et 
on them to make a decision? Me xf 


Question 3: Can they interact with customers, solve problems and create 
ky e sett тини hs ази Кае е E 
whether it be a billing question, an inventory question ога shipping question? е 





Question 4: Gi thé track ногу а UR BRUN 
teens; PION рене RC MENDA NEHMEN MANU. 
companies, across continents? 


Question 5: Do all of their business applications share a common user 


interface? A basic, standard interface that works the same as an e-mail 
application, a CRM application, a supply chain application? 


Visit 


nicrosoft.com/india/peopleready 





At Microsoft, our job is to make the software and systems 
that connect and inform your people, that can integrate and 
evolve with the way they work, that can be customised to 

fit the way each individual works, no matter where they are 
in the world, 


Software that is, above all else, people-ready. Software that 
helps your people and your company, realise its potential. 


Your potential. Our passion." 
Microsoft 


© 2006 Microsoft Corporation. АЙ rights reserved. Microsoft. Microsoft Dynamics, Windows, Windows Server. and "Your potential. Our passion." are either registered trademarks or trademarks of Microsoft Corporation in 
the United States and/or other countries. The names of actual companies and products mentioned heren may be the trademarks of their respective owners 
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P-WATCH 


A bird's eye view of what's hot and what's 
not on the government's policy radar. 





SEBIWANTS TO REGULATE MORTGAGE-BACKED SECURITIES 
WANTED: MORE POWERS. THE SECURITIES AND EXCHANGE 


Board of India (SEB) has sought 
more powers to regulate trad- 





edu i low ied vetas bs lo lr 


pre-payment default in this 
instrument; and the proposed 
exchange traded market for corporate debt paper is still at an early stage of 
development, so the market watchdog wants to ensure that only serious 
players, who can ensure its proper development and growth, enter this mar- 


ket at least in the early stages. It wants the government to initially restrict | 


entry only to institutional investors and to stipulate a minimum trading value 
of Rs 2 lakh. The regulator has also sought changes in disclosure provisions 
and asked for more powers to regulate public issues of instruments based on 
securitisation of impaired financial assets. 

MAHESH NAYAK 


PARENTS MAY HAVE TO CO-GUARANTEE EDUCATION LOANS 
ALARMED BY THE HIGH DEFAULT RATE IN EDUCATION LOANS, COMMERCIAL BANKS 
are now asking parents or guardians to be a co-applicant in the loan applica- 
tion or to step in as a co-guarantor. Some banks are even disbursing such 
loans from branches near the students’ homes rather from branches near the 
educational institution in which they study. “It’s easier to recover loans this 
way," says С.У. Nageswara Rao, CEO (Commercial Banking), IDBI Bank. This 
follows an Indian Banks' Association (IBA) advisory to all banks in this regard. 
Historically, education loans have always had a higher default rate (3-4 per 
cent) than other loan categories (2-3 per cent), but it didn't set the alarm bells 
off in the past as total volumes were small. After this segment has exploded— 
total student loans in the country stand at Rs 8,500 crore—over the last 
three-four years, banks suddenly found themselves neck deep in defaults. 
Result: the hassle-free education loan is now a thing of the past. 

ANAND ADHIKARI 


COMING SOON, A LAW TO STREAMLINE THE BUREAUCRACY 


ing in mortgaged-backed secu- | 
rities. There are two reasons | 
for this: there is higher risk of 








GOOD GOVERNANCE IS POISED TO TAKE ON AN ENTIRELY NEW MEANING. THE | 


draft Public Service Bill, which is currently with the Second Administrative 
Reforms Commission headed by Congress politician V. Moily, spells out a 
code of ethics for bureaucrats and recommends punishment in case of viola- 
tions. The Bill is expected to be introduced in Parliament in the Monsoon 
Session, which begins in July. Once legislated into law and gazetted, it will 
bring about greater transparency in the process of appointing public ser- 
vants. Another key issue is the likely introduction of performance-linked 
benchmarks and incentives for officials. The new legislation, which walks 


the talk on civil service reforms, will cover all the 61 All India and Central | 


Civil Services, including 15 non-technical and 20 technical services. 
SHALINI S. DAGAR 


DRUG SALES CAN 
BE RESTRICTED 


THE NEW DRUG POLICY WILL 
empower the government to 
restrict the sale of certain med- 
icines if such sales contribute to 
germs developing immunity to 
life saving drugs. The immediate 
provocation: reports that indis- 
criminate sale of anti-bird flu 
drugs could lead to the H5N1 
virus, which causes the disease, 
not responding to the active 
ingredients in avian flu drugs. 
E. KUMAR SHARMA 





Avian flu: Developing resistance 


NEW NORMS FOR POWER 
INCENTIVES LIKELY 


THE CENTRAL ELECTRICITY 
Regulatory Commission (CERC) 
has recommended that power 
subsidies should be decided by 
the concerned state electricity 
regulators. The existing one-size- 
fits-all approach is not viable, 
it says. CERC suggests that state 
electricity regulatory commis- 
sions should carry out surveys of 
captive power generation in their 
respective states and bring the 
surplus to the grid. Power deficit 
states will also have to buy 
power from others through a 
process of competitive bidding. 

RITWIK MUKHERJEE 


MAY 21 2006 BUSINESS TODAY 29 


< 


ГА 


Ñ 
‚ХУУ, 


тэа 


xpertiseand drive for speedy execution were ри 


ži 0 HE 


< 


SS | 


MIRREN ESS soz 
QQ 


М) М 


= 
>$ 
to 
< 
SS 
=ч 
а 
uw 
T 
са 
a 
© 
= 
= 
= 
-— 
به‎ 
“ 
~ 
نه‎ 
= 
= 
со 
کہ‎ 
Е 
ص‎ 
Q 
= 
~ 
= 
> 


\ m \ 


oes be 
vhere its technological e 


vere absolutely comfortable. One of the reasons и hy the world recogni 


\ 
M 


1 
L 


ottas g 


учу 


[s 


Т? 


Pe XY ED 


NT 
^" 


prise 


> 


[8 
ring to final implementation, Voltas completed the project well within the allotted time fra: 


Ones Png, \ 


yet another challenge for Voltas, 


Virgin, Asprey and Carrefour 


A TATA Ent 
enginee 


Wh 


у 





ig the largest outside Noysltmerica, this mall was 


test. From initial blueprint through development and 


l ensured renowned brands like Armani, Debenhams, ‘THE GLOBAL COOLING EXPERT 
as, an Indian company, as a global cooling expert. 
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NUMBERS OF NOTE 
Rs1 ,00,809 crore: The value of software 


exported by Software Technology Parks of India (STPI) 
units during 2005-06, compared to Rs 74,019 crore 
in the previous year, a rise of 36.19 per cent; 
Karnataka leads with exports of Rs 37,000 crore 


NEWS 


350: The number of families that arrive in Mumbai 
on an average every day, in search of better living 
conditions 


1.75 lakh: The number of engineers who joined 
the Indian IT club in 2005 





DEEPAK С. PAWAR 


Pradhan: Taking his fledgling start-up forward 3 70: The number of Indian companies in the 
5,200 (from 70 countries) that participated in the 


E EE E AAA AE RUIN OSELU Hannover Fair in Germany 


as a school for crack managers. Now, it seems, it is 
also incubating entrepreneurs. Basab Pradhan, 40, 
who quit as uid Sales & Marketing Head in 6296: The proportion of US consumers who gripe 
July 2005, is leveraging his 11 years of experience as about service if they suspect the call centre agent is 
the company's point man for analysts and customers to overseas—double the dissatisfaction rate for calls to 
take Gridstone Research, the fledgling start-up he agents they think are in the US, according to a study by 
founded along with five other ex-Infoscians, forward, This Opinion Research Corp. 
Fremont, California-based company (earlier known as 
Perputo), recently emerged from stealth mode to Rs 720 crore: Estimated worth of the mobile 
announce it had received an undisclosed amount in music industry by the end of this financial year, 
financing from Charles River Ventures, a venture cap- according to Cellular Operators Association of India 
ital company and Maverick Capital, a hedge fund with 
over $10 billion (Rs 45,000 crore) in assets under man- 357,000: The number of Indians who visited 
agement. Gridstone's USP: it is probably the world's first Dubai in 2005 
DER MT олуш 
an, n y with investment ilion. У i 
bankers during his stint at Infosys, expects to provide á 1.42 milion: The number of people of Indian ori- 
range of product-based data research and analysis в 
services to these same people. "The development of 
analyst reports and statements (based on which Rs 100 crore: The amount Indian Oil is losing 
process—data assembly, data analysis and data syn- Under-recovery happens when the selling price of the 
thesis. We want to focus on the first two stages and pro- fuel, which includes various duties and levies, is lower 
vide proprietary tools to enable the final synthesis of data Пап the cost price 
on US-listed companies,” says Pradhan. Gridstone, 
which has 25 employees at its support centre in $202 billion (Rs 9,09,000 crore): US trade 
Mumbai, plans to ramp up that figure 10-fold by April deficit with China 
2007. It will use its funding to support its expansion 
activities and is targeting top hedge funds and other Ф592 million (Rs 2,664 crore): US-based 
market players as potential customers. We arent a BPO ^ internet search giant Google's Q1 profit іп 2006 
company that undertakes back office processing work 
for analyst firms in the West. We are pioneering a £80 160 
- Rs 6,400- 
whole new business model, leveraging the offshore ( ? 
by hiring MBAS and chartered pants ib 12,800): The price of a seat for 


undertake our research work for a fifth of what it costs е London gigs in US pop queen 
in the US,” says Pradhan. Madonna's forthcoming Confessions 


RAHUL SACHITANAND On A Dancefloor tour. The booking 
fee is an additional £13 (Rs 1,040) 
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How to take business decisions in paradise 
and other secrets of success. 





Sunset view from the terrace of Jaypee Residency Manor, Mussoorie 


Even before you step into Jaypee Residency Manor, you will be completely taken in by 
the serenity and peace of its excellent locale. Nothing compares to the awesome vista 
of the Himalayan grandeur that stretches for miles around. Consider the stately 
meeting rooms, the luxurious business suites and the fact that the hotel is the only 
five-star deluxe in Uttaranchal, and you have the perfect destination to conduct your 


business meetings or motivational workshops. Fact is, there is no better place to mix 





of a holiday than at the Jaypee Residency Manor, Mussoorie 


business with the pleasure 
Jaypee Residency Manor, Mussoorie 


j fl JAYPEE RESIDENCY MANOR 
AYPEE HOTELS MUSSOORIE 


all 011 26148800 or 1800-119900 (Toll Free 





For more information log on to: www.jaypechotels.com or ¢ 
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[he US investors’ appetite 
for global mutual funds is growing by 
leaps and bounds. At last count, they 
have poured in $68 billion (Rs 3,06,000 
crore) this year—more than twice the 
amount allocated to US funds. Among 

their hot favourites are the established 
European and UK markets as well as 
emerging markets such as South Korea, 
Russia, Brazil, Turkey and India. 








Russia and China have signed an 
agreement to supply large quantities of gas through 
two pipelines from fields in west Siberia and the 
Russian far east. The pipelines, which could begin 
supply within five years, would deliver up to 80 
billion cubic metres of gas annually. The two countries 

have signed 15 agreements to promote commercial 
cooperation, including four relating to the energy 
sector. With traditional friend Russia inching closer 
to China, India will have to redouble its efforts to 
meet its own growing energy needs. 
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The Director-General of World 
“а: The International Monetary Fund's 
‚ plan for ad hoc incre 





creases in voting power for a few 
emerging economies, instead of a comprehensive 


reallocation of quotas, has upset Group of 24 developing 
nations. The plan will bring down India's quota share. 
China, South Korea, Mexico and Turkey will see their 
share go up. Reserve Bank of India Governor YV. Reddy 
has criticised the move, and sought changes in IMF's 
voting structures to better reflect the rising power of 
developing countries in the world economy. 


RB! Governor YV. Reddy 


All That Glitters Is Gold 


Gold is the global flavour now. Here's a look at the demand-supply position 
Indian subcontinent 


pp 2001 2002 2003 2004 2005 2006 
Mine supply 


1 1 3 9 3 3 
Scrap recycling 96 139 149 186 142 10 


Hedging 0 0 0 0 0 0 


Legal tender coins 


Other end uses 


TOTAL DEMAND 
Jewellery fabrication 740 60 575 607 661 444 


Jewellery consumption 774 648 617 G51 710 481 


RESIDUAL 
(SUPPLY LESS DEMAND) 
ETFs: Exchange Traded Funds 


2001 





Trade Organization Pascal Lamy has 

cancelled the mini-ministerial. With the 

April 30 deadline missed, developing 
nations, including India, are yet again left 
nursing their hopes of faster access to 
markets in the developed world. With US 
and Europe failing to agree on cutting farm 
subsidies, chances of agreements in 
non-agricultural market access (NAMA) 
services are nowhere in sight. 


2002 2003 2004 2005 


2006 
v 0 0 0 


Electronics 0 0 0 0 0 0 


98 10 86 105 





World total 


TOTAL SUPPLY 
T tender coins E 69 85 91 101 104 


2-8 8 


DER Bank purchases 39 61 43 
Dehedging 125 575 541 518 232 S 


TOTAL DEMAND 


Figures in tonnes Source: Virtual Metals 





“Multinational companies are now realising 
that they’ve got to look at India—beyond 
Wharton and Harvard—for the world’s 
brightest business graduates” 


I Director, ПМ Ahmedabad, in The Christian S 
Monitor 


“I make no apologies. I work damn hard and 
I play hard. What's most important is my 
stock price. It’s through the roof. I’ve got 
market leadership everywhere I go” 


Chairman, UB Group, in The Ti 


“I give my team members ‘freedom to fail’. 
Things are never successful if шее is pre ssure, 


Chairman and MD, MOC Sa India, in Fin 


“If you ever need advice on how to use 
Windows, ГЇЇ be glad to help” 


lent Ни Jintao while giving bim а tour O 


Microsoft Corp's HQ, in Bloomberg 





“The US has been a big developer of 
software... but that's going to change over 
time. We're going to see more and more 
(technology) from Indian companies" 


Chairman of software giant Oracle, in 1 


“They (young people) feel that India can be 
compared to any other country. They're 
seeing a new, emerging India, a powerful 
India which wasn't seen before" 


nal bead of tbe Center for Asia P. 





Angeles 


“Indian education is very mediocre. It is the 
students and their tremendous aspirations 
which are responsible for their success” 


former CEO, Proctor © Gamble India Bus 


“Today, a television in India costs about £200 
(Rs 16,000) and you can get a PC for about 
£150 (Rs 12,000). But, people know what to 
do with a television and not with a PC” 


who heads the Indian labs of Hewlett Packard, on BBC 


E 


мем t 


BM. Oh Dinara inc mon anos. What Meis You Special aid 0v KM hago Ato пез да tradanieke ox лаза n іле асла Suaress жЕ 





special pill * 


ж Medicine based on your ОМА? It's coming — part of the radical shift underway in healthcare 
as science, business and academia converge. IBM is working with TGen and Arizona State 
University to help turn genomic discoveries into personalised medicine. Sped along by 
advanced algorithms and supercomputing power, TGen and ASU's Biodesign Institute now 
process billions of data points in days instead of months or years. The IBM Computationa! 
Biology Center is one of many IBM resources you can draw on. Want innovation for results? 
Talk to the innovator's innovator. Call on IBM. To learn more, visit ibm.com/innovation/in 


what makes you special? 


== 
— = 
-— 


2066 (bM Corgorason. AS "ome mesned. 





bt noted 


COMING UP: Fashion magnate 
Giorgio Armani's 
Italian couture 
line in India. 
Reliance's retail 
wing is in talks 
with Armani's 
fashion house, 
though the pre- 
cise fit and de- 
sign of the part- 
nership hasn't been finalised as yet. But 
Fransico Tombilini, Armani's commer- 
cial director, says the first Giorgio 
Armani store will be up and running in 
the next 18 months. 





ANNOUNCED: By DLF Universal 
and Indiabulls Financial Services, a 
50:50 joint venture called Kenneth 
Builders & Developers, to develop res- 
idential and commercial properties 
across India. The JV won a DDA auc- 
tion for a 14.3 hectare site in Delhi. Its 
bid: Rs 450 crore. 


ELECTED: Parthi Bhatol as 
Chairman of the Gujarat Cooperative 
Milk Marketing Federation. He suc- 
ceeds ousted old warhorse Verghese 
Kurien. 


SOUGHT: By Hutchison Essar per- 
mission from the Department of Teleco- 
mmunications to merge BPL Mobile 


Communications, which it acquired 
earlier this year for $1.15 billion (Rs 
5,060 crore), with itself. BPL Mobile 
operates GSM services in Mumbai. 


CURBED: By the Reserve Bank of 
India, investment by foreign institu- 
tional investors (Flis) in initial public 
offerings (IPOs) of real estate firms; 
they will be allowed only if the 
projects meet foreign direct investment 
norms. 


INSURED: By the Life Insurance 
Corporation of India, for Lafarge, a 
scheme to cover masons. Under the 
scheme, Lafarge will provide a pre- 
mium of Rs 100 per mason; the cen- 
tral government will provide another 
Rs 100. The mason's family will 
receive Rs 20,000 in case of normal 
death within a year. 


[| SPLIT: The UB 
Ltd share, from 
- a face value of 
Rs 10 to Re 1. 
This is expected 
to increase liq- 
uidity and lead 
to greater retail 
investment in the 
scrip. The promoters, Vijay Mallya 
and Scottish & Newcastle, hold a 75 
per cent stake in the company. 





GLOBAL MONITORING REPORT 


The World's Most Innovative Companies 


COMPANY MARGIN GROWTH 
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STOCK RETURNS 
1995-2005 
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Source: Second BusinessWeek-BCG Survey on Innovation 
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HIS IS WHERE CORPORATE SALVATION 
Кк with good governance to 
provide sustainable development. The 
Iskcon Food Relief Foundation has 
been providing 25,000 children at 
Municipal Corporation of Delhi (MCD) 
schools with healthy meals every day 
since 2003. "The daily meal has led to 
better attendance at our schools," 
says MCD's Primary Education Director 
Indira Yadav. 
Iskcon's state of the art kitchen 
on Mathura Road can roll out 10,000 
puris in one hour and boil 250 kg of 
rice at one go. Costs run high: Rs 20 
lakh per month. The Delhi govern- 
ment picks up half this tab; the rest 
comes from corporate donations. Says 
Dhananjay Krishna Das, Co-Director of 
the foundation: "Greater involvement 
of corporates will definitely help 
improve conditions." Adds Anil Gupta, 
CMD at KEI Industries: "By chipping 
in, corporate houses can held build the 
future of the next generation." Sponsors 
include Petronet LNG, SAIL, Morgan 
Ventures, Goyal MG Gases, KEI 
Industries and Jindal Polyfilms. Adds 
Meera Goyal, CMD of Morgan 
Ventures and Chairperson of the foun- 
dation's Steering Committee: "It's time 
individuals and companies realised 
their social responsibility and came 
forward to help these kids." The foun- 
dation is in the process of setting up 
two more such kitchens in Noida and 
Ghaziabad to serve government 
schools there. 
PALLAVI SRIVASTAVA 


Iskcon kitchen: Feeds 25,000 kids daily 
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bt vital signs 


THE BT 50 DOING BUSINESS UNDER STRESS 
Six (57 per cent) out of 10 business leaders are more stressed than a year ago in India and 
INDEX the world, says the Grant Thornton 2006 International Business Owners Survey. 


































































The upward trend continues. How Do Your Stress Levels Compare Now To One Year Ago? 
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Oil Is Fine, 
But Gas Is Quicker 


US giant Chevron may have bought into Reliance Industries’ new oil refinery, but 
its main interest is in Mukesh Ambani’s massive gas reserves. KRISHNA GOPALAN 


FEW DAYS BEFORE 

Reliance Petroleum 

Limited (RPL) was slated 

to hit the capital mar- 

kets with its initial pub- 

lic offering (IPO), brokers were taken 
to Jamnagar where they spent time 
at Reliance Industries Ltd's (RIL’s) 
30 million tonne refinery (this will 
be expanded to 60 million tonnes by 
FY09) and heard Chairman Mukesh 
Ambani unveil his plans for his oil 
and gas business. Not too many 
people, it is gathered, paid attention 
to опе comment made by Ambani 
as a part of his speech. He said he 
was recently in the us where he 
spent about 12 hours with energy 
major Chevron's Chairman & СЕО 
Dave O'Reilly. It was at this meeting 
where both discussed the global oil 
scenario and agreed that the future 
was in gas and not so much in oil. 
Some people at that briefing 
sensed that a major announcement 
from RIL was underway and given 
that RPL’s proposed $1.2 billion (Rs 
5,400 crore) IPO was just round the 
corner, this seemed quite logical. 
True, RPL as a standalone refiner 
may have little to do on the gas 
; front, but by getting a foot into the 
Tying up the knot: RIL's Mukesh Ambani (left) integrated Reliance conglomerate, 
! Dave O'Reilly, Chairman & CEO, Chevron | = which extends upstream to oil and 





A WIN-WIN PROPOSITION 


The synergies between Reliance and Chevron 









Footprint ‘India completes! 


gas exploration, Chevron could 
in future work out several other 
areas of cooperation beyond just 
refining. Sure enough last fortnight 
reports surfaced that Chevron and 
Reliance were looking to set up a 
joint venture for oil (for marketing 
natural gas). Chevron reportedly 
is likely to acquire a stake in 
Reliance’s Krishna Godavari (KG) 
basin, which is supposed to have 
gas reserves of an estimated 60 
million tonnes. Reliance, in turn, 
will import liquefied natural gas 
(LNG) from Chevron’s overseas 
markets, and will also get an 
opportunity to buy into such int- 
ernational ventures over time. 

Reliance, of course, also gets 
a welcome dose of capital, imm- 
ediately as well as in the long 
term. Whilst Chevron has agreed 
to pick up 5 per cent in RPL for 
$300 million (Rs 1,350 crore), it 
has the option to go up to 29 per 
cent. The deal was struck at Rs 60 
per share and if the additional 24 
per cent is acquired at the same 
price, RPL will be richer by $1.74 
billion (Rs 7,830 crore). The pro- 
posed new refinery is primarily 
an export-oriented projected 
involving an overall investment 
of Rs 27,000 crore. RPL intends to 
develop a refinery with a crude 
capacity of 5.8 lakh barrels per 
day, and it will be ready to roll 
towards the end of 2008. 

Now consider the benefits for 
Chevron: The Asia-Pacific market 








RIL's rig: Digging deep 


is not unfamiliar territory for 
Chevron and for the $193 billion 
(Rs 868,500 crore) major, its pres- 
ence cuts across key markets like 
China, South Korea, Thailand and 
the Philippines. Just consider the 
fact that Chevron’s operations in 
the Asia-Pacific region account for 
over a third of its international oil 
production which is more than what 
Chevron produces from any other 
region in any other part of the 
world. For the record, Chevron’s 
operations cut across 180 countries 
that comprise Africa, Asia-Pacific, 
Eurasia and Europe. Chevron’s 
strength comes from the fact that it 


Can do with Chevron's expertise in global gas projects, 
right from North America to Angola 4 
A much-needed source of long-term liquidity as 
Chevron can go up from 5 to 29 per cent 


Chevron reportedly will offer Reliance stakes in 
exploration projects in global markets 


Reliance gets an opportunity to go global 





is present in every segment of the 
oil and gas industry—exploration 
and production, refining, marketing 
and transportation. In terms of 
sheer numbers, last year, Chevron 
produced more than 2.5 million 
barrels of oil equivalent per day 
and has a huge marketing network 
that supports over 26,000 retail 
outlets in about 90 countries. “For 
RIL, petrochemicals remains the 
key competence and it really has 
not proven itself as far as some- 
thing like exploration is concerned. 
In that context, it could not have 
chosen someone better than 
Chevron," thinks Arun Kejriwal, 
Director of Mumbai-based KRIS 
Securities. To Chevron, from a 
strategic point of view, India was a 
market that it necessarily had to 
be in. The company also has 
expertise in the areas of advanced 
energy technologies and renewable 
energy applications. 

Ambani for his part could do 
with Chevron's immense expertise 
in global gas exploration, where it 
has projects ongoing right from 
Angola to North America. Also, 
given that there are virtually no 
refineries coming up in most parts 
of the world, RPL with its export 
focus appears to be well-equipped to 
handle the demand-supply scenario 
for a while to come. For the 
moment, the marriage between RPI 
and Chevron looks extremely good 
and with each bringing unique skill 
sets to the table. m 
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The Heart Of The Scam 


More than Roopalben and company, are the depositories themselves to blame for the 
recent IPO scam involving fictitious demat accounts? ANAND ADHIKARI 


SEBI Chairman 
M. Damodaran 


HEY GET ITS INSPECTION 

| conducted by outside profes- 
sionals. The inspection reports 

are not indicative at all...Most of 
the ‘inspections’ have been com- 
pleted in a day’s time. They call 
these inspections as ‘visits’. The use of 
the term ‘visits’ and not quoting the 
bye laws under which inspections 
are being carried out may become a 
legal hurdle if as a result of inspection 
penal action is required to be taken.” 
Strong words these, of G. 
Anantharaman, Whole-time 
Director, Securities & Exchange 
Board of India (SEBD. In his 252- 
page report on the recent IPO (initial 
public offering) scam involving mul- 
tiple and fictitious demat accounts, 
Anantharaman has spared none. 
The depository participants (DPs), 
financiers and key operators have all 
found unflattering mentions in the 
lengthy order. But Anantharaman 
reserves a substantial quota of his 
contempt for the depositories them- 
selves—the “they” in question, in 
the opening italicised para—the 
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THE GLOVES ARE OFF 


custodians of the wealth of the 
Indian investor. 

The two depositories, the BsE's 
(Bombay Stock Exchange’s) Central 
Depository Services Ltd (CDSL) and 
the National Securities Depository 
Ltd (NSDL), promoted by IDBI 
(Industrial Development Bank of 
India), їлп (Unit Trust of India) and 
the NSE (National Stock Exchange), 
between themselves are home to a 
little over $590 billion (Rs 
26,55,000 crore) of investor money 
held in, at last count, 75 lakh 
depository accounts. According to 
Anantharaman, the IPO scam could 
have been averted had the two 
depositories taken action way back 
in 2003 when the fraud was just 
beginning. In a scathing attack in its 
interim report, the market regulator 
has said that “NSDL was aware of the 
irregularities in connection with 
opening of accounts from the year 
2003 which is evident from the 
inspection report of HDFC Bank, 
Karvy Stock Broking etc.” The key 
operators, including Roopalben 





Panchal and Purshottam Budhwani, 
used the bank account-opening cer- 
tification in a majority of the cases to 
open fictitious demat accounts run- 
ning in thousands between 2003 
and 2005. “They (NSDL) failed to 
take prompt action against the DPs 
and failed to inform SEBI of the 
same," says the report. 

SEBI says NSDL and CDSL were 
aware of the existence of account 
opening without a proper know- 
your-customer process as early as 
2003 but hasn't yet put in place a 
system to detect such accounts. 
Roopelben started with a few hun- 
dred accounts right after the Maruti 
Udyog iPO and soon opened thou- 
sands of fictitious accounts which 
went unchecked. “It is felt that the 
depositories have turned a blind eye 
to deficiencies in the system which 
has led to the recurrence of error in 
account opening repeatedly, in a 
big way later,” observes SEBI. 

If sEBi's charges hold water, 
investor confidence will surely take 
a huge knock. Ш 
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p Canary Wharf, Docklands, London — home to some of the world's biggest corporations 
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Bollywood’s Going Public 


As the IPO bull run continues, a string of film producers and distributors is 
lining up to offer shares. Should you worry? KRISHNA GOPALAN 


HE RUN-UP IN THE INDIAN 

| stock markets has lasted а 

while now and there has 
been a slew of companies from 
across industries that has gone pub- 
lic during the period. Sectors like 
aviation and wind energy are just 
two that hit the markets for the 
first time. From the entertainment 
sector, those in the exhibition side of 
the business like Shringar, PVR and 
Inox, have been some of the com- 
panies that have gone public. 
However, the entertainment majors 
from Bollywood, which include 
film production outfits and distri- 
bution houses, have been conspic- 
uous by their absence. 

Not any more. Some prominent 
names are looking to hit the markets 
over the next few months. The first 
off the blocks will be Ram Gopal 
Varma's company, The Factory, 
which has already initiated the 
process. The company has almost 
perfected the *studio model" where 
directors can make their films under 
the banner of The Factory. Besides, 
it has entered into arrangements 
with players like Adlabs where a 
certain number of films will be 
made over time. “We will be filing 
the prospectus with Sebi over the 
next 60-90 days and will hit the 
markets after that. We are looking 
at an IPO with a size of Rs 100 
crore," says The Factory's official 
spokesperson. The expected time- 
line for The Factory's IPO: August. 

Ever since the film industry was 
given "industry status" in 2000, 
nothing much of consequence has 
taken place barring banks lending 
very small sums to producers and 
companies going in for IPOs. To 
most people in the industry, an IPO 
means increased levels of trans- 
parency. “It is a huge commitment 


A SCRIPT FOR DALAL STREET 


to the shareholders and that is some- 
thing that needs to be understood," 
says producer and head of Puja 
Entertainment, Vashu Bhagnani. 
For him, an IPO is definitely on the 
radar though he is quick to add that 
he would much rather do it late this 
year or early next year when he is 
fully ready. *We will need the funds 
to produce more films and for set- 
ting up a new studio. We are looking 
to produce about three films each 
year," states Bhagnani. The buzz is 
that he will raise about Rs 300 crore. 

This is not the first instance of 
companies in Bollywood going pub- 
lic. During the first boom in the 
markets between 2000 and 2001, 
players like Mukta Arts, Creative 
Eye, Cine Vista were some of the 
companies that took the IPO route. 
One player whose name constantly 
comes up is that of AB Corp and 
the company's head honcho 
Amitabh Bachchan has always spo- 
ken of plans to go public. The buzz 
is that discussions have been in 
progress with bankers and some- 
thing could be firmed up in a few 


= 





months. Though there are no num- 
bers officially, the grapevine indi- 
cates it will be upwards of 
Rs 200 crore. 

Merchant bankers explain that 
the intention of the companies to go 
public is only side of the story. “The 
real issue is that of execution and 
bringing about a degree of profes- 
sionalism. Here, only a few com- 
panies can manage to pull it off,” 
says a banker. There is no doubt 
that companies will need cash to 
scale up operations and as B.R. 
Films’ Business Director, Sanjay 
Bhutiani, points out, the funds could 
come handy for various reasons. 
“We are looking at making more 
films, having a stronger presence 
in TV and expanding our distribu- 
tion network. We also need to make 
investments in areas like post-pro- 
duction,” he says. An IPO is one of 
the options being considered by B.R. 
Films, though Bhutiani is tight-lipped. 
Market sources say it will be at least 
Rs 100 crore. Now here’s hoping 
that investors queue up with just as 
much enthusiasm as viewers do. W 
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Unlikely Bride 


Discord between the two primary shareholders of Hutchison Essar puts the Hindujas, 
a 5.11 per cent shareholder in the JV, in a vantage position. KRISHNA GOPALAN 


HEADY VALUATIONS, ADDED COMPLEXITIES 


Hutch's valuation (at least on paper) has near doubled in the past seven months, but there's still no sign of an IPO 






S P Hinduja 


Shashi Ruia 


ARELY HAS A 5.11 PER CENT 
Rs been of such import 

and caused so much heart- 
burn. Then again, Hutchison Essar 
isn't any common company. It’s a 
full-blooded telecom play used by 
16.6 million subscribers in 16 circles 
nationwide, and has one of the 
highest EBITDA margins in the 
industry (just over 47 per cent). It's 
got the Hong Kong-headquartered 
Hutchison Telecom International 
Ltd (HTIL) as one partner, with a 
61.84 per cent stake (directly and 
indirectly), and the Ruias of the 
Essar group as a secondary partner 
with a 33.05 per cent holding. Over 
recent months HTIL has been keen to 
take advantage of peaking valua- 
tions by taking the joint venture 
public on the Indian markets, but 
Essar, it appears, isn't exactly in a 
hurry to do so. 

Against this backdrop, the 5 .11 
per cent stake in question, owned by 
the Hinduja group, assumes signif- 
icance. The Hindujas are open to 
selling their stake—at a price but 
naturally—and both HTIL and Essar 
are eager to get hold of it. For 
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MONTH 


April ‘06 


Asim Ghosh 


Hutch it would mean a step closer 
to the maximum permissible for- 
eign investment limit of 74 per 
cent. The Ruias would prefer that 
doesn’t happen, and one way of 
ensuring that is to beat HTIL in the 
race for the 5.11 per cent. In such a 
scenario, the party holding all the 
cards is the Hinduja group, what 
with both major partners appar- 
ently falling over each other to pur- 
chase its stake. 

Just as investment bankers were 
reconciling themselves to the 
Hindujas selling to the Ruias—the 
deal has been talked about for some 
time now—last fortnight reports 
appeared that HTIL has agreed to 
buy out the Hindujas' holding for 
$450 million (Rs 2,025 crore), plac- 
ing the valuation of Hutchison Essar 
at a hefty $8.8 billion (close to Rs 
40,000 crore), almost double last 
October's figure when the Ruias 
bought out Max Telecom in the JV 
(see Heady Valuations, Added 
Complexities). “It is no secret that 
the Hindujas are looking to cash 
out. Since there are only two buyers, 
it is obvious that the price will go 






SIZE 
RS CRORE) 


VALUATION 
(RS CRORE) 











October ‘05 Essar buys out Max 657 20.720 
Telecom's 3.16 per cent 
in Hutch Essar 
March ‘06 Kotak Mahindra Bank and 
subsidiaries sell 8.33 per 1,019 
. cent in Hutch Essar a 
Hindujas in dialogue with 2,025** 39,630 
Hutch and Essar to sell 
their 5.11 per cent holding 


* Kotak Mahindra Bank s holding with its subsidiaries was via an indirect route, which 
explains the relatively lower valuation ** From industry sources and media reports 


12,230* 


up," says a source close to the 
development. None of the parties 
involyed—Hutch, Essar and the 
Hindujas—was willing to comment 
when contacted by BT. 

The Hindujas have stumbled 
upon this goldmine via its pres- 
ence in Hutch’s Gujarat cellular 
circle where it used to operate 
under the “Fascel” brand name. 
That Chairman $.Р. Hinduja can 
afford to call the shots today is 
also courtesy the fracas between 
Hutch and Essar over Egyptian 
operator Orascom’s purchase of a 
stake in HTIL. The Ruias have writ- 
ten to the department of telecom, 
seeking clarity on the issue of indi- 
rect stakeholders (which is what 
Orascom is now in the Indian Jv). 
The buzz in banking circles is that 
Hutch has offered a price that's 
higher than that of the Ruias. 
Whether that's true or not only 
time will tell. What's safe to con- 
clude, though, is that the much- 
touted initial public offering of 
Hutch's Indian operations will roast 
on the backburner for some more 
time to come. Ш 
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Is The Price Right? 


For the host of private equity firms that have set up shop in India or are 
in the process of doing so there are opportunities around every corner. 
But they don't come cheap. KRISHNA GOPALAN 


AST FORTNIGHT WHEN THE 

New York-based private 

equity fund Kohlberg Kravis 
Roberts & Co (KKR) bought 85 per 
cent of Indian software firm 
Flextronics Software Systems for 
$900 million (Rs 4,050 crore), 
plenty of eyebrows were raised in 
the haughtily hip and high-brow 
universe of domestic private equity 
(PE). That the deal is a bombshell is 
evident considering it is the largest 
buyout ever in the history 
of Indian private equ- 
ity, eclipsing the $500 
million purchase of 
General Electric's 
Indian call centre 
business by Gen- 
eral Atlantic Par- 
tners and Oak 
Hill Capital Par- 
tners two years 
ago. Also notewor- 
thy was that it was 
a rare leveraged buy- 
out—rare in Indian РЕ 
circles—funded alm- 
ost totally by debt. For 
some investment 
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Rs 900 crore 
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Rs 4,500 crore 


luding affiliate Newbridge, which has investments in Matrix Labs & 


bankers and private equity players, 
however, it's the price KKR was will- 
ing to pay for Flextronics that left 
them incredulous—kkR is app- 
arently willing to fork out more 
than double what Flextronics Intern- 
ational had paid two 
years ago to acquire 
what was then Hug- 
hes Software. 
If you've got a 
business to sell and a 
story to tell, these are 
indeed the best of 
times. With the 
stock markets 
mirroring the 
country's eco- 
nomic prospects, 
the corporate 
sector's future 
earnings pot- 
ential and the 
global fasci- 
nation with 
India, prices 
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INVESTMENTS 
TO DATE 
Rs 90 crore 


Rs 13 crore 
No investments yet 
Not disclosed 


© Rs 450 crore 


of businesses have soared to dizzy- 
ing heights. To deserve those heady 
valuations, companies will have to 
keep turning out robust perform- 
ances for at least the next couple of 
years. If you're a winsome buyer 
on the prowl, the big question 
you've got to answer today is: Is 
what I am buying worth the pre- 
mium being demanded? And is 
there scope for further apprecia- 
tion in the years ahead? 

The Flextronics-KKR transaction 
is perhaps as big as it gets, but it's 
precisely such prickly questions— 
rather than rampaging big-ticket 
deal-closing—that are keeping the 
host of marquee private equity 
names that recently kicked off India 
operations busy. After all, no РЕ 
Johnnie-come-lately to the country 
wants to be caught up the creek at a 
time when the market is arguably at 
peak levels. *Indian valuations are 
excessive by any yardstick. It is not 
just the multiples. Any fundamental 
analysis of cash flows shows the 
valuations to be pegged beyond 
reason,” states Rajeev Gupta, 
Managing Director, Carlyle India 






HAVE THEY PAID TOO MUCH? 


Advisors, which flagged off its India 
operations in August 2005. Carlyle 
is among the largest PE players glob- 
ally but has pretty little to show for 
its efforts in India, save for a $20 
million investment in Claris 
Lifesciences, which makes life-saving 
drugs. And Carlyle isn't the only PE 
firm that's playing safe (see Waiting 
and Watching). Another high-profile 
player Texas Pacific Group has yet 
to open its India innings. 
Blackstone, which set up its 
Indian office last year with a high- 
profile recruitment—of a Reliance 
honcho, Akhil Gupta—has only 
done one small deal so far, but 
could be close to sewing up a couple 
of deals, according to the market 
grapevine. And, all the noise about 
overvaluations notwithstanding, one 
section of the РЕ industry feels if 
you believe in the long-term India 
story, you've got to bite the bullet at 
some time. “Even though the mar- 
kets look fully valued, the per- 
formance and potential of many 
companies are very strong," points 
out Manish Kejriwal, Managing 
Director, Temasek Holdings 
Advisors India. Kejriwal obviously 
has put his money where his mouth 
is. And where the action is too. 
Recently Temasek acquired a 9.9 
per cent stake in Tata Teleservices 
for roughly Rs 1,500 crore—a big 
deal no doubt, but then for 
Temasek, which has been around 
for two years now, you could well 
argue that just one transaction does- 
n't make a summer. Kejriwal says 


Temasek prefers to take it slow and 
easy. "I am happy to be patient, 
and not overly anxious," he quips. 

Neither, it would seem, is 
Puneet Bhatia, who runs Texas 
Pacific Group in India (Vivek Paul 
joined TPG in the us after quitting 
Wipro). Bhatia (who also oversees 
the investments of TPG affiliate, 
Newbridge, out of India) agrees 
that valuations are stretched, and 
that in today's market one has to 
pay a huge premium for growth 
(of the past three years and as well 
as in future). “Embedded growth 
in some of the sectors and some 
companies that are executing very 
well will still be attractive investment 
options," he explains. 

The easier part, though, would 
be identifying such growth-oriented 
companies (the tougher bit would be 
to get them to agree to a sane valu- 
ation). And, as the recent action in 
the PE space reveals, deals are no 
longer restricted just to the seem- 
ingly-hot sectors like rr and tele- 
com. Today, transactions are across 
sectors, with real estate firms att- 
racting top dollar: Two of the top 
five PE deals of 2006—one a cool 
$100 million buyout—have been 
in real estate (see Have They Paid 
Too Much?). What's also signifi- 
cant, as the Flextronics-KKR buy- 
out indicates, is that large global 
buyout funds are active in India 
and seeking controlling stakes in 
local companies. “Five years ago, 
control was far from the minds of 
the relatively smaller private equity 





Carlyle's Gupta: Valuations are excessive 


investors who first moved here," 
says Carlyle's Gupta. 

Yet, big-ticket buyouts like the 
Flextronics one will be very few and 
far between. More common will be 
transactions in the $30-45 million 
range (between Rs 135 and Rs 200 
crore). For instance, 3i, a PE player 
that entered last year, has announced 
three deals, all under the $50 million 
(Rs 225 crore) mark, and that's 
pretty much where the action is 
going to be in the days ahead. 

Meantime, the India story con- 
tinues to be a rage, with new players 
falling over each other to get a piece 
of the action. Reports indicate that 
a number of new РЕ firms such as 
Providence Equity Partners, Apex 
Ventures Partners and Lightspeed 
Venture Partners are keen to enter 
India, come hell or high valuations. 
Prices may look stretched at cur- 
rent levels, but then private equity is 
a long-term game. *Our perspec- 
tive is long-term," says Temasek's 
Kejriwal. Adds Caryle's Gupta: 
“Private equity investors take a five 
to seven year view. They are not 
momentum investors who trade in 
and out." So there are those РЕ 
investors who would rather sit out 
the current overheated scenario, 
and wait for realistic and reasonable 
prices before moving in. The danger 
of such a strategy? They might be 
waiting for ever. W 
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Presenting the Variable 
Refrigerant Volume (VRV) 
System only in a Daikin 


A revolutionary technology that 
senses individual area heat load, 
ambient conditions and usage 
requirements to help the system 
adjust itself to match your needs. 
Technology that not only makes 
Daikin air conditioning solutions 
great electricity and space savers 
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Complete Silence 


but also tremendously flexible 
in design and usage. Experience 
the wonder of the VRV System 
from the people who invented it 
and who continue being the world 
leaders in this technology. 
Experience ‘calm’ from Daikin. 


y; RY П SYSTEM 


THE INTELLIGENT AIR CONDITIONING SYSTEM 


26385246 • Hyderabad - Tel: 9848912200, 55326641-43-44, 
47888, 9867844433, 24388112-13, 24967045-504-231, Fax 24368017 + Pune - Tel: 9881599099, 261 13679-89-96-97, Fax : 26113691. 


dentsumarcom/dalkin/ 1167/2006 





TTS WET ч 8 
E 


bt current 


After GACL What? 


The Sekhsarias and the Neotias have thriving privately held businesses. They're also 
sitting on a mountain of cash. What will they do next? RITWIK MUKHERJEE 


HY? THAT'S THE OBVIOUS 
question still dogging the 
Gujarat Ambuja Cements 


Ltd (GACL) sellout to Holcim. But 
obvious questions have this bad 
habit of often not having any clear 
answers. Narottam Sekhsaria, who 
founded the company 22 years ago 
and was its Chairman and 
Managing Director till recently, is 
abroad with his son Pulkit and, so, 
could not be contacted for an 
answer. Sekhsaria's nephew, Harsh 
Neotia, (the two families co-pro- 
moted the company) refuses to get 
drawn into this discussion. *I really 
don't have an answer to that ques- 
tion," he says. The next question 
looks more promising: what will 
the two families do next? 

Well, the short answer to that is: 
nothing; as families, that is. A close 
friend of Sekhsaria, who hasn't been 
keeping well, says: *He'll probably 
take a break and then decide on 
his next course of action. A lot, of 
course, will depend on his health." 
His relatives in Kolkata indicate 
that his daughter, Padmini Somani, 
will look after his latest passion, 
the Narottam Sekhsaria Foundation, 
which runs the Narottam Sekhsaria 
Scholarship Programme for stu- 
dents looking to pursue their edu- 
cation either in India or abroad. 
Meanwhile, he will remain on the 
GACL board as non-executive vice 
chairman. And Pulkit, says a close 
friend, will run his family's cotton 
and trading business, while he fig- 
ures out what to do with his family's 
share of the Rs 2,142-crore sale 
proceeds. The consensus seems to 
be that the Sekhsaria family will 
stay away from active management 
of listed or industrial companies 
and focus on wealth management 
a la the Wallenbergs of Sweden 
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and some branches of the Walton, 
Ford, Disney and Rockefeller clans. 
The two families, meanwhile, will 
retain a 9 per cent stake in GACL 
that is worth about Rs 1,400 crore. 

The Neotias, on the other hand, 
have their plates full. Says Harsh, 
Chairman of the newly floated 
Ambuja Realty Development Ltd 
and formerly Managing Director 
of Ambuja Cements Eastern (which 
is now in the Holcim fold): “It has 
only been a couple of months since 
we relinquished our posts (at GACL). 
We have been deeply engaged— 
emotionally and otherwise—in 
Gujarat Ambuja, and it will take 
some time to settle down and look 
beyond the company." Harsh's fat- 
her, Vinod Kumar Neotia, and un- 
cle, Suresh, will continue to manage 
the family's ancestral trading em- 
pire. The Rs 350-crore closely held 
RKBK Ltd distributes fertilisers in 
Bihar and Uttar Pradesh and ope- 
rates a number of petrol pumps in 
those states. But it’s almost certain 





that the Neotias will look beyond 
GACL. “We cannot just go out and 
make plain-vanilla investments. We 
have plans in the real estate sector 
and related fields,” says Harsh, 
who spearheaded his family’s foray 
into the real estate, entertainment 
(Conclave) and hospitality (Ffort 
Radisson) sectors. “Our main focus 
thus far was on the cement busi- 
ness, I have entered the realty sec- 
tor out of sheer passion. But now, 
we will consolidate and scale up 
these operations,” he adds. For 
starters, he’s stepping out of his 
home base in West Bengal and 
looking at large projects in Delhi 
and the rest of North India. 

Can he, or Pulkit, found another 
GACL (or, at least, its equivalent in 
real estate or any other sector)? 
That’s like asking a Rockefeller 
scion if he can found another 
Standard Oil. But these families 
have a track record that’s second to 
none. That’s why it will be prudent 
to keep them on the radar. Ш 
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Hybrid Is Hip 


For Indian banks, mainly the public sector cluster, a probable capital crunch 
in future is proving to be the mother of innovation. AHONA GHOSH 


ERPETUAL DEBT ARE TWO 
ps that probably cross 

your mind when your mon- 
thly credit card statement drifts 
onto your table, or when you realise 
your real estate mortgage lender 
has extracted yet another chunk of 
your monthly wages for the house 
you've purchased on equated inst- 
allments. Mention perpetual debt to 
a public sector bank (PSB) manager, 
though, and he'll likely have a twin- 
kle in his eye. Reason? That's just 
one of the many instruments Indian 
banks are using to raise capital to 
meet Basel II requirements as well as 
to support the expansion of their 
balance sheets (Basel 11 norms 
require banks to have a capital ade- 
quacy ratio—CAR—of 8 per cent, 
although the Reserve Bank has 
pegged it at 9 per cent). The equity 
shareholding of the government in 
many PSBs is perilously close to the 
51 per cent statutory minimum req- 
uirement. Since this stake cannot 
be further diluted the only chan- 
nel for PSBs is to raise capital through 
innovative instruments. 
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Tier I capital can be raised via 
innovative perpetual debt instru- 
ments which, as the name suggests, 
are permanent in nature, where the 
principal is never paid back. Tier П 
capital can entail long-term debt 
capital instruments with a maturity 
period of a minimum 15 years. For 
both these instruments, there is a 
reset option after 10 years at which 
time the interest rate can be reset 
upwards of one percentage point 
only once during its lifetime. Banks 
can raise this form of capital in 
India and overseas. And many of 
them are doing exactly that, or get- 
ting ready to. Consider Bank of 
Baroda (ВОВ), which has already 
raised Tier I capital through a Rs 
1,633 crore equity issue in January. 
Last September BoB had raised Rs 
770 crore through Tier II bonds. 
Says А.К. Khandelwal, CMD, ВОВ: 
"The need for raising capital via 
hybrid capital instruments in future 
can be considered." After all, 
Khandelwal has an ambitious target 
of maintaining a CAR of 12 per cent. 

Recently Indian Overseas Bank 


в UCO Bank: Has already ‘sn S00 oo via both Tier | and 





raised Rs 200 crore through Tier | 
perpetual bonds at an 8.3 per cent 
interest rate payable half yearly. 
Explains K. Sunder Rajan, Assistant 
General Manager and Secretary to 
the Board of the bank, “Ir is a 
cheaper option than equity mar- 
kets." He feels hybrid capital 
instruments will allow banks to get 
lower interest rates for long-term 
debt. After exhausting the 15 per 
cent limit of innovative instruments 
for Tier І capital, 108 will pursue 
Tier II hybrid instruments to raise 
further capital. ТОВ will be looking to 
raise Rs 1,000-1,300 crore via 
hybrid instruments. 

UCO Bank has also raised 
Rs 500 crore through debt. Vijaya 
Bank will raise Rs 200-250 crore 
using the traditional Tier II capital 
route. “We will first exhaust this 
option before looking at hybrid 
instruments," says Rathnakar Hegde, 
Head of Treasury. In Oriental Bank 
of Commerce, Dena Bank and 
Andhra Bank, the government hold- 
ing is in the 51-53 per cent range. 
Hybrid capital beckons. m 
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Flights Of Fancy? 


India’s private airlines are placing mega-orders for aircraft worth at least 
$40 billion at last count. Will they ever earn that much? AHONA GHOSH 


IVE AIRBUS А340-5005 (WITH 

an option for five more), 

five A380s, five A330s, five 
A350s, 30 A320s, and 35ATR 
72-500s—collectively worth 
roughly $4-5 billion (Rs 18,000- 
22,500 crore). Now, that's a lot 
of aircraft, and a lot of money. 
And it's the laundry list of just 
one of the many private carriers 
in the Indian market. Vijay 
Mallya's Kingfisher Airlines, 
which flagged off operations last 
May, currently has eight Airbus 
A320s and three A319s, but 
clearly that's just not enough. 
Mallya wants at least 89 more 
planes by 2012. 

It's not just Mallya who's 
thinking big (although his blue- 
print is easily the most ambi- 
tious). All the players who matter 
(and a few that still don't) have 
lined up aircraft acquisition plans 
from Airbus of France and 
Boeing of the us for the next 
four years (see Crash And Burn) 
that tot up to a mind-boggling 
$40 billion (Rs 180,000 crore). 
It’s indeed one of the bravest gam- 
bits in industry. But if the blobs of 
red on the books of the carriers are 
anything to go by, the acquisition 
spree could also prove fatal in the 
years ahead. Industry observers are 
quick to point out that with cut- 
throat competition and fares, many 
airlines are losing money hand over 
fist, a few even resorting to sale of 
aircraft to stay afloat. 

Siddhanth Sharma, Chairman 
of the six-aircraft Spice Jet, says 
there’s no major crunch. “We have 
faced minor losses of $1-2 million 
(Rs 4.5-6 crore) in a bad month 
like March. In contrast, during the 
peak season between November 
and December we have been close 
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CRASH AND BURN 


Every private airline worth its stripes is 


on an aircraft acquisition spree. 


NA. 
4-5 
19 


P -33 by 200 | 15 (for 20) 


Source: Industry Note: The list is not exhaustive — *Figures in $ billion 


to breaking even.” Spice Jet plans to 
have an additional 32 aircraft by 
2010, 28 of which are firm orders 
with deliveries expected as of 
December this year. If the remaining 
orders get confirmed the total 
investment would amount to close 
to $2 billion (Rs 9,000 crore). 
Sharma says a major portion of the 
funding will come from the us Exim 
Bank and “other debt options post 
May 2007 deliveries.” 

The established leader, Jet 
Airways plans to purchase 30 air- 
craft over the next few years for 
around $2 billion. What might 
make it easier for Jet is the track 
record of up-to-date payments it's 
created with us Exim Bank. Also, 





since Boeing accounts for 5-6 
per cent of Us exports, nearly 
85 per cent of Jets deals are fi- 
nanced by Exim Bank, easing 
the Indian carrier's financing 
burden significantly. 

Low-cost pioneer Air 
Deccan prefers to get its air- 
craft on leased contracts from 
GE Commercial Aviation 
Service, Singapore Aviation 
Leasing Enterprise and 
International Leasing Finance 
Corporation with whom it has 
a sell and lease back funding 
arrangement. GoAir too is 
opting for a mix of short-term 
and long-term leases. Says Jeh 
Wadia, Managing Director, 
GoAir: "This allows us flexi- 
bility to meet the market req- 
uirements; lease rentals vary 
completely based on tenure, 
timing and type of aircraft." 
Leasing rates typically work 
out to 10-12 per cent of the 
aircraft cost per annum, exp- 
lains Spice Jet's Sharma. 
Currently with four Airbus 
A320s, GoAir expects to have 33 
aircraft by 2008. 

India currently has 170 com- 
mercial aircraft, and that number is 
estimated to hit 800-1,000 in four 
years. As air traffic grows between 
25 and 30 per cent, more aircraft 
are doubtless needed. Says M.G. 
Mohan, Director, Finance, Air 
Deccan: “А$ more routes start deve- 
loping this will call for increasing 
number of planes." Adds Wadia: 
“The airline business is a low 
margin large volumes business and 
scaling up is critical for long-term 
success." The question, though, is 
whether the ultra-low margin of 
the business today is conducive to 
future growth. Ш 
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Dark Horse 


Subex Systems pulled off the biggest overseas deal by an Indian IT company. But 
there are questions over whether it can digest its acquisition. RAHUL SACHITANAND 


IX MONTHS AGO, SUBHASH 
S Menon, Chairman and CEO of 
Bangalore-based telecom soft- 
ware vendor Subex Systems, ven- 
tured into enemy territory; he met 
John Cronin, President & CEO of 
London-based arch rival Azure 
Solutions, to talk about a possible 
merger. On April 25, several rounds 
of negotiations later, the two finally 
shook hands on the largest over- 
seas deal by an Indian fr company. 
Its value: $140 million (Rs 630 
crore). The merged company, called 
Subex Azure Systems Ltd, will be 
the world's largest telecom revenue 
assurance company. To fund the 
deal, Subex will issue fresh shares 
and GDRs worth Rs 13 crore, taking 
its paid-up capital from Rs 23 crore 
to Rs 36 crore. “This merger makes 
great strategic sense since it will 
give us access to 23 of the 40 largest 
telecom companies globally and a 
combined market share of over 30 
per cent in the $250-million (Rs 
1,125 crore) market," says Menon, 
who will head the merged company. 
He is already looking beyond 
his $250-million operating space 
to the larger problems confronting 
the $1-trillion (Rs 45,00,000 crore) 
global telecom market. *Losses from 
fraud and subscriber delinquency 
eat up 12 per cent of the industry's 
top line; that's a massive $120 bil- 
lion (Rs 5,40,000 crore) annually. 
We believe we can help telecom 
companies minimise these losses," 
says Menon. To do that, however, 
he needs a truly global footprint, 
and it's here that the Azure deal 
offers a snug fit. *It marks the 
beginning of our journey to the 
next level and will transform Subex 
into a global company," Menon 
claims. Following the merger, which 
will be completed by June 2006, 
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Subex’s Menon: Can he really deliver? 
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Subex's Bangalore headquarters will 
become the Asia-Pacific base for 
the combined entity, while the EMEA 
(Europe, Middle East and Africa) 
and us operations will be based in 
London, and in Westminster, 
Colorado, respectively. *The deal 
will give Subex a ready-made mar- 
keting front-end in the us and 
Europe,” says Menon. 

Though the combined entity 
will have a dominant position in 
several segments of the telecom 
software market, naysayers are 
already wondering if Subex, which 
closed the last fiscal with revenues of 
Rs 181.2 crore, has bitten off more 
that it can chew; Azure, after all, is 
a $31-million (Rs 139.5 crore) com- 
pany. *Larger companies, like 
Wipro have struggled to digest 
smaller buys, so there is no guaran- 
tee that Subex will be able to fully 
integrate this acquisition. Menon 
and his team have also not told us 
how they will manage the overlaps 
in the product portfolios of the two 
companies," says an analyst. Menon 
is confident that he can pull it off. “I 
don't foresee any difficulties in 
integrating the two companies and 
expect the full benefits of the merger 
to accrue from 2007-08 when our 
product revenues will cross the 
$100-million mark," he says. His 
confidence stems from Subex's track 
record of buying and integrating 
five smaller companies in the past, 
but analysts remain cautious. 
Investors, too, reacted negatively 
to the deal. Subex shares have 
moved down since the deal was 
announced from Rs 633.70 on April 
25 to Rs 587.70 on April 27. 

Can Menon, who promoted 
Subex in 1992 with a Rs 20,000 
loan, really deliver on his promise? 
Watch this space. 8 
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-INFRASTRUCTURE LOG 


-DAY 35: Whoa! Came in today and found a black hole. 
Information goes in but doesn't come out. This is bad. 


_DAY 36: The black hole just sucked in three interns. 
HR is not pleased. 


-DAY 38: I've taken back control with IBM Information 
Management middleware. It's built on open standards. 
Totally scalable. Seamlessly unites all our critical 
information, whatever its source. Now our info has real 
business value, and we can use it in innovative ways 
to help spur growth. 


_We got everything back from the black hole. Except 
the interns. 


gem 


See innovative IBM Info Management solutions in action: 


IBM.COM/TAKEBACKCONTROL/INFOMGMT 
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PRESENTING A SPECIAL VOLUME ON THE CRICKET MAESTRO RAHUL DRAVID 


A tribute to our captain marvel, from the day he first held a bat to the days he held it in 


the air. Aman whose ability to perform consistently even in crunch situations has turned E E / 
him into a living legend. Presented in the special volume are columns, photographs, 
features and reminiscences from those who have witnessed, played, and lived alongside " 


this legend. It's no doubt a collector's volume and a must-have for every cricket lover Making Sense of India 
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Watch Your Back, Mr Mallya 


Six years after entering India, South African Breweries has emerged as a strong #2 to UB, 
through clever acquisitions and aggressive growth in key markets. VENKATESHA BABU 




















5 TEMPERATURES SOAR, PEPSI 
and Coke are not the only 
companies slugging it out 


for a share of your throat. It’s a 
long, hot summer for beer majors 
United Breweries (UB) and South 
African Breweries (SAB) too, which 
are locked in a fierce battle for lead- 
ership. Six years after entering India, 
SAB, the second largest brewer in the 
world, has emerged a strong #2 
to the traditional leader UB in the 
100 million cases-a-year market 
(each case is 12 bottles of 650 ml 
each). sAB has a 35 per cent market 
share compared to the nearly 50 
per cent UB controls. UB’s Kingfisher 
(both Lager and Strong) brand 
alone is believed to control a quar- 
ter of the market. 

SAB, which entered the Indian 
market in October 2000 by acquir- 
ing Narang Breweries, has been 
aided by the shift from mild to 
strong beers over the years. Strong 
beers (with an alcohol content of 
6-8 per cent) account for a little 
over 60 per cent of the market, and 
that explains why $АВ has chosen to 
focus on this segment, with 


CLOSING IN ON THE KING 
How SABMiller has comered a 35 per cent. 


share of the beer market 


beer segment 


breweries too 


acquisitions of brands like Haywards 
5000 and Knock Out (SAB now has 
five main brands, including Castle 
Lager, Royal Challenge and 
Premium Lager). SAB also is sitting 
pretty because of the capacities it 
bought over—including those of 
Rochees and Mysore Breweries—as 
well as the buyout of Shaw 
Wallace’s beer brands. In the last 
three years alone, the company is 
believed to have made investments 
of $115 million (Rs 517.5 crore) in 
acquiring and upgrading breweries. 
(The company declined to com- 
ment on the cumulative investments 
made in India till date). As a part of 
its efforts to modernise its brew- 
eries, SAB has reduced the number of 
breweries from 11 to nine by con- 
solidating capacities to serve target 
markets. Investments have helped it 
double its capacity to 34 million 
cases in the last three years. SAB is 
now bidding for the country’s third 
largest beer player Mohan Meakins 
(with its Golden Eagle brand), 
which has a market share of 9 per 
cent, If it does win, it will bring it 
within striking distance of UB. 


= Acquired brands like Haywards 5000 and 
Knock Out in the faster-growing strong 


m Has made investments of $115 million 
(Rs 517.5 crore) in the past three years, 
not just in acquisitions, but in upgrading 


m Has consolidated breweries in a bid to 
focus on key markets 

w Bidding for #3 player, Mohan Meakins, 

which has a 9 per cent market share 





An area where UB 
still leads SAB is on the 
margins front. “Industry 
margins in India are half 
that of what it is in most of 
the world markets," claims Richard 
Mark Rushton, the Managing 
Director of SABMiller India Ltd. UB 
is believed to have higher prof- 
itability than sAB because of its 
dominance in the mild beer cate- 
gory where margins are higher. 
Rushton says "Unfortunately, beer 
is just 4 per cent of the total volume 
of alcohol consumed. Inter- 
nationally, it is around 40 per cent." 
That may well be an opportunity. 
Which is why sab is planning to 
invest $125 million (Rs 562.5 
crore) over five years on acquisi- 
tions and upgradation. Already 
global majors like Anheuser-Busch 
and Heineken are eyeing the 
Indian market. Rushton, however, 
rules out immediate plans to 
introduce SAB's world-famous 
Miller Lite brand in India. *We 
believe the market is not yet ready 
for a premium beer like Miller 
Lite." Do you agree? ш 
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Eyeball To Eyeball 


Three 24-hour news channels are jostling for eyeballs in Kolkata. And the 
challengers are determined to outrun the market leader. RITWIK MUKHERJEE 


NE DOESN'T USUALLY 

associate Kolkata with bat- 

tles for market share. But a 
no-holds-barred dogfight raging 
in this metropolis is shaping up as 
a riveting thriller; and only the 
very brave or very foolish are wag- 
ering on the final outcome. 

It began quietly in June, 2005, 
when the ABP Group, which cont- 
rols Star News, launched Star 
Ananda, the first 24-hour Bengali 
news channel. But its monopoly 
was challenged within months by 
two new players. In an uncanny 
replay of a similar battle in the 
English news space, Suman Chat- 


terjee, the high profile Executive 
Producer of Star Ananda and a vet- 
eran ABP hand, broke away with a 
large team—including another 
group veteran, noted film maker 
Aparna Sen—to form Kolkata Tv, a 
rival 24-hour news channel, with 
funding from the promoters of 
Xenitis Group (of Amar pc fame). 
This was accompanied by a multi- 
crore rupee, high decibel ad cam- 
paign—on billboards and kiosks— 
in Kolkata, its suburbs and even in 
far-flung districts. Result: it gen- 
erated viewership of 25 per cent 
within a week of launch in March, 
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2006. This has since settled at 15 
per cent. Says Shantanu Ghosh, 
Chairman, Xenitis Group: “We 
have the best people in the trade. 
This gives our channel a different 
look and feel." Each of these chan- 
nels is playing the differentiation 
game. To cash in on the election 
fever, Kolkata Tv has flown in psep- 
hologists Mahesh Rangarajan and 
Yogendra Yadav to analyse the 
ongoing state elections and score 
brownie points over its rivals. 

Star Ananda is targeting the upw- 
ardly mobile Bengali. “We have 
positioned ourselves as an expression 
of the Bengali on the move. We 


reflect their urges, aspirations and 
their impatience at the rate of 
change. Star Ananda, thus, mirrors 
the new vibrancy of the Bengali- 
speaking people," says the spok- 
esperson of the channel. 

Chobbish Ghanta, a joint ven- 
ture between Zee News and 
Aakaash Bangla, a Bengali ту 
channel, is the third player in the 
battle. Says Laxmi Narayan Goel, 
Director, Zee News and Zee- 
Aakaash News: *Chobbish Ghanta 
will offer viewers unbiased and in- 
depth news and current affairs pro- 
grammes. Ours is a complete news 


channel with a national, rather than 
a regional, character, and that's 
where Chobbish Ghanta differs 
from the competition." 

But what are they really fighting 
over? The size of the ad pie for 
Bengali news channels is Rs 35-50 
crore per annum. And here, ABP's 
marketing clout gives Star Ananda 
a head start. The group, though, is 
not offering any combo offers and 
is treating it as a standalone channel 
for now. The Zee-Aakaash com- 
bine is doing likewise. *Unless the 
new brand is established, advertis- 
ers ask for free slots while booking 
slots in the existing channels. We 





will do it, but only later," says a 
spokesperson. Kolkata Tv, which 
is a standalone channel, is report- 
edly offering heavy discounts to 
attract advertisers. Media buyers 
say it is still too early to say which 
channel offers the best exposure. 

For now, it seems Star Ananda 
is clinging to its first mover 
advantage; its pedigree also makes 
it a clear favourite to maintain its 
lead. But the challengers are no 
pushovers. It's early days yet. And 
the months ahead will throw up a 
clearer pointer to the direction 
of this battle. a 
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Up, Up And Up 


Defying economic theory, almost every asset class is heading north. Is it 
sustainable, or is an asset bubble building up? RITWIK MUKHERJEE 


E LIVE IN ECONOMICALLY 

unique times. Perhaps for 

the first time in India's 
history, the values of all asset classes 
are rising together—stocks, bul- 
lion, real estate, debt instruments... 
even interest rates are rising. 
Classical economic theory says 
some of these share an inverse 
relationship with each other— 
stocks and bullion typically move in 
opposite directions, as do real estate 
price and interest rates—but some- 
one evidently forgot to tell these as- 
set classes that. However, though 
this is a new phenomenon in India, 
it is not without precedent in world 
economic history. 

Amiya Bagchi, economist and 
Director of the Institute of Devel- 
opment Studies, says: *This is how 
the Thai Tiger became the disabled 
Siamese Cat in 1997." He's obvi- 
ously referring to the East Asian 
currency crisis. *Thailand built up 
what we call a bub- 
ble economy bet- 
ween 1988 and 
1997; it is char- 

acterised by a 
rapid specula- 
tion-fuelled 












Rathin Datta, 
Chairman, PwC India 


3HININVS NINVHS 


HOT AND HAPPENING 


APRIL 1, 2004 
BSE Sensex 5,740.85 
Gold Price (Mumbai)" Rs 6,075 
Silver Price (Mumbai)'* Rs 11.84 
Real Estate (Mumbai)"** Rs 1,800- 

Rs 11,500 
Real Estate (Delhi)*** Rs 1,500- 

Rs 11,500 
"Standard рег 10 gram  **Per gram ***Per sq. ft 


increase in asset prices; this is not 
sustainable over the long-term. In 
India, too, the rise in prices across 
asset classes is fuelled by speculative 
capital. The abolition of capital 
gains tax has only accentuated this 
trend. Everything naturally is head- 
ing north. This artificial rise in val- 
ues also encourages money laun- 
dering; some people use the arbi- 
trage opportunities to legitimise 
their unaccounted wealth," he says. 

Bagchi, however, does not ap- 
prehend an East Asia-like melt- 
down in India, though he adds that 
individual investors may be affected. 
"That's because our economic fun- 
damentals are better, stronger and 
more diversified. And the Reserve 
Bank of India is more conservative 
than its Thai or other East Asian 
counterparts. But the uptrend will 
definitely reverse when investors 
find other, more attractive, invest- 
ment destinations and divert their 
*hot money' there. A lot of peo- 
ple will get badly hurt when that 
happens," he adds. 

Rathin Datta, Chairman, Price- 
waterhouseCoopers India, strongly 
disagrees with this view. *The mo- 
st compelling argument against an 
asset bubble is that a large part of 
the investment is being pumped 
into productive industrial, social 





APRIL 1, 2005 APRIL 1, 2006 
6,605 11,279.96 
Rs 6,135 Rs 8,445 
Rs 10.63 Rs 18.55 
N.A. Rs 2,800- 

Rs 25,000 
N.A. Rs 2,500- 

Rs 18,000 
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and personal assets. This massive 
demand is raising asset prices and 
leading, consequently, to a shortage 
of money; hence, the rising interest 
rates," he adds. *The simultane- 
ous rise of stocks, bullion, real 
estate and other instruments refl- 
ects the confidence of the investing 
community in the Indian economy," 
adds Dipak Rudra, former chair- 
man of UCO Bank. 

India Inc agrees wholeheartedly 
with this assessment. “If I look at it 
over a 12-month horizon, I expect 
all asset classes to move north, of 
course, with some interim correc- 
tions. Yes, there are speculators mak- 
ing money out there, but there are 
equally serious investors as well,” 
says Sanjiv Goenka, Vice Chairman, 
RPG Enterprises. 

PwC’s Dutta puts the phenome- 
non in perspective. “There are stages 
of economic development. Interest 
rates and returns on some instru- 
ments begin to fall in mature 
economies. We had wrongly 
assumed that India had reached that 
stage a few years ago when rates 
started declining,” the pwc Chairman 
explains, adding that he expects the 
current all-round buoyancy to con- 
tinue for at least another three-to- 
four years, barring some major nat- 
ural or man-made catastrophe. ш 
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e Race [О 


Who'll Get There First: 


VENKATESHA BABU 


ATA CONSULTANCY SERVICES (TCS), INFOSYS TECHNOLOGIES AND WIPRO, 
three Indian companies the world knows best, members of the 
exclusive club that is Tier-I of the Indian software services business 
and darlings of the stock market won't admit it, but they are, all of 
them, participants in a race to touch the $10-billion- 
in-revenues (Rs 45,000 crore) mark. All three should reach this 
mark by 2010, maybe sooner. At stake are bragging rights and uni- 
versal recognition that the company in question has indeed arrived 
on the international iT firmament. 

They have size on their side and in industry-lingo, this provides traction. As 
Nandan Nilekani, CEO, President, and Managing Director of Infosys, points out, 
it took his company 23 years to reach the $1 billion (Rs 4,500 crore) mark and 
another 23 months to reach $2 billion (Rs 9,000 crore). They also have the dyn- 
amics of the global offshoring business on their side. A report by India’s software 
lobby NASSCOM and consulting firm McKinsey puts the size of the offshoring busi- 
ness at $110 billion (Rs 4,95,000 crore) by 2010. If India were to maintain its cur- 
rent share, that would mean an industry worth $60 billion (Rs 2,70,000 crore). 
With some luck, that could be $75 billion (Rs 3,37,500 crore). And it is more 
than likely that a little over $30 billion (Rs 1,35,000 crore) of this will come 
from TCs, Infosys and Wipro. Each of the companies has something going for 
it: TCS, the ability to win big, really big deals; Infosys, the very fact that the 
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The most multinational of пем сойо, {һе 


company boasts the broadest range of оеп 
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. It also has 

















the lowest billing rates among the Big Three and is perceived - == 
as being conservative in its marketing and branding efforts Nx 





company in its entirety is one mean (and very effective) 
marketing machine; and Wipro, its innovative streak 
and willingness to make as many strategic acquisitions 
as need be. So, who'll get there first? 


Same, Yet Different 
From the outside, there isn't much separating the 
three companies. As Alok Shende, Head (Infotech, 
Communications and Telecom Practice) at research, 
analysis and consulting firm Frost & Sullivan says, at a 
macro-level, *customers see them similarly, albeit with 
each having strengths in certain areas". Yet, the three 
companies are working towards building unique dif- 
ferentiators. *Both Toyota and Honda have a similar 
portfolio of cars, yet are very different companies," says 
James V. Abraham, Director, Boston Consulting Group 
(BCG). "It's the same with these rr majors; we are seeing 
early signs of a differentiation built around capabilities." 
TCS boasts the broadest range of offerings, and is 
the most multinational of Indian vendors. It also has the 
lowest billing rates among the Big Three and is per- 
ceived as being conservative with its marketing and 
branding efforts. Infosys boasts the highest net profit 
margins, has a halo around its head, and is a strong 
player in the banking, financial services and insurance 
(BFSI) segment that contributes a third of its revenues, 
although it is largely absent from several other key ver- 
ticals (think healthcare, life sciences, auto and gov- 
ernment). Wipro has significant strength in R&D, tech- 
nology services and infrastructure management, but it 
boasts the lowest net profit margins among the Big 
Three (although this can be explained by the com- 
pany's diversified nature; software services, including 
IT enabled services or IFES accounted for 8.4 per cent of 
its revenues in 2005-06). Interestingly, there are no ‘ex- 
clusive’ verticals or service lines with each of the three 
either having or planning a presence in most. 











Reinforcing this nascent differentiation around 
service offerings is the fundamental DNA of the three 
companies. Infosys, explains BCG's Abraham, has always 
emphasised on branding, systems and processes, and cul- 
ture (these, the company believes, will result in superior 
quality and higher profit margins). Wipro has an inno- 
vation-led approach, is willing to experiment and has 
an appetite for risk. And TCs comes with a strong engi- 
neering base. Even here, however, nothing is exclusive: 
Infosys does experiment, Wipro does focus on sys- 
tems and processes and TCS believes it has a strong cul- 
ture. Each company, believes Siddharth Pai, Partner, TPI 
International, a sourcing advisory, has its own strategy. 
Thus, one might entertain notions of becoming the 
world's best software factory. Another could try and 
move up the value chain, becoming a business trans- 
formation specialist like Accenture in the process. 


The Common Challenges 
For any strategy to work, however, adds Pai, the 
three companies will have to focus on two areas that 
they have traditionally overlooked. *The first is a 
global presence that none of the three has." *The 
second is the willingness to incur more risk by bring- 
ing the clients' operations and people onto their bal- 
ance sheet." This last, of course, is outsourcing of 
the sort global biggies such as IBM and EDS do. There are 
other challenges the three will have to address as 
well: scalability, managing a multi-cultural workforce, 
engineering M&As and protecting their margins. It is 
their high net profit margins that give the Big Three 
their huge valuations, of between eight and 10 times 
revenues. Infosys’ market capitalisation to revenues 
ratio, for instance, is 10.21, Wipro's 8.49 and TCS’ 7.22. 
In contrast, those of IBM, Accenture and EDS are 1.42, 
1.47 and 0.7, respectively. 

That'll take some doing. Dana Stiffler, Research 
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in the BFS! segment that contributes a third of its revenues, 
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Tor ЛГ" 


WHO WILL GET TO 
$10-BILLION-IN- 
REVENUES FIRST? 


HAT'S A MORE IMPORTANT 
measure of a company's 
ability to get to $10-billion- 


in-revenues ahead of its peers? 
Financial performance or scalability? 
Innovation or systems? This maga- 
zine found itself wrestling with such 
issues, although it did have a lot of 
help from experts. The scores assigned 
to the companies, however, are this 
magazine's own and based on its 
understanding of them. What do they 
say? That TCS will get to $10 billion 
ahead of Infosy, but only just, and 
that Wipro will be the last to do so. 


Scores are on a 10 point scale 
experts and gathering qualitative information from them 


BT's Assessment : 

WEIGHTAGE INFOSYS М 
Financial performance 0.2 2 9.3 $ 
Portfolio of offerings 005 М 
Ability to attract and retain talent 0.1 - : 
Execution abilities EN : 
Quality of clients 0.05 $ 
Scalability 0.1 x 
Vision 0.1 ° 
M&A abilities BE s : 
Innovation 0.1 : 
Systems and processes E ACE : 
Total Score (Max: 10) , 
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All weightages and scores have been assigned by BT after speaking to 





Director (Consulting & rr), AMR Research, an IT advi- 
sory, is convinced that in the long run “these margins 
cannot be sustained”. “As these companies pursue 
more high-value businesses, requiring them to pay 
higher salaries, it will adversely affect margins,” she 
adds. Then, Indian rr. firms do have to live with low- 
cost competitors from emerging destinations such as 
China, Vietnam, the Philippines, even Pakistan. 
Already, claims Partha Iyengar, Vice President 
(Research), Gartner India, an IT research and advi- 
sory company, “the global firms are proving that they 
can compete in this (the low-cost) space as well”. 
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Today, Івм employs around 40,000 people in India; 
Accenture, 18,000 and EDs, should its Mphasis buy go 
through, 15,000. Indian IT firms may have pioneered 
the global delivery model, but the multinationals have 
clearly caught on, and caught up fast. “It is only a 
matter of time before they perfect it," says Sanjay 
Purohit, Head (Corporate Planning), Infosys. And so, 
the three Indian firms are moving beyond cost arbitrage. 

Accelerating this move is the need the large Indian 
IT firms feel to hire locals. Today, 6.5 per cent of TCs’ 
workforce is composed of people of nationalities other 
than Indian. The corresponding proportion for Infosys 
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"It will be imperative for an Indian "As the Big Three move towards the "The margins cannot be sustained. Savvy 
firm that lacks the on-ground $10 billion mark, they will find them- | M&As, particularly in domain-specific 
capability of an IBM or an Accenture selves having to build a presence in consulting and systems integration, will 
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The company has significant strength in 


R&D, technology services and infrastructure management, 
but it has the lowest net profit margins among the Big 
Three, although this can be due to its diversified nature 


is 3.5 per cent. These proportions will have to increase 
if these companies want to be seen as global players. 
Doing that will also insure them against a potential back- 
lash against outsourcing. Infosys, for instance, made 500 
offers on Ivy League campuses this year. The flip side? 
Global hires push up costs. 


The Big One: Will It Happen? 

TCS, Infosys and Wipro are each sitting on close to $1 
billion in cash. Then, there is their highly priced (and 
prized) equity that can be used as M&A currency. For, 
it is increasingly becoming clear that the three com- 
panies will have to make acquisitions, if not in the 
short- or medium-term, then eventually. “Savvy M&As, 
particularly in domain-specific consulting and systems 
integration, will be the key to profitable growth,” says 
AMR’s Stiffler. The lady is right: companies can develop 
such skills in-house, but that will take time. The thing 
about M&As is that they are so difficult to get to work. 
Wipro, the most aggressive Indian firm in this context 
with a string of acquisitions, has had mixed results 
with them, says Frost & Sullivan’s Shende. As they 
move towards the $10 billion mark, the three firms will 
find themselves having to build a presence in countries 
such as Germany and France. These are complex 
geographies, says Gartner’s Iyengar, and “it will be 
imperative for an Indian firm that lacks the on-ground 








capability of an IBM or an Accenture to acquire”. 

Acquisitions could also help TCS, Infosys and Wipro 
address an issue that no one seems to be doing anything 
about. The profile of employees within the three com- 
panies is overwhelmingly biased towards techies. 
However, as most IT firms have realised, customers no 
longer want technology-solutions; they want business- 
solutions. India may have a surfeit of techies (at least, 
right now), but it doesn’t boast too many domain spe- 
cialists or consultants (which is the kind of profile the 
Indian companies need to hire). 


Blue-sky Threats 

It may sound like science fiction, but the big threat to 
the offshore model popularised by TCs, Infosys and 
Wipro is emerging trends in automation. Intelligent 
technology infrastructure that manages itself, systems 
and code that maintain themselves, and other such 
could render the people-heavy model Indian companies 
operate on irrelevant and obsolete. 

In their growth towards the $10-billion-in-rev- 
enues mark, Indian rr's Big Three will also find them- 
selves being constrained by the country's education sys- 
tem. Today, the technical and business education sys- 
tem in the country is equipped to churn out armies of 
doers or order-takers, not thinkers. 

So, which of the three Indian firms will get the 
$10 billion mark first? Size favours 
TCS, the market, Infosys (the com- 
pany's forward looking 12 months 
price-earnings multiple for 2006- 
07, at 25.82, is higher than TCs’ 
25.6 and Wipro's 25.13), and the 
sheer willingness to go out and 
acquire a company, Wipro. On 
the basis of an assessment that 
goes beyond these basics (see Who 
Will Get To $10-billion-in-rev- 
enues First?), this magazine has 
reason to believe that TCS will indeed 
be the first to reach the mark. Still, 
this is one of those races that holds 


JAMES V. ABRAHAM SIDDHARTH РА! = : 
Director/ Boston Consulting Group Partnet/ TPI International forth the promise of a surprise or 
P he E two. And it is one of those races 
uM ою same M ek IT еи hec hg where the running promises to be as 
firms; we are seeing early signs of dif- | none of the three has and second, exciting as the finish. 

ferentiation buit around аА the willingness to incur more risk" ADDITIONAL REPORTING BY 
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ISITORS TO THE VERDANT, LARGE, 

showpiece campuses from which 

Nandan Nilekani, President, CEO 

and Managing Director, Infosys, 

and Azim H. Premji, Chairman, 
Wipro, operate from in different parts of 
Bangalore, usually come away impressed, 
even overwhelmed. In stark contrast, the 
11th floor offices at the Air-India building in 
Mumbai’s central business district of Nariman 
Point, where TCs’ CEO and мр S. Ramadorai 
works from, are almost spartan and func- 
tional. The difference isn’t just an issue of aes- 
thetics. Nor is it a function of real estate 
costs in each of these cities (though this is 
important). The thing is, the three offices 
are fairly accurate reflections of the character 
of the organisations they lead. 

For all its spartan looks, though, TCS is 
the big daddy of India's rr services industry. 
It ended 2005-06 with revenues of close to 
$3 billion (Rs 13,500 crore); it hit the mark 
a mere three years after touching $1 bil- 
lion (Rs 4,500 crore) in revenues; and it is 
nearly a third larger than its nearest Indian 
competitor. If it continues with the 30 per 
cent plus growth rate which it achieved last 
year for the next five years, it will easily 
cross the $10-billion mark. If it grows faster, 
which is possible, given the company’s recent 
track record in pitching and bagging big 
deals, worth several hundreds of millions 
of dollars, over the past few months, it will 
reach the magic figure even faster. And the 
company’s vision, 10 by 2010 (revenues of 
$10 billion by 2010), outlined initially as a 
stretch target, will become reality. 


At the head of the class? Actually, Ramadorai 
heads a company in a class of its own 


АР an a ee с 


With 66,480 employees and 
another 30,000 to be added in 


THREAT 








banking, financial services, insur- 
ance, telecom, manufacturing, retail 


the next 12 months, the company, PERCEPTION and consumer goods, transporta- 
which pioneered the factory tion, energy and utilities, life sci- 
system in IT, has rewritten the dic- { ; ences and healthcare, media and 
tionary when it comes to the word af Emphasis vis games deals entertainment, and business process 
scalability, a rewrite that hasn’t might come margins —— outsourcing (BPO) makes it a player 
gone entirely unnoticed, "In terms Фф Higher share of onsite revenues, to reckon with. It has 929 clients 
of scalability, TC$ seems to be out that push margins down compared to Wipro's 502 and 
in front in this regard and is А : Infosys’ 460. 

always thinking ahead about — € High component of milestone- Already, this unmatched brea- 
‘where next’,” says Dana Stiffler, linked fixed price contracts dth and depth is translating into 
Research Director, Consulting and "m lowest among clear gains in the marketplace if 
IT services, AMR Research. “It leads о our dies ne Р the large deals the company has 
in terms of global scope and reach = - bagged in the recent past are any 
by a margin that Infosys and ® Over dependence on BFSI segment indication. The $250-million (Rs 


Wipro will be hard pressed to 
catch up with, unless we see a 
major acquisition by either." 

Despite a reputation of being conservative when it 
comes to compensation, TCS’ attrition rate of 9.9 per cent 
is the lowest among large IT services firms in India. 
That could be a critical factor; a study by India's software 
lobby NASSCOM and consulting firm McKinsey estimates 
that the Indian rr sector will face a shortfall of half a mil- 
lion people by 2009. *While our compensation matches 
industry standards, the fact that we have the lowest 
attrition, shows that culture in the company makes peo- 
ple stick around," says the soft-spoken Ramadorai. 

Numbers аге not the sole reason why TCs is best 
placed to hit the magical $10-billion mark first, though 
that helps. The breadth, width and depth of its portfolio 
of offerings make it a clear favourite. While other 
Indian vendors like Wipro and Infosys have their own 
strengths in key verticals, TCs’ substantial presence in 


THE BIG ONES 


CUSTOMER NAME 


DATE 


Sept. 2005 


DEAL VALUE 


Pe x "ARE 4 І 
! x M EVE oe aT 
(А5 
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А 


N.A.: Not available 


1,125-crore) ABN AMRO deal it 

bagged in September 2005 and the 
$847-million (Rs 3,811.5-crore) Pearl contract it 
bagged a month later, gave TCS the kind of visibility 
across the world that most companies covet. *We are 
now an automatic contender for large, long-term con- 
tracts, across the globe," says Ramadorai. 

TCS has not only been bagging large deals but 
also making specific niche acquisitions to augment its 
already strong portfolio of offerings. In October 2005, 
it made two acquisitions within a span of two weeks. 
First, it acquired FNs, an Australian banking solutions 
firm, for $23 million (Rs 103.5 crore); then, it snapped 
up Comicorm, a Chilean BPO, for serving the Ibero- 
American market at a price of $26 million (Rs 117 
crore). “Acquisitions are a part of our growth strategy 
and we will make them where it makes sense either in 
getting into a new service line or a geography or obtain 
key customers but never for the sake of revenue 


DURATION DETAILS 


23 yeas Coma 
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WHAT THE SCORE SAYS 


of TCS just a year-and-a-half ago. 


accretion alone," explains Ramadorai. 

Not that there is nothing to fix. Partha Iyengar, Vice 
President (Research), Gartner, believes the company 
needs to work on marketing and branding. “If only it 
came out of its marketing and branding ‘hole’, it'd 
be able to put plenty of space between itself and the 
other two companies (Wipro and Infosys)," he says, 
adding that because the company doesn't do this, it con- 
tinues to get clubbed with the others. *Strangely 
enough, in many cases, even though TCS is the 800- 
pound gorilla, the smaller companies, often including 
the fourth in the ‘India 4’, Cognizant, tend to have 
greater brand awareness and mindshare.” 

Understandably, Ramadorai disagrees with this 
analysis. “It is not (about) the noise we make in the 
marketplace,” he says. “While there might have been 
certain gaps in communicating our strengths because 
of our privately held status in the past, customers 
focus on execution and value delivered.” There, he 
says, the company’s “track record speaks for itself”. 
Still, TCS could do with some branding, and it could do 
worse than look to one of its closest rivals, Infosys (see 
The Brand Is Us), for some tips. 

Then, there is the large onsite component (62.5 per 
cent as compared to Infosys’ 49.3 per cent and Wipro’s 
53.7 per cent) of TCs’ revenues that, while enhancing the 
revenue per employee, depresses profit margins con- 
siderably. For the record, the company has managed to 
increase the offshore component from 28.6 per cent five 
years ago to 37.5 per cent now. 

In an oblique reference to TCS’ largescale deployment 
of its employees at customer sites, Nandan Nilekani, 
CEO, Infosys, says, “We are not body shoppers. While 


CS COMES IN FIRST, OR JOINT FIRST IN FIVE OUT OF THE 10 PARAMETERS (SEE WHO 
Will Get To $10-billion-in-revenues First? on page 71) used to assess 
the three companies. It doesn’t come in last on any. Simply put, if noth- 
ing changes in the way the three companies do business, TCS will get to the 
$10-billion mark first. The company's portfolio of offerings is the widest, and 
it has displayed an ability to scale up that one wouldn't have thought possible 
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every work has a component which has to be done 
onsite, our systems and processes allow us to ship a sub- 
stantial amount of work offshore." Given that offshore 
(read India) means lower salary structures, margins are 
naturally higher. In defence, Ramadorai says that a 
large onsite presence has helped TCS bag contracts 
which require deployment at customer sites or near- 
shore (a term that refers to a growing preference 
among some customers to ship the work not to India, 
but to some third destination, that is closer to home). 
In her latest report on TCs, Priya Rohira, an analyst 
with Mumbai-based Enam Securities, a brokerage, 
states that the company's growth in revenues and 
net profit for 2006-07 will be 34 per cent and 31 per 
cent, respectively (higher than the guidance). She 
adds that growth in operating profit will have to 
come from “gains from fixed price contracts and 
improvement in offshore share". 

And while Tes has managed attrition admirably, it 
could face tougher problems on the people-manage- 
ment front. Today, around 6.5 per cent of TCS’ work- 
force is composed of people from countries other 
than India. As the company hires more people at the 
senior level, and as it grows either organically or 
through acquisition, it will have to move to a more 
decentralised management structure, since that is 
what these senior ‘on-site’ hires will expect. “What can 
also hold it back is its perceived (and in many cases 
real) plodding bureaucracy, centralised (slow) decision 
making, and its ‘stealth’ approach to marketing and 
branding,” sums up Gartner's Iyengar. These are issues 
Ramadorai and his team would do well to handle as 
they eye 10 by 2010, maybe earlier. 


The breadth, width and depth of its portfolio of 
offerings makes TCS best placed to hit the $10-billion mark 


first. Big deals won in the recent past and specific niche 
acquisitions have helped augment its formidable position 
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The Brand Is Us 


It may not be the largest, but is the best-known Indian software 


services firm. That counts for something in the race to $10 billion. 
VENKATESHA BABI 





O COMPANY HAS CAPTURED 
public imagination and come 4 
to represent an entire sector in 
India’s post liberalisation era 
as Infosys has. Yes, there are 
larger companies (think Reliance, even TCs 
in its own sector), those with a better pedi- 
gree (think companies from venerable busi- 
ness houses such as the Birlas, Godrej, Bajaj), 
but none has managed to get the kind of 
cachet and adulation Infosys has. 
Part of the reason why Infosys has been 
able to do this is the much-chronicled work- 
ing-class-to-riches stories of its founders. 
The power of brand Infosys has to do with 
the DNA of the company and its founders— 
this is a company that was built from scratch 
by middle class Indian entrepreneurs who 
borrowed money and pawned jewellery. It 





fired the imagination of an entire generation; 
here was a bunch of ordinary middle class 
people who, through sheer intelligence, 
hard work and ethics succeeded on a global 
scale. Brand Infosys, however, is not just a 
success story of a bunch of guys next door 
propelling themselves to riches, albeit car- 
rying a few thousand people along. 

The success of brand Infosys has been 
based on both emotional and, more impor- 
tantly, financial reasons. Infosys has long 
outgrown its roots and become a $2-bil- 
lion (Rs 9,000-crore) IT services giant and its 
branding initiatives try to reflect this mix of 
old school values with a focus on the cutting 
edge technology market, an attitude that is 
reflected in its calling card, “powered by 


H53113 


Just ask Nilekani: There's actually plenty in a 
name, especially if it's Infosys 


VWUVHS 


intellect, driven by values". However, it's 
not just sentiment that is pushing Infosys' 
brand building initiatives, with cold business 
logic having its own role to play. The com- 
pany has carefully nurtured the image and 
made investments on an ongoing basis to 
burnish the brand. 

When Infosys joined the billion-dollar 
revenue club two years ago, the company 
kicked off a riotous celebration at not just its 


TOP AND BOTTOM 


Infosys has a presence in consulting and BPO; the 
performance, though, is a mixed bag. 


FTER FAILING WITH A SEPARATE UNIT CALLED INFOSYS BUSINESS 

Consulting Services, Infosys, in 2004, founded a subsidiary, 

Infosys Consulting Inc. And it followed this up by hiring 
several rainmakers from leading consulting firms, including CEO 
Stephen Pratt from Deloitte Consulting. While the jury is still out on 
80-acre headquarters at Bangalore's : whether this model (the one perfected by consulting-firm-turned-IT- 
Electronics City, but across its campuses powerhouse Accenture) works, some analysts (AMR's Dana Stiffler 
and representative offices globally. Yellow : among them) believe that companies expanding into higher-value serv- 
invitation cards were sent to thousands of ices will grow faster than the rest (in 2005-06, 3.5 per cent of Infosys’ 
invitees, including the company's first cus- revenues came from consulting; Wipro and TCS claim consulting 
tomer, Donn Lilles of Data Basics revenues are embedded in their service line). Others (Gartner's 
Corporation, its first chairman С.К. Jayram, Partha Iyengar and TPI's Sid Pai) believe that Indian firms would do 
and a raft of other clients, analysts, families well to stick to the knitting, in this case, technology. Infosys' 
of its employees and business partners. Ace Nilekani is confident that the company will hit the sweet spot of the 
designer Michael Foley was commissioned to market by offering a combination of business process manage- 
design a watch commemorating the event ment and IT consulting that will feed into core applications and man- 
and a special deep blue T-shirt was also aged services. The company's foray into business process out- 
unveiled as part of these celebrations. The sourcing is another story. Progeon (as the subsidiary is named) hasn't 
event was highlighted across India and rest really grown. Today, while BPO accounts for 8.5 per cent of Wipro's 
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DIDIT 


of the globe. What was not commonly ; revenues, it accounts for a mere 4 per cent of Infosys’. With Infosys 
buying out Citigroup's 23 per cent stake in Progeon last month (the 
company is now a 100 per cent subsidiary), everyone must be hop- 
ing for a faster growth trajectory. 


known was that TCS had passed the same 
mark a good six months earlier, but had 
failed to leverage the occasion citing its 
then privately-held status. This is a clear 
example of how Infosys is able to use every 
opportunity to build ‘Brand Infosys’. Even in 
technology offerings where all its Indian 
peers have similar offerings, it is able to 
present a ‘differentiated’ look to customers. 
Little wonder then, 90 per cent of Infosys’ 
business is repeat business from its existing 
base of 460 customers. 

Generally, the tech industry is seen to be 
tight-fisted (where companies typically spend 
a miserly 1-2 per cent of turnover on mar- 
keting and branding). Infosys has always 
done otherwise. In 2005-06, it spent around 
5 per cent of its revenues or Rs 500 crore on 
sales and marketing (on a standalone basis) 
and saw its brand value pegged at Rs 13,950 
crore (or $3.1 billion) for 2004-05, a massive 
jump from the Rs 8,185 crore a year earlier. 

One way a company can claim it has a 
brand rather than a commodity play is from 
the premium it commands, in turn reflected 
in its net profit margins. Infosys’ net margins, 
at 26 per cent, dwarf that of rivals like 
Wipro (19 per cent) and TCS (23 per cent). 
This is not to suggest that Infosys’ margins 
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WHAT THE SCORES SAY 


Infosys will get to $10 billion ahead of TCS. 


come from perceived attributes like brand alone. 
Its strengths in the BFsi (banking, financial services and 
insurance), manufacturing, retail and telecom verti- 
cals are real. The robustness of its systems and 
processes is well known. 

“We are the nextGen company," says Nandan 
Nilekani, President, CEO and Managing Director. *Our 
leadership comes from the fact that tomorrow's ideas 
are being shaped by us today." “We are an aspira- 
tional brand as indicated by the 1.3 million applications 
we received to hire a mere 16,000," he adds. 

The ability to attract and retain talent will be a 
key factor as companies seek to scale up their operations 
significantly. This year Infosys plans to hire 25,000 peo- 
ple; Tcs and Wipro will do likewise; and this hiring will 
happen across the world bringing with it the chal- 
lenge of managing a multi-cultural workforce. Dana 
Stiffler of AMR Research believes that Infosys is best 
equipped to manage cross culturally because of its 
‘NewCo’ roots. TCS and Wipro аге 
venerable old-line companies, she 
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HE SURPRISING THING IS, INFOSYS COMES FIRST OR JOINT FIRST IN SIX OF THE 10 
parameters used by this magazine to evaluate the three largest Indian IT 
services firms (see Who Will Get To $10-billion-in-revenues First? on page 

71). However, it also comes in last in three, and that could explain why TCS just 

edges it out in the race. Of course, were brand power to be part of the equation, 

the results would have been very different. Even as it is, several analysts believe 
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aerospace, nor a footprint in a growing market like Latin 
America, The unstated fear is that Infosys might crimp 
its growth to protect margins. Sanjay Purohit, Head 
(Corporate Planning), dismisses this and says, *We 
have shown in the past that we can grow at, or above 
industry growth rates and still protect our margins. We 
will enter vertical or geographies based on a game 
plan. We do not enter or exit markets easily." Another 
flaw in the Infosys story is that it derives just 1.7 per cent 
of its revenues from the domestic Indian market com- 
pared to 21 per cent for Wipro and 12.5 per cent for TCs. 
Whether it is becoming the first Indian tech com- 
pany to be listed on NASDAQ or receiving a higher 
credit rating than the country, Infosys, claims Nilekani, 
has always strived to set benchmarks. And in keeping 
with its Chief Mentor and Chairman N.R. Narayana 
Murthy's mantra of “when in doubt, disclose”, Infosys’ 
corporate governance and financial disclosure norms 
have set industry standards. Little wonder that the 
investor community has an ongo- 


ing love affair with the stock. This 


adds. That's a sentiment with which THREAT has ensured that its market capi- 
Gartner's Partha Iyengar agrees. р Ẹ R C E PTI 0 N talisation is 10.21 times revenues, 
“Infosys is best placed to manage a significantly higher than TCS’ 7.22 
cross cultural workforce while TCS or Wipro's 8.49. 


will find it the most difficult, with 


€ May miss revenue growth while 


In their after-results (2005- 





Wipro in the middle." . Protecting high margins — 06) report, Merrill Lynch ana- 

Branding will also be key to — @ BPO/ITES account for less than 5 lysts Mitali Ghosh, Ajay Mathrani 
Infosys’ transformation from a per cent of revenues and Prasad Deshmukh reiterate 
back-office code shop into a highly à : that Infosys is their top pick in the 
visible technology and consulting — ® Non-existent domestic presence sector. *Infy will be a key benefi- 
powerhouse (see The Race To $10 (less than 2 per cent revenues сот ciary given its strong brand and 
Billion). With the market growing pared to 12.5 for TCS and 21 per ability to mine clients based on 
at 30 per cent year-on-year and П! for Wipro) expanded services and client man- 


Infosys’ largest global competitors 
making a beeline for India, the 
company may have to lean on every 
ounce of marketing muscle to keep 
ahead of the competition. 

Also, the company has little 
presence in key verticals like gov- 
ernment, life sciences, auto and 
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€ Weak in infrastructure outsourcing 
deals. Minimal presence in 
government, healthcare, lifesciences, 
auto and aerospace verticals 


€ Unwillingness to strike substantial 
M&A deals. Would build rather 
than buy, if possible 


agement skills. This is reflected 
in its track record of superior 
growth and margins.” This is 
echoed by brokerage Motilal 
Oswal in its post-result analysis. In 
the race to the $10 billion (Rs 
45,000 crore), surely, all this must 
count for something. 
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Hungry, And On The Prowl 


Its string of pearls M&A strategy has worked for Wipro thus far; a big 
acquisition could work for it in the future. VENKATESHA BABI 


a 


HIS SOAPS-TO-SOFTWARE CONGLOMERATE HAS 
made its largest shareholder, Chairman Azim H. 
Premji, the richest Indian. While Infosys and TCS 
can trace their origin to tech roots, Wipro 
proudly points out its top management's busi- 
ness orientation, crucial, the implication goes, in a 
market that places emphasis on business and not just 





Wipro's Premji: The company is in good shape, but questions about that 81.44 per cent stake refuse to go away 


technology solutions. 

Actually, conglomerate might be a bit of a stretch for 
what is essentially India's third largest rr company 
Truth be told, while Wipro does manufacture and 
sells everything from soaps and bulbs, to furniture 
and powdered glucose, 92 per cent of its revenues 
and 95 per cent of its profits comes from the rr business. 
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And while CEOS and other members 
of the management may come and 
go, one steadfast hand has guided 
the Wipro ship through shoals and 
gales, that of Azim Premji. Infosys 
and TCS might resemble each other 
in some respects, but Wipro stands 
out for its unique revenue and mar- 
ket mix. While a vertical like ВЕІ 
(banking, financial services and 
insurance) brings the bulk of rev- 
enues for the other two—41 per 
cent for TCS and 36 per cent for 
Infosys—Wipro derives a mere fifth 
from this important segment. That's 
an important number to note 
because BFSI is the largest chunk 
of the market, accounting for nearly 
60 per cent of all technology spend- 
ing. The number reflects Wipro's 
late start in the segment; out- 


sourced R&D, termed product-engineering services in 
industry jargon, accounts for 31 per cent of the com- 





€ Some acquisitions may work and 
some may not (like Spectramind 
almost didn't) 


© Pure play consulting revenues have 
declined Y-o-Y. So the moving up 
the value chain proposition might 
be affected, also harming chances 
of bagging end-to-end deals 


€ Attrition rates are higher than the 
other two companies 


€ Long-term management stability 
and succession issues remain 


THREAT 
PERCEPTION 


€ Net margins lowest among Tier-| 
Indian players 


telecom, 5.7 per cent. These are its 
core areas, its strengths. 

Another key differentiator is 
that Wipro has always focussed on 
the domestic market. It derives 21 
per cent of its revenues from the 
Indian market. The corresponding 
number for Infosys is less than 2 
per cent and TCS, a more 
respectable 12.5 per cent. And this, 
say execs at the company, isn’t just 
about broad-basing revenues and 
reducing risk. Several service 
offerings such as infrastructure 
management services (IMS), testing 
and validation, and system inte- 
gration actually grew out from the 
domestic market. As Sudip Nandy, 
Chief Strategy Officer of Wipro, 
points out, “If we can satisfy the 
Indian customer who demands the 
biggest bang for the buck and drives a hard bargain for 
value proposition, it is much easier to satisfy interna- 






pany's revenues, energy and utilities, 10.9 per cent, and tional clients.” Some of these offerings have grown into 


STRING OF PEARLS 


July 2002 СЕ Medical Systems IT 
Sept 2002 Ericsson India R&D 
Nov. 2002 AMS’ Energy Practice 
Jan. 2003 Spectramind 

April 2003 NerveWire 

Dec. 2005  NewLogic 

Dec. 2005  mPower 

Feb. 2006 сМапдо 
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DEAL VALUE 


$26 million 
(Rs 127.4 crore then) 


$95.5 million 
(Rs 448.85 crore then) 


$18.7 million 
(Rs 87.89 crore then) 


$56 million 
(Rs 252 crore) 


$28 million 
(Rs 126 crore) 


$20 million 
(Rs 90 crore) 


DETAILS 


Wipro's first M&A deal saw the company make inroads into the healthcare 
mast. wi ia fier Ses Qut te Nee Information Systems К, 
owned by GE Medical Systems, US 


Bought three R&D centres in Bangalore, Delhi and Hyderabad and 
operations 





boosted its R&D services 


peeled id voc азун ardet gp ns ви 
company's utilities billing and settlement capabilities, and 

Systems integration, enterprise integration and she pen 
management capabilities 

Marked the entry into the then fledgling BPO market; Was later 
assimilated into the company after the exit of founder Raman Roy 

and a chunk of the top management team 


Strengthened Wipro's presence in the financial services market with 
addition of 40 client ; NerveWire had billing rates as high as 
$200 per hour and margins of nearly 40 per cent when acquired 
Boosted presence in the R&D space, which contributes 

around a third of the firm's revenues; Gained more traction in wireless 
and radio frequency technology market 

Deal included takeover of the Chennai-based MPACT, - 

a joint venture of MasterCard and mPower. Deal helped deepen 
Wipro's hold in financial services and offer a gamut of services 

to companies in this market 


This deal gave Wipro a foothold into the emerging area of business service 
management solutions, which involves managing services offered 
through IT infrastructure 


WHAT THE SCORES SAY 
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significant differentiators. IMS, for one, is one area 
where Wipro has an edge over Infosys and TCS. “While 
a TCS or an Infosys has an edge when a Tos (total 
outsourcing solution contract) emphasises ADM (ap- 
plication development and maintenance), Wipro has 
an edge if it includes substantial portion of IMs,” says 
one industry analyst. 

Wipro's dependence on the us as a market is also the 
least among the Big Three, with that geography 
accounting for 50 per cent of its revenues as com- 
pared to 65 per cent for Infosys and 60 per cent for TCs. 
Thus, in case of any slowdown in the American markets, 
Wipro is likely to be impacted the least. 

The issue of succession, however, continues to 
haunt Wipro. Premji owns an 81.44 per cent stake in 
Wipro and while he has repeatedly stressed that own- 
ership and management are not really related, this is one 
question that refuses to go away. 

However, what has really set Wipro apart from its 
peers is its aggressive acquisition strategy. Alok Shende, 
Head (іст Practice), Frost & Sullivan, points out that 
Wipro has been the most visible in the M&A space, with 
decidedly mixed results. Though now dubbed as the 
“string of pearls" strategy (something that implies 
strategic fitment), Wipro started off on the M&A trail as 
a way to buy growth in 2002 when the market was 
slowing down. Since then, there has been a considerable 
change in the rr ecosystem itself. Wipro has made 
eight acquisitions in the last four years for a total 
value of $231 million (approximately Rs 1,000 crore). 

Unlike Infosys, which has completed just one 
acquisition (Expert InfoSystems, Australia, for $23 
million or Rs 108 crore then, in December 2003), or 
TCS, which has made a few, Wipro has been aggressively 
chasing M&A deals to grow its technology and industry 
capabilities. The company sees inorganic growth as a 
key to expanding its business and one day challenge 
global technology giants such as IBM and EDS on their 
own turf. “Acquisitions will be a cornerstone of our 
growth strategy and we will continue to look for viable 
opportunities both to enhance our technology skills and 


IPRO, ON THE BASIS OF SCORES, IS #3 IN A THREE-HORSE RACE. THAT'S 
W because the company comes in last on seven of the 10 

parameters used (see Who Will Get To $10-billion-in-rev- 
enues First? on page 71). However, of the three, it is Wipro that has made 
the most rapid strides over the past few years. And of the three, it is Wipro 
that has been the most aggressive when it comes to M&As. One large 
acquisition is all it will take to tilt the balance in favour of the company. 
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enter new markets,” says Nandy who also heads the 
company’s М&А initiatives. “Building scale is going to 
be a huge challenge in the services business and these 
deals are going to help us gain the required size.” 

The company has acquired everything from a 
plain vanilla BPO firm to high-end chip design hotshop. 
Its acquisition of third-party BPO vendor Spectramind 
e-Services (renamed Wipro BPO) in January 2003 gave 
it a huge boost in the then fledgling BPO market, since 
it inherited nearly 3,000 employees and seven cus- 
tomers. If this deal was at the low end of the market, 
then the $18.7 million (Rs 87.89 crore then) it spent 
on buying NerveWire (with billing rates nearing $200 
an hour and net profit margins of 40 per cent) gave it 
a toehold in the high-end financial services consulting 
arena. While Wipro's M&A activity has spanned a 
wide gamut of areas, its deals have their share of crit- 
ics. “The Spectramind acquisition was not done after 
complete business due diligence," alleges one ana- 
lyst, implying that in its hurry to enter the space, 
Wipro overlooked several details. “Spectramind had 
several problems like a very high ratio of the low-mar- 
gin voice business and high attrition rates.” He adds 
that in the NerveWire instance, Wipro didn't really do 
a good job of integrating the boutique US-based con- 
sulting firm with itself, an Indian software services com- 
pany, resulting in “several exits”. 

Despite such hiccups, Wipro’s senior executives 
clearly see inorganic growth as a very important ingre- 
dient of their overall plan. “Our experience with 
acquisitions has been satisfactory and it has given us con- 
fidence to pursue this strategy more aggressively in the 
future,” says К.К. Lakshminarayana, Corporate Treasurer, 
Wipro. “Inorganic initiatives can help accelerate our 
strategic and operational plans to supplement our organic 
growth rate.” As this magazine goes to press, Wipro is on 
the prowl again, this time in Europe for a niche tech- 
nology buy. Right now, Wipro’s “string of pearls” for its 
chain is far from complete. And a substantial acquisition 
could catapult Wipro into the pole position in the race 
to $10 billion (Rs 45,000 crore). 
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Will He, Won't He? 


It does everything the big three do, so why doesn't Satyam 


get the same kind of respect? E. Kt 





The other software company: Raju's 
Satyam deserves better treatment 


5 THIS MAGAZINE GOES TO 

press, Satyam Computer 

Services, the Hyderabad-head- 
quartered company that ended 
2005-06 with Rs 4,792.59 crore 
($1.065 billion) in revenues and Rs 
981.93 crore in profit, is trading 
at Rs 762.50 on the Bombay Stock 
Exchange. It sports a price-earn- 
ings (P-E) multiple of 25. That last 
should be among the lowest for an 
IT firm, especially one with over 
$1 billion in revenues. Industry 
bellwether Infosys boasts a Р-Е of 
35.7. And HCL Technologies, 
smaller than Satyam in terms of 
revenues (although it is a $1-bil- 
lion-in-revenues company on the 
basis of its current run rate), boasts 
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MAR SHARMA 


SATYAM IN SHORT 
Revenues (2005-06): Rs 4,792.59 crore 
Net Profit (2005-06): Rs 981.93 crore 
Employees on March 31, 2006: Nearly 29,000 





Contribution of top 5 customers to revenues in 2005-06: 24.94 per cent 


Revenue split (Onsite:offshore): 55.7:44.3 


Revenue split (US:Europe:India:Rest of the World) : 65.63:18.20:2.50:13.67 


a higher P-E of 36.2. 

Byrraju Ramalinga Raju, now 
50, Founder and Chairman of 
Satyam, believes that there isn't 
much to be read in the P-E multiples 
of the companies, which aren't all 
that far apart anyway. “Опе must 
recognise the fact that Satyam is a 
relatively younger and smaller com- 
pany," he says. *After 2000, the 
growth rate came down as the focus 
was on more balanced growth (re- 
ducing dependence on key cus- 
tomers and locations)." 

That may be the case. Or it 
could just be that investors do not 
see anything distinctive when they 
look at Satyam. “I think in the next 
12-18 months, it's important for 
Satyam to articulate clearly its strat- 
egy in handling competition, 
establish differentiation and demon- 
strate the steps it is taking to win, 
and more importantly, manage large 
deals," says Sudin Apte, Country 
Head & Sr Analyst, Forrester 
Research India. 

Still another reason for the mar- 
ket's relatively low valuation of 
Satyam could be the company's 
dependence on its large customers. 
In 2005-06, the top five customers 


accounted for 24.94 per cent of its 
revenues and the top 10, 37.25 per 
cent. The corresponding figures for 
TCS were 17 per cent and 27.5 per 
cent, respectively. 

Satyam's response to all this 
(and also to the perception that it 
doesn't have a strong senior man- 
agement team) has been to, *oper- 
ate with a mindset of leadership 
and innovation at a global scale", 
according to Raju. *The core issue 
is to build leadership across the 
spectrum," adds T. Hari, Director 
and Sr Vice President (HR). *We 
have invested in a leadership school 
and hope to have 80 per cent of our 
leadership needs met internally." 
The company has reinforced this 
initiative with selective lateral hires: 
over the past eight months, it has 
recruited around 25 execs with 
between 15 years and 20 years of 
experience from firms such as 
Accenture and EDS. 

If there is one thing that can 
turn things around for Satyam (from 
a valuation perspective), and earn it 
the respect it deserves, it has to be its 
war chest of close to a $1 billion. 
That, and an articulated appetite 
for inorganic growth. 
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COGNIZANT 


The Non-Indian Indian IT Firm 


Its very provenance makes Cognizant the company to watch. NITYA VARADARAJAN 






President & CEO Narayanan: 
Leveraging the India advantage 


T ONE LEVEL OF THE WHOLE 
A IT outsourcing and offshoring 

thing are the multinational 
biggies, IBM, EDS, Accenture, and 
the like that have had to turn part or 
the whole of their staffing model on 
its head to factor in the India thing. 
At another are large Indian firms 
such as Infosys, TCS and Wipro that 
have had to complement their sig- 
nificant back-end skills with com- 
mensurate front-end ones. Both 
involve transformation, not the eas- 
iest thing to achieve for organisa- 
tions as large as these. 

Cognizant Technology Solutions 
is a unique company: it is an 
American company that was 
founded to leverage the India 
advantage. And while analysts may 
present several other things that 
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COGNIZANT IN SHORT 


@ Revenues (calendar 2005): $885.8 million or Rs 3,986.1 crore 


© Net Profit (calendar 2005): $153.9 million or Rs 692.55 crore 


€ Employees on March 31, 2006: Over 26,000 _ 





Ф Contribution of top 5 customers to revenues in calendar 2005: 34 per cent 





€ Revenue split (Onsite: offshore): 25:75 (The company terms it as effort split) 





€ Revenue split (US:Europe:India:Rest of the World): 86:13:0:1 
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Figures are adjusted closing prices in $ on NASDAQ 


account for the company's success as 
well as its pace of growth (its rev- 
enues have grown at a CAGR Or 
compounded annual growth rate 
of 45.25 per cent over the past five 
years; its net profit, at 56.55 per 
cent), it is this, its provenance, that 
counts the most. 

The uniqueness has some very 
real benefits: *On new accounts, 
Cognizant is ramping up at a pace in 
excess of 60 per cent as compared to 
its industry peers (40 per cent)," 
says Julio Quinteros, an analyst at 
Goldman Sachs, in a research report 
he put out, upgrading Cognizant’s 
stock. *Cognizant is already gen- 
erating revenues of $4 million (Rs 
18 crore) per client, which is about 
the same as its larger peers Wipro 
and Infosys, and twice the annual 





revenue per client of Satyam,” he 
adds. Not surprisingly, Cognizant 
has issued a guidance of 42 per 
cent (revenues) for 2006, *among 
the most aggressive for a Top 5 
IT company", according to the 
company's President and CEO 
Lakshmi Narayanan. 

With small acquisitions (like the 
six small ones it has done over the 
past five years), and by entering 
new areas such as technology con- 
sulting, high-end BPO (business 
process outsourcing), infrastructure 
management, testing, and other 
such high-value service offerings, 
Cognizant hopes to become one of 
the 10 largest rr services firms in the 
world. When that happens, though, 
it will have its provenance to thank 
more than anything else. 
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Presenting the 'Do Not Call' option. 
An initiative from ICICI Bank. 


At ICICI Bank, we try to offer you the very about our many offers, simply visit our 


best schemes and services. However, we website, and enroll yourself for the 'Do Not 


also respect your privacy and realise the Call' option. We will try to make sure that 
value of your time. So, if you prefer not to you no longer receive any calls from us 


ceive calls from our marketing executives Unless, of course, you choose to 
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To register for the 'Do Not Саі! option, visit www.icicibank.com. 





There And Back Again 


IT-pioneer Shiv Nadar has a plan to make his software firm a front-runner. 
ARCHNA SHUKLA 





| О, HCL TECHNOLOGIES 
isn't the first Indian r1 

company that comes to 

mind when there is talk 

of $10 billion in rev- 
enues. Nor is it the second. Or third 
or fourth. Fifth? Hmmmmm....With 
revenues of Rs 3,150.5 crore for the 
nine-months ended March 31, 2006 
(the company's financial year ends on 
June 30), or Rs 4,135.5 crore for 
the 12-month period ended March 
31, HCL Tech. trails Tcs (Rs 
13,252.15 crore), Infosys (Rs 9,521 
crore), Wipro (Rs 10,626 crore) and 
Satyam (Rs 4,793 crore) in the peck- 
ing order of the Indian IT industry. 
Why, it isn't even a billion dollar 
company, having just reached a 
position where it can claim to be 
one in terms of run-rate (its revenues 
for the January-March quarter were 
$252 million or Rs 1,134 crore). 
Yet, Shiv Nadar, Chairman and CEO, 
and Vineet Nayar, President, HCI ` 
Technologies, declaim that while 
they are not saying their company is 
a contender (in the race to $10 bil- 
lion), they believe they have the for- 
mula for rr firms to touch $10 billion 
in revenues. Which would definitely 
make the company a dark horse of 
sorts in the race itself. 

Lending credence to that claim is 
Nayar's habitual demeanour, a mix 
of earnestness, energy, and articu- 
late strategic brilliance, and Nadar's 
standing as a visionary in the Indian 
IT space (the man kick-started the 
Indian hardware industry when he 
founded HcL Ltd in 1976). “In the i 
Coming into its own: Nadar says HCL has the right model to make it big next five years, growth will come 
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from a different route than the one 
that has been adopted during the 
past five years,” says Nadar. “Thus 
far, the Indian rr industry has been 
driven by external triggers," adds 
Nayar. “It started with offshoring in 
the mid-1990s; it was the Y2K trigger 
in 2000; and over the past two to 
three years it has been led by the 
need of clients to cut costs.” “Now,” 
says Nayar, “it’s time players found 
their (own) reasons for existence.” 
HCL Technologies has found 
its own reasons, shunned the cost- 
arbitrage-play, and, in the process, 
identified a route to future growth. 
Nadar has hired top-notch con- 
sultants to strategise the company’s 
makeover; he is personally super- 
vising a big-budget marketing cam- 
paign that seeks to position the 
company as a total solutions pro- 
vider (exploiting synergies with 
HCL Infosystems, a hardware-fo- 
cussed company that is run by HCL 
Ltd co-founder Ajai Chowdhry); 
and he has identified *co-sourc- 
ing, not out-sourcing" as the way 
forward. The term includes every- 
thing from applications develop- 
ment to business process outsourc- 
ing. Indeed, HCL Technologies’ new 
model will see 34 per cent of its 
revenues come from custom appli- 
cations (development and mainte- 
nance), 18 per cent from package 
implementation, 24 per cent from 
R&D and technology services, 11 
per cent from remote infrastruc- 
ture management, and 13 per cent 
from business process outsourcing. 
That should help the company 
grow faster, explains Nayar, point- 
ing out that while the applications 
market is expected to grow at the 
rate of 20 per cent over the next 
two years, the infrastructure 
management one will grow by 100 
per cent, and the package imple- 
mentation one by 70 per cent. 
Analysts agree that Indian IT 
industry needs to build on its comp- 
etence now instead of relying on 
cost benefits. “Indian companies 


HCL IN SHORT 


€ Revenues (2004-05): $762 million (Rs 3,429 crore); Rs 3,150.5 crore for 2005-06 (9 months) 


@ Revenue split (Onsite: offshore): 23:77 


€ Revenue split (US:Europe:India:Rest of the World): 63:33:1:3 








need to reposition themselves as 
solutions partners rather than being 
just offshoring partners," says 
Joydeep Datta Gupta, Director, 
PricewaterhouseCoopers 

HCL Tech. has also worked 
out its own formula for big deals. 
The company, says Nayar, will 
stay away from big deals where gf 
has to play bridesmaid to large 
multinational competitors. “Rather 
than being part of billion-dollar- 
plus deals where there is little flex- 
ibility and scope to work, we 
would prefer to be in less-than- 
billion-dollar deals where we can 
play independently." The new for- 
mula, he claims, has helped HCL 
bag large deals such as the one 
with uK-based Dixons Group 
International ($300 million or Rs 
1,350 crore) and Deutsche Bank 
($100 million, Rs 450 crore). 

Over the next few years, HCL 
Tech. also wants to focus on prod- 
ucts (Nadar and Nayar's aggressive 
stance about the imperatives of hav- 
ing products in the company's port- 
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| Finding oneself: Nayar says HCL 


has already done so 


folio suggests that they could 
consider acquiring product compa- 
nies). *To catapult into the big 
league, a focus on products and 
associated services built around 
products is a must," says Nadar. 
And Nayar claims that for an IT 
services firm to reach revenues of 
$10 billion, 40 per cent of its 
revenues needs to come from prod- 
ucts and associated services. 

The blueprint created by Messrs 
Nadar and Nayar is a contrarian 
one. It looks beyond the present: 
the industry is growing at a rate in 
excess of 30 per cent; the world 
recognises the merit of the global de- 
livery model; and India's rr exports 
are set to grow to around $60 bil- 
lion or Rs 2,70,000 crore by 2010. 
It is also in keeping with Nadar's be- 
lief that today the challenges ahead 
of Indian rr firms outnumber the 
opportunities they can tap. “Theo- 
retically, we have a model that can 
catapult us into a leading global 
player,” sums up Nayar. “Now we 
need to execute our plans.” 
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CREATING A NEW BENCHMARK OF 
BANKING EXCELLENCE IN INDIA 


Aditya Puri 
CEO, HDFC Bank - India’s Best Bank 


Chanda Kochhar 


Executive Director, ICICI Bank -India's Fastest Growing Bank CEO, IndusInd Bank - India's Most Productive B. 
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Presents 


Best Bank 


Awards 





India’s Best Banks stepped into the spotlight and received their due recognition. 


Business Today and Royal Challenge congratulate the winners of the Best Bank Awards 
held on February 9, 2006. The awards, based on the annual Business Today - KPMG 
survey of India’s Best Banks, recognize the industry's superlative performers. 


Congratulations to the winning banks, and thanks for joining us on the awards eve. 
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MARKET MOVEMENT 


Whose Guidance Is The Best? 


More, not less, guidance could be the way to address volatility in IT stocks 
that are rated day by day, quarter-on-quarter. SHIVANI LATH 





HICH OF THE FOUR 
major IT services 
companies, Wipro, 
Infosys Technolo- 
gies, Tata Consul- 
tancy Services (TCS) and Satyam 
Compter Services, guides the market 
best? And which one shields its 
stock from volatility in a market 
looking for an excuse to punt up (or 
down) a stock? The way share 
prices have historically moved over 
the two days following the 
announcement of financial results 
could provide answers to both ques- 
tions. That data indicates that: the 
shares of Infosys and Wipro tend to 





Infosys And Wipro Have Invariably Moved In 


Opposite Directions 
Q1 '05 
Q2 '05 
Q3 '05 
Q4 '05 
Q1 '06 
Q2 '06 
03 '06 


04 '06 Wi Infosys 
W Wipro 
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All figures in per cent are price movement for two days following the declaration of quarterly results 


move in opposite directions; the 
TCS scrip, despite its short-stint in the 
market is relatively stable; and 
Satyam continues to startle the mar- 
ket despite its detailed guidance. 
There is more to these stock move- 
ments though, than meets the eye. 

Infosys’ results usually increase 
volatility in the stock, implying that 
the markets are often surprised. 
Of the last eight quarters, six have 
witnessed this phenomenon. This, 
despite Infosys’ habit of issuing a 
detailed guidance which would sug- 
gest that the markets should know 
what to expect. 

One reason for this could be 


the fact that Infosys is always the 
first IT company to announce its 
results, setting the tone for the entire 
sector. Another could be that the 
market speculates not just on 
Infosys’ actual results, but on the 
guidance itself. 

For instance, Infosys disap- 
pointed markets by reporting 
lower-than-estimated growth in net 
profit for the three months ended 
March 31, 2006, but its stock ap- 
preciated by around 10 per cent 
in two days because of a stronger- 
than-expected guidance for 2006- 
07. “Infosys guides not just for 
itself, but for the sector, and 


Satyam Has Always Surprised The Market, 


Positively Or Negatively 
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sometimes for the market as a 
whole,” says V.K. Sharma, Director 
and Research Head, Anagram Stock 
Broking. Then, over time, Infosys 
has also acquired a reputation for 
being conservative with its guid- 
ances and then exceeding them. 
“The market always expects Infosys 
to exceed expectations, which is 
why their stock tends to be 
volatile,” adds Sharma. 

Wipro usually announces its 
results after Infosys and TCS. By 
then, the markets know what is 
coming. Not surprisingly then, the 
stock is more stable. 

Interestingly, the two-day post- 
results movement of Wipro is typ- 
ically in the opposite direction to 
Infosys for the same quarter. One 
explanation for this could be that all 
IT stocks move in a certain direction 
after Infosys’ results; then, after 
Wipro's results, they stabilise by 
retracing some of the earlier price 
movement. For example, after 
Infosys announced its results for 
the quarter ended March 31, 2006, 
Wipro's stock appreciated by 10.6 
per cent (which lends credence to 


TCS Has Been Relatively Stable, 
Over A Lesser Time-period 


Q2 '05 


Q3 '06 





Q4 '06 
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the argument that Infosys indeed 
serves as a bellwether for the 
industry), only to correct itself by 
declining 2.6 per cent after the dec- 
laration of its own results. 

TCS appears less volatile than 
Infosys, with the stock moving 
sharply in only four out of the 
seven quarters since its listing. 
However, when the company gets 
it wrong, it goes way off: the move- 
ment in stock price has been very 
significant in three quarters (the 
stock dropped 15.5 per cent after 
the company declared its results 
for the quarter ended March 31, 
2005). TCS does not issue a guid- 
ance on expected performance and 
this could be reason for lesser spec- 
ulation and consequently lower 
volatility in its stock. 

The same lack of guidance 
could also be the reason for sharper 
movements when results are not 
in line with market expectations. If 
the lack of guidance is part of a 
game plan to manage expectations 
(by not building any), then this 
clearly doesn't work all the time. 

Satyam announces its results 
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after the markets have refined their 
expectations and have a good idea 
of what to expect. However, the 
company is still able to surprise the 
markets; the stock has reacted 
sharply after the announcement of 
results in seven of the last eight 
quarters. The movement has been 
sharp and mixed in terms of 
direction. Incidentally, Satyam, like 
Infosys, gives out detailed guidance 
for the year ahead. 

It is unlikely that the market 
will stop rating and re-rating IT 
firms on the basis of their quarterly 
results; the sector attracts huge 
investor interest. However, investor 
friendly companies need to evolve 
ways to smoothen what is, right 
now, a roller coaster ride for IT 
stocks. While the practice of issuing 
guidances helps conceptually, it 
seems to have contributed to stock 
volatility (and this is something that 
could explain Tcs’ approach of not 
issuing any). The solution, though, 
doesn't lie in a retrograde move- 
ment away from guiding the 
investors, but could be in more 
frequent guidances. 


How The Stocks Of Indian IT's Top Four 


Have Performed 


Source: CMIE 
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1. Sing With Us 

2. Love Beckons 

3. Just Dancing 

4. Strums and Drums 
5. Drive to Frenzy 


Code No. VCD M 03107 
Code No. DVD M 04172 


Amazing Fusion Concerts 
Rahul Sharma, Louis Banks, Taufiq Qureshi & Shafaat Ahmed Khan 
VCD Rs. 295/- DVD Rs. 350/- 


1. Invocation 
Smt. M.S, Subbulakshmi 
2. Raga Bhimpalasi 
Bismillah Khan & Party 
3. Raga Bihag 


Bismillah Khan & Party 
4. Dadra - Bismillah Khan & Party 


Code No, VCD A 04174, DVD A 04175 





Lakshminarayana Global Music Festival 
Volume - 1 
VCD Rs. 195/-, DVD Rs.295/- 


la. Adi Dev Namostutam 
Ib. Mero Alla Meherbaan 
2. Govind Damodar Madhaveti 


Code No. VCD D 04189 
DVD Coming Soon 





The Very Best Of 
Pandit Jasraj - Volume 1 
VCD Rs. 195/- 








1. Ghambira 
2. Utsav 


3. Taj Mahal 


4. Chanchal 
5. Colours of India 
6. Ahimsa 


Code No. VCD M 03108 
Code No. DVD M 04171 





Amazing Fusion Concerts 
Ganesh and Kumaresh 
VCD Rs, 295/-, DVD Rs. 395/- 


1. Innvocation 
Smt. М. 5, Subbulakshmi 


2. Composition 
Brova Вагата - (Thyagaraja) 
Raga Baliudari - Dr L Subramaniam 
3. Bhajan - Pandit Jasraj, 
Dr L Subramaniam, 
Smt. Kavita Krishnamurti Subramaniam 


Code No. VCD A 04176, DVD A 04177 





Lakshminarayana Global Music Festival 
Volume - 2 ” 
VCD Rs. 195/-, DVD Rs.295/- 


1. Om Namo Bhagwate 
Vasudevaya 
2. Braje Basantam 


Code No, VCD D 04191 
Code No. DVD D 04192 





The Very Best Of 
Pandit Jasraj - Volume 2 
VCD Rs. 195/-, DVD Rs. 350/- 








Р аи ae узе 








Tera Ishq 
^ Hans Raj Hans 
VCD Rs. 125/-, DVD Rs. 295/- 





Sufis In Concert 
Hans Raj Hans 
VCD Rs. 195/-, DVD Rs. 295/- 





Maestros In Concert 
U Shrinivas & U Rajesh 
VCD Rs. 195/- 


1. Aaja Ve Mahi 

2. Tere Ishq Nachaya 
3. Mere Saheba 

4. Heer 


5. Saif-Ul-Maluk 
6. Video of Nit Khair Manga 


Code No. VCD B 03172 
Code No. DVD B 04170 


. Dama Dum Mast Qalandar 
. Haq Bahu 

Allah Hoo 

Ghunghat Chuk 


ws. Sh سا‎ 


‚ Suno Maharaj 


Code No. VCD B 03175 
Code No. DVD B04170 


1. Srimahaganapathira 

2. Samukhananilva 

3. Enthamuddho 

4. Raghupathi Raghava Rajaram 
5 


‚ Yendaro Mahanu Bhavalu 


Code No. VCD M 03030 
DVD Coming Soon 








1. Raga Yaman 

2. Pagh Ghungroo Bandh 
Meera Nachi Re 

3. Saheliya Sajan Ghar Aye 

4. Main Каіѕе Aaungi 


Code No. VCD A 03110 
Code No. DVD A 04163 


Maestros In Concert 
Kishori Amonkar 
VCD Rs. 195/-, DVD Rs. 350/- 


I. Raga Maru Bihag 

2. Raga Amba Manohari 
3. Raga Hamsdhwani 

4. Sadra-Bhawani Dayani 


Code No. VCD A 03109 
Code No. DVD A 04164 





Maestros In Concert 
Parween Sultana 
VCD Rs. 195/-, DVD Rs. 350/- 


1. Mast Qalandar 

2. Ranjha Nadiyo Paar 

3. Tere Ishq Nachaya 

4. Tujhe Takya Toh Laga Mujhe 
5. Heer 


Code No. VCD B 03183 
Code No. DVD B 04168 


Sufis In Concert 
Wadali Brothers 
VCD Rs. 195/-, DVD Rs. 350/- 
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BONUS ISSUES 


What About Valuations? 


As long as they can keep up their torrid pace of growth, 
IT firms have nothing to fear. MAHESH NAYAK 


three of India’s four largest soft- 

ware companies, Infosys 
Technologies, Tata Consultancy 
Services (TCS) and Satyam Computer 
Services announced bonus issues, 
all in the ratio 1:1 (investors get 
one share for every one held). For 
Infosys, it was the company’s fifth 
bonus issue since August 1994. The 
total number of shares of the com- 
pany will now increase from 275.5 
million to 551 million. TCS’ maiden 
bonus issue will see the number of 
its shares double to 978.6 million. 
And Satyam's second bonus (its first 
was in August 1999) will see the 
number of its shares also dou- 
ble, to 648.8 million. Indeed, 


| N THE SPAN OF A WEEK IN APRIL, 


merely efforts to reward sharehold- 
ers, but reflect a confidence among 
these companies that they have “the 
ability to serve the expanded equity”. 
He adds that companies such as 
Infosys have done just this (read: 
managed to maintain or grow EPS 
on an expanded equity). “There is 
more to come from the top-tier 
software firms,” he sums up. If the 
man is right (and he probably is), 
that would mean the Indian soft- 
ware services story, which has seen 
the stock price of Infosys increase 
some 117 times and that of Wipro, 
some 154 times since 1997, is far 
from over. 





That’s an opinion that is sec- 
onded by Gurunath Mudlapur, 
Managing Director, Atherstone 
Institute of Research. “With 
(Indian) software firms getting into 
the fray (solo) for acquiring big 
deals, this could just be the begin- 
ning,” he says. 

Companies also declare a bonus 
to increase the liquidity of a stock 
(when it becomes too high-priced, it 
becomes illiquid). While the soft- 
ware firms do not face this problem 
—“The top guys are not doing it to 
attract investors,” says Rajagopal, 
implying that this is something they 
do anyway—bonus issues do make 
a stock more affordable, and 
attract investors who may 


apart from a lull during the 
tech meltdown (the early 
2000s), Infosys and Wipro 
have declared a bonus every 
two, three years. 

Now, the thing about 
bonus issues is that they don’t 
always mean good news for 
investors. A bonus issue 
dilutes the equity of the com- 
pany and could result in a 
decline in earnings per share 
(EPS), unless earnings grow 
fast, really fast. And a decline 
in EPS could hurt the valuation 
of a company, causing а fall in 
its share price. 

Thus far, Indian Іт firms 
haven't disappointed investors. 
And these recent announce- 
ments of a bonus issue, 
explains R. Rajagopal, Vice 
President (Equity Investment), 
IDBI Capital Market, aren't 


100 BUSINESS TODAY MAY 21 2006 


BAITING INVESTORS WITH BONUSES 
ir 

Infosys Technologies 
August 1994 — 
August 1997 _ 






August 1992 
March 1995 
October 1997 
June 2004 


MEER. 





am Computer 


April 2006 _ 


TCS 
April 2006 
*Proposed bonus of 1:1 in April 2006 


N.A.: Not available 


Source: CMIE 


have otherwise balked at high 
prices. “Bonuses bring liq- 
uidity to a stock following 
the broadening of investors' 
base, due to the affordability 
of the stock," says Mudlapur. 

The risk of declining Eps, 
however, is something 
investors are aware of, and 
they haven’t been loath to 
punish those companies 
whose bonus issues could 
lead to this. For instance, 
Satyam’s stock fell some 8 
per cent following the com- 
pany’s announcement of a 
bonus. Reason: a muted guid- 
ance by the company. In con- 
trast, the stocks of Infosys 
and TCS reacted positively to 
the announcement of a bonus 
following impressive earn- 
ings forecasts by the two 
companies. 
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OPINION 


The Future Is Bright, Don't Let It Blind You 


industry has never been brig- 

hter. The most recent NASS- 
COM-McKinsey report estimates the 
addressable offshore opportunity 
at over $300 billion (Rs 1,350,000 
crore), $110 billion (Rs 495,000 
crore) of which is realisable by 2010 
and $60 billion (Rs 270,000 crore) 
by Indian players. Analysts report 
over $100 billion (Rs 450,000 
crore) in outsourcing contracts are 
up for renewal over the next two 
years and several of these customers 
seek to “multi-source” large con- 
tracts. Finally, our billion-dollar 
babies, are increasingly invited to bid 
for, and are winning, several $100 
million-plus deals. We seem almost 
destined to win, but do we know 
what we're winning? 

There are two dimensions to this 
uncertainty that vendors need to 
understand more fully. First, a deeper 
look at the NAsscoM-McKinsey pro- 
jections reveal that over 70 per cent 
of the growth in rr and 80 per cent in 
BPO come from areas relatively new 
to Indian offshore vendors, includ- 
ing systems integration and infra- 
structure outsourcing in IT, and sev- 
eral industry-specific processes in ar- 
eas like travel & hospitality and aut- 
omotive manufacturing in BPO. Do 
these new areas require skill or scale- 
based competition? Do you have to 
adapt or separate your existing com- 
mercial and operating model to 
compete? Second, a recent review of 
several large outsourcing deals by 
McKinsey’s Business Technology 
Operations practice reveals that app- 
roximately 50 per cent of large deals 
fall short on customer and vendor 
expectations, failing to deliver 
intended results. Companies are 
often so focussed on getting rock- 
bottom prices and vendors on win- 
ning big-ticket deals, they both often 
agree to risky arrangements with 
uncertain cost projections. What 


Ts Pas never been brie 


will Indian vendors do differently to 
avoid pure price-based competition 
in larger deals? 

Indian vendors need to think 
about two key elements: managing 
uncertainty and deepening special- 
isation. The management's ability to 
deal with the uncertainty of larger 
deals, whose economics are less 
clear at the outset, will require at 
least three new skills. Knowing how 
to organise for mega deals, whose 
pursuit costs can be very high inv- 
olving multiple stakeholders and 
advisors. Making economics on large 
deals work in your favour, especially 
when multiple parts of the tech- 
nology stack including business 
process, applications and infra- 
structure are included and abilities in 
one or more of these areas may be 
weak. The ability to underwrite 
calculated risks, especially when 
customers demand fixed price guar- 
antees and there is no clear line- 
of-sight to future economics. 

Next, deepening specialisation 
is an industry imperative, in the face 
of commoditising generic Application 
Development/Application Mainte- 
nance and voice-based BPO service 
lines, and cost-based competition 
from other low cost countries. 
Options to consider under speciali- 
sation are: 

m The IT specialists): A focussed 
IT-oriented service provider focussed 
on one or more major industry 
verticals like financial services, travel 
& hospitality, or automotive manu- 
facturing, with a deep understand- 
ing of industry-specific enterprise 
applications and integration issues. 
Alternatively, building an industry 
agnostic service line like desktop 
infrastructure management and pro- 
visioning, or horizontal application 
integration and off-license support. 
m The ADM factory: A global low- 
cost provider of applications dev- 
elopment and maintenance services 





enabled by a ‘lean’ operating envi- 
ronment. Built with a manufactur- 
ing mindset of superior operations 
scalability, such a player would emp- 
loy over 50,000 developers in India 
and other low-cost geographies and 
produce the lowest unit-cost devel- 
oper. An ADM factory would have 
relationships with large/mid-sized 
enterprises, and consulting and sys- 
tems integration firms that cannot af- 
ford to build low-cost global delivery. 
m The BPO Specialist(s): There are 
three flavors of specialisation among 
BPO providers. First, an operator of 
industry-standard transaction or 
platform-based services, like card 
or payroll processing, relying on 
standardisation and scale to achieve 
the lowest unit-cost per transaction 
possible. Second, a business reengi- 
neering provider that has industry- 
specific expertise on improving pro- 
ductivity via both process and rr 
redesign. Third, highly specialised 
services that require professional 
training/certification, such as legal, 
chip design or radiology services. 
m The Global Champion: A full 
service integrated global rr and BPO 
provider offering multiple service 
lines to large global companies. 
Their specialisation is the ability to 
integrate services across multiple 
units/providers and manage large 
and complex accounts, delivering 
several services seamlessly. These 
companies will have global delivery 
centers/partners across India, China, 
Eastern Europe and Latin America. 
So, we're back to the classic ques- 
tion of where to compete and how 
to secure superior returns while 
meeting customer and market exp- 
ectations. We're drunk on the fumes 
of potential, growth is baked into 
promising valuations, and we've 
seen global IT services majors sacri- 
fice profitability at the altar of 
growth. Our future has arrived, how 
can we avoid being blinded by it? ш 


Vivek Pandit is a Partner in McKinsey's Mumbai office, leader of McKinsey's Software & Services Practice in Asia, and a co-author of the NASSCOM-McKinsey 2005 report. 
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His company’s market 
cap of Rs 40,000 crore 
has pole-vaulted him 
into the elite league of 
the world’s richest, but 
can Tulsi Tanti, promoter 
of the alternative energy 
major, ride the long haul? 
KUSHAN MITRA 
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NTIL А FEW MONTHS AGO, 
chances are that you 
would not have heard 
of the hamlet of 
Sankaneri in Tamil 
Nadu on the road from 
Triruvananthapuram to Kanya- 
kumari on the tip of the sub-conti- 
nent. However, if you were to drive 
past that township, a colossal con- 
struction might catch your eye. 
Close to 125 metres high at its max- 
imum (that is almost as high as a 50- 
storey building), you will notice 
India's (make that Asia's) largest 
land-based windmill. Capable of 
generating two megawatts (MW) of 
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electricity, thanks to its three vari- 
able pitch 43-metre long blades, 
this is one mean machine. 
Chances are that until a few 
months ago you would not have 
heard too much of the company 
that made this behemoth either— 
until it stormed the capital markets 
with a Rs 1,500-crore initial pub- 
lic offering last September. Today, 
Suzlon Energy is not only a darling 
of the Indian stock exchanges— 
with a market cap of Rs 37,000 
crore at last count and expected 
sales of Rs 3,500 crore for 2005- 
06—it is trying to secure its place 
among the ranks of the world's 
leading renewable energy prov- 
iders. That’s quite a story for this 
11-year-old company and its 48- 
year-old promoter Tulsi Tanti, 
whose first tryst with business was 
a quarter of century ago when he 
set up a polyester yarn business. 
But constantly rising electricity 
bills convinced this entrepreneur 
about the huge potential in wind 
power as an alternative source of 
energy. Today, Suzlon Energy, as 
Tanti never fails to mention, is 
the world's only *fully integrated" 
wind energy company. The last 
missing piece in the value chain 
came in mid-March when Tanti 





Harnessing wind energy: 
wind farm in Tamil Nadu 


Suzlon's 


acquired a Belgian wind turbine 
gearbox designer, developer and 
maker, Hansen, for all of $565 
million or Rs 2,542.5 crore. With 
Hansen in the bag, Suzlon now 
owns the intellectual property of 
every stage of the windmill man- 
ufacturing process. *From the 
design to the manufacturing and 
the actual operation of the sites, we 
do it all," Tanti says proudly. 
The numbers Tanti talks about 


are fantastic—“India has wind 
energy potential of 45,000 Mw; 
with a current shortfall of 16,000 
MW, wind energy can play a major 
role in bridging the gap". So much 
so, that Tanti says the cost per 
unit from a fully depreciated wind- 
mill is as low as 40 paise per unit. 
“Bajaj Auto invested in 60 Mw of 
power from our windmills and 
after four years, their costs of elec- 
tricity are the lowest in their peer 
group,” Tanti adds proudly. 
Indeed, in 2001-02, Bajaj Auto 
invested Rs 300 crore in two wind- 
farms near Satara and Ahmednagar 
in Maharashtra. “Wind energy 
was deemed a high-return, low- 
risk investment as incentives by 
the government made this envi- 
ronment-friendly power source 
viable,” says Chairman Rahul Bajaj. 
And he clearly isn’t regretting it, as 
Bajaj Auto is spared the regular 
“Thursday power cut” that the 
Maharastra Electricity Board 
imposes on industry in Pune. 
Bajaj as a customer may have 
been just what was needed to pro- 
pel Suzlon into the big league. 
Today, its market share in India 
stands at a commanding 65 per 
cent. On the global stage, it is the 
world’s fifth largest wind energy 


There’s Wind In The Sales, But Is There A Storm Brewing? 


Suzlon's track record is impressive, 
albeit a bit erratic... 





„апі it has been a darling of 
investors since debuting last October... 
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player with an installed base of 
1,700 Mw—that’s 1.5 per cent of 
India's total installed power. The 
global average works out to just 
0.6 per cent, and Tanti's ambition is 
to increase India's figure to at least 
20 per cent. However, Suzlon has 
only one major international proj- 
ect in the us, but one reason for 
that could be that a majority of 
wind energy is consumed in 
Denmark and Germany. The mar- 
ket is dominated by Vestas (a 
Danish firm) and Enercon (a Ger- 
man firm). Suzlon is also hedging a 
considerable amount of its future 
growth on China. *China has the 
capacity for generating over 
250,000 Mw of wind energy and 
there is a massive demand for 
energy," Tanti says. With Chinese 
regulations insisting on localisation 
(the Chinese insist that 70 per cent 
of the product has to be built in 
China), Suzlon has established 
Suzlon Energy Tianjin Limited, 
which is expected to start manu- 
facturing by the end of 2006. 

The bright future scenario for 
the industry, coupled with Tanti's 


2 





ASHISH DHAWAN/ MD/ ChrysCapital 
“Tulsi Tanti is a visionary and the most 
ambitious entrepreneur | have met” 
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HE INCOME TAX (IT) DEPART- 
Ts landed up at 
Suzlon's offices at Godrej 
Millennium Park in Pune in 
the first week of April. The 
charge: Suzlon had abetted the 
evasion of taxes. CMD Tulsi 
Tanti is, however, quick to point 
out that it's not Suzlon that's 
under a cloud. "As a manu- 
facturer of renewable energy 
machinery, we are exempt from 
income tax," he points out. 
Despite Suzlon claiming 
that ‘most’ investors looked at 
wind farms as a revenue gen- 
erating option, the massive 
growth in wind energy last year 
raised red flags at the IT de- 
partment. In 2005-06, over 





1,700 megawatts of wind en- 

ergy generation was set up, as Actor Rai: Celeb investors have 
against only 1,200 MW of con- Caught the IT department's attention 
ventional energy. And much of 


the capacity came up in the last quarter of the fiscal year. 

Investors can claim accelerated depreciation and a 25 per cent re- 
bate on income tax from an investment in electricity-generating wind- 
mills (as against 56 per cent in 1994—this is true for all renewable en- 
ergy sources, including solar energy and biogas). However, IT officers 
believe that ‘investors’ in wind farms, which include prominent 
Bollywood personalities such as Aishwariya Rai, use them as a tax-sav- 
ing device. They believe that investors manage to get ‘power genera- 
tion’ certificates from state electricity boards even though their wind- 
mills were not operational (and in some cases hadn't even been con- 
structed). Officials from the investigations department of the Pune IT 
circle did not comment, other than saying that their investigations into 
the issue were continuing. 

Suzlon admits a significant amount of its sales and installations do 
take place in the last quarter of the fiscal, and because they also man- 
age and operate almost all the windmills they manufacture in India, they 
were a ‘single source’ point of information for the IT department. 
“Its simple: If the windmill starts operating by the end of March 31, you 
can claim benefits in the current fiscal, otherwise you claim them the 
next year. Sometimes, things might not be up and running by that time 
and, thus, tax issues might occur; usually these can easily be adjusted 
against advance tax. We are cooperating in their investigations, how- 
ever, | feel that this is happening just because of the sudden rise in the 
popularity of wind energy,” Tanti says. 
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RAHUL BAJAJ/ Chairman Bajaj Auto 

“The incentives by the government 
made this environmentally-friendly 
power source viable" 


entrepreneurial instincts, have made 
investors like Ashish Dhawan, 
Managing Director of private equity 
firm ChrysCapital, particularly bull- 
ish on Suzlon. ChrysCapital holds 
just over 2 per cent in Tanti's com- 
pany. “Tulsi Tanti is a visionary 
and the most ambitious entrepre- 
neur | have met," says Dhawan. 
According to Dhawan, Suzlon is 
well equipped to take advantage of 
its low-cost manufacturing base and 
give large global players in the mar- 
ket like Vestas, Enercon and GE a 
run for their money. He predicts 
Suzlon will make it into the global 
top three in a “short while” and 
thar international markets will start 
providing most of Suzlon’s revenues 
in the near future. 

Tanti has glamourised the wind 
energy business, according to the 
President of the Independent Power 
Producers Association of India (IPPAI) 
Harry Dhaul. “Not only that, he 
has made wind energy into an 
attractive investment for common 
people and nor just a rax haven. 
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O WHO IS TULSI TANTI? WELL, THE 48-YEAR OLD AQUARIAN HEADS A COMPANY 

with a market capitalisation in excess of Rs 37,000 crore (over $8 

billion) in which he and his family control over 70 per cent (mak- 
ing the Tanti family one of India's richest families, virtually overnight). But, 
the commerce graduate from Rajkot in Gujarat had quite a rocky road to 
the top. In fact, he established the ‘Suzlon’ brand over 25 years ago, when 
he decided not to continue with his father's cold storage business and 
started a polyester yarn unit. 

So why ‘Suzlon’? "In Gujarati, the term ‘Suz-Bhuz’ means ‘intelligence’. 
So, the ‘Suz’ came from there and the ‘Lon’ came from ‘loan’, its really as 
simple as that," Tanti explains. However, the polyester business was hard 
for Tanti, squeezed by larger producers and erratic and expensive electricity 
supplies, Tanti wanted to secure his costs. “In 1994, | had heard that the 
government was giving a lot of benefits to people who set up windmills, 
so | decided to import a couple, thinking that it would ease the electric- 
ity pressures on my business. Once we got the machines, | thought that 
it might be a worthwhile business to enter,” he says. 

So, on April 10, 1995, Suzlon Energy was incorporated with Rs 1 crore 
as its paid-up capital. “Because | was the eldest in my family, and my fa- 
ther had passed away while | was still quite young, my family did not ques- 
tion my decision, for better or for worse. We are a closely-knit joint 
family, we moved together from Rajkot to Anmedabad and then to 


Pune. Even today, we all live together in Pune,” he says. 

Soon the first overseas subsidiaries were established in Germany and 
the Netherlands. "It does make me quite proud,” he says of his not-so-mean 
task, “but the travel does get to you.” In the last couple of years, Tanti has 
spent only 50-odd days a year at home. 


and once depreciated, windmills 
can start generating money from 
year three.” With independent pro- 
ducers selling electricity at between 
Rs 3 and Rs 3.25 a unit to state 
boards, a 2 MW plant running at 
an average of a 30 per cent load 
factor can generate Rs 1.7 crore a 
year in revenue. Subtracting costs, 
the potential profit for such a 
windmill can be upwards of Rs 1.4 
crore a year. In windier areas, where 
windmills run at far higher loads, 
the profits can be much higher over 
Rs 2-2.5 crore a year and that does 
not include the tax breaks. That 
said, the capital costs for setting up 
a windmill are upwards of Rs 5 
crore per MW, more than double 
that of conventional power plants 
driven by fossil fuels. 


It is not as if Suzlon does not 
have its share of problems—a recent 
Income-Tax investigation (see To 
Tax Or Not To Tax?) hit the com- 
pany and though it clarified the issue 
is a “misunderstanding”, it high- 
lighted how many individuals still 
use windmills as a tax break above 
all else. Another issue plaguing the 
company is its constant involvement 
in lawsuits, usually over land 
resources. The company and its 
associate and subsidiary companies 
(which run the wind farms) are 
involved in over 50 legal cases across 
India. Moans Tanti: “I don’t see 
why India, a power-deficient place, 
makes land acquisition so difficult for 
non-polluting power projects.” That 
perhaps may just one more provo- 
cation for Tanti to think global. m 
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He started out developing software 
for online exchanges, but has 
gone on to set up trading 


platforms of his own, 
including the 
Multi Commodity 
Exchange, which 
in a little over two 
years has become the 
second-largest futures 
platform, with $124- 
billion worth of 
transactions in just the 


second half of last caleridar, 


What gives Jigne 
his Midas touch? 
ANAND ADHIKARI 


S A SEVEN-YEAR-OLD 
second-grader, Jign- 

esh Shah made up 

his mind about, 

roughly, four things: 

i : ‚ One, he would bec- 
ome an engineer; two, he would 
go to work in the us; three, he 
would some day set up his own 
business and, four, marry Rupal, 
whom he first met in class two at 
Adukia Girls' School just opposite 
to his own Sardar Vallabhbhai Patel 
School in Mumbai. Thirty-two years 
on, Shah's report card sports only 
one F (for fail) against the four 
items. He did get an engineering 
degree (in electronics and telecoms 
from Bombay University), he did set 
up his own venture (actually, quite a 
few of them as we'll tell you in a 
bit), and he also—incredibly—did 
go on to win Rupal's hand in mar- 
riage. The only thing that Shah did- 
n't get to do was to work in the us. 
So, is the 39-year-old Shah sad 
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about it? Not 
a bit. For two 
reasons. One, he 
did get an oppor- 
tunity to work in 
America, but he 
turned it down. Two, 
and more importantly, 
had Shah accepted it, he 
wouldn't have become the 
entrepreneurial phenomenon 
that he is today. Financial 
Technologies India Ltd (Ети), the 
software company that he set up 
in 1995, has beaten bigger rivals 
like TIBCO Software, IBM and TCS to 
become the biggest player in the 
market for online trading software, 
with more than 90 per cent share. 
Investors, in turn, have boosted 
FTIL’s stock price from Rs 20 in 
January 2002 to Rs 1,847 on April 
28, 2006, creating Rs 7,500 crore 
in value for its shareholders, in- 
cluding Shah, whose holdings in 
it are worth Rs 1,500 crore. 


Similarly, the com- 
modity futures exchange, 
Multi Commodity Exchange (MCX), 
he launched barely 30 months ago, 
is already the second largest after 
the National Commodities Exc- 
hange (NCDX), with a daily average 
turnover of Rs 4,000 crore. The 
exchange is growing so fast that 
Shah plans to raise Rs 400-450 crore 
from an IPO, due anytime now, to 
fund its infrastructure build up. 
While Mcx’s income for the nine 
months of 2005-06 was a modest 
Rs 64.92 crore, it has been valued at 
Rs 2,500 crore on the stock market. 

DGCX, an equally-owned joint 


SE EE A LIE L Б АШ): SOAS ЖЕР ЧАРАРЫ eR E R 


venture between ЕТІ! 


and Dubai Metal and ” 
Commodity Centre ransacHdons 
(DMCC), set up in 

November 2005 to faci- 

litate trade in bullion 

futures, has upped vol 

umes in six months from 

Rs 1,151 crore to Rs 

20,693 crore. That apart, 

Shah has set up about 

half-a-dozen other ven- 


5 verything from 
bringing buyers and sellers of 
agricultural produce together , | nn 
to sell risk management solu- ' 
tions to banks (see Sbab's Growing FN 
Empire). The man who has cre- 
ated Rs 10,000 crore in shareholder 
wealth believes that he can do so 
with each of his new ventures. T. 
put it differently, Shah sees onlinc 
transactions of all sorts һарре! 
all around him, and he wants t 
be the one who facilitates them 


way or another. In a word, he wants 
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i MCX: It's the commodity futures trading 
( platform he set up in 2003. Parent company 
FTIL holds 64 per cent in it 


IBX Forex: The three-year-old company is 
India's first indigenously developed foreign 
exchange trading platform for the inter-bank 
forex market. FTIL owns 76 per cent in it 


DGCX: India's first international commodities 
derivatives market in the middle region, 

it was set up in July 2005. FTIL holds 40 per 
cent, MCX 10 per cent and DMCC (Dubai Metal 
and Commodities Centre) 50 per cent 


NSEAP: Or National Spot Exchange for 

1 Agricultural Produce, aims to be the transaction 
Е platform for buyers and sellers of agri-produce. 
E^ NAFED owns a token 0.02 per cent stake, and FTIL 
the rest 


È NBHC: Or National Bulk Handling Corporation, нії 

i provide logistics for moving agricultural commodi- 
ties. Is fully-owned by FTIL 

" Tickerplant Infovending: Tickerplant will 

provide [T-enabled services, particularly in the 

y areas of commodities, forex and equity. This one- 
year-old company is fully-owned by FTIL 

І Riskfraft: Plans to offer risk management tools 

3 to financial services companies such as banks in 
the Basel-II era. Again, FTIL fully owns it. It's a five- 

- month-old company 

April '06 


2000 Rags To Riches aca 


4 FTIL's soaring stock has 

1800 boosted Shah's networth 
to Rs 1,500 crore. 
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to be a transactions czar. *The 
real value for a technology com- 
pany is not on selling licensed 
products. The technology can be 
very well monetised by linking it 
to every transaction that takes 
place through the product. That 
value is infinite," says Shah. 


"Bolt" From The Blue 

But just who is Jignesh Shah, and 
where does he come from? Jignesh 
Prakash Shah was born in Mumbai 
to a trader family. His father, 
Prakash Shah, who was an iron 
and steel trader, moved to Mumbai 
from Gujarat in 1963 to build on 
his fortunes. Shah, who drives 
around in a Mercedes, but still lives 
in a modest apartment in Mumbai's 
far-off suburb of Kandivali, would 
have been just another electronics 
engineer from Bombay University, 
but for a fateful decision that he 
took in 1990. That year, the 
Bombay Stock Exchange (BSE) was 
looking for young engineers to 
launch its ambitious, Rs 100-crore 
trade automation project, called 
BOLT. The National Stock 
Exchange was yet to be born then 
and BSE still had the outcry sys- 
tem, but Shah realised that the 
opportunity was momentous enou- 
gh for him to try to be part of it. 
So, he applied for the job and was 
one of the 14 who got picked from 
among 800 applicants. 

For the young Shah, it was love 
at first sight. The stock market was 
on a roll, thanks to Big Bull Har- 
shad Mehta pulling investors to 
Dalal Street like the Pied Piper of 
Hamelin. Shah had little idea of 
the stock market mechanics, but 
he was enthusiastic and bright 
enough to learn the ropes in a few 
weeks. Soon, as part of his training, 
Shah was visiting global stock 
exchanges in New York, London, 
Tokyo, Singapore and half-a-dozen 
other countries to learn how online 
trading worked on these exchanges. 
(While in the us, he got an offer 


from Merrill Lynch, but Shah did- 
n't want to be "just another number 
on the HIB visa list” and turned 
down the offer.) Watching online 
trading on these exchanges, Shah 
was convinced that technology 
would profoundly impact stock 
trading in India too. 

But there was a surprise waiting 
for Shah and his colleagues when 
they returned to Mumbai. The 
stock exchange had in their absence 
decided to hand over the BOLT proj- 
ect to СМС, meaning that the engi- 
neers hired for the automation 
would no longer be in charge of the 
project. Disappointed, Shah decided 
to leave BSE, although the three- 
year employment bond that he had 
signed at the time of joining meant 
he would have to cough up a few 
lakh of rupees in penalty. “I told 
myself, ‘If I stay back, I'll just rust 
here’,” says Shah. 

So convinced was the 28-year- 
old about the future of online trad- 
ing that he chose not to look for an 
alternative job, but to set up his 
own shop. Roping in his colleague 
Dewang Neralla, who was also one 
of the 14 engineers hired by BSE, 
and raising Rs 5 lakh by mortgaging 
his flat, Shah launched Financial 
Technologies India Ltd. Their first 
office was a 250-sq. ft loft in 
Mumbai’s Fort Area that for close 
to two years became second home 
to about a dozen employees. 
Initially, the team developed front- 
end software for stock exchanges, 
but subsequently switched to online 
trading platforms. *We always 
wanted to be the Microsoft of onl- 
ine trading," says Shah. It took 
three years for their first product, 
ODIN, to roll out. Says Neralla, 
FTIL's director and still the man 
who drives technology develop- 
ment at the company, which logged 
Rs 76 crore in revenues in the first 
three quarters of 2004-05: “Jignesh 
was always clear in his thoughts.” 

There was a bit of a problem, 
though. The market for online 


Shah (forefront) and his теп: (L to R) Shreekant Javalgekar, Director (Finance), 
MCX; Manjay Shah, Director (Sales and Marketing), FTIL; V. Hariharan, CTO, 
FTIL; Paras Ajmera, Director (Technology Production), FTIL; Miten Mehta, 


Chief Communication Officer, FTIL; and Anjani Sinha, Director, MCX 


trading software was dominated 
by large companies such as TIBCO 
Software, IBM and TCS. To get its 
foot in the door, FTIL had to offer a 
compelling proposition. Shah 
quickly figured what that would 
need to be: Price. Compared to 
vendors like TIBCO, which was sell- 
ing its software at $1 million (Rs 
4.13 crore at 1998 exchange rate), 
FTIL decided to price itself cheap. Its 
first customer, a Gujarat-based 
stockbroker, paid Rs 45 lakh to 
buy the software. Thereafter, orders 
started pouring in and FTIL never 
looked back. “Jignesh is very busi- 
ness savvy and very passionate 
about what he does,” says Motilal 
Oswal, Chairman of the epony- 
mous Mumbai-based securities firm. 


The Transactions Opportunity 
Thanks to a series of new product 
launches, by 2001, ЕТИ. was domi- 
nating the online trading software 
space with a market share of 90 
per cent. Even at lower rates, the 
start-up’s profit margins were at 
over 60 per cent, but Shah realised 
that growth would be limited if 
the company solely depended on 
product licence fee. That’s when 
Shah came up with an audacious 
proposal: FriL would set up an 
online commodity exchange. There 
were more than a few who laughed 


at Shah's gumption, since BSE and 
NCDEX (promoted by icici Bank, 
NSE and CRISIL) were also vying for 
the licence from the Forward 
Markets Commission. 

Once again, Shah proved his 
sceptics wrong. Not only did he 
win the licence for the online com- 
modity futures exchange, but he 
got it up and running in a record 
nine months. Mukesh Ambani, a 
man Shah admires, himself came to 
inaugurate MCX, and now would 
probably be pleased at the way the 
exchange has performed since. It 
turned profitable in the first year, 
and today trades in 58 commodities 
(more than NCDX), covers 500 
cities, and boasts of 1,050 broker- 
members. “Nobody believed that 
commodity trading could be so 
big,” says Shah, referring to the 
Rs 5,58,369 crore in turnover it 
did in April-December last year. 

Just like Ети, MCX played the 
price card. While rivals like NCDX 
were charging Rs 33.75 lakh for a 
membership card, MCX only asked 
for Rs 5 lakh (Rs 2.5 lakh of dep- 
osit fee and Rs 2.5 lakh of admis- 
sion fee). The idea was simple: If 
brokers had to come to MCX, they 
had to be confident about making 
money on it. MCX no longer has 
to under-price itself. The admission 
fee has now shot up from Rs 2.5 





€ Name: Jignesh Prakash Shah 


© Age: 39 


© Claim to Fame: Co-founded Financial 
Technologies India Ltd (FTIL) in 1995 with 
friend Dewang Neralla, now a director at 
FTIL, with a capital of Rs 5 lakh 


€ Networth: Rs 1,500 crore, based on 
his shareholding in FTIL 


6 Family Background: Born and raised 
in a Gujarati-Jain family. His father, who 
was an iron and steel trader, moved to 
Mumbai from Gujarat in 1963 


@ Education: Electronics engineer from 
Bombay University 


© First Job: Joined the Bombay Stock 
Exchange's much-hyped Rs 100-crore au- 
tomation project, BOLT, in 1990 


€ Business Credo: The revenue model 
for any business should be perpetual 


© Life's Ambition: Wants to build 
technology-driven businesses, and 
not physical businesses. Share wealth 
with stakeholders 


@ Hobbies: Movies and astrology 


€ Role Models: J.R.D. Tata, Dhirubhai 
Ambani, Bill Gates and Steve Jobs 
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HOW MCX STACKS UP 


Domestically... 
EXCHANGE 


NO. OF COMMODITIES TRADED 


TURNOVER* (RS CRORE) MARKET SHARE ^ 





*For April-December 2005 


...And Globally 
PARAMETER 


lakh to Rs 10 lakh as the new mem- 
bership card comes for Rs 25 lakh 
in MCX (Rs 15 lakh deposit and Rs 
10 lakh admission fee). Says Shah: 
"| believe in creating wealth for 
everybody." Adds Miten Mehta, 
who worked in the us for 11 years 
before joining Shah's team at FTIL: 
"He is a capitalist with the heart 
of a socialist." 

But that's not why Shah has 





Neralla: He co-founded FTIL with 
Shah and continues to be the 
man behind all technology 
development at the firm 
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lined up plans for agri-commodities. 
His NSEAP is creating a parallel elec- 
tronic market for spot trading in 
agricultural commodities. Agencies 
like the Food Corporation of India 
and NAFED will be able to buy and 
sell agri-products online, making 
the process more transparent and 
efficient. *Price discovery in a spot 
market will attract many players 
into this segment," says Anjani 


V. Hariharan: FTIL CTO, he is 
also Director, MCX, and has 
worked with BSE and NSE, 
developing technology for them 


| the DGOX has sky-rocketed. 


DGCX: Stunning 
Success 


In just six months, turnover on 


. Mar April 
2006 





2056  L—— 
W Volume in Rs crore I No. of contracts 


2005 


*Trading began on Nov 21, 2005 


e Figures up to April 18, 2006 Source: DGCX 


Sinha, Director, №ЕАР, Shah has 
also set up an agri-logistics 
company, NBHC, which will employ 
a franchise model to network ware- 
houses in the country. 

Foreign exchange is Shah's next 
big bet. His three-year-old 18x 
Forex, said to be India's first indi- 
genously developed forex trading 
platform for the inter-bank mar- 
ket, is currently doing transactions 
worth $100 million (Rs 450 crore) 
a day, but has taken bigger players 
like Reuters head-on. Once again, 
smart pricing did the trick for him. 
At a time when Reuters was charg- 
ing a monthly fee of $2,400 (Rs 
1,08,000) per month, Shah came in 
with a $500 (Rs 22,500) offer, forc- 
ing the information giant to mark 
down its own price to $600 (Rs 
27,000). “Jignesh is very good at 
spotting new opportunities," says 
Uday Kotak, a friend and Managing 
Director of Kotak Mahindra Bank. 

Ask the man what attracts him 
to online trading businesses, and 
he'll give you a simple answer: 
"Commodity markets are 10 times 
of the equity markets and forex 
markets are 10 times the commod- 
ity markets". Translated, that means 
every time a trader executes a deal 
on any of Shah's virtual exchanges, 
a penny drops into his kitty. 

It's broadly the eBay story, 
except that the five-feet four-inches 
tall Shah is vastly more ambitious. m 
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231 MCA 


School of Information Technology 










3 Year Full-Time Campus Program 
2006-09 






• Bangalore • Chennai « Hyderabad 


Highlights 


e Competent and committed faculty 
e Focus on software application 


e State-of-the-art computer facilities with 
latest hardware and software 


e Well equipped Library facilities 
e Active industry interface 


• Two Summer Internship Projects of 
8 weeks and 12 weeks duration 
respectively 


e Computer Application Project (CAP) 
of 24 weeks duration providing 
“On-The-Job-Training” 

• Soft skills training 

„ Merit Scholarships 

e Stipendiary Assignment Program 
























e Bank Loans 
Placement Assistance 













Eligibility * 
e Graduation (any discipline-English Medium) wtih 50% and above aggregate marks 
e Final year degree students awaiting examinations and results. 
* (Applicants with non-computers/non-mathematics background are required to undergo respective foundation courses) 


Selection : Through IMCAT (ISIT MCA Test) on May 27, 2006 at 59 test centers all over India. 
Classes from : July 03, 2006 





For Prospectus and Application, please send as DD for Rs.500 drawn in favor of ' ICFAI A/c ISIT', payable at Hyderabad, to 
Campus Programs Admissions Department (CPAD), ICFAI, 45, Nagarjuna Hills, Punjagutta Hyderabad - 500082 
Tel : 040-23435328/29/30/45. Fax : 040-23435347/48. Email: cpadhq icfai.org 


www .icfai.org/isit 
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THE HEDGE 
FUND 








On paper, hedge funds aren’t welcome on the Indian stock 
markets. In reality, they are among the investors driving the 
boom on Dalal Street. Last year alone, hedge funds could 
have accounted for $4 billion of the $10 billion that poured 
into the stock markets. MAHESH NAYAK 


ALAL STREET ISN'T USUALLY GREAT AT KEEPING SECRETS. BUT JUST 

this once, it may have managed to excel at it. Did you 

know, for instance, that hedge funds—yes, those mysterious 

investors whom regulators love to hate—aren’t just investing 

in Indian equities, but actually are the source of a large part 
of the money coming in? D-street watchers say that over a tenth of the $30 
billion (Rs 1,35,000 crore at current exchange rates) that’s been poured into 
Indian equities by foreign investors over the last three years has come from 
global hedge funds, and that their share is increasing. Last calendar alone, 
some experts reckon, of the $10 billion (Rs 45,000 crore) that foreign 
institutional investors (Fils) bet on Indian stocks, as much as 40 per cent may 
have been hedge fund money. 

Hedge funds are generally more fair-weather friends than your aver- 
age FI or mutual fund (MF) because hedging against more mainstream assets, 
their historical raison d'etre, is no more their investment strategy. Instead, 
they single-mindedly chase the highest returns, turning over their portfolios 
faster than you can say ‘invest’, and can move from one market to another 
with great speed and little remorse. (Now you begin to see why most stock 
market regulators, including ours, don’t like them much.) In India, the law 
says hedge funds aren’t welcome. But the fact is, at least 40 India-dedicated 
H-funds have joined the party on Dalal Street, and of them 20 over the last 
15 months. If their number and investments have risen, it’s because of 
bellwether index Sensex’s breakneck rise. In the year to April 26, 2006, 
Indian stock markets have been the third best performers among the 
emerging markets, next only to Indonesia and China. The Morgan 
Stanley Composite India (Mscr) Index gained 26 per cent last year. 

Which are the H-funds investing in India? Mainly those focussed on 
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A sampling of 
the key funds 
investing in 
India. 


FUND NAME 


Avatar India Opportunities Fund 
Fair Value Risk Arbitrage & Value Fund (RAV) 
Helios Strategic Limited 

JF India Capital Fund 


FUND MANAGER DOMICILE 


Janak Jethmalani Mauritius 
‘Rakshit Sethi India 

‘Samir Arora Cayman Islands 
‘Edward Pulling _ Mauritius 


Julius Baer Multiopportunities - India Millennium Fund Abhijit Raha Luxembourg 


Monsoon India Inflection Fund 2 LP 
Naissance Jaipur Fund 


Tricolor India Opportunities Fund 


Absolute India Fund 
Passport India Fund 


Melchior Indian Opportunities Fund 


N.A.: Not available *Figures in $ million 


Gautam Prakash | Cayman Islands 
PME Mauritius 


Priyar 2 Kaul Mauritius 

‘Bharat Shah UK 

ad | Mauritius/British Virgin Islands 
UR. Bhat a? Mauritius 


Ө Сарасйу indicates investment limit 





INCEPTION 
DATE 


Sept. '05 
Apr. '05 
July '05 
Jan. '05 
June '05 
May '05 
July '05 
Jan. '05 


NA. 
May '05 


Nov. '05 
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` FICKLE INVESTORS? 


Unlike abroad, hedge funds seem remarkably patient with investments in India. Take a look. 


) 
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DECEMBER 2005 HOLDINGS 


PASSPORT INDIA INVESTMENTS MAURITIUS 


NO.OF PRICE INVESTMENT 
SHARES Dec 30, 05 (Rs crore) 


(%) 


GTL 472 3,826,565 107.35 41.07 
Kalyani Steels 123 518766 2841 1473 
Karnataka Bank 2.07 2,515017 108.05 21.11 
Nalwa Sons Invsts. 1.16 59,448 181.55 1.08 
Tata Investment Corpn. 1.68 579,702 44705 25.91 
Television Eighteen India 3.29 691354 3893 26.91 
SANDSTONE CAPITAL INDIA MASTER FUND 
Vaibhav Gems 204 215000 40545 871 
INDIFCAPITALFUND 2 0. лал 
Eimco Elecon (India) 6.53 376810 3865 14.56 
Elecon Engineering Co. 414 233,628 850.85 19.88 
India Nippon Electricals 4.69 37923] 287 10.88 
Kirloskar Oil Engines 147 1,427,148 181.55 25.90 
Magma Leasing 284 409272 994 407 
Sasken Comm.Tech. 15 417,175 3753 15.65 
Sesa Goa 1.06 416988 10123 42.21 
South Indian Bank 1.44 687000 647 4.44 
State Bank of Bikaner 1.99 99626 2,838 28.27 
& Jaipur 

State Bank of Travancore — 2 99.875 2,846.25 28.42 
Zodiac Clothing Co. 9.78 818,166 29495 24.13 
TOTAL 363.11 
These holdings are above one per cent Source: CMIE 


India such as Pan-Asia Pacific Funds, Emerging Market 
Fund, and Global Equity Fund (see The Hedge Fund 
Line-up). A lot of the money has also come through the 
controversial participatory notes, which make it possible 
for some hedge funds to invest indirectly in Indian 
equities. (Sebi had cracked down on P-notes, but 35 per 
cent of the Fil inflows last year came via P-notes.) More 
such money should flow in, simply because hedge 
funds operating in emerging markets are generating 
better returns compared to hedge funds on the whole. 
In the 12 months to February 28, 2006, the MSCI 
Hedge Fund Emerging Markets Index delivered 15.5 per 
cent in growth, compared to 10.5 of the overall Msct 
Hedge Fund Composite Index. If you look at the returns 
for just the first two months of this year, the former, at 
6.20 per cent, delivered almost double the returns 
against the overall index. That explains why D.E. 
Shaw, the world's largest hedge fund, is said to be 
entering India by June 2006 (it has roped in Anil 
Chawla, a former GE Capital honcho, to head the local 
operations), and UK's Absolute Capital Management has 
tapped Bharat Shah of Ask Raymond James as an 
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MARCH 2006 HOLDINGS 


T NM 





Kamataka Bank 207 251507 9 





25.11 
TatalnvestmentCorpn. 1.68 579,702 485.45 28.14 
Television Eighteen India 329 691354 6451 4450 
United Breweries (Holdings) 1.13 335,480 763.6 25.61 
ANG Auto 13 129000 3052 3.93 
KS. Oils 357 300000 263 7.89 
Eimco Elecon (India) 649 374448 430 16.10 
Elecon Engineering Co. 3.06 174554 123125 2149 
India Nippon Electricals 4.69 379,231 275.1 10.43 
К. Sera Sera Productions 3.39 661,869 479 3.17 
Kirloskar Oil Engines 147 — 142718 2849 40.66 
Magma Leasing 284 409,272 160.8 6.58 
Sesa Goa 106 416988 1,3344 55.64 
State Bank of Bikaner 199 99,626 3,866.6 38.52 
& Jaipur 
Visa Steel 197 2161993 51.1 11.05 
TOTAL 338.92 


advisor for its €300-million (Rs 1,590-crore), India- 
focussed fund. Shah already advises another such fund, 
Naissance Jaipur Fund. (There’s a mad scramble for 
hedge fund managers, but that’s another story.) 


Cause For Concern? 

If sEBI doesn't register hedge funds, how are they able 
to operate in India? Are they taking advantage of 
some regulatory loopholes? The answer seems to be, 
yes. According to one stock market expert, one of 
the loopholes is that foreign-domiciled hedge funds that 
are registered and regulated by that country's regulatory 
authority tend to get automatically registered in India 
on application. Of course, the second problem is that 
most hedge funds don't mention the fact they are 
hedge funds when they apply for registration. “If there 
are hedge funds operating in India, then they have 
jumped the barrier," warns a senior SEBI official. 

So, should investors worry? Yes and no. Most 
hedge funds are no longer pure players in derivatives, 
which used to set them apart. Like private equity 
funds and mutual funds, they handle a pool of assets. In 
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THE GLOBAL TOP 10 


The #1 player, D.E. Shaw, has plans of entering India. 


LOCATION 


ASSETS UNDER 


MANAGEMENT 


$ BILLION 





1. D.E. Shaw _ New York 19.3 
2. Bridgewater Associates Connecticut 18.7 
3. Goldman Sachs Asset Management Мем York 153 
4. Man Investments . London 14.2 
5. Farallon Capital Management SanFrancisco 138 
6. Barclays Global Investors San Francisco 12.5 
7. Caxton Associates __ New York 12.3 
8. Citadel Investment Group Chicago 12.3 
9. Maverick Capital ц NewYork 12.1 
10. Och-Ziff Capital Management Group New York 12 

* As on September 2005 Source: Bloomberg 


India, too, they seem to be behaving more like main- 
stream institutional investors. There's very little of 
long-short, event-driven, multi-strategy, or fixed income 
and convertibles arbitrage—all typical hedge fund 
strategies—happening in India. “The India-focussed 
hedge funds are long term in nature," says the fund 
manager of an India-dedicated offshore fund based 
in Luxembourg. *The aim of most of them is to unlock 
the long-term growth potential of the Indian economy." 

Unlike other markets where hedge funds can short 





sell, in India they have been investing in stocks that 
aren't part of the futures and options (F&O) segment. 
Indeed, some hedge funds are behaving more like pri- 
vate equity investors, taking bets for the long term. India 
Capital Fund, for instance, has been holding a 2 per 
cent stake in the State Bank of Bikaner & Jaipur for the 
past one year, and its patience has been more than 
rewarded. In that time, the stock has risen 78 per 
cent to Rs 4,164. Similarly, pre-iPO placement by 
Indiabulls Financial Services to San Francisco-based 
Farallon Capital has also fetched the multi-strategy fund 
good returns. The stock it bought for Rs 25 apiece is 
now trading at about Rs 277, increasing the value of 
Farallon's investment by Rs 72 crore. 

Although the line between hedge funds and, say, 
MFS is blurring (partly because mutual funds are now 
dabbling in derivative instruments like the former), con- 
cerns remain. Says Rachna Baid, professor, Indian 
Institute of Capital Markets: *A lack of transparency 
and light regulation, unlike in the case of Mrs, have been 
the biggest concerns surrounding hedge funds." Besides, 
their tendency to make “directional bets" (i.e. to bet up 
or down in tandem with the market direction) on assets 
increases market volatility. “Over the last three years, 
the assets under management of hedge funds as well as 
their reach have grown, therefore, regulators across the 
world are grappling with the issue of systemic risk 
arising from these supra-national entities," says Ajay 
Bagga, CEO, Lotus India АМС. 

The surge in hedge fund assets globally—up 24 per 
cent to $1.2 trillion (Rs 54,00,000 crore) in 2005—15 
courtesy their investors. “Those days are gone when 
investors used to satisfy themselves with relative returns 
to the benchmark," says the fund manager of the 
Luxembourg-based fund. *Now they want absolute 
return, irrespective of the market movements." Jane 
Diplock, Executive Chairman, International 
Organisation of Securities Commission, who was in 
Mumbai recently, says that increasing retail partici- 
pation in hedge funds is the cause of concern among 
regulators. *By their very definition (hedge funds) 
are opaque and no one knows what's going on inside 
the black box,” says Diplock. 

Starting February this year, hedge fund registration 
became mandatory in the us. But as Diplock points out, 
*with the hedge fund industry changing dynamically 
and no vanilla regulatory response appropriate for 
them, we are trying to better ascertain their risk pro- 
files." What's clear is this: Hedge cannot be allowed to 
be law unto themselves; just like other market partic- 
ipants they have to play by the rules. And especially in 
India, where the regulator has no experience of deal- 
ing with them and 40 per cent of the money fuelling 
the stock market boom is theirs. 8 
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Back In The . 
Reckoning 


Some smart derisking strategies, a pick up in international markets and 
better prospects in the US have boosted Dr Reddy’s earnings and stock, 
making it the hot pharma stock that it once was. к. KUMAR SHARMA 





T IS NEITHER THE STRONGEST NOR 

the most intelligent of the species 

that survives, but the one most 

responsive to change.” When 

Gunapati Venkateswara Prasad, 
Executive Vice Chairman and CEO of 
Dr Reddy’s Labs, told this to sharehold- 
ers at the company’s annual general 
meeting in Hyderabad last July, many 
thought he was trying to make a bad 
situation look good. After all, the 22- 
year-old company had reported an 
unprecedented 77 per cent drop in net 
profits to Rs 65.46 crore and a smaller, 
but worrying nevertheless, 6 per cent 
fall in revenues. 

Less than a year on, the 45-year-old 
Prasad feels vindicated. Consolidated 
total income for the first three quarters of 
2005-06 is up about 20 per cent and net 
profits have more than trebled to 
Rs 185.25 crore (results for the full year 
are due end of May). And the stock, 
which went into a near free fall from 
Rs 1,399 in January 2004 to Rs 835.55 at 
the time of the AGM, is back up at Rs 
1,461.85. “We went through some dif- 
ficulties, (but) built our muscles and are 
healthier today,” he says, sitting in his cor- 
ner room office at the headquarters on 
Hyderabad’s Ameerpet road. о 

Just what sort of muscles did Dr * 
Reddy's build past year? To put it simply, 
it cut some flab weighing down the bot- 
tom line. In two novel deals (See 
Turnaround Moves), it took a lot of the 


A. PRABHAK 


118 BUSINESS TODAY MAY 21 2004 





risks out of generic drug launches 
(called ANDAs for abbreviated 
new drug applications) and new 
drug development (NCEs, or new 
chemical entities). Prasad credits 
his President and cro V.S. 
Vasudevan, for the innovative 
deals. When the search for 
potential partners in the Us did 
not yield any results, “Vasu, who 
understood what the company's 
need was, structured a deal and 
we quickly closed it," says Prasad. 
Thanks to the deals, R&D costs in 
the first nine months of 2005-06 
dropped to 9 per cent of sales 
compared to 12 per cent (and 
14 per cent for full year) the 
same period the previous year. 
The speed with which the 
company moved to address its 
cost issues was certainly one thing 
that impressed investors (that's 
one reason why its bigger rival 
Ranbaxy hasn't witnessed a sim- 
ilar bounce back in stock price; 
See Delayed Rebound). But they 
were more thrilled by the fact 
that it had found a way to cut 
costs without shortchanging 
growth. For, Dr Reddy's chal- 
lenge really was to, on the one 


THE DARK DAYS ARE BEHIND DR REDDY'S 


The Stock Is Back Up... 
1,500- December 
1,428.05 








hand, cut R&D costs but, on the 
other, do more R&D to fuel 
growth. Says an analyst who has 
tracked the company for some- 
time now: “It is a good hedging 
mechanism to ensure a steady 
business.” 


Business Looks Up 

R&D cost cuts aren’t the only 
reason why Dr Reddy’s has bou- 
nced back. International markets, 
other than the us, have performed 
better than expected. Revenues in 
Russia increased 13 per cent and 
in Europe, by 16 per cent. Even 
in India, Dr Reddy’s sales of 
branded formulations grew 21 
per cent, increasing the country’s 
contribution to sales from 35 per 
cent to 37 per cent. 

Prasad, however, says that 
the most important step the 
company took was to acquire 
two businesses abroad. In 
November last year, it bought 
Roche’s bulk drug facility in 
Mexico for $59 million (Rs 
265.5 crore), thereby acquiring a 
platform to build its custom 
pharmaceutical services (CPS) busi- 
ness, which involves offering a 
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TURNAROUND MOVES 


The two deals that impressed 
Dr Reddy's investors and shored up 
its financials. 


е The ICICI Venture Deal: in March 
last year, Dr Reddy's signed a $56-million 
(Rs 246.4 crore) deal with private equity 
investor ICICI Venture to fund the devel- 
opment and commercialisation of its 
generic drugs in the US in 2004-05 and 
2005-06. In return, Dr Reddy's agreed to 
pay royalty on net sales for five years. 
The first of its kind in the industry, the deal 
made tremendous financial sense for Dr 
Reddy's, given that filing and getting 
approvals for ANDAs can cost as much as 
$5 million (Rs 22.5 crore) a pop. 


ФА JV for New Drugs: Barely six months 
after its ANDA deal, Dr Reddy's announced 
another joint venture for the riskier new 
Venture, Citigroup Venture Capital 
International came in as a partner in 
Perlecan Pharma, where the two financial 
investors brought їп $22.5 million (Rs 
` 101.25 crore) each and Dr Reddy's $7.5 
million (Rs 33.75 crore), besides four 
new chemical entities (NCEs), or new 
drug candidates. Back then, two of them 
were in pre-clinical stages, the third was in 
phase one of clinical trials, while the fourth 
was set to enter phase two. 


Improved 
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NEW DRUG PROMISE 


BETTER AND SAFER DRUG FOR TYPE 

2 (insulin deficiency) diabetes? 
That's what Dr Reddy's may deliver if 
its new drug candidate, code named 
DRF 2593, makes it through the final 
stages of tests. Currently, DRF 2593, 
which is a molecule called balaglita- 
zone and represents a new generation 
in the class of glitazones historically 
used for treating (Type 2) diabetes, is 
in the last phase of a mandatory two- 
year carcinogenicity study. According 
to Dr Reddy's, balaglitazone is much 
more effective than currently avail- 
able drugs in treating diabetes. In 
Phase II clinical trials, the company 
says, 20 mg of balaglitazone was 
comparable to the top dose, 45 mg, 
of pioglitazone (one of the two popu- 
lar drugs), and also safer than the 
other drug, glitazones. Initially out-li- 
censed to Novo Nordisk in 1997, 
DRF 2593 came back to Dr Reddy's 
in 2004, and is being currently 
developed in association with 
Denmark's Rheoscience. The drug is 
expected to enter Phase III trials by the 
end of this year. To market it, Dr 
Reddy's will have to find a global 
partner. Chairman Anji Reddy says, if 
successful, DRF 2593 will address a 
market that's Rs 22,500-crore big. 
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Power duo: MD & COO Satish Reddy's (left) focus is on cutting costs and 
improving efficiencies, while CFO V.S. Vasudevan is the dealmaker 


range of services to innovator com- 
panies. “It’s also the first time,” 
points out Prasad, “that the com- 
pany will have a really large manu- 
facturing presence outside India." 
To be sure, Dr Reddy's has two 
other facilities—in China and the 
UK—but they are small compared to 
the Mexico unit, which gave the 
world the first synthetic steroids. 
“With this we have, in a sense, 
acquired a part of pharmaceutical 
history," says Chairman and 
founder, K. Anji Reddy. 

The second acquisition, of Ger- 
man generic drug firm betapharm, is 
even more important for the com- 
pany, and not just because the deal 
size of €480 million (Rs 2,640 
crore) was bigger than Dr Reddy's 
revenues when announced in mid- 
February this year. Betapharm is 
the fourth largest generics company 
in Germany and the fastest growing 
of the top 10. Germany is not just 
Europe's largest market for generic 
drugs, but also the second largest in 
the world (after the us). *From the 
point of geographical and customer 
reach, we fit into Dr Reddy's like a 
piece in a jigsaw puzzle," says Dr 


Wolfgang Niedermaier, the 54-year- 
old CEO of betapharm. 

Most analysts agree that the 
€164-million (Rs 902 crore) 
betapharm, courted by Ranbaxy 
too, is crucial to Dr Reddy's future, 
but some others are sceptical of the 
price paid. Not only has the all- 
cash deal depleted the company's 
cash reserves but added $300 mil- 
lion (Rs 1,350 crore) in debt. (The 
company won't reveal betapharm's 
profit figures, but Niedermaier says 
it is “quite profitable...and among 
the top earners" in Germany.) 
Prasad isn't too worried, though. 
"We are not much concerned about 
the debt as long as the perform- 
ance is healthy," he says. 

Unlike Ranbaxy, analysts say, 
there's more clarity about Dr 
Reddy's big-ticket opportunities. It 
has 49 ANDAs pending approval, of 
which 10 have tentative approvals. 
In all, 28 are para iv filings, or 
patent challenges, where profit 
margins could be higher. That apart, 
Dr Reddy's has signed a deal with 
Merck to manufacture and 
distribute two of the latter's drugs, 
Zocor (a cholesterol-lowering drug) 
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apparent by acquiring four global businesses in just 10 days. So why 
has Ranbaxy's stock performance been lacklustre over the last two years? 


Director of India's biggest drug company, Dalal Street analysts are so 
focussed on quarterly earnings that they are unwilling to reward him for 
his long-term bets. Ergo, on the day (March 29, 2006), Singh announced 
his biggest deal so far by acquiring Terapia of the US for $324 million 
(Rs 1,458 crore), the Ranbaxy stock rose just 3.21 per cent. In contrast, 
announcement of the betapharm purchase boosted Dr Reddy’s stock by 
almost 10 per cent. 

Ask analysts why and they'll tell you that a) except Terapia, 
Ranbaxy's acquisitions (Senetek in the US; Allen SpA, unbranded 
generics business of GlaxoSmithKline; and Ethimed of Belgium) are rel- 
atively small, and b) the bigger reason is a lack of new product 
launches. "Since October last year, there has been no news of an ANDA 
approval from Ranbaxy, besides which they still have to pass through 
the pain of incurring legal and R&D costs, for which Dr Reddy's 
seems to have found an answer," says an analyst. 

That said, Ranbaxy is a solid long-term bet. It has a far bigger 
presence (compared to Dr Reddy's) in the international markets, and 
unlike its competitor from Hyderabad, doesn't have to share the up- 
side from new generic launches with partners. If you are looking for 
some good news in the short-term, here's one: Ranbaxy may soon 
get exclusive marketing rights in the US for an 80 mg version of 


It's his turn now: CEO Singh is adhe bets for ^ generic Pravachol, a cholesterol-lowering drug. The market oppor- 


the long term, but investors aren't impressed 


and Proscar (for treating prostrate 
cancer), once they go off patent in 
the us in June this year. There's 
some more good news the market is 
expecting. Sanofi-Aventis may pay 
Dr Reddy's a significant amount to 
keep it from launching a generic 
copy of its blood-thinner drug, 
Plavix. Mid-April, the company 
received the Food and Drug 
Administration (FDA) nod for generic 
Allegra, prescribed in the treatment 
of nasal allergy. Rivals Teva and 
Barr Pharmaceuticals already have a 
generic Allegra (patent holder is 
Aventis) out in the Us markets, but 
others like Ranbaxy and Sandoz 
are awaiting approvals. So, Dr 
Reddy’s may be able to make a tidy 
sum on the generic Allegra before 
the market gets too crowded, 


More Flab To Shed 

By Prasad’s own admission, there’s 
a lot more of cost-cutting to be 
done and efficiency to be improved. 
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“I think we are only 30 per cent 
there. Seventy per cent of the jour- 
ney is yet to be completed," he says. 
What's ahead? He plans to revamp 
the company's Ir backbone and re- 
implement its ERP system, and focus 
on ways to improve product devel- 
opment. Within the next year, the 
plan is to slash product develop- 
ment time by at least 30 per cent 
and costs in each of the businesses 
by 5-10 per cent. In terms of generic 
launches, too, Prasad wants to move 
away from a “machine gun kind of 
approach" to a targeted, high-value 
strategy, but not restricted to copies 
of blockbuster drugs. 

Other than this, Dr Reddy's is 
looking at creating research and 
manufacturing capacities. Prasad 
wouldn't reveal the proposed 
investment in these facilities, but 
says that it will be in *hundreds of 
crores" and spent over the next 18 
months. The facilities planned 
include a bulk drug factory, one 


tunity: $250 million, or Rs 1,125 crore. 


for custom pharmaceutical services, 
a product development centre, and 
a laboratory. To fund the plans, 
the company will be raising money. 
Once again, Prasad won't tell the 
planned source, but it is obvious 
that debt is not an option. 

When the company announces 
end of May its full-year results for 
2005-06, the top line is expected 
to be at $500 million (Rs 2,250 
crore). So the question is, when 
will Dr Reddy's hit the billion- 
dollar mark? *We are not so much 
driven by numeric goals," replies 
Prasad, explaining that the goal 
in the medium term is to be a 
dominant global generics com- 
pany and an innovation-led com- 
pany in the long haul. 

Shareholders who heard his 
address last July already know what 
Prasad's growth mantra is going 
to be. After all, in the cut-throat 
world of pharmaceuticals, innova- 
поп must go beyond the labs. m 
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For real estate stocks, it’s 
high-rise time. They are 
quoting at unprecedented 
levels. Should you 
consider a look in? 
SHALEEN AGRAWAI 


PRIL 25 WAS NOT A GREAT DAY 
for the market. The Sensex 
tanked by 268 points. On 


that day, however, almost all realty 
stocks zoomed up. Is this sympto- 
matic of the general trend in real 
estate stocks? Till recent times, these 
companies were hardly the movers 


1,200 
Ansal Properties 
Apri 26, '06 7 


1000 1,048.45 


800 
600 
400 


200 


OE : EE 
Figures are adjusted closing prices in Rs on BSE 


VIVAN MEHRA 


124 BUSINESS TODAY MAY 21 


and shakers of the market; indeed 
they were mostly small, regional 
players that nobody had heard 
much about. Suddenly, with the 
boom in real estate, these compa- 
nies have come into their own. 
Every second real estate company 
wants to tap the public for funds, 
everybody is talking of rapid exp- 
ansion plans, and the scrips are 
selling like hot cakes. 

The last one year, in fact, has 
been extraordinarily good for these 
stocks (see Zipping Abead). Consider 
this: Unitech's stock climbed from a 
52-week low of Rs 320 to Rs 5,221 
on April 26, with a corresponding 
increase of over 14 per cent in rev- 
enues and 49 per cent in gross prof- 
its (nine months ended December 
31, 2005, against the previous year). 
Ansal Properties and Infrastructure's 
share was trading at a 52-week low 
of Rs 115 in May 2005 and moved 
up to Rs 1,048 on April 26. Reve- 
nues and gross profits jumped 91 
per cent and 246 per cent, respec- 
tively, for the quarter ended 
December 31, 2005 (year-on-year). 

Peninsula Land (formerly Mora- 
rjee Realties) has come out of the 
red with a 187 per cent jump in 


revenues. The scrip moved from 
Rs 119 in May 2005 to Rs 920 on 
April 26. Similarly, the Mahindra 
Gesco stock touched Rs 768 on 
April 26 against a 52-week low of 
Rs 112 last June, with revenues and 
gross profits climbing 18 and 21 
per cent, respectively. 

Clearly, the sector is in the mid- 
dle of a phenomenal growth phase, 
and well into a strong valuation rev- 
ision. "The entire real estate sector is 
getting re-rated," agrees Amitabh 
Chakraborty, Head (privileged client 
group research), BRIC Securities. 
Why now? A buoyant economy has 
meant lots of money swimming 
around in the system, a fair bit of 
which is going into land. Low int- 
erest rates have pushed up housing 
demand and generated huge short- 
ages. Add to this the government's 
commitment to push infrastructure. 

Traditionally, real estate stocks 
have not been considered kosher, a 
reputation that's now changing. 
“Earlier, real estate was a dirty word 
in the capital market and valuations 
were low because of bad accounting 
practices and cash dealings. Of late, 
some companies have shown that 
their books are clean and have thus 


achieved fair valuations," says 
Prithvi Haldea of Prime Database. 

It's equally important, however, 
to check that the valuations are 
not going through the roof, espe- 
cially as a bull market pushes up 
both good and bad stocks. 
However, Chakraborty says the 
higher valuations are a result of 
pure asset play coming into the 
Indian market. *P-Es (price-earn- 
ings ratios) have increased because 
of the underlying assets available 
with these companies," he says. 

Not only this, analysts are upb- 
eat about a further rise in valuations 
on the back of a booming econ- 
omy. “If the economy has to grow, 
real estate and i ‚ bei 
integral parts of it, will also move in 
the same direction," says Amul 
Gogna, Executive Director, ICRA. 
Industry experts say economic 
growth at 8 per cent can push real 
estate and infrastructure growth 
by 20 per cent. 

This buoyancy is likely to 
remain as long as demand stays 
higher than supply of residential 
and commercial property. Given 
India's population, land shortage, 
and the rising number of the middle 
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Zipping Ahead 





Unitech — 5,221.75 340.3 143445. 
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Parsvnath Developers: The IPO (amount undisclosed) is expected to open in 
Мау, when the company floats 33 million shares (face value: Rs 10), of which 
two lakh shares will be reserved for employees. Post-IPO, the promoters’ 100 per 
cent stake will be diluted to 75 per cent. For the nine months ended December 
31, 2005, revenues stood at Rs 410.8 crore and profit after tax at Rs 69.5 crore 
(up from Rs 306.8 crore and 18.4 crore in 2004-05). The company's asset base 
as on December 31, 2005, was valued at Rs 746 crore. 

Apart from residential and commercial properties, Parsvnath also plans to ven- 
ture into IT parks and hotels. The company develops both premium and budget 
properties, and is present across 30 cities. 


DLF: Expected to open in June, the IPO will raise an estimated Rs 
11,000 crore. DLF Chairman K.P. Singh and his family's 99.5 per 
cent stake will come down to about 85 per cent. DLF plans to con- 
solidate its different entities into a single business renamed DLF 
Ltd. The total paid-up equity capital is about Rs 350 crore. Of the 
1.75 billion shares (face value: Rs 2), 195 million are for public 
offer. Pre-IPO, 3.5 million shares will be up for allotment through 
employee stock options and 31 million for private placement. 

For 2005-06, DLF's revenues and profit before tax were 
around Rs 2,000 crore and Rs 700 crore, respectively. With 
projects spread over 18 cities, DLF has a land bank of about 300 
million sq. ft, valued at more than Rs 1,00,000 crore. It works with 
Mi residential, commercial, and retail property, and plans to enter hotels 
as and SEZs (special economic zones). ‹ 


Ansal Properties and Infrastructure (APIL): A follow-up issue of about Rs 2,000 
crore is on the cards. APIL has a paid-up equity share capital of Rs 17.5 crore, 
divided into 17.5 million shares (face value: Rs 10). The company's market cap 
as on April 26 was Rs 1,834.77 crore. APIL develops residential and commercial 
property mainly in Tier-II cities where, being a first mover, it manages to acquire 
land at competitive prices, according to APIL chairman Sushil Ansal. 
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class, this looks probable. Says Rajiv 
Singh, Vice Chairman, DLF Group: 
“The next two-three years look 
bright for our industry.” 

There are some concerns. Says 
Haldea: “Realtors may benchmark 
themselves against peers with higher 
P-Es, without having similarly bench- 
marked management practices." 
Tracking promoter and perform- 
ance record, thus, will assume huge 
importance for investors. 

For the near future, most 
experts see the good news contin- 
uing. “I don't see a downside for 
two-three years except under two 
circumstances—either the Sensex 
slides or a real estate scam breaks 
out," says Haldea. Also, the spurt in 
property prices has seen developers’ 
margins improving. “The EPS (earn- 
ings per share) has gone up because 
per sq. ft land rates have shot up,” 
says Chakraborty. 

If companies continue to deliver 
strong earnings, the stocks seem 
fairly valued. As with any invest- 
ment, but doubly so in an emerging 
sector, do your due diligence. With 
the market proving extremely 
volatile in recent times, you could 
wait for the next fall before buy- 
ing. Says Chakraborty: “If you invest 
in real estate stocks now, you won't 
regret it a year down the line." 

The other good news for realty 
investors is the expected arrival of 
Real Estate Investment Trusts (REITs), 
which will let people park their 
funds with real estate companies 
against a piece of property, and buy 
and sell those in small units (like 
company shares). “REITs will bring in 
more liquidity, taking valuations 
even higher,” predicts Chakraborty. 
Experts say that just as mutual funds 
encouraged people to enter the cap- 
ital market, so too will REITs boost 
realty. “There is tremendous inter- 
est to invest in real estate, but entry 
barriers are very high. REITs should 
definitely come in,” says DLF’s Singh. 
Evidently, realty stocks are ready 
to go places. 
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ranking categories (Diversified Equity, Income, Income — Short Term, Gilts, Liquid, Balanced, Monthly Income Plan, Equity Linked Savings Schemes and Floating Rate Schemes) 
2 were considered for each asset management company to arrive at the winner. A detailed methodology of the CRISIL CPR is available at www.crisil.com. Rankings and Award 
Source: CRISIL Fund Services, CRISIL Ltd. 
Statutory Details: Prudential ICICI Mutual Fund (The Fund) has been set up as a Trust sponsored by Prudential plc (through its wholly owned subsidiary Prudential Corporation 
Holdings Limited) and ICICI Bank Limited. Prudential ICICI Trust Limited is the Trustee to the Fund and Prudential ICICI Asset Management Company Limited is the Investment 
Manager to the Fund. Risk Factors: Mutual Funds and securities investments are subject to market risks and there is no assurance or guarantee that the objectives of the 
Schemes will be achieved • As with any securities investment, the NAV of the Units issued under the Schemes can go up or down, depending on the factors and forces 
affecting the capital markets e Past performance of the Sponsors, AMC/Fund does not indicate the future performance of the Schemes of the Fund • The Sponsors are not 
responsible or liable for any loss resulting from the operation of the Schemes beyond the contribution of an amount of Rs. 22.2 lacs, collectively made by them towards setting 
up the Fund and such other accretions and additions to the corpus set up by the Sponsors 





Беу | 


<= ee 


m Ip Tae s.s p 


эя. 4 фера. s 





As one of India's premier financial services organization, IL&FS Investsmart has been in the 
forefront of Investment Banking & Syndication Services. With a comprehensive suite of advisory 
services, backed by strong resource raising abilities, our rapid strides in the area of Corporate 


Finance is a testimony to our high service standards as well as strong corporate relationships. 


INVESTMENT BANKING 


Allsec Technologies 
Limited 


A 


ALLBEC TECHNOL OOIES LTD 


Initial Public Offer 
Rs. 424 mn 


Book Running Lead 
Manager 


April 2005 


Bannari Amman 
Spinning Mills Limited 


am, 
e 
BANNARI AMMAN 
Spinning Mills Ltd. 
Initial Public Offer 
Rs, 945 mn 


Book Running Lead 
Manager 


October 2005 


Celebrity Fashions 
Limited 


A 
i» 


Rs. 819 mn 


Book Running Lead 
Manager 


December 2005 


Shoppers Stop Limited 


Initial Public Offer 
Rs, 1653 mn 


Co-Book Running 
Manager 


May 2005 


Aptech Limited 


@us 


Open Offer 
Rs, 558 mn 


Manager 


October 2005 


Nitco Tiles Limited 
"EI 
a 


Initial Public Offer 
Rs. 1680 mn 


Book Running Lead 
Manager 


February 2006 


Uttam Sugars Limited 


e АА 


Initial Public Offer 
Rs. 1360 mn 


Book Running Lead 
Manager 


March 2006 


The Andhra Pradesh 
Paper Mills Limited 


4 


Rights Issue 
Rs. 1131 mn 


Lead Manager 


August 2005 


ABG Shipyard Limited 


ABG 


Initia! Public Offer 
Rs. 1573 mn 


Book Running Lead 
Manager 


November 2005 


R Systems International 
Limited 


Initial Public Offer 
Rs. 1102 mn 


Book Running Lead 
Manager 


March 2006 


Godawari Power and 
Ispat Limited 


GOOAWARI POWER AND ISPAT LTD. 


Initia! Public Offer 
Rs. 704 mn 


Book Running Lead 
Manager 


March 2006 





Gati Limited 
GATY 
Rights Issue 
Rs. 226 mn 


Lead Manager 
August 2005 


Gateway Distriparks 
Limited 


GATEWAY 


GDR Issue 
US$ 86 mn 


Indian Advisors 


December 2005 


Ambattur Clothing 


Limited 
~ 
Acquisition 
Advisors 
March 2006 


eT т уч; “arr? 


ВА a il T 





| * Raised over Rs. 10 bn. through Initial Public > Mobilised over 7 lakh IPO applications 


Offerings (IPOs) > Mobilised over Rs. 34 bn. of senior and ы 
» Procured over Rs. 100 bn. through IPOs subordinated debt nes | EJ 


PROJECT SYNDICATION 





North Karnataka 
Expressway Limited 


Q5 


Loan against 
Discounting of NHAI 
Annuity Receivables 

Rs. 6,500 mn 

Sole Arranger 


April 2005 


Kohinoor CTNL 
Infrastructure 
Company Limited 


e © 


Senior Debt for 


Shopping Complex in 
Dadar, Mumbai 


Rs.3,000 mn 


Sole Arranger 
October 2005 


West Gujarat 
Expressway Limited 


West Gujarat txoresnwey Lined 
Senior and 


Subordinated Debt for 
Jetpur-Rajkot BoT 


Road Project in Gujarat 


Rs, 2,022 mn 
Sole Arranger 
June 2005 


Monnet Ispat Limited 


^ 


Senior Debt for 75 MW 
Waste Heat Recovery 
Power Plant 


Rs.2,250 mn 
Sole Arranger 


October 2005 


Palladam Hitech 
Weaving Park 





Enercon Windfarms 
(Hindustan) Private 
Limited 


Senior Debt for 128.8 
MW Wind Power project 
in Rajasthan & Karnataka 


Rs. 4,886 mn 
Sole Arranger 
August 2005 


Road Infrastructure 
Development 
Corporation of 
Rajasthan Limited 


Senior Debt for 
Rajasthan Mega 
Highways Project 
(1053 km) 


Rs.11,000 mn 


Sole Arranger 
November 2005 


Kakinada Special 


Economic Zone 


> 
PALLADAM 
| Frisch Waning Po KAKINADA SEZ 
Rupee Debt for Cluster Pre Closure Debt 
Development Financing for Land 
Initiative in Acquisition 
Tamil Nadu Rs.4,400 mn 
Rs, 276 mn 
Arranger 
Sole Arranger 
February 2006 March 2006 
|INDIA'S FINANCIAL MULTIPLEX] 
Regd Office: IL&FS Investsmart Limited, The IL&FS Financial Centre, Plot No. C-22, 
G Block, Bandra Kurla Complex, Bandra (East), Mumbai 400051. Email: services@investsmartindia.com, Website: www.investsmart.in 
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» INVESTMENT ADVISORY * PORTFOLIO MANAGEMENT * EQUITY & DERIVATIVES * ONLINE TRADING * COMMODITIES * IPOS 
» INSURANCE * MUTUAL FUNDS * MERCHANT BANKING * PROJECT SYNDICATION * INSTITUTIONAL EQUITY & DEBT 
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Ki d d i 
Are you buying a child policy as investment or insurance? 
If the former, is it really such a smart move? NITYA VARADARAJAN 


HEN KISHORE AND REKHA NAIK HAD A BABY 
girl six years ago, one of the first things 
they did, apart from going gaga with 


pink, was to buy her an insurance policy. Naik, who 
works in Stockholding Corporation, was very clear 
about where his priorities lay. *Making future 
financial provisions for my child was my aim,” 
he says, as he describes the Child, Marriage 
and Education policy he bought from Life 
Insurance Corporation (LIC). 

With the galloping cost of education, 
parents are afraid that they just might not 
have what it takes to support their children 
through a course in an ordinary college, 
leave alone one in a medical or engineer- 
ing school, or in an university abroad. 
This is why parents these days are opting 

for child insurance cover to try and hedge 
against a huge future expense. 
One thing is clear—most parents are buy- 
ing child insurance not as risk cover, but as a 
safe investment. Which is how it should be— 
covering the child's life is absurd, since the 
raison d'etre of life insurance is to cover against 
estimated earnings loss, and that’s hardly your 
concern, unless, of course, your kid is 
Macaulay Culkin and you live off his earnings. 

























RAVINDER KUMAR BHATIA, 37, ana 
Indu, 28, run a boutique for designer 
clothes in Faridabad. Their son Ritvik 
is eight, and they have bought Aviva 
Life's Young Achiever policy, which 
will mature when he is 18 and ready 
for higher studies. Says Bhatia: "I 
wanted a policy that would give me a 
lump sum in time to fund Ritvik's 
college education." 


premium: RS 10,000 p.a. (for 15 years) 
pouicy: Unit-linked 
sum assureo: RS 80,000 


maturity AMOUNT: RS 3 lakh 


RITESH SHARMA 
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Premium Pricing 








Endowment policy, with child as beneficiary 


Money-back policy; premium paying term is 18 years; 
counter insures proposer/parent 


Endowment policy; counter insures proposer/parent; policy 
transferable to another child in case of death of a child 


Money-back; paybacks at significant academic 


Kotak Mahindra Old Children 4,270 

Mutual Advantage Plan 

Bajaj Allianz Life Child Gain 21 6,531 

HDFC Standard Life Children Double 4,839 

LL Bemefit Plan 

ICICI Prudential Life Smart Kid 8,652 

Max New York Life Children's 3,989 
Endowment 18 

State Bank Of India Life Scholar II 5,633 

Life Insurance Jeevan Anuraag 5,463 

Corporation — — 

Life Insurance Komal Jeevan 7,281 

Corporation 


milestones; minimum premium is Rs 8,400; 
counter insures proposer/parent 





Endowment, with child as beneficiary. Plans available 


only for 18- or 24-year terms 





Money-back policy; counter insures proposer/ 
parent; premium paying term is 18 years* 


Money-back; counter insures proposer/parent; 
single premium facility available 


Money-back; only child is insured; premium paying term 


is 18 years minus age of child; single 
premium facility available 


Premiums have been calculated for a sum assured of Rs 1 lakh (except for ICICI Pru, where it is Rs 1.6 lakh) for a child of age less than one year at the time of insurance; Age of parent/proposer 
(where it applies) has been taken as 35 years, and policy term as 21 years (except for Max New York, where it is 18 years) 
*in case parent/proposer dies, child gets sum assured plus bonus at that time, but no bonus on policy maturity 


Given this premise, it's interest- 
ing to see just how smart an invest- 
ment move this really is. First, of 
course, there are several non-in- 
vestment reasons to buy insurance. 
One, the cover is in your child's 
name for a specific purpose, which 
ensures that nobody can misuse the 
funds in case of your demise. 
Second, in case of a divorce, your 
child is provided for, regardless of 
legal tussles, Last, in case of an 
unforeseen event, you might dip 
into all your other savings and 
investments, but will be unable to 
touch your child's college fund (that 
is what this is, effectively). 


Start Early 

To make the most from a child's 
policy, there are some absolute 
must-dos. First, buy before the child 
turns one, and definitely before she 
turns five. After that, no returns 
from the insurer will be commens- 
urate with your premium outgo. 
Another reason to buy early is 


because most child policies counter- 
insure the parent (beneficiary is 
child), and premiums rise propor- 
tionately with age. Next, always 
buy a rider for premium waivers, 
which ensures that if the parent 
dies, future premiums are waived 
while keeping the policy alive. 

Another important factor is the 
policy term. Do you want the 
money when the child is 18 or 21? 
Some policies give you the final 
bonus payment when the child is 24 
or 26. At that age, she is probably 
already working and does not need 
the money, while you should ideally 
be thinking more about your own 
retirement corpus. 

However, the fact remains that 
no financial planner will ever 
advocate child policies as an inv- 
estment product. Ideally, you should 
buy a pure term policy to cover 
risk; term covers have the lowest 
premiums, so you can invest the 
remainder in other avenues like 
mutual funds. If periodic payments 


^ Figures in Rs 
Source: Company websites 


are your concern, then why not an 
endowment or money-back policy? 
In fact, says Chandra Mehra, 
Marketing Manager, Kotak Mah- 
indra Old Mutual Life: *Many of 
our clients go for single premium 
endowment policies, with flexibility 
in payback periods if desired. This 
achieves the same objective as a 
child policy." And if assured returns 
are what you want, then you could 
always consider Kisan Vikas Patras 
(KVP) or Public Provident Fund. 
However, unlike child insurance, 
KVP does not have any tax bene- 
fits. Even so, a little strategy might 
yield surprising rewards. 

For the purpose of number 
crunching, take Lic’s Komal Jeevan, 
among the most conservative child 
policies. Here, the child’s life is cov- 
ered, but only after the age of seven. 
In case of demise before that, you 
only get back premiums paid. If the 
demise is after this, you get the sum 
assured and bonuses/guarantees. 

Let’s take a Rs 1 lakh policy for 
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KISHORE NAIK, 34, is an Assistant 


Manager with Stockholding 
Corporation in Mumbai. He and wife 
Rekha bought LIC's Child, Marriage 
and Education Policy for six-year-old 
Swara when she was born, timed to 
mature when she is 22. Says Naik: 
"The instalment she will receive after 
completion of Class X will help her 
higher education." 


premium: RS 60,000 per annum 
policy: Rs 22 lakh endowment 


payeack:RS 2.76 lakh when Swara 
is 15, then about Rs 2 lakh per annum. 
till maturity 


maturity AMOUNT: RS 7 lakh 


a child younger than one year, for a 
premium-paying term of 18 years 
and a policy term of 26 years. At Rs 
7,281 per annum (excluding rid- 
ers), your total premium outgo will 
be Rs 1,31,058. The child will get 
Rs 20,000 each at age 18 and 20, 
and Rs 30,000 each at age 22 and 
24. At age 26, she will get Rs 
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1,95,000 plus a bonus of about 
Rs 10,000. Therefore, the total 
amount received is Rs 3,05,000. 
This means your capital of Rs 
1,31,058 has earned Rs 1,73,942. 
Now, assume you collect Rs 
14,600 (roughly two annual pre- 
miums), and invest it in Kisan Vikas 
Patra at age zero of your child. 
After two years, again invest Rs 
14,600 in KVP, and repeat for a 
total of five tranches at two-year 
intervals. Since the capital doubles 
roughly every eight years, with reg- 
ular re-investment, you can get Rs 
58,400 each at ages 18, 20, 22, 24 
and 26. At age 26, the total sum 
accrued will be Rs 2,92,000. After 
factoring in tax at the maximum 
rate of 30 per cent, actual earnings 
work out to Rs 1,31,400 on a total 
outgo of Rs 73,000 (14,600 x 5). 
Comparatively, therefore, your 
Kisan Vikas Patra is a far more 
efficient earner than the child policy. 
As R. Ramakrishnan, former 


executive director, LIC, and member, 
Malhotra Commission, says: “Even 
post-tax, Kisan Vikas Patra offers 
better returns than the best life poli- 
cies, but of course it misses out on 
the insurance front.” 

These days, insurance compa- 
nies are coming out with variants to 
try and improve returns while 
ensuring risk cover and safety of 
capital. According to Vivek Khanna, 
Director (Marketing), Aviva Life, 
the company’s Young Achiever is a 
unit-linked policy where not all 
profits from a bull market are put 
into the accumulated fund; an 
amount is kept aside and added on 
during a bad market year. “We do 
this for clients who don’t like volatil- 
ity in returns, and there is always 
growth,” says Khanna. Shop around 
for the best deal, and be clear about 
what you expect from your policy 
before you sign up. 

ADDITIONAL REPORTING BY 
MAHESH NAYAK 
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CONSISTENCY PAYS 


LIPPER INDIA FUND AWARDS E 2006* www.dspmimutualfund.com 
- Best Equity Fund group over 3 years 


DSP 
(250 ill Lynch 
CNBC TV18 - CRISIL ета FUND 
Mutual Fund of the Year Award - 2006** BULLISH ON LIFE 
- DSPML Equity Fund (Category - Equity Diversified) STS i 





[ 
PRs were 


1. Past performance is no guarantee of future results. 


DSPML Equity Fund (DSPMLEF) is а 


time to time. Asset Allocation: Equity & equity related securities: approx. up to 909 à y market Securities: approx Features: M 
additional p { Rs 1 thereafter. De 3 f NAV all E Davs. R | 1 v wil vs. No ех id | 
Days at Purchase F Redemption Price. SIP, SWP, STP, Nominat Statutory 
Details: DSP Merrill Lynch Mutual f the Fund) was set up as a T 
are OSP Merrill Lynch Ltd. and НМК tment Pvt. Ltd. & ADIK 
F DSP N Fund tina {rom the opera ' 
t f me. Risk Factors: M 

3 ft 

Yet 

al ( 

ted il ^ 
3 1 
wf 
for 


. Fer more details, linea refer to the Key Information Memorandum cum Application 
Form, ‘which: is svelte ble at the ISC/Uistributor. Please d the Standard Offer Document before investing. 
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NEWS ROUND-UP 


The Silver Edge 


YOU SHOULD HAVE CELEBRATED NEW YEAR 
by gifting yourself a silver bar in 
January. Just four months down the 
line, your investment would have 
earned nearly 46 per cent, with prices 
having shot up from about Rs 13,000 


24000- Up, Up, Up, & Down 
22,000 
20,000° 


18,000 





degree of volatility as well, with 6-7 
per cent declines some days. Prices 
fell sharply on April 21, giving 
investors a shock. Says Suresh Nair, 
Vice-President, Kotak Commodity: 
“The market rallied too fast. The cool- 
ing off was expected.” 

However, the long-term trend is 
bullish, so see if you can use future 
corrections as well to invest. Analysts 
expect returns of 30 per cent in com- 


to Rs 18,953 per kg. In fact, prices 15.000- ing months, with prices expected to 
were at an all-time high of Rs 21,940 bounce back to Rs 25,000 per kg 
per kg before sliding. 14.000- 13.194 levels, "Don't expect wonders though," 


According to experts, a global 
demand-supply mismatch is behind 





says Ramrakhiyani. "It will take six to 
12 months to touch these levels." 


the price rise. This is primarily due to ә о00- 2 As a serious investment, the best 

Barclay's proposed Silver ETF yrs 2 * way to buy silver is in the futures 

(exchange-traded fund), which will к! = markets, says Nair. The impact cost is 
Prices in Rs in Delhi market Source: NCDEX = 


require Barclay's global investors to 
buy up to 130 million ounces of sil- 
ver (approximately 4,000 tonnes) 
prior to the ETF being approved. 
Industrial demand has also risen— 
almost 9 per cent in one year— 
driving prices up. 


Back To The Future 


INDIA'S F&O (FUTURES AND OPTIONS) MARKET 
has indeed come of age, with NSE 
(National Stock Exchange) today the 
world's largest in single stock futures. 
In January, it traded seven million- 
plus contracts beating nearest rival 
Euronext.life by almost six times. 
NSE also ranks number three in 
global index futures. 

F&O trading started on NSE in 
2001 and has more than doubled 
in the last three years. Remarkably, 
though, the share of single stock 
futures (SSF) trading alone has 
grown from 50 per cent since 
inception to almost 67 per cent 
last month. In fact, trades rose 
99.73 per cent (from Rs 
23,69,450 crore to Rs 47,32,507 
crore) between September 2005 








0 
| Exchange Contracts 


The overheated market is now in 
correction mode. A little more decline 
is expected, but once present соп- 
tracts expire, you could look at buying 
in, says Sunil Ramrakhiyani, Head 
of Commodity, IL&FS. There is a 


the market and this is leading to greater 
activity in this segment." 

While F&O market volumes are 
understandably multiples of the cash 
market, a comparison of the past six 
months is remarkable—in September 
2005, the cash segment's turnover 
was Rs 1,45,393 crore compared to 
F&O's of Rs 3,99,756 crore. 

The SSF segment has undoubt- 


Comparative Analysis— 
World Exchanges (Feb. 2006) 


VITH 74.4 


Nameof Number Мате 
f kx 


NSE, India. 74,43,178 | 


higher if you buy it physically. Buying 
a futures contract lets you buy more for 
lesser outgoes (you pay only margin 
money). Only hitch: you have to pay 
the margin money if the metal slips 
below purchase price. 

MAHESH NAYAK 


edly fuelled the surge in futures trading, 
reflecting not only the general opti- 
mism of the market, but also incr- 
easing market maturity. Interestingly, 
retail investors' share of this business 
is a staggering 63 per cent, unlike 
the West where it is largely an insti- 
tutional play. And today, the older 
carry-forward trading has been 
replaced by robust risk-control meas- 
ures, closely monitored by SEBI 
(Securities and Exchange Board of 
India) and the exchanges. 
However, don't imagine this 
means wide retail participation. 
Actually, some 200 NSE mem- 
bers dominate the market and of 
these the top 25 members have 
consistently controlled almost 40 
per cent of futures trades. Says 
Bhamre: "The Indian market is in 
the process of getting mature and 


JSt 3622216 | Eurex 


КА Mi LM 
OMX* 703,323 NSE, India 51,86,835 


*0МХ include Copenhagen, Helsinki and Stockholm Exchanges only 
Source: NSE 


and March 2006. Says Siddarth 
Bhamre, Derivatives Analyst, Angel З 
Broking: “Open interest (the number 
of outstanding contracts) is rising in 


liquidity is increasing. As this hap- 

pens, the market should start 

becoming more spread out.” 
AHONA GHOSH 
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Worst CAS Scenario 


Unless suitably amended, CAS in its present 
form is extremely consumer unfriendly. 


CAS: Customer friendly or not... 


WHO WANTS CAS OR CONDITIONAL ACCESS SYSTEM? 
Consumers don't want it, broadcasters are 
opposing it, and most cable operators are also 
against it. The Delhi High Court has ruled that CAS 
(now in force in Chennai only) be implemented 
across other metros. For some reason, CAS is 
being hailed as customer friendly. In its present 
form, it is anything but that. Says Bijon Misra, 
CEO, Consumer Voice: "CAS will only add to 
the consumers monthly bill." 

The present proposal has consumers paying Rs 
75 and taxes for 30 free-to-air channels. They pay 
extra for pay channels. Broadcasters have not yet 
announced a /a carte prices for channels, mean- 
ing consumers can't buy individual channels but 
have to buy the entire bouquet. This defeats the 
purpose of CAS, which was to give consumers 
choice. "Today, one gets all channels for Rs 
100-400 a month, depending on the locality 
one stays in. Under CAS, you will have to pay at 
least Rs 300 for a basic bouquet of all mainstream 
channels," says Misra. Consumers also have to 
pay for the STB (set-top box; Rs 2,000-4,000) 
and a monthly maintenance fee. In Chennai, for 
instance, consumers are not being allowed to 
pay a refundable deposit on STBs, even though 
STBs don't work across cities/localities. 

The consolation: since broadcasters and cable 
operators have not been able to sort out their 
issues, CAS is unlikely to be implemented this year 
at least. "By next year, direct-to-home (DTH) 
services will be readily available and CAS will 
automatically be rendered pointless," says a top 
broadcaster. Consumers, rest assured. 

ARCHNA SHUKLA 
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Rates Rule 


HERE'S ONE MORE OPTION FOR RISK-AVERSE INVESTORS ON THE LOOKOUT 
for short-term investment avenues—the 36-year-old south- 
based co-operative Repco Bank. It is offering interest rates 
that are 50 basis points to 1 percentage point higher than 
public sector banks. Repco's 1-3 year deposit eams 6.75 per cent 
against the 6.25-6.50 per cent of PSU banks (see box) and its 
above-three year deposits earn 7.5 per cent. The bank, which is 
registered as a co-operative society, has the Indian Government 
holding a 47 per cent stake and the state governments of 
Kerala, Tamil Nadu, Andhra Pradesh, and Karnataka the rest. 
However, factor in the main risk associated with Repco—the 
recent history of several co-operative banks going bust. 
ANAND ADHIKARI 





More Than PSUs 


Riding The IPO Wave 


IMPRESSIVE IPO (INITIAL PUBLIC OFFERING) RETURNS IN THE PAST TWO 
YEARS have prompted Standard Chartered Mutual Fund's latest 
Enterprise Equity Fund. The three-year, close-ended fund, pri- 
marily investing in equity IPOs, hopes to gain from post-listing 
premiums. Says Naval Bir Kumar, Managing Director, Standard 
Chartered AMC: "We think more than 250 companies are 
slated for listing in the next two-three years." Interestingly, the 
fund won't invest in issues below Rs 10-20 crore, which 
eliminates penny stocks. Chief concerns: the primary market 
looks good now, but will suffer when sentiments turn bearish, 
impacting the fund's returns. Second, the fund will miss out on 
long-term gains post listing, as it is mandated to offload stocks 
(irrespective of gain or 
loss) 15-20 days after 
listing. Says Hemant 
Rustagi, CEO, Wisein- 
vest: "The scheme is 
bad for long-term inve- 
stors." This one's fine for 
short-term players who want 
to ride the IPO wave. 
MAHESH NAYAK 
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Repco Bank: For the risk-averse 
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INTERVIEW: Ashu Suyash, Country Head, Fidelity International 


“Over Time, Equity Beats All Asset Classes” 


independent asset management 

company, with over $1.2 tril- 
lion (Rs 54,00,000 crore) assets 
under management and a clientele of 
over 20 million. In an interview 
with Nitya Varadarajan, Ashu 
Suyash, Country Head, Fidelity 
International, says: "We don't 
believe in launching a slew of funds; 
we believe in steady growth and 
good returns." Excerpts: 


[> THE WORLD'S LARGEST 


What would you label as Fidelity's 
special strength? 

Our in-house research; investments 
are undertaken only after we meet 
companies, check out their busin- 
esses, and are satisfied on various 
parameters, We also have a strong 
global research base, which maps 
out trends in India versus other 
markets, which we leverage here. 


How are you playing the Indian market? 
We feel this market is nascent and 
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has tremendous potential. Com- 
pared to others, we tend to have 
fewer funds. We would first like 
to complete our basic portfolio. 
Today, we have about Rs 3,600 
crore assets under management, 
and an investor base of 500,000. 
The budget announced that dome- 
stic funds could go offshore; once 
the final guidelines come in, we 
will be well positioned for this, as 
we have the best global fund range. 


Isn't retail participation in mutual funds 
still poor? 

People have been conservative and 
are just beginning to look beyond 
conservative avenues of savings, 
like fixed deposits. There are just 
2.5 lakh unit holders today—aware- 
ness has to grow before mutual 
funds become more popular at the 
retail level. We undertake wide 
intermediary education even before 
a fund is launched, so that people 
understand asset classes and how 
long-term investors can gain. 


Fidelity is said to actively discourage 
fund churning. Tell us how you ensure 
this? 

We know how excessive trading in 
a fund can hurt other investors, so 
we introduced the exit load. We 
turn down applicants if we find 
they are market timers, or if the 
offer document is not filled prop- 
erly, raising suspicions on other 
grounds like money laundering. 
Our Know Your Customer norms 
are more stringent than market 
practice. SEBI (Securities and 
Exchange Board of India) has only 
recently disallowed new fund expe- 
nses being amortised over five years. 


“уе don't believe in launching a slew 
of funds; we believe in steady growth 


and good returns" 
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But at Fidelity, we have always kept 
an entry load of 2.25 per cent; all 
other costs are borne by the AMC 
(asset management company). 


What kinds of schemes can investors 
expect? 

We have been the first to intro- 
duce the Special Situation Fund and 
also the Multi-Manager Cash Fund. 
Fidelity Equity Fund (Growth) has 
delivered 78.50 per cent returns 
since inception, outperforming the 
benchmark BSE (Bombay Stock 
Exchange) 200 by 15.12 per cent. 
We also launched the Fidelity Tax 
Advantage Fund. 


What makes your Special Situation 
Fund different from other contra funds? 
Every contrarian pick makes for a 
special situation, but contra funds are 
just a sub-set of special situations. 
Our investing mandate is far wider. 
For instance, we don't stop with 
turnarounds in companies, or those 
with under-appreciated growth, or 
even out-of-favour stocks. We could 
also look at companies that sell at 
significant discounts to assets, or 
those with a unique product. Other 
picks may be potential candidates for 
mergers and acquisitions, or those 
where the management is 
restructuring business. 


Finally, how should investors react to 
the market today? 

Valuations are at the high end of 
historical ranges. However, the 
underlying long-term trends remain 
positive as key drivers stay. Investors 
must remember that equities are for 
long-term investing and that over 
time equity outperforms all other 
asset classes. To beat market volatil- 
ity, investors can buy systematic 
investment plans (siPs), which enable 
them to take advantage of cost 
averaging by regular investing. 


` Latest 


Hits 


They are not brand new, 
but these funds are 
winning at the box office. 
ANAND ADHIKARI 





s 9U WOULD LIKE THE RETURNS 


of equity without the risk. So 

would we all. Unfortunately, 
that's not possible in this less-than- 
perfect world. What's next best? 
To try and find the best possible 
entries into an overheated market. 
Every investment advisor will tell 
you that playing the market is all 
about timing and hedging your bets. 
But there's nothing more difficult— 
you can never predict when the 
market is going to peak or bottom 
out. Even at a Sensex level of 12k, 
there are enough voices telling you 
there's still some steam left. 

For the average investor, the 
safest way to get into equity and 
avoid the whole issue of timing is 
via mutual funds. In recent times, 
the biggest attraction in the fund 
universe has been glamorous new 
fund offerings or NFOs, which have 
managed to garner huge amounts. 
But is there a safer bet? 

Yes, say fund managers, pointing 
to an interesting variant on the 
theme. Investors should not look 
at NFOs themselves but at recently 
listed NFOs that tapped the market 
when Dalal Street was below 10K. 
Says K.K. Mital of Escorts Asset 
Management Company, “Any newly 
listed NFO that has fully invested its 
corpus offers potential for returns, 
going forward." Whereas, as Mital 
points out, any NFO today will take 
time to invest its entire money into 











HDFC Long-Term Equity Fund Dec. 05 CN a 10.50 45 ES 
Prudential ICICI Sept. '05 46 14.69 46 
Infrastructure Fund - E NIME 
Franklin India Flexi Cap = March '05 69 16.64 " 66 NW 
Principal Junior Cap Fund May '05 88 14 40. 
Fidelity Equity Fund April '05 70 15.74 57 

^ All schemes are dividend plans *For April '06 Source: AMFI/ Market 


the market. In addition, there is the 
additional cost of entry loads that 
comes with NFO investments. 

Unlike IPOs (initial public 
offerings), mutual fund schemes are 
listed exactly at par or below par. 
And when the portfolio value goes 
up (say after three or six months), 
the NAV (net asset value) also inches 
up, which prompts many investors 
to immediately exit the scheme. 
This promptly lowers the NAV. 
“NAVs of newly listed NFOs are 
always under pressure as short-term 
investors get out soon after listing,” 
says the CEO of a private sector 
mutual fund. 

And that’s where your oppor- 
tunity lies. Always study the NAV 
pattern, look for good schemes 
among recently listed NFOs and see 
how you can benefit from timing 
your entry into the market at the 
below-12K level (see table). Newly 


listed schemes are less risky because 
they have some track record, a 
readymade portfolio, and inv- 
estments have already been locked 
in at below 12K levels. Take care 
only to try and buy in lots, so that 
you can exploit the law of averages, 
and go for a fund house with 
proven credentials. 

There is another route to taking 
exposures in existing schemes, and 
that is through a fund of funds, 
which is a vehicle that invests only 
in existing schemes. In fact, a fund 
of funds is an ideal instrument if 
you wish to invest large sums of 
money into existing schemes. For 
instance, if you plan to invest Rs 1 
lakh in five existing schemes, it 
makes sense to invest the entire 
sum in one fund of funds, maybe 
two, which will not only reduce 
your entry cost but also offer you a 
much larger diversification. 
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Year Of The Tortoise 


Old economy stalwarts like capital goods and consumer durables outpaced 
the zippy IT and pharma sectors. MAHESH NAYAK 


HE JUST ENDED FINANCIAL YEAR 

has been significant in more 
ways than one. Not only did 

the Sensex touch record heights, it 
did so on the back of some sturdy 
performance from old economy 
companies. In fact, contrary to exp- 
ectations, the hot new sectors like 
infotech and banking looked a bit 
frayed at the edges through the year. 
Expectations of the country’s 
economic boom continuing una- 
bated helped old economy compa- 
nies in areas like engineering, 
construction and infrastructure. The 
capital goods sector stayed 
strong on sustained buying 
in engineering and con- 
struction stocks, with the 


benchmark BSE (Bombay Stock 
Exchange) Sensex (74 per cent). 
“Price rises and increased volumes 
lifted the FMCG sector,” says Iyer. 
On the other hand, a strong sec- 
tor like banking suffered from tight 
liquidity, falling deposits, and rising 
interest rates, which impacted banks’ 
other income. The sector posted 
the worst performance among 
indices at 37 per cent. 

Another shock came from 
pharma, with large companies like 
Ranbaxy Labs and Biocon pulling 
down the overall performance of 


SECTOR VECTORS 


NDEX 


CLOSING 


and Videocon Industries 79 per 
cent. Says Sreesankar: “The lack 
of pricing power has been the key 
reason for the comparative under- 
performance of other consumer 
durable companies.” 
Yesteryear's star IT Index 
returned only 49 per cent, and that 
was driven by financial technology 
companies. Leading lights like 
Infosys (32 per cent), TCS (34 per 
cent), Patni Computers (23 per 
cent), and HCL Infosystems (14 per 
cent) gave a subdued show. 
Although companies like Bharti 
Tele-Ventures, Television 
Eighteen, Adlabs, and VSNL 
(Videsh Sanchar Nigam 
Ltd) gave excellent returns, 





index gaining 156 per cent BSE SECTORAL INDICES 


the effort was not enough 
to touch 8,170. Stocks like , 


to push the Tech Index 


)6 MAR 31 05 CHAN 








А акаа" 


BHEL (Bharat Heavy  CapitalGoodsindex 817056 — 319217 155% above the benchmark. Say 
Electricals Ltd), Siemens, Consumer Durables Index — 321233 — 1491089 11544 analysts: “The relative und- 
BEML (Bharat Earth Movers FMCG Index 220145 105335 10994 erformance of IT and tech 
Ltd), Gammon India, L&T Sensex 11,279.96 649282 7373 was because interest shifted 
(Larsen & Toubro), Praj  TechIndex — 271312 173? 5665 — towards old economy and 
Industries and Crompton Healthcare Index 3,858.1 255158 5120 infrastructure companies.” 
Greaves were the major Information Technology Index 403029 2701.35 492 Overall, the perform- 
gainers, with stock prices  P§U Index 611488 4245.73 14402 ance of most sectors was 
doubling during the year.  Bankex 526524 384796 3683 satisfactory but the year 
"Increasing capex and Source: CME ahead spells caution. Says 


spending on infrastructure 
development augur well for capital 
goods; the area is seeing continuous 
investor interest," says R. Sreesankar, 
Head (Research), it &rs Investsmart. 
In fact, according to Shriram Iyer, 
Head (Research), Edelweiss 
Securities, even though sectoral 
calls are difficult at current mar- 
ket levels, the capital goods sector 
belies this (even now). 

Renewed buying also helped the 
FMCG or fast moving consumer 
goods (110 per cent) and Consumer 
Durables (115 per cent) indices to 
post gains, outperforming the 
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the Healthcare index. The index's 
51 per cent gain came from select 
large- and mid-caps like Cipla, 
Aurobindo Pharma, GlaxoSmith- 
Kline, Divi's Labs, Lupin, and Sun 
Pharma. In the past year, these 
stocks grew investor wealth by 80- 
160 per cent. 

Again, the 115 per cent gain in 
the Consumer Durables index came 
mostly from select stocks and not 
overall sector performance. Titan 
Industries rose 279 per cent fol- 
lowing the surge in gold prices, 
while Blue Star rose 180 per cent 


Rushabh Sheth, Director, 
Karma Capital: *Re-rating across 
all sectors in the Indian equity 
market is over. From here, inflows 
will slow down, as concerns over 
oil and commodity prices put pres- 
sure on input costs. Corporate 
performances will be the reality 
check for most companies and 
their stock valuations." 

While some sectors like banking 
might turn surprise aces, overall, 
sector-wise decisions are not going 
to be easy in coming months. Your 
best bet would be to stick to bot- 
tom-up stock-picking. 
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EQUITY DIVERSIFIED FUNDS 















SBI Magnum Comma Fund-Growth 
Deutsche Alpha Equity Fund-Growth 
Reliance RSF-Equity-Growh —— 
Sahara Midcap Fund-Growth - 

HSBC India Opportunitites Fund-Growth 
PEER AVERAGE 
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TAX PLANNING FUNDS 

1 ABNAMRO Tax Advantage Plan-Growth 

2 Prudential ICICI Taxplan-Growth — — 

3 HDFC Taxsaver-Growth 

4 Taurus Libra Taxshield "eI de 
5 ING Vysya Tax Saving Fund-Growth 








SECTOR FUNDS 

1 SBI Magnum Sector Umbrella-Pharma-Growth 

2 UTI Thematic Basic Industries Fund-Growth _ 

3 SBI Magnum Sector Umbrella-Infotech 

4 Reliance Pharma Fund-Growth b. 
5 Prudential ICICI Technology Fund-Growth 


PEER AVERAGE 


BALANCED FUNDS 

1 JM Balanced-Growth AL 
2 SBI Magnum Balanced Fund-Growth 
3 FT India Balanced Fund-Growth 
4 

5 












Franklin India Balanced Fund-Growth — —— — 
UTI Balanced Fund-Growth 


MONTHLY INCOME PLANS 

. Reliance MIP-Growth — &— i rn 
Prudential ICICI Income Multiplier Fund-Cumulative 
Prudential ICICI MIP-Cumulative — 
HSBC MIP-Savings Plan-Growth 
ABN AMRO MIP-Growth 

PEER AVERAGE 
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INCOME FUNDS 
1 Chola Income Plus-Growth 

JM Equity & Derivative Fund-Growth 
Benchmark Derivative Fund-Growth 
PRINCIPAL Income Fund-! P-Growth 

Prudential ICICI Blended Plan-Option B-Growth 
PEER AVERAGE 


Absolute one-morith returns in per cent as on April 28, 2006 
Source: MutualFundsindia.com 










2 
3 
4 
D 


Value-picker's Corner 
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PETRONET LNG; PRICE: RS 59 


AS NATURAL GAS COMPANY PETRONET LNG EXPANDS ITS DAHEJ 
terminal from 5 МТРА (million tonnes per annum) to 12.5 
MTPA, its net profits for the quarter ended December 31, 
2005 grew to Rs 49.6 crore, from a loss of Rs 0.4 crore in 
the previous corresponding quarter. Meanwhile, net sales 
nearly doubled to Rs 1,030 crore. Existing lenders to the 
Dahej project have expressed confidence in the company, 
agreeing to extend an additional Rs 1,230 crore to it. 
The expected boom in the LNG sector and Petronet's access 
to funds for expansion is making analysts take a second look 
at this stock. Brics Securities recommends a buy, with а tar- 
get price of Rs 90 per share. 

MAHESH NAYAK 


Trend-spotting 
Closing The Ga 










FIXED 


8.75 9.50 





State Bank of India. 


ICICI Bank 850 9.25 
Bank of Baroda 8.25 9.25 
*5-10 year loans Figures in per cent Source: Banks 


THE GAP BETWEEN FIXED AND FLOATING RATE HOME LOANS IS 
closing in fast. Is it time to shift to fixed rate loans? Not just 
yet, say experts. With the recently announced Credit Policy 
also not tinkering with interest rates, the long-term interest 
outlook looks fairly benign if there are no major oil shocks 
(and there could be). Earlier this year, top lenders (HDFC, 
ICICI Bank, SBI) already hiked rates by 25-50 basis points, 
and “there may be only a moderate (25-50 basis points) in- 
crease in the near future,” says Neeraj Swaroop, CEO, 
Standard Chartered Bank. Overall, the expert consensus is 
to stick to floating rates for the time being. m 

ANAND ADHIKARI 
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BECKONING CAREERS 


Its Pouring Jobs 


Almost every sector is in hiring mode. Thousands of jobs are being 
created every day. Here's a look at which sectors are hotter than the rest. 
KAPIL BAJAJ AND AMAN MALIK 


I ALMOST TOO GOOD TO BE 


true. India Inc. just can't seem to THE COMPLETE e183 TO YOUR NEXT JOB 


fill up the jobs it is creating; and 
job seekers just can't stop revelling 
in this never-before employment 
boom. Every headhunter, every HR 
(Human Resource) head, every 
recruiter one talks to says the same 
thing: the companies are recruit- B 
ing big time across the board; job 
opportunities often outnumber | THE HOTTEST SECTORS 
potential employees and salaries Financial services (asset management, private equity, investment banking and 
are heading north like never before. regular banking), IT & ITES, healthcare, real estate, retail services, FMCG, 

"This is the mother of all job | automobiles, aviation, travel and 1 hospitality, telecom, and consulting. _ P 
booms," says Kris Lakshmikanth, 
Founder Chairman and Managing THE LEVELS 
Director of The Head Hunters | TOP management: CEOS, CFOs, Head of HR, Head of Quality: 
India, a Bangalore-based executive Middle management: CTOs, Marketing & Sales Managers, 
search firm. “I have never witnessed Finance Managers, HR Managers; and junior and entry levels. 


ubi eara cars Automobiles, _ THE PREFERRED HIRES (IN NO PARTICULAR ORDER) 

retail, mall management, health. ` People from marquee institutes (IIT, IIM grads); people from marquee employers 

care, infrastructure, telecom, gar- (candidates who've worked in companies like HLL, Infosys, Tata Steel, etc.): 

ments, fashion, media... all of them people with relevant experience (domain specialists, not necessarily from top 
institutes or Grade A companies); CAs, lawyers and fresh graduates from Tier | 


are recruiting. And I’m not includ- Н LA 
ing the software or business process | Nontechnical colleges (St. Stephens, St. Xavier's, ес) 


outsourcing (BPO) industries as they ANNUAL SALARY LEVELS 
have traditionally been very 
aggressive recruiters anyway." 
"The war for talent is definitely 
hotting up," says Venkat Shastry, 
Partner, Stanton Chase India, 
another leading search firm. 
"There's a real shortage of mid- to 
senior-level managers and domain 
experts who can execute and man- 
age projects coming up to cater to 
the explosion in demand." 
Expectedly, the information 
technology sector is generating the 


сте a Le 





MDs, CEOs: Rs 1.5-3 crore; EDs, 0005, Presidents, Functional heads: 
Rs 50 lakh-1.5 crore; Vice Presidents, General Managers: Rs 15-50 lakh; 
at lower levels: Rs 2.5-15 lakh. The variable component of salaries at 
mid-to-senior levels can vary between 10 and 40 per cent. 


Five top IT (information technology) companies 
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largest numbers. Between them, 
two of India's rr Big Three, TCS and 
Infosys, plan to hire about 50,000 
new faces this year. Add Wipro, 
Satyam and HCL to this list and that 
number doubles immediately. 
Business process outsourcing firms, 
too, are adding big numbers. 
“Genpact will recruit 8,000-10,000 
people across all levels this fiscal,” 
says Ashok Tyagi, Senior УР 
(Enabling Services) at India's largest 
BPO company. “То tap the best tal- 
ent, we have set up hiring plat- 
forms, called Launchpads, in 
Kolkata, Delhi, Kochi, Indore, 
Lucknow, Dehradun and Vish- 
akhapatnam. People can just walk 
into any of them with their Cvs and 
walk out with offer letters. The best 
part: we plan to set up 30 more 
Launchpads in the coming year." 

Almost every consulting firm is 
on a hiring binge as well. *We're 
looking at a 20 per cent net addition 
to our talent pool this year," says 
Jagjit Singh, Director (HR), Ernst & 
Young India. He, however, did not 
reveal the absolute number he will 
hire this fiscal. 

Recruitments are broadly hap- 
pening across three levels. Says 
Ronesh Puri, Managing Director 
of Executive Access, another leading 
search firm: “Ат top management 
levels, companies are mostly hunting 
for CEOs, CFOs, HR heads and 
Quality heads. At middle manage- 
ment levels, the greatest demand is 
for CTOs, Marketing and Sales 
Managers, Finance Managers and 
HR Managers." Adds Ravi Bhatia, 
CEO, Gilbert Tweed Associates, 
India: *A large chunk of the 
recruitment is taking place at the 
entry level, as well." Says G.D. 
Sharma, Vice President and Head 
(HR), ECC Division, Larsen & 
Toubro: “We plan to hire 3,000 
new people this year." 

The obvious question here is: 





Stanton Chase's Shastry (L) and Executive Access's Puri: Yet more headhunting 





Genpact's Tyagi: “We will recruit 8,000-10,000 people across all levels 


will hire a total 100.000 new faces this fiscal 





s | oday 


the IIT-IIM types? Or is there 
hope for all those sloggers 
who've graduated from lesser 
colleges and universities, but 
consider themselves no less 
talented than their peers from 
brand name institutes? 
Multinational corporations, 
Tier 1 consultancy firms and 
top investment banks continue 
to prefer ПМ grads. But Shastry 
says the steroid-charged 
growth of the economy is 
generating huge demand for 
candidates passing out of Tier 
п technical and management 
institutes. “India Inc. is ready 
to invest in these candidates 
for a long-term play,” he says. 
Adds Lakshmikanth: “Rele- 
vant experience matters most. 
If two candidates have similar 
experience, companies will 
prefer the IIM tag. However, 
most companies will prefer a 
candidate from, say, a gov- 
ernment university, over an 
IIM alum if the former has greater 
exposure and experience in the 
industry concerned. Broadly, com- 
panies use two criteria for evaluat- 
ing candidates: marquee education 
(ПМ, IIT, CA, etc.) and marquee em- 
ployer (experience of working at 
Hindustan Lever Ltd, Infosys, 
Accenture, Tata Steel, etc.)." The 
implication: the ideal candidate 
should have both. But the right can- 
didate can have only one, preferably 
the latter. One rider, though: com- 
panies are beginning to lay a pre- 
mium on stability. *Job hoppers 
are not preferred," says Puri. 

“We hire undergraduates for 
front-end jobs, university degree 
holders as supervisory staff and pro- 
fessionaly qualified people for 
positions above that. For example, 
a typical visual merchandiser will be 
a National Institute of Design grad- 
uate. And the people managing the 
supply chain and other senior man- 
agement functions will be MBAS,” 
says Sanjay Jog, Head (HR), 
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L&T's Sharma: “We plan to hire 3,000 people” 


Pantaloon Retail, which is hiring 
500 people every month. 

Another trend is becoming 
evident in the recruitment mart. 
Several companies—like HLL, 
Wipro, Deloitte, Google, 
McKinsey, Goldman Sachs, E&Y, 
India Bulls, KPMG, Kotak Wealth 
Management, Hewitt Associates, 
Balaji Telefilms, Indian Hotels, 
Siemens, Axis Risk Consulting and 
Mercer—are plucking talent from 
colleges and universities. 

“It’s a win-win situation. 
Students from St. Stephens, Shri 
Ram College of Commerce and 
Lady Shriram College in Delhi 
and their equivalent institutions 
in other cities can find jobs on the 
campus itself, while companies get 
people they can train on the job, at 
a fraction of what it would cost to 
recruit MBAs,” says Puri. All these 
companies hire graduates as 
Trainees/Management Trainees 
(designations vary) and research 
analysts. Quite a few of the SRCC 





types also do their СА arti- 
cleships with these compa- 
nies. Moreover, media com- 
panies have been coming to 
these colleges (especially: St. 
Stephens and LSR) for some- 
time now. This year, India 
Today, The Economic Times, 
Star News, IBN, etc., hired 
people from these colleges. 
This is because they run jour- 
nalism/media courses that 
are considered good. Their 
salaries: Rs 2.5-6 lakh per 
annum. “We are hiring non- 
technical graduates for jobs 
in PR, accounts, etc.,” says 
L&T's Sharma. 

There’s also a massive 
demand for CAs, lawyers and 
people with degrees in cor- 
porate/mass communications. 
CAs have always been in 
demand and are, perhaps, 
the only professionals who 
come close to the MBAs in the 
salary sweepstakes. Five years 
ago, top law firms could have hired 
fresh lawyers at Rs 5,000-7,000 
per month. This has risen to over 
Rs 35,000 now. 

CEO salaries have also gone 
through not just the roof, but the 
stratosphere as well. *The ballpark 
figure for a CEO's annual salary is 
Rs 1.5-3 crore," says Puri. Adds 
Lakshmikanth: *A leading busi- 
ness house with interests in auto- 
mobiles and resorts is looking for 
two senior people to handle con- 
struction of new projects. Its offer: 
Rs 40 lakh per annum plus stock 
options; this is double of what it 
was offering for a similar position 
last year. Then, again, there's a 
first generation hotelier who's plan- 
ning a public issue. He has com- 
missioned us to recruit a CEO to 
handle investors and related issues. 
His offer: Rs 50 lakh per annum. 
And his company has a turnover of 
only Rs 35 crore." 

So, if you're looking for a job, 
you know where to look. 
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Out Of 'Thin Air 


There's a niche demand for eco-specialists. 


RNST & YOUNG IS PLANNING TO SCALE UP ITS 
Environment & Sustainability Services practice in 
India by nearly 25 per cent in the next six months 
alone. Why? Implementation of the Clean Development 
Mechanism related to Kyoto Protocol is likely to throw 
up huge opportunities in India. Environment clearances, 
audits and other such certifications will fuel a demand for 
professionals with environment-specific domain expertise. 
“The sustainability solutions sector is showing robust 
growth. We are hiring at all levels, especially in the areas 
of Clean Development Mechanism, Corporate 
Sustainability Reporting and Energy Solutions," says 
Sudipta Das, Partner (Risk & Business Solutions), E&Y. 
SHALINI S. DAGAR 


THE BIGGER PICTURE 

















| Let the best employer find 


you - TODAY 


Take this chance of getting noticed by top 


employers hiring on Monster... 
Post your resume for FREE 


monster.com 


Over 2,00,000 job opportunities. 6000 companies. 


COUNSELLING 


HELP 
TARUN! 


Q: | am a 25-year-old commerce graduate working as a 
medical representative. | am also pursuing a PGDBA. | am 
concerned about my career growth. Can a commerce 
graduate be successful as a sales exec? If not, 1 would like 
to shift to the financial sector. Please advise. 


As a medical representative, your commerce back- 
ground could come in the way initially. However, 
your performance and skills can eliminate any bias on 
that front. If you want to change your field to 
finance, | would suggest you do so after completing 
your PGDBA. A good way to start could be in sales of 
financial services. If you want to specialise in any par- 
ticular field e.g., insurance, then you could do a cer- 
tificate course in that specific area. 


О: | am 23-year-old and doing B.Com. | want to do 
MBA or master's in e-commerce from Australia. | want 
to settle down in that country. 


An MBA would have wider scope in that you could be 
suitable for a variety of fields. A master's in 
e-commerce would be a good specialisation in a 
growing industry. You need to decide based on your 
long-term interests. 

Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 





Zensar Technologies Ltd., Delivery 
Head - Center Manager, Hyderabad, 
15 - 20 Years, 1963500 

The candidate must create sufficient band- 
width at Hyderabad to provide a viable 
project delivery alternative to Pune. He must 
manage HR, administration, IT applications 
and infrastructure. 


Infotech Enterprises Ltd., Vice 
President, Delhi, 10 - 20 Years, 
1987619 

The candidate must have experience of 
handling sales teams in sales of IT products, 
services and solutions at enterprise levels. He 
must have managerial experience in handling 
various aspects. 


Aditya Birla Group, Head- 
Manufacturing, Baroda, 15 - 20 Years, 
1900751 

"The candidate must co-ordinate with 
production planning for fixing plans for 
individual departments: He must oversee the 
production of entire range of solid and 
hollow insulators and lightning arresters. 


UGS India Pvt. Ltd., PLM Delivery 
Manager, Pune, 10 - 15 Years, 1965220 
Gathering project requirements, scoping, 
effort estimation, solution architecture, 
creating project proposals and design 
documentation for PDM / PLM projects will 
be required. 


Transasia Biomedical Ltd., General 
Manager: Marketing, Mumbai, 

12 - 15 Years, 1841586 

The candidate would be supporting a large 
sales team all over India with sales / 
markcting strategies, advertising, direct 
marketing etc. He should have worked as head 
of product management, sales & marketing 
of medical / pharmaceuticals or office 
automation equipment.. 


Xambala, Software Director, Chennai, 
10 - 25 Years, 1862640 

The candidate must have expert knowledge 
on LINUX, real time systems, LINUX kernel, 
low latency kernel experience, OS Internals, 
IPC, Process, threads, mutex, shared memory, 
pipes, filters, multi processor core usage, etc. 





Ybrant Technologies Pvt. Ltd., 
Director - Technology, Hyderabad, 

8 - 12 Years, 1889176 

The candidate must manage the technical road 
map for all the client service teams. He must 
design the software products wherever 
required and take the strategic decisions on 
technologies to adopt. 


Pacific Ventures Group, Delivery 
Manager, Gurgaon, 18 - 20 Years, 
1954977 

The candidate should have experience in 
project handling, well versed with quality 
processes, large team handling. He must have 
excellent communication & presentation 
skills. 

ISEO Systems Pvt. Ltd., Director 
Delivery Management, Chennai, 
12-18 Years, 1944257 

The candidate will be responsible for overall 
quality and customer satisfaction - for the 
assigned BU or an industry vertical/ 
technology. He must interact with clients/ 
customers in progress reporting and track 
satisfaction. 


ICICI One Source, GM Training, 
Bangalore, 12 - 20 Years, 1983494 

The candidate must set up systems and 
processes for managing the training function. 
He must identify ‘Critical To Quality’ metrics 
[CTQ's] and ensure that the training metrics 
are customer driven. 


Netmagic Solutions Рут. Ltd., VP 
Sales, Mumbai, 15 - 20 Years, 1930868 
The candidate must plan, organize strategies, 
co-ordination communication within the team 
would be the essence. He must have prior 
experience in an IT/ ISP/ Data Centre/ 
Telecom Industries in a similar position would 
be preferred. 


Wipro Limited, General Manager — 
Corporate Brand, Bangalore, 

10 - 15 Years, 1869128 

The candidate must have experience in 
branding. He should be a self starter with the 
ability of independently driving initiatives. He 
should have ability to write well with high 
quality that can be spoken, published at 
international level. 


Atlas Copco (India) Ltd., Head - 
R&D and Calculations Services, 
Mumbai, 14 - 22 Years, 1979608 

The ideal candidate is a result-oriented and 
experienced professional with a proven track 
in managing R & D projects where CAE is 
extensively is used. Experienced in core 
development of compressors is an added 
advantage. 


Gati Limited, General Manager - HR, 
Chennai, 12 - 15 Years, 1950599 

То actively participate and assess manpower 
requirements for the sales and operations 
team in consultation with head / chief of 
business operations / functional in order to 
align the same to business requirements, 
monitor manpower budgets, conduct attrition 
analysis & develop action plan to control 
attrition. 

Larsen & Toubro Limited, Industrial 
Relation - Manager / DGM / GM, 
Mumbai, 10 - 25 Years, 1918820 

He should have been actively involved in or 
have led collective bargaining agreement 
negotiations. 


Karle Group Of Companies, 
Manager- Merchandising, Bangalore, 
15 - 20 Years, 1967654 

The candidate should. have excellent 
managerial skills, innovative and be totally 
system driven, computer savvy with 
convincing & negotiating skills, capable of 
independently heading a large team of 
merchandisers. 


Gates Computing Pvt. Ltd., Business 
Development Manager, Mumbai, 

10 - 15 Years, 202229 

Work with center staff to provide the 
necessary service required for on - going 
customer satisfaction, support customer 
acquisition activities including trade shows, 
networking functions, email marketing and 
seminar events, prepare written presentations 
and proposals. 


Sampoorna Computer People, Sr. V P 
/ Director — Delivery/ Technical, 
Chennai, 18 - 22 Years, 1928031 

The candidate must lead large & multiple 
teams to produce high quality, scalable, 
enterprise class applications / products. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Hoerbiger, Senior Developer, Pune, 
4 - 6 Years, 1978691 

The candidate must have excellent 
communication skills liaising with 
international companies, clients and service 
providers. He must also have experience with 
bug tracking and revision control systems. 


Oracle India Pvt. Ltd., Program 
Manager : Product Development : 
J2EE, Bangalore, 10 - 15 Years, 391218 
The candidate must have the familiarity with 
Oracle database, application server and 
developer suite products or similar 
competitive offerings. He must also have the 
Yowledge of UNIX, Windows, JAVA, J2EE 


development environment. 


Polaris Software Labs, Sr. Developers, 
Chennai, 5 - 8 Years, 1960538 

The candidate must work out a plan for 
development and then implement the 
customized plan. Hc will provide technical 
support for module. He will also be 
responsible for designating work for the team 
members and for the quality of the work 
products. 


Satyam Computers Services Ltd., 
C++ on Symbian, Bangalore, 

2 - 6 Years, 1977134 

The incumbent must be strong at C++ 
programming on Symbian platform. He must 
have experience in C++ programming on any 
Operating system. He must also have the 
knowledge of other object oriented 
programming languages. 


»Varite India Pvt. Ltd., Webmethods 
Developer, Noida, 2 - 6 Years, 1978565 
The candidates must have extensive 
development experience in web methods. He 
must have worked on trading networks, 
adapter, broker, integration server. 
Knowledge on Modeler is desirable. 


Cyberthink Infotech, HTML 
Programmer, Ahmedabad, 2 - 4 Years, 
1978627 

The candidate should have strong CSS2.0 
(advanced CSS) design, JavaScript 
programming and development skills. He 
must semantically code XHTML to W3C 
standards. 


Honeywell, Electronics Simulation 
Engineer, Bangalore, 4 - 6 Years, 
1979243 

The candidate must have experience in 
modeling and simulation of high frequency 
analog circuits. He must have proficiency in 
using simulators such as Saber/ Pspice & 
Matlab. 


Sierra Atlantic Software Services Ltd., 
Oracle Apps Technical Consultant, 
Hyderabad, 3 - 6 Years, 1969155 

'The candidate must have experience in 
making reports, interfaces, customizations, 
forms. He must have worked on financials 
and manufacturing modules. He must also 
have knowledge of Oracle Apps and must be 
able to lead a team. 


Perot Systems, Mainframe System 
Programmer, Bangalore, 5 - 20 Years, 
1979467 

The candidate must have the knowledge of 
Control/T, VTS, or ATL. He must have 
strong diagnostic skills and also requires ISPF 
skills, SDSF, IBM Utilities, and JCL. 


Third Eye Technosoft Pvt. Ltd., SAP 
QM Principal Consultant, Mumbai, 
6 - 20 Years, 1966451 

The candidate must have experience as SAP 
OM Principal Consultant. He must also have 
3 full life cycle projects implementation 
experience. He must have the knowledge of 
various other SAP modules. 


EMC Data Storage Systems (I) Pvt. 
Ltd., Software Development 
Engineers, Bangalore, 2 - 5 Years, 
1962590 

The candidate must have experience in 
software development on UNIX and 
Windows. He must be able to analyze and fix 
customer defects, 


Patni Computer Systems Ltd., УС++ 
Developer, Mumbai, 2 - 6 Years, 
1960138 


The candidate must have ехрепепсе in client - 


server programming. Не must have the 
knowledge of encryption algorithms, wireless 


security, networking protocol implementation, 


socket programming. 


Aztec Software & Technology 
Services Ltd., Technical Manager, 
Bangalore, 10 - 15 Years, 1981582 

The candidate will be the owner of the 
technical approach section. Inputs from 
technical managers or technical leaders need 
to be ratified by the architect before it's sent 
to the customer. 


Infosys Technologies Ltd., Weblogic 
Administration Responsibilities , 
Hyderabad, 3 - 10 Years, 1962272 


The incumbent must have experience in 


deploying web / EJB / enterprise applications ; 


even on the cluster. He must have knowledge 
on configuring security realms and SSL using 
performance testing tools like Grinder, Wiley 
Inters Cope, Load Runner. 


Symphony Services, AS-M2-Windows 
Engineer, Bangalore, 3 - 5 Years, 
1978250 

The candidate must have good С / C++ 
programming experience with good object- 
oriented analysis and design skills. He must 
also have windows driver development 
experience with excellent knowledge and 
experience of the Win32 API 


Uniken Systems Pvt. Ltd., Developer - 
PHP, Pune, 1 - 3 Years, 1861957 

The candidate must create, develop/ test/ 
produce environment. He must be able to 
create code template and document template 
and also skeleton system. 


ILANTUS Technologies Pvt. Ltd., 
Senior JAVA Developers, Bangalore, 
2 - 5 Years, 415324 


The candidate must have the knowledge of 


J2EE, XML, HTML, C, C++, TCLI/ TK, 


Perl, Shell Scripting. He must also have the 
knowledge of MS Active Directory / LDAP. 


UGS India Pvt. Ltd., PLM Delivery 
Manager, Pune, 10 - 15 Years, 1965220 
The candidate must gather project 
requirements, scoping, effort estimation and 
solution architecture. He must create project 


proposals and design documentation for 
PDM / PLM projects will be required 


know how to apply for these jobs, go to finance jobs listing page 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Ajanta Pharma Ltd., Product Officer 
(PO), Mumbai, 1 - 3 Year, 1922508 
The candidates must be monitoring and 
controlling marketing activities, He must 
analyze market research and co-ordinate 
strategic activities with advertising agencies. 


Google Online India, Adwords 
Representative, Bangalore, 1 - 2 Years, 
324192 

Thoroughly check ad content, quality and 
accuracy. Approve or disapprove new and 
changed ad submissions based on policy 
guidelines. Optimize advertisers 'keyword lists 
and ads to maximize advertiser’ ROI. 


Wonderpack Industries Pvt. Ltd., 
Marketing Executive, Nasik, 

3 - 5 Years, 1983858 

The candidate should have experience in 
marketing of exports or capital goods. He 
should also have good marketing skills / 
exposure in engincering industry. He should 
have good communication and negotiating 
skills. 


IQPC Limited, Marketing Director, 
Mumbai, 2 - 6 Years, 1890990 

The candidate must have direct marketing 
experience within a conference environment. 
He must have experience in marketing arts. 
He must also have excellent written and 
spoken English and Hindi. 


Olive e Business Pvt. Ltd., Executive 
Marketing, Delhi, 2 - 4 Years, 1986307 
The candidate must be able to understand 
client's requirement, mapping same with the 
solutions. He must have coordination with 
relevant service group for the purposes of 
requirement analysis / engineering, cost & 
effort estimation and proposal preparation. 


Qualcomm Inc., Manager - Marketing 
Campaigns, Mumbai, 8 - 12 Years, 
1972881 

This position requires experience in a 
marketing role with a wireless operator or 
OEM's (Device Manufacturer - Nokia, LG, 
Samsung). The successful candidate should 
have experience in managing ATL and BTL 
components of marketing campaigns. 


Cubix Micro Systems, Business 
Development Manager, Bangalore, 
2-5 Years, 1978858 

The candidate must have experience in IT 
products such as networking equipments, 
higher end data center security solutions, 
bandwidth management solutions, internet 
security solutions and must also have 
exposure to hardware and software products. 


Nitco-Tiles, Sales Executive, 
Mumbai, 2 - 8 Years, 1899711 

Sales of company's products through projects 
and trade sales / dealing with architects 
/interior designers/ builders/ contractors and 
project consultants/ institutional sales in 
highly competitive market.Establishing good 
rapport and relations with all leading builders 
and architects. 


Emergent India, Sales Manager, 
Bhopal, 2 - 4 Years, 1934194 

The candidate must have industry background 
— FMCG, white goods, consumer durables, 
industrial goods, telecom, financial services 
and banking. He must also have good 
negotiating and analytical skills. 


TVS Infotech, Business Development 
Executive, Chennai, 2 - 3 Years, 
1990415 

Identify, qualify and validate leads. Generate 
outbound sales calls to chosen customer 
segments. Clearly communicate value 
proposition of products to customers. 
Schedule business meetings for business 
managers with potential customers. 


Digital Nirvana, Associate- Ad 
Tracking, Hyderabad, 1 - 2 Years, 
351476 

The candidate should be aware of advertising 
concepts such as branding, brand positioning 
and basics of marketing and promotions 
management. Prior experience in advertising 
or marketing will be an added advantage. 


Alfardan Group, Marketing Manager, 
Mumbai, 5 - 10 Years, 1990591 

The candidate must define clear customer 
segmentation and product placement 
strategies. He must adapt a marketing strategy 
in line with overall business unit strategy 
(growth ambitions, geographical focus ete.) 


Parsec Technologies Ltd., Regional 
Sales Manager, Gurgaon, 6 - 9 Years, 
397094 

The candidate must have corporate sales 
experience in selling IT / Telecom / System 
Integration solutions with longer sales cycle. 
He must also have experience in selling S/W 
or networking or system integration solutions 
through channel partners. 


Precision Techserve Pvt. Ltd., 
Marketing Executives, Delhi, 

1-3 Years, 1956986 

The candidate must meet the customers, 
understand the requirement and offer the 

right solution. He must also have experience, — 
in handling various marketing activities of the" 
company. 


Sapient, Manager - Marketing, 
Gurgaon, 5-7 Years, 1986088 
Develops, produces & analyzes web 
performance reports and provide training on 
web analytics solutions. Support the 
integration of web analytics information into 
processes and report analysis to leadership. 


Prince Plastic International Pvt. Ltd., 
Area Sales Manager, Bangalore, 

4-5 Years, 1942192 

Hands on experience in distribution and sales, 
Should be able to appoint distributor and 
focus on secondary sales. Must be decisive, 
result oriented, willing to travel extensively 
and achieve target within set deadlines. 


Goodlass Nerolac Paints Ltd., 

Assistant Manager — Industrial x 
Marketing, Mumbai, 3 - 6 Years, 
1913286 

The incumbent will be responsible for 

handling detailed study of radiation cure 
products, plastic coatings and heat resistant 
coatings for industrial segment. 


Abacus Softech Ltd., Business 
Development Manager, Delhi, 

5 - 10 Years, 1961858 

The candidate will be responsible for 
achieving individual as well as group targets. 
He will have to generate business for the 
company product with the help of sales team. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Sunrise & Co Pte. Ltd., Assist 
Manager-Accounts, Delhi, 2 - 3 Years, 
1960820 

Handle accounts department of the company 
recently set up by the group for wholesale/ 
distribution of sports goods. Work will 
involve planning & managing cash flow, 
maintain accounts and arrange preparation of 
all financial statements. 


Panoramic Group of Companies, 
Audit Officers, Mumbai, 2- 5 Years, 
424023 
The candidate should be a CA/ ICWA (Inter) 
vhaving minimum experience preferably in 
' ,*rvice industry, Must have thorough 
knowledge in accounts, finance, auditing. 


CSC, Finance Operations, Hyderabad, 
4 - 7 Years, 1990577 

The candidate must be CA with experience in 
working with IT or ITES Company. He 
should be working in the day to day 
accounting and operations of the company. 


Inox Leisure Ltd., Operations 
Analyst, Mumbai, 2-3 Years, 1955213 
The candidate must develop data collection 
instruments, utilizes instruments and methods 
for the evaluation and quality control of 
operational data. He must also collect, analyze, 
interpret and summarize data in preparation 
for generation of statistical and analytical 
reports. 


Jrew Steel Ltd., Senior Accountant, 
Chandigarh, 1 - 9 Years, 1981439 

The candidate will generate MIS and shall 
report to finance manager. He shall prepare 
regular internal audit reports. He shall deal 
with banks ete. for routine financial matters. 
He shall supervise the preparation of eTDS 
returns, excise returns and other legal matters. 


Health Asyst Pvt. Ltd., Executive, 
Bangalore, 2-4 Years, 1948419 
The candidate must have good knowledge of 


payroll processing, corporate accounting and 
MIS. He must also have knowledge in MS 
Excel and tally. He must also have experience 
in various accounting concepts. 


Eurobond Industries Pvt. Ltd., 
Accounts Executive, Mumbai, 

3 - 4 Years, 1989297 

The candidate should be highly experienced 
knowing all parameters of commercial 
accounting besides being truly trustworthy 
and confidential. 


Ericsson India Pvt. Ltd., Accounts 
Officer, Jaipur, 4 - 5 Years, 1979985 
The candidate must process all payments 
based on signed contracts, invoices etc. He 
must consolidate & assist in preparation of 
budget and the revision thereof. 


ICS Infrastructure Pvt. Ltd., Senior 
Accounts Officer, Mumbai, 

6-8 Years, 1948199 

The candidate must be responsible for 
maintenance of accounts, He must also be 
income tax TDS calculations, deposits and 
filing of returns. He must also be experienced 
in corporate reporting, consolidation of 
project MIS, fixed assets accounting & 
verification. 

GEA Energy Systems (I) Ltd., Site 
Accountant, Chennai, 2 - 5 Years, 
1957519 

Experience in handling day to day accounts 
with good knowledge of book keeping 
concepts, handling all accounts related 
activities at site. 

Heubach Colour Pvt. Ltd., Manager- 
Finance, Ahmedabad, 6 - 8 Years, 
1955896 

The ideal candidate should be Chartered 
Accountant, with around industrial 
experience. Besides sound knowledge of day 
to day factory accounting, he should have 
knowledge of taxation matters. 
Datamatics Ltd., Accounts Assistant, 
Mumbai, 2 - 3 Years, 1988695 

The candidate must maintain books of 
accounts in tally package, bank reconciliation. 
He must monitor routine working of accounts 
department. 


Atco Tower Pvt. Ltd., Accounts 
Assistant, Pune, 1- 4 Years, 1909547 
The candidate must have experience in 
handling accounts. He must also have 
knowledge of Tally 7.2. He must have the 
knowledge of various accounting concepts. 
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Bhukhanvala Holdings Pvt. Ltd., GM 
Finance, Mumbai, 5 - 7 Years, 299024 
The candidate must have industrial experience 
of manufacturing company. CS would be an 
added positive. Candidate should have 
experience in managing banking relationships. 


Hewlett Packard, Tax - Analyst IHR, 
Hyderabad, 1- 3 Years, 1963513 
Knowledge of computer applications, such as, 
MS-Word, MS Excel, MS Access, MS 
PowerPoint and basic awareness of taxation, 
payroll and social security implications and 
ability to handle a variety of issues at any one 
time. 


Louis Dreyfus India Pvt. Ltd., 
Account Assistants, Delhi, 3 - 5 Years, 
1971382 

First class graduates / post graduates 
(commerce) with main subject as accounts 
with experience in an MNC of accounting and 
MIS. Should be conversant with Tally and also 
team work is essential. 


Transdyne IT Services Pvt. Ltd., 
Accounts Executive, Hyderabad, 
1-3 Years, 1887212 

The candidate must have knowledge of 
accounting functions like payroll, accounts 
reconciliation. He will be responsible to carry 
out accounts related statements. He must be 
able to handle STPI & customs formalities 
under supervision, 


Fractal Analytics Limited, Analytics 
Lead, Mumbai, 2-5 Years, 165699 
The candidates must have strong analytics, 
statistics and mathematics background. He 
must provide necessary direction to the team 
to solve analytic problems. He must be able to 
fully understand the functionality and 
objectives of the target. 





HOW TO APPLY FOR THESE JOBS: 
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box on the home page 
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Get Cognizant, and give yourself a rock solid career 


If you think that the only limits are those that are in the mind, think Cognizant. For someone like 
you who thinks global and thinks different, we at Cognizant have the space. To explore endless 
possibilities, To touch new horizons. To build stronger businesses. To make a mark in the global landscape. 
Because we believe in thinking lig, and thinking different too. And that's what has helped us emerge as 
the fastest growing IT services company amongst the top tier globally. 

BusinessWeek ranked us among the Top 5 IT services companies globally in their Infotech 100 and 
the top IT company in their hot growth companies, Forbes recognized us as the Best Small Company in 
America for the second consecutive year. And we are the first and only offshore IT services company on the 


NASDAQ 100 Index globally. 
Come, realize your big dreams at Cognizant. 


To apply for the following positions, mail your resume, clearly 
indicoting the position applied for in the subject 
box, to careers.corporate@cognizant.com 
All positions need excellent communication and interpersonal 
skills. 


Location: Chennai, Bangalore, Coimbatore, Hyderabad, Kolkata 
and Pune 


.. A groduote with at least 2 years of experience in end-to-end 
immigration processes, preferably in the IT sector. You'll have 
exposure to visa and work permit documentation ond employee 
training and orientation for visa interviews. 


Learning & Development 
Location: Mumboi, Pune 


An MBA in HR or Operations with at least 6 years of experience 
in learning ond development (preferably in the IT/services 
sector). You will have demonstrated skills in identifying 
technical, behavioral and leadership training needs, ond 
designing and executing appropriate training programs. 


Location: Chennai, Kolkata, Pune 


A graduate in science, engineering or technology 
with at least 3 years in softwore development or technical 
troining in ot least two of the following technologies: 
Object Oriented Programming, C+ +, Java, Enterprise Jova 
Beans, J2EE components, Oracle, IBM WebSphere, 
VisualAge for Javo, ASP JSP, -Jovo Servlets, Moinframe 
technologies, Web development technologies, Microsoft 
. technologies (especially DotNet), and testing tools such as 
WinRunner, LoodRunner, ОТР and SilkTest. 


Experience in the technical training group of a large corporate 
. would be an added advantage. 


Finance 

Financial Planning & Analysis 

Location: Chennai 

An MBA from o premier B-school with additional qualifications 
like CA and/or IOWA with ot least 3 years of post-qualification 
experience in financial planning and analysis. You'll have sound 
knowledge of project profitability, business planning, budget and 
cost modelling. 

Toxation 

Location: Chennai 

A СА or IOWA with experience in taxation. You'll have a sound 
understanding of both direct and indirect taxation including service 
tox, soles tox, WCT, central excise and customs. For managerial 
positions, ot least 13 years of experience, and for middle 
management positions, ot least 4 to 5 years of experience. 
Accounting 

Location: Chennai 

A CA or ICWA with at least 4 years of experience in accounting. 
You'll have o sound knowledge of account finalization for Indion 
statutory ond tox purposes, ond US and Indian GAAP 
requirements, You'll also have knowledge of accounting norms 
and multi-unit or country accounting. 

Revenue and Billing Operations 

Location: Chennai 

A CA or ICWA with at least 4 to & years of post-qualification 
experience in revenue and billing operations. You'll have 
knowledge of revenue recognition processes in the IT industry, 
and of US and Indian GAAP requirements. 

Financial Systems 

Location: Chennai 

A CA or IOWA with ot least 4 years of post-qualification 
experience, including at least two years of project experience in 
ERP. You'll hove о sound knowledge of maintaining ERP and 
other financial systems/tools in the Finance function. 
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Write new pages in Indian economics. 


Opportunities for writers with a leading financial institution. 


Financial Writer (Mumbai) 


If you have a flair for writing, and have a solid 
grounding in all financial matters, this is an 
ideal opportunity for you. 


Job Description 

e Financial writing, analytical articles, 
speech writing. 

Drafting reports & presentations. 


Qualifications and Experience 

e Masters in Economics or Finance or post- 
graduate degree in Journalism, with 
experience in financial sector reporting. 

• Excellent communication skills in English, 
both written and spoken. 


* Practical & theoretical knowledge of the 
financial sector. 


* Knowledge of current affairs and economic 
trends, both Indian and international markets. 


e Minimum 5-7 years of experience of 
professional writing. 


Placement available for freelance as well as 
full-time writers. 


Interested candidates should mail their CVs 
along with some sample articles written by 
them, superscribing the envelope "Financial 
Writer", to: Box No. 100 FW, C/o Business Today, 
201, Trade Centre, Kamala Mills, Senapati 
Bapat Marg, Lower Parel, Mumbai 400 013. 
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Jaypee Group, a 3500 crores well diversified infrastructure industrial conglomerate rated CR-1 by ICRA, is currentiy working on 10 Hydro 
Electric Projects in 6 States within India & Bhutan to add over 7190 MW to the National Grid in this decade. The Group has significant interest in 
Cement with 7 million tons per annum manufacturing capacity in operation, with plans to expand to over 18 million tons per annum in next 3 
years at different locations including Bhutan. Jaypee Group has significant presence in Tourism with Hotels and a Golf Course, Real Estate and 
across the entire spectrum of Education. Jaypee Group is expanding rapidly through dynamic leadership and committed professional 
manpower. Jaypee Ventures Limited, the design-engineering arm of Jaypee Group, rated CT-1 by ICRA, is currently involved in engineering of 


Group's Hydropower projects. The organization has track record to undertake projects in time bound manner. JVL is expected to provide 
Design, Engineering, Technical Support to group's expansion scheme in Cement. This core group, post commissioning of these projects, shall 
form backbone to make each of the projects centers of excellence in terms of productivity and cost effectiveness. 


> 1. Vice President Project Engineering < 


M.Tech./B.Tech. in Mechanical/Electrical Engineering with 
20 - 25 years experience in design engineering from concept to 
detailed engineering, erection & commissioning, operation & 
maintenance and trouble shooting of Dry Process Cement Plants. 
Should have worked as head of project engineering group with an 
established and renowned engineering consulting company for at 
least 5 years and should be able to lead a team of qualified and 
experienced technical personnel. 


2. Asst. Vice President Mech. Engineering 


M. Tech. B.Tech. in Mechanical Engineering with 15 - 20 years 
experience in design engineering of Cement Plants, preparation of 
plant layout, specifications for plant & equipment for large dry process 
cement plants or any other mineral based heavy industry. Candidates 
with exposure in O&M of modern Cement plants will be preferred. 

ж 3. Asst. Vice President Elect. Engineering 


M. Tech/B. Tech. in Electrical Engineering with 15 - 20 years 
experience in Electrical system designs, preparing layout, 
specifications of electrical equipment & panels and project design 
engineering for large dry process cement plants or any other heavy 
process industry. 


>> 4. General Manager Control & Instrumentation 


M. Tech/B. Tech. in Instrumentation/Electrical Engineering with 12- 
15 years experience in Control Automation system designs, 
preparing layout, specifications of DCS and Instrumentation 
equipment & panels and project design engineering for large dry 
process cement plants or any other heavy process industry. 

> 5. General Manager Process 


M. Tech/B. Tech. in Chemical Engineering/ Cement Technology with 
12 - 15 years experience in Cement Process system designs, 
preparing Material & Energy balance, laying down process 
specifications for large dry process cement plants. 


> 6. Sr. Manager Project Planning & Monitoring 
M. Tech/B. Tech. in Mechanical Engineering with 12-15 years 
experience in projects planning, implementation, monitoring and 
co-ordination for large size Industrial projects. Hands on experience 
in use of Project planning tools like Primavera and / or M.S.Project is 
essential requisite for the position. 


S- 7. Sr. Manager Civil Engineering 


M. Tech/ B. Tech. in Civil Engineering with 12 - 15 years experience 
in civil & structural design work on heavy civil & structural works, 
both in reinforced concrete works as well as steel structural works. 
Those having experience in design of large cement plants will be 
preferred. 

8. Sr. Engineer / Engineer Mechanical 


B. Tech in Mechanical Engg., і“ Division from IIT/REC with 3 - 5 
years of experience in design engineering of large dry process 
cement plants and material handling equipment. Candidates with 
Cement plant operation experience will be preferred. 


` 9. Sr. Engineer / Engineer Electrical 


B. Tech in Electrical Engg., і“ Division from IIT/REC with 3 - 5 years 
of experience in Electrical design engineering of large dry process 
cement plants and preparation of specifications of Electrical 
equipment. Candidates with Cement plant operation experience 
will be preferred. 


р> 10. Sr. Engineer / Engineer C & | 


B. Tech in Instrumentation/ Computer Engineering, I" Division from 
IIT/REC with 3 - 5 years of experience in design engineering of 
Control & Automation system of large dry process cement plants 
and preparation of specifications for DCS system and 
instrumentation. Candidates with Cement plant operation 
experience will be preferred. 


> 11. Sr. Engineer / Engineer Process 


B. Tech in Chemical Engineering/Cement Tech., I" Division from 
IIT/REC with 3 - 5 years of experience in process designs, 
preparation of Material & Energy balance, P&I diagrams for large 
dry process cement plants. Candidates with Cement plant 
operation experience will be preferred. 


12. Sr. Engineer / Engineer Civil 


B. Tech in Civil/ Structural Engineering, I" Division from IIT/REC 
with3 - 5 years of experience in civil design work on large dry 
process cement plants. 


> 13. CAD Operators Civil / Mech. / Elect. 4 


Diploma Engineers / Qualified CAD Draftsmen with minimum 3 
years hands on experience in preparation of layouts, detailed 
engineering drawings and should be well versed with latest Indian 
and International codes & standards, relevant design of large 
cement plants. 


All incumbents should be well versed with the latest design engineering, project management and drafting computer software and should 


Dy. General Manager (Admn.) 
JAYPEE VENTURES LIMITED 
64/4, Site IV, Industrial Area 
Sahibabad, Distt. Ghaziabad-201 010 








The Karnataka government puts an end to illegal quarrying 
in ecologically-sensitive Kanakapura, but the problem 
persists in other parts of the state. RAHUL SACHITANAND 


KANAL ГАТА 


FAT DA PAS 
АГМАМЛ А, LP КА, КАКМА {ANA 


Monday, April 24, 10 a.m. 


I0 THE UNTRAINED AND ECOLOGICALLY 
sensitive eye, the hills surrounding 

p Kanakapura could well be Armageddon. 
Bare rock faces stare back at you and, in 

-MA- turning the earth's bowels inside out, green- 
ery has been buried under mounds of loose, brown soil. 
Large slabs of uncut granite that have been blasted 
out, lie abandoned around the quarry. Today, there's 
no one in these quarries, except I, my photographer, a 
forest guard assigned to us by the forest department, and 
three forest officers watching over the quarries. But as 
recently as a fortnight ago, this part of the hills was a 
beehive of activity for some 150 quarry owners. Their 
heavy earth-moving machines would busily strip the 
sheer hill faces, while a fleet of trucks raced up and 
down these hills, transporting the Kanakapura Multi- 
grey Granite to Bangalore, about 50 kilometres from 
here, or to the railway station at nearby Bidadi for a 
journey upcountry. About 10 days ago, a swarm of 
police, forest and revenue officials descended on these 
quarries and shut them down for encroaching onto 
reserved forest land. *We are dealing with them with 
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an iron hand and the guilty quarry owners will be 
brought to book," Karnataka's Deputy Chief Minister, 
B.S. Yediyurappa, tells this reporter in Bangalore. 

According to the Indian Bureau of Mines, India is 
home to around a quarter of the world's granite 
resources, and Karnataka, along with Andhra Pradesh, 
is where a majority of the approximately 100 variants 
in the market are found. In Karnataka alone, granite 
mining is estimated to be a Rs 1,000-crore industry, 
compared to the overall market size of Rs 2.500 
crore. In Kanakapura, villagers of nearby Kunur say, 
quarrying has been going on for more than 20 years 
now, marked by constant battles between the state 
government, quarry owners and the local villagers. So 
why wasn't anything done about it sooner? For one, 
the argument goes, it's only recently that the forest 
officials woke up to the fact that illegal mining had 
reached reserved forest land. For another, some 
officials in the previous governments were, it is 
claimed, hand-in-glove with the miners. 

The recent crackdown, then, happened after a 
public outcry over quarrying in the region. “We 
had been complaining to the government for a long 
time, and it's only now that they are acting," says a 
villager. Yediyurappa admits there was growing 
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Quiet metal monsters: If the ban stays, the Kanakapura 
hills will get a chance to heal 


public pressure. *We received hundreds, if not thou- 
sands, of petitions from across the state and decided 
to act based on the complaints." He isn't the only one 
in the state administration taking quarry owners in the 
area head-on. “1 have ordered a survey across the 
region at nearly 200 places to ascertain which mines 
are legal and which aren't," says Karnataka's Minister 
for Forest and Ecology, C. Chennigappa. The minister 
says he personally inspected some of the illegal 


quarries in Kanakapura and Sathnur before ordering 
their shutdown. 

The raids seem to have literally stopped the illegal 
miners in their tracks. The forest department has 
seized heavy equipment, including 20 trucks, stopped 
the transportation of 82 slabs of granites worth crores 
of rupees at the nearby Bidadi railway station and 
four forest officials have been suspended, including an 
assistant conservator of forest. Policing these quarries 
is no easy job, though. The government says that the 
miners have encroached 200 metres into the forest land, 
but one could never tell just by looking at the site. There 
are no boundaries or fences demarcating forest land 
from revenue and private land. 

Neither is illegal mining limited to Kanakapura. 
Bellary and many parts of coastal Karnataka are also 
victims of unscrupulous miners. *The issue with 
mines is that they are not suited to ecologically frag- 

ile areas such as coastal Karnataka, but quarry 

miners are always interested in going there 

due to their latent mineral wealth," says Leo 

Saldhana of Bangalore-based Environment 

Support Group. *Most of us follow the rules, 

only a few of them give the industry a bad 
name,” says an official with the All India 
Granites and Stone Association. 

Perhaps, but Yediyurappa isn't backing off 
just yet, with the forest department promising 


Miffed Minister: Deputy CM Yediyurappa says this 
is just the beginning of the crackdown 


to spare no one in this bare-knuckles fight with the stone 
industry. “We have booked some 2,000 cases across the 
state and this is just the beginning," says he. So expect 
more mines to go silent and more heads to roll when the 
government completes its survey. For the hundred of 
villagers around Kanakapura, it will hopefully be the end 
of their struggle to reclaim their hills. Ш 
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F bt bookend 


Traveller's Recipe 


The world's best-known travel guide comes up with another 
delightful list of things to do for the jaded traveller. R. SRIDHARAN 


BLUELIST T'S EVERY FAMILY'S ANNUAL NIGHTMARE: DECIDING 

Г to go for the holidays. The kids want to go 
Lonely Planet to South Africa, because that's where their class- 
prc mates spent their last vacation; the wife is pushing for 
ih Rs 900 Dubai because she has a sister there (shopping for gold 


is not the reason, she says vehemently), but you 
have your heart set on Hawaii. Lonely Planet's hot 
new Bluelist may not solve your travel problems, but 
it will certainly make reaching a consensus 
easier. The Bluelist is no ordinary listing of 
travel destinations. Rather, it's a list of 
travel recommendations (*618 things to 
do and places to go"), sliced and diced 
every which way. Lonely Planet publisher, 
Roz Hopkins, explains why they had to 
come up with a new verb (yep, like Google, 
Bluelist hopes to be a verb): *We created 
this because there is no word to describe 
what we set out to do with this new book, 
which is to ‘create an evolving selection of 
classic and current travel experiences and 
destinations selected by Lonely Planet staff, 
authors and travellers’.” 

The result is an astonishing, intriguing 
and impressive travel directory. Where 
should you go if you wanted to see *most 

history per square mile"? The top three des- 
tinations, in the order mentioned, would be Rome 
Ў (Italy), China, and Jerusalem (Israel). How about “The world's best 
booze and where to drink it?” That would be nibonshu, or sake, in Japan, 
followed by Guinness in Ireland, and beer in Belgium. And where 
would be you be better off if you wanted to simply streak? Onsen in 
Japan, Australia’s Maslin Beach, or even Berlin’s Tiergarten Park. 
| But the fun with Bluelist, to be updated every year, doesn't stop there. 
Lonely Planet's travel writers even tell you where you are likely to 
encounter the dodgiest scams. The locations range from Spain to China 
to, of course, India and the us, but no one can beat the Italians when it 
comes to conning. Here's the most popular Italian tourist scam as detailed 
by the Bluelist: “A woman holding a ‘baby’ trips; you lunge to catch the 
infant; your pockets are thoroughly picked by an accomplice as the 
‘mother’ vanishes into thin air; and you realise you’ve been had when you 
stare into the baby’ s lifeless, artificial eyes”. 

Thanks to its enthusiastic editors and contributors, the book is 
packed with several other travel tidbits and, sometimes exasperating, trivia. 
For instance, did you know that, the Bluelist informs us, Slovakia sends 
around 600 kg of wrongly addressed mail back to Slovenia? That 
information is unlikely to prompt or discourage your trip to Slovakia. But 
if you ever did find yourself in that country, you'll almost certainly be 
reminded of its peculiar postal problem. Not to mention the Bluelist. m 
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Заа Sei 
Allen Lane 
Pp:215 — 
Price: Rs 295 


`МАВТҮА SEN IS JUSTIFIABLY 

P“"\ respected around the world 
as an economist, academician, 
scholar and author. He has 
another identity: of a card holding 
liberal intellectual. His latest book, 


Identity and Violence, The illusion · 
of Destiny, is full of the angst ће 


experiences in that last avatar. 
Sen argues that a distorted and 
uni-dimensional sense of identity is 
behind much of the violence that is 
wracking the world. Sectarian 


violence—in West Asia, Timor, 
Bosnia and Iraq—feeds on this. 


perceived primary sense of iden- 
tity, which subsumes all the oth- 
ers. He goes on to say religious or 
racial identities are not inherently 
more important than others based 
on profession, aptitude, ability or 


choice. Sen was an eye witness to 
, the massacres and mayhem that 
accompanied India's partition, 
and so, brings a first person per- 


spective to the issue. 
The book also holds up а mir- 
‘fault lines 
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Golf Digest India celebrates its third anniversary in India. So let's party together and get high on golf. 
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SUMMER 
FOOD 


Cool, Man 


Every region in the country has its own 
traditional cuisine for the hot summer 
months. Here's a sampling of what 
can keep you cool when the mercury 


soars beyond 40 degrees. 


Aamras 


NY SUMMER IN MUMBAI IS INCOMPLETE WITHOUT 
this. Try going to a restaurant and ask for a thali 
and this delicacy will find its place as a part of the 
meal. The word aamras is really a combination of 
two words, aam (mango) and ras (juice). Its thickness 
comes from high-quality Alphonso mangoes, which 
is the most famous fruit in this part of the country. 
Main dish: What you need is the pulp of one mango, 
a quarter glass of milk and half a teaspoon of sugar 
(її really has to be just that little bit since the mangoes 
themselves will be quite sweet). You then blend all of 
this in a mixer and what emerges is delectable thick 
aamras, which is the perfect answer to the humid 
Mumbai summer. 
Accompaniments: To some people, the prospect of hav- 
ing aamras with ice cubes is itself the most exciting 
thing, but the better way to savour it is with puris. The 
best thing about аатта$ is that it can be had at any 
time of the day. Just in case you thought that having 
it at 5 p.m. was a bad idea, you could be in for a sur- 
prise. The best thing about ааулта$ is that it is easy to 
make and great on your taste buds. 
Note: Remember, aamras has to be served cold if you 
want the best out of it. 
Hint: Be careful about how 
dic Г much you consume as 
large quantities of 
aamras can res- 
ult in an ups- 
‘ et stomach. 
X. KRISHNA 
9 | GOPALAN 
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RITESH SHARMA 


Paanta Bhaat 


Г ITS PUREST FORM, PAANTA BHAAT IS NOTHING BUT 
cooked coarse rice left overnight in a bowl of water— 
this allows it to ferment naturally—and consumed in the 
morning with onions, chillies, salt and some fried or 
boiled vegetables. It cools the system and allows farm- 
ers to work in open fields in high temperatures. But 
somewhere along the way, it has spawned a variation 
that has metamorphosed the poor man's meal into a city 
slicker's fad. This is how it's done: 
Main dish: Cook basmati in a haandi till the water 
dries completely. After two hours, add curd, lots of 
grated tender green mangoes and fried curry leaves (10- 
12 pieces in one tea spoon of refined oil) to the rice, 
pour water over it, mix well; add a tray of ice cubes and 
roasted jeera powder and salt to taste. Rice is done. 
Accompaniments: Mash potatoes with mustard oil, 
chopped chillies, coriander leaves and onions; fry 
brinjals, bitter gourd and drum sticks; fry fish and/or 
prawns marinaded in onion, garlic, lime and red chilly 
powder and coated with a thin layer of semolina; 
green chillies, cubed onions, lemon wedges and pickles. 

Serve rice and curd-water in a bowl, add three-four 
cubes of ice (it is had chilled), squeeze lemon wedges to 
taste, and eat with accompaniments. 
Note: Paanta bhaat goes well with any fried dish. 
Hint: Squeeze a pod of garlic into a peg of vodka, sea- 
son with a dash of bitters, top up with tonic water and 
drink before meal. And yes, don't schedule any activ- 
ity for the rest of the day. 

ARNAB MITRA 





Aalu Bukhara Koftas 


UNJABIS ARE GREAT FOODIES AND VORACIOUS EATERS 

of spicy and oily (tadka mar ke) dishes. The only 

concession to the North Indian summer is in the 
choice of vegetables. The water-based lauki/ghiya (bot- 
tle gourd) is combined with the sour aalu bukharas or 
alucbas (dried plums) for greater hydration. 
Main dish: Grate /auki and squeeze it to drain the excess 
water. Add grated ginger and salt. Mix besar to bind the 
lauki. Take a small portion of the mixture and put one 
aalu bukhara (de-seeded and soaked in water) inside and 
shape into a ball. Repeat for the rest of the mixture. 
Deep fry balls in oil and keep aside. For the gravy 
(which can be either curd- or tomato-based, though the 
former is recommended during summer), melt some 
ghee in a karbai, add a few elaichi (black and green car- 
damoms), dalchini (cinnamon stick), tej patta (bay 
leaf), laung (cloves) and shahjeera (royal/black cumin). 
Let them pop; then add grated garlic, ginger and 
onions. Fry till golden brown. Add turmeric powder, 
tomato purée/curd and cook till the ghee appears on the 
side of the vessel. Add chilly powder, coriander pow- 
der, salt to taste and a pinch of sugar. Pour water to 
make gravy; add the koftas. Let them boil, add cream 
and simmer for some time. Serve koftas garnished 
with chopped coriander, juliennes of ginger and slit 
green chillies. 
Accompaniments: Can be had with either roti/parantha 
or rice. And since Punjabis always prefer a lavish 
spread, the meal starts with lassi or chhachh (butter- 
milk), with the koftas along with tomato, onion, 
cucumber and mint raita, and a raw onion and radish 
salad. End it with a fruit salad of tarbooz (water melon) 
and kharbooza (musk melon). 
Note: As gourmet expert Jiggs Kalra points out, no 
wedding in Punjab is complete without this dish on the 
menu. 
Hint: This dish goes very well with drinks. All you have 
to do is keep aside some fried koftas and serve them 
with tamarind or mint chutney. 


PAYAL SETHI 
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bt treadmill 


SomeTips For A Good Workout 


OW MUCH SHOULD YOU EXERCISE? CAN YOU OVERDO EXERCISING? 
Н: you can. Last fortnight, I indulged in some avoidable 

heroism. The day after a molar had to be extracted by my 
dentist, I, having missed a week of workouts because of travel, decided 
to hit the gym. The workout went fine, although I found that I was lift- 
ing around 5-10 per cent less than usual. I attributed that to a weeklong 
absence and went about my sets normally. Then, just after the last set, 
I realised how fatigued I was feeling. I was slightly dizzy and was 
breaking out in cold sweat even after a shower. Fact is, | was not 
ready for the workout. First, the dental work had meant a semi-liquid 
diet on the previous day; and, second, the pain-killers and antibiotics that 
Га been on had probably made me weak. I’m not suggesting that I 
shouldn’t have worked out that day—my dentist insists 24 hours is 
enough of a break before resuming ‘normal’ activity—only that perhaps 
I should have started with an easier, lighter routine 
rather than that hell-for-leather high-intensity gig that Pm 
doing for the past few weeks. 

Over-exercising on a regular basis can have serious 
consequences and, instead of keeping you fit, can harm 
your health. In fact, over-exercising can not only endanger 
your cardiovascular health but also decrease your muscle 
mass, defeating the purpose of weight-training! 

Over-exercising is one subject that many of Treadmill’s 
readers ask me about. Another common question is about 
cardiovascular workouts—you know running, bicycling, 
swimming, etc. When is it the best time to do cardio— 
early in the morning, in the evening or whenever you can 
squeeze out some time? The answer is early in the morn- 
ing On a near-empty stomach. There is a logical expla- 
nation for this. Most people do cardio to burn fat. Now, 
if you run (or walk or cycle or cross-train) in the evening, it normally 
means you have eaten breakfast and lunch and perhaps another small 
meal before you hit the track or treadmill or the bike. Now, remember, 
all these meals have meant intake of calories, which is what your post- 
meal cardio will probably burn first. Instead, if you do your cardio early 
in the morning, chances are that you’ll burn calories stored in your body 
in the form of fat and, thus, make your cardio session most effective. 
Some more tips for a good workout: 

Warming up. Always warm up before a workout and cool down after 
it. It prevents injuries and is like tuning up a guitar before it is actually 
played. 

Good technique. Form is of utmost importance during workouts. Your 
movement and poise must be perfect if your workout has to be effective. 
Don’t lift weights that are too heavy to maintain good form with. 
Rest is important. Giving your muscles rest helps them recover and 
regenerate. Avoid exercising the same group of muscles before you rest 
them for at least 48 hours. 

MUSCLES MANI 





write to musclesmani@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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WORK AND WORRIES 


Computer Vision Syndrome (CVS) 
What Is It: CVS is a condition resulting 
from focussing on a computer mon- 
itor for long periods of time. 
Symptoms: Burning or tired eyes, dou- 
ble vision and sensitivity to light. 
Treatment: Take frequent breaks away 
from your computer. Place your com- 
puter monitor at eye level and at 
least 20 inches from your eyes. 
про cen are con- 
sidered useful in treating CVS 

Cell Phone Elbow 

What Is It: Bending the elbow for ext- 
ended periods puts pressure on the 
ulnar nerve, which runs through a 
passage called the cubital tunnel. 
When this area becomes irritated 
from injury or pressure, it can lead to 
the syndrome. 

Symptoms: Numbness and tingling in 
the ring and small fingers, pain in the 
elbow or forearm and a temporary 
weakness in the hands, making typ- 
ing or writing difficult. 
Treatment: The best option is to keep 
switching hands as you talk. Also, 
use of a headset or the speaker opt- 
ion eliminates the use of your hands. 


Repetitive Strain Injury ——— 
What Is it: Repetitive Strain Injuries 


tissues. мы АК. Kochhar Senior 
Orhtopaedic Consultant, Sir Ganga 
Ram Hospital: “The main causes 
are poor typing techniques and body 
positioning that place unnecessary 
Stress on the tendons and nerves in 
the hand, wrist, arms, and even the 
shoulders and neck.” 

Symptoms: Pain, numbness and imp- 
aired movement of hands and fin- 
gers. Severe wrist pain that radiates 
to the forearm, shoulders, neck and 
chest and weakness in the thumb. 
Treatment: The golden rule is—listen to 
your body. Stop what you're doing; - 
allow the tissue to re-oxygenate. 
"Use a wrist support pad to help 
maintain the Straight alignment of 


your wrist,” adds Kochhar. Also, 


anti-inflammatory pain relievers such 
as aspirin or ibuprofen can help. 


MANU. KAUSHIK 





bt printed circuit 


Bionic Ears 


Bluetooth headsets are useful gizmos. But not all are easy to use. KUSHAN MITRA 


ARON MCGRUDER'S OFTEN 
controversial comic strip 
ndocks carried a funny 
episode sometime last year. It inv- 
olved the protagonist talking about 
how Bluetooth headsets make a 
person look stupid. Honestly, after 
trying a few of these gadgets over 
the past week, this writer concurs. 
People who wear Bluetooth head- 
sets look silly. Make that extremely 
silly. Why? Nothing can look more 
certifiably insane than a person talk- 
ing to oneself all the time. For that 
is what most people will think you 
are doing when you're wearing one 
of these little things. 

That said, these little wireless 
devices—which pound for pound 
cost a little less than gold—are 
rather handy, in contrast to wired 





Logitech Mobile Express 
Rs2,995 — 
Bluetooth 1.2 — 
15 9гатѕ — 
2-year warranty 





handsfree devices which are always 
getting knotted up; there are, in 
fact, people who have managed 
to almost strangulate themselves 
while trying to put them on. But, 
Bluetooth headsets have been 
around for quite some time now, 
ever since manufacturers started 
making Bluetooth phones (did you 





Plantronics Discovery 640 
Rs 4,700 





. Bluetooh!2 —— 
9grams — 
2-year warranty 


know that Bluetooth is named after 
an 11% century Viking ruler called 
Harald Blatand; the surname means 
tooth?) so why is Business Today 
writing about them now? It's 
because headsets have become a 
lot cheaper now. А year ago, 10 
grams of gold wouldn't have got 
you a headset; it will now. This 
shows two things: the price of gold 
has gone ballistic and that technol- 
ogy has become cheaper. 

So, here we have three third- 
party headsets (not those sold by 
the phone manufacturers) priced 
below Rs 5,000—the Logitech 
Mobile Express, the Logitech 
Mobile Traveller and the Plan- 
tronics Discovery 640. 

I liked the Mobile Express bec- 
ause it looked neat, but it was a 
pain to use because its space-age 
shape did not sit comfortably on 
my ear, particularly because I wear 
glasses. The Express is a definite 
no-no if you wear any ear jew- 
ellery. The Traveller is a bit more 
convenient to use because of its 
construction, but looks rather rudi- 
mentary. But one thing I did like 


about both the Logitech devices 
was that they can go from box to 
ear with minimal user education. 
The Plantronics Discovery, 
thanks to its gel earpieces, is com- 
paratively more comfortable on 
the ear, but despite this, it can be 
rather uncomfortable over a 
longish period (say, a couple of 
hours). The device comprises tens 
of small plastic bits, which fit tog- 
ether as in a ‘do it yourself kit. You 
can charge it from three different 
sources—the AC mains, a battery or 
a phone charger. But I actually 
found myself reading the technical 
literature for over half an hour 
trying to figure out what to do. 
It's the first time Гуе done such 
intense reading for any electronic 
gadget and I'm still a bit confused. 
How did these devices per- 
form? Well, they get the job done, 





Logitech Mobile Traveller 
_ Rs4995 — 
= Bluetooth 12 _ 
|.  15grams 
2-year warranty 





they're really convenient and voice 
quality remains fairly good on all 
three devices; so there's nothing 
really to distinguish between the 
three. They are also extremely 
useful when you are driving. Other 
than that, they're nice little gizmos 
to show off—making others believe 
you are the latest bionic human. Or 
incredibly stupid! ш 
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Right Connections 


AS THE FORMER CEO OF NETWORK EQUIPMENT 
giant Nortel and former Vice Chairman of the 
Us armed forces, WILLIAM "BILL" OWENS knows 
more than just a few people who matter in 
corporate America and Washington, D.C. 
Now Owens, 66, who quit Nortel less than 
two years after fixing a wide variety of prob- 
lems, will have an opportunity to open some 
big doors for Wipro, which has roped him in 
as an additional director. If you've read our 
cover story this issue, you won't ask why 


Metro's Miracle Man Wipro made the offer or why Owens agreed. 




















AT 74, MOST TECHNOCRATS WOULD BE 
happy if anyone remembered their 
names at all. But in the case of Delhi 
Metro boss, E. SREEDHARAN, getting 
people to let him be is the problem. 
Even before he reluctantly accepted a 
three-year extension at Delhi Metro 
last year, Sreedharan was being 
wooed by state governments for their 
metro projects. Now, the man, who 
also built the Konkan Railway, is 
helping Kolkata Metro plan a Rs 
907-crore extension from Tollygunge 
to Garia. Don't blame the states for 
overworking one man. In his busi- 
ness, there's no one else with 
Sreedharan's competence or ethics. 


| The Game Changes i 


RECRUITER POP QUIZ: WHAT'S MORE IMPORTANT IN A ( EO 
candidate—knowledge or enthusiasm? If you picked 
knowledge, forget about a career in private 
equity. At least with one Australian-Israeli 
realty group, which has chosen IMG/Twi South 
Asia Managing Director, RAVI KRISHNAN, to 
head its $100 million (Rs 450 crore) sector 
fund. What does Krishnan, 38, know about 
India’s murky real estate industry? Little in 
terms of its mechanics. So, what got him 
the job? Must be his—no, not his Australian 
passport, but—attitude. “The real estate 
boom is for real, it is by no means a bubble,” 
he says. Let’s hope he’s right. 


The Fall Of A Prodigy 


MOVE OVER, (ENRON’S) KEN LAY AND JEFF SKILLINGS. MAKE WAY FOR SANJAY 
KUMAR, 44. On April 24, former CA (formerly Computer Associates 
International) CEO and Chairman, Kumar, admitted in a Us court that 
between 1999 and 2000, he had “incorrectly booked" revenues, lied about 
it to prosecutors, even paid $3.7 million to a customer to cover up a bogus 
deal, and thus contributed to a $2.2-billion fraud that bre yught CA to its knees. 
“I know my conduct was wrong.. .I apologise for my actions,” said the man 
who once was CA founder Charles Wang’s blue-eyed boy. With each of the 
12 charges against him carrying a five-to-20 year sentence, Kumar—son 
of a fisherman who landed in the Us as a 14-year-old to escape the ethnic 
violence in Sri Lanka—can look forward to a long prison sentence. At the 
time of writing, Kumar was out of jail on a $5-million bond. 
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BUT GOING PLACES YOU'VE DREAMED OF. 


Live your success. Siqnature style. 


NOT JUST ABOUT SPORTING FANCY WHEELS. © 
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Pay-day Ahead 


NEERAJ BHARGAVA HAS BEEN ONE 
of the earliest BPO cheerleaders. 
As a consultant with McKinsey, 
he was one of the authors of NOT JUST 
the McKinsey report that her- 

alded the sro boom. Then, as а 
private equity investor at 
eVentures India, Bhargava 
invested in offshoring firms, and ABOUT HAVING 
most recently as the group CEO 

at WNS Global Services, a former 


British Airways captive back 
office where Warburg Pincus is 





now a major investor, Bhargava may oversee the first overseas list- 

t ing of a pure-play Indian BPO. Bhargava refused comment, but 
according to some estimates WNS may be worth about $500 million 
(Rs 2,250 crore) on Nasdaq. Given that Bhargava has shares in WNs 
too, his belief in the industry is about to be richly rewarded. 


15 MINUTES 


OF FAME. 
On His Own 


IT IS A MERE FORMALITY, BUT ONI 
| that needed to be done. Come 
July, GAUTAM THAPAR, 45, will 
| succeed bachelor and septuage- 
narian uncle L.M. Thapar as the 
Chairman of group flagship 
Ballarpur Industries. But it will 
hardly be business as usual at 
the paper maker. The young 
Thapar, a chemical engineer, 
wants to more than double 
capacity to 1 million tonnes by 
next year. ‘I am bullish on the 
| paper industry," quips Thapar. 


BUT HAVING 


THE TIME 


OF YOUR LIFE. 





The India Bug 


NOKIA'S SANJEEV SHARMA ISN'T THE 


only one quitting his job to avoid a Live your success. 
posting out of India. American К 
Signature style. 


Express India’s country manager К. L. 
MURALIDHARA has quit rather than 
move to New York. Internal politics 
may also have done in this straight- 
talker, since rumours of his departure 
had been in the air for sometime 
now. Muralidhara wasn’t available 

for comment, but the buzz is he may NUS M 


be headed back to Citi come June. m 





CONTRIBUTED BY RITWIK MUKHERJEE, RAHUL SACHITANAND, 
ARCHNA SHUKLA, AHONA GHOSH, KAPIL BAJAJ AND AMAN MALIK 





Rewrite 


the 


future. 


Airtel launches 
BlackBerry 8700g 
India's first BlackBerry 
powered by 


an Intel processor! 


For trh detain. cat 
* бейди. 98714 28080 + Haryana - 98960 12345 
* hyderabad - 38490 12345 + Indore M930 1245 
* Jaipur 90290 1245 + Kolkata + 94110 1734$ 
* Luschnow - 99350 54311 * Ludhiana - 98150 12345. 
* Мич - 985325 T7010 * Pune - 28900 12345. 162 BUSINESS TODAY MAY 21 


2006 
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ч NUMERIC POWER. 


UTMOST CUSTOMER CARE, 
BEST PRACTICES 
KEEP US WINNING 


„їп India and abroad! 


NUMERIC. POWER CONTINUITY AT ITS BEST. 


NUMERIC, No.1* UPS manufacturer in India offers a wide range of UPS systems, built with DSPs (Digital Signal Processors) and advanced Digital 
Electronics Technology, combined with fast Power Switching devices provide world class power protection to every process involved right from 
Personal Computers, very large networked IT Equipment / Server Farms / IDCs / Industrial process / Health care / Telecom and various other critical 


operations. 


POWER CONTINUITY ACROSS INDIA & OVERSEAS. 


Numeric owns ISO 9001:2000 / ISO 14001:2004 certified facilities following higher quality standards and faster roll out of products for fast track 
projects and every special application. Product Quality and assured UP-TIME performance across India with the support of 154 Tech Support 
locations ensure POWER CONTINUITY AT ITS BEST. 


NUMERIC owns three (WOS) Wholly Owned Subsidiaries overseas and all set to enter the US and European markets. 


TECHNOLOGY COMBINED WELL WITH RELIABILITY. 


Remote Monitoring, Internet Connectivity (Net Ready), Advanced Power Conversion Technology, Digital Electronics, all combined to build higher 
reliability and close monitoring from any where. Numeric takes pride in hosting the UP-TIME of all NUMERIC UPS systems at major installations 
across the country - means RELIABILITY to POWER CONTINUITY. 


Toll Free Number – 1800 425 3266 


* Source: SOFTDISK - 2005 





ЕЗ? 


, "RS LR my Ё: 


NUMERIC POWER SYSTEMS LIMITED — 


by 


' Numeric House, No 5, Sir P.S Sivasami Salai, Mylapore, Chennai 


Email : npsi.corporate@ numericups.com. Visit us at: www. 





STARK Cherie 


"Lenovo recommends Windows® XP Professional. 


FIRST YOU PAY FOR IT. 
THEN IT PAYS YOU BACK WITH INTEREST. 


on the stock exchange. It's on your des 

The ThinkCentre E50's pre-loaded 
ThinkVantage Technologies pay off 

regularly by helping you save time and 

money. What's more, thanks to the 

powerful Intel® Pentium® 4 Processor, 

it performs like a star employee. м! 
ThinkCentre is now a product of Lenov ui | 
a new global company uniting Lenovo 1917 
and the former IBM PC Division under р 
the Lenovo name. 


This blue chip investment is not listed | 


SMS 'THINK' to 3636 lenovo.com/in Br 


New Thinking. New ThinkCentre | i" 





